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How to Dispose 


of Old Moldings 


A prominent retail lumberman at a meeting not long ago said: “I have been connected with the retailing of lumber 
for many years and I have checked over the stock of a good many concerns that have gone out of business involun- 
tarily and I have found that about 90 percent of the assets of such retail yards are old moldings of obsolete and worth- 


less patterns.” 


Possibly this retailer exaggerated the situation a bit, but it is nevertheless a fact that one of the sorest 


spots in the retail lumber business is the disposal of old and odd moldings. The following are methods used by retail 
lumbermen to keep down the stock of moldings, the information being compressed from a number of letters to the 


AMERICAN LUMBERMAN: 


Passes the “Buck”—We lump old style moldings together and “pass 
the buck” by selling the whole lot to a contractor at a very low 
figure. If the contractor refuses to be the “goat” we sell them for 
little or nothing to anyone who will take them away. Nothing is 
so bad around the yard as a lot of old moldings, unless it is old 
odd-sized sash. In odd-sized sash we take the glass out and burn 
up the sash. 


Salesmanship Solves the Problem—We handle only standard sizes 
and do not allow old stock to accumulate. Primarily this is a 
question of salesmanship instead of mere order taking. Every 
piece of lumber can be sold at a profit with proper salesmanship. 





Sticks to Standard Patterns—The best way to avoid molding trou- 
ble is to check all orders closely that are received from the yards 
and confine these orders to standard patterns. Accumulation of 
molding depends largely upon the agent. We have some agents 
who have no accumulation. Some obsolete patterns, where the 
quantity is sufficient, have been worked over at the planing mill. 


Do Not Take Back Special Runs—First: Keep moldings clean and 
salable by storing in well constructed bins. Second: Exercise 
care in running sufficient odd pattern stock to take care of the 
job and insist that any unused stock of this character is the 
property of the contractor or builder, and that such can not be 
returned. By following these rules we have solved molding 
problems. 


Adopts Standard Patterns—We keep away from accumulation of 
odd moldings by standardization. We now stock one casing, one 
base, one window stop, one door stop, etc., and when a customer 
wants something special we order it for him and charge him 
accordingly. Our trade seems satisfied with this and we have 
no excess molding stock. 


A Samaritan—We let the other fellow handle all the odd molding 
and special run of stock. 


End Piling the Remedy—Some years ago we had left over moldings 
largely because we piled them flat and the pieces became dirty 
and unsalable. Now we store moldings on end and turn the face 
side down, which prevents deterioration. We also handle only 
patterns which are standard in this community. 


Work Off Stock Thru Junk Bin—All obsolete patterns we put in 
our junk bin. The material in this bin we push all the time. 
While the bin is generally pretty full, we manage to keep the 
stock moving. There are too many patterns of molding avail- 
able. I favor cutting out half the patterns. For example, it is 
foolish to have eight or ten patterns of window stop. 


Ships to Other Districts—Several years ago we made a heavy pur- 
chase of wide moldings and, directly after, these moldings went 
out of style in our city. We disposed of these moldings by ship- 
ping them to other lumber yards where the wider patterns were 
still in use. We have found this method to work well, not only 
for moldings but for turnings, millwork and other material, and 
we recommend listing up carefully all such material and sending 
these lists to other localities. 


Puts Stock Out in Open—Instead of putting old stock away in some 
corner where it is unseen we make it a point to keep it where 
it can be seen and got at readily. We then continually hammer 
on selling odds and ends and simply refuse to let any great 
quantity accumulate. The plan is successful with us. 


Insists on Standard Patterns—The only reason moldings accumulate 
is because yard managers or owners permit themselves to be 
influenced by the demands of jackknife carpenters. We carry 
standard patterns and special moldings have to be paid for by 
the purchaser. If the yard is located where there is a planing 
mill, large sizes of old moldings may be re-run to such items as 
screen molding, glass bead and the like, and thus old material 
got rid of. 


Photographs Help in Sales—Of late years we have replaced odd 
moldings with stock patterns because we take photographs and 
books showing the convenience of stock moldings and how dust 
and dirt accumulates on old odd stock, and in this way we switch 
the customer to what we have on hand. Another method which 
works successfully with us is to show a customer exactly how 
much it will cost to replace all the old moldings in a house with 
modern moldings of stcck patterns as compared with what it 
will cost him to have a special set-up to run some odd molding 
for repair purposes. This generally results in tearing out all 
the old molding in a house and replacing it with new patterns. 
We make our customers pay well for odd stock and see that no 
excess is run. Should there be a slight excess, however, we re- 
run it in our planing mill into something smaller of a stock 
pattern. 


Sell to “Bargain Hunters”’—As we keep our molding clean and 
handle only standard sizes we have no accumulation. However, 
by observation we note that old moldings accumulate greatly in 
many yards, usually because they are piled in dusty bins, in 
dark and dusty corners where they are forgotten until inventory 
time. If these moldings are dragged down to one of the most prom- 
inent bins in the shed where they are within sight and on the minds 
of the retailers, most of the time they can be sold. We always 
have some “bargain hunters” among our customers and such 
people readily take edd moldings. 
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HE office of O. D. Hauschild, Incorporated, has complete 

insurance facilities for retail lumbermen. We have made 
a special study of the insurance needs of the dealers. Our 
contracts are broad and provide complete protection. ‘Twenty- 
seven years of experience devoted almost exclusively to pro- 
viding for the insurance interests of the retail lumber trade has 
siven us a knowledge of the business and an equipment unsur- 
passed by any other office. We also maintain a thoroughly 
efficient inspection service, and are prepared to furnish expert 
information on fire protection engineering. The fact that 
more than forty-five hundred retail lumber yards are insured 
through this office testifies to the quality of service we are 
providing. Correspondence invited. Address O. D. Hauschild, 
Incorporated, 419 Second Ave. So., Minneapolis, Minnesota. 
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Freights Are High Enough Without Overcharges 


ERHAPS NOBODY but those on the “inside” of the traffic 
departments of the railways realize how much of the freight 
revenue consists of overcharges that are not discovered, at 

least by those who “pay the freight.” One of the most profitable 
departments of lumber organizations is the freight bureau, which 
for a single organization sometimes collects thousands of dollars 
annually in freight overcharges. Of course, it would appear to be 
small business for a great transportation system to make a practice 
of overcharging on freights. However, the temptation to do so is 
strong when the public generally is ignorant of tariffs and when so 
large a percentage of the expense bills is not rechecked for over- 
charges. 

At any rate, in these days of high transportation costs shippers 
ought to exercise every care.in checking expense bills in order that 
the burden of transportation, already so heavy as scarcely to be 
borne, may not unnecessarily depress the industry. There is little 
chance that the seller or buyer of lumber will get more for his stock 
than the price he fixes in his contract of sale; and in many cases 
nowadays he is likely to wait at least a reasonable length of time 
before he gets even that. The carrier gets his pay for the service 


performed almost immediately. Credit is practically unknown as 
between carrier and the public. The carrier ought to be quick to 
refund overcharges because he is actually keeping without warrant 
or interest money belonging to another, tho of ceurse interest is 
allowed in formal reparation proceedings. 

A shipper of southern pine lumber writes that the present policy 
of carriers appears to be to overcharge practically all shipments, 
and he suggests that the purpose may be to obtain in that way much 
needed funds for temporary use without interest. While he may 
state the case somewhat too emphatically, it is conceivable that 
rate billing clerks make it a point to charge enough, that is, “the 
highest rate that might be applicable to the shipment in question,” 
and in that way often ignore lower rates that are in fact applicable. 

In matters of this kind it is the duty of business men to inculcate 
efficiency by making special efforts to secure to the last cent the 
lowest rate and absolutely correct expense bills for all shipments. 
Carelessness in checking errors only encourages careless billing; 
and every cent of overcharge in freight involves that much of un- 
necessary tax imposed upon an industry already heavily burdened 
with transportation costs. 
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Retail Annuals Splendidly Constructive 


AREFUL PERUSAL of the convention reports in this issue of 
the AMERICAN J.UMBERMAN can not fail to impress one with 
a realization of the earnestness and enthusiasm that have 
characterized every gathering of this kind and of the splendidly 
constructive nature of the discussions. There have been fewer set 
addresses on remotely allied subjects and more general discussion 
of the vital problems that are encountered in the every day busi- 
ness life of the average retailer. There has been manifest a determi- 
nation to forget, insofar as possible, the discouragements and the 
losses of the year that has passed and with “eyes front” and “head 
erect” to press forward vigorously to the goal of better business 
that lies ahead. The convention programs have been essentially 
constructive and helpful, the meetings have been largely attended 
and altogether the convention season of 1922 has opened with a 
dash and vigor that speaks volumes for the work of the secretaries 
and other executives in planning ways for making this not only a 
big convention year but a big business year in every respect. Some 
of the larger conventions are past and others are just ahead. The 
stories of their accomplishments should be preserved in the files 
of every lumberman because of the many helpful and profitable 
ideas and suggestions therein recorded, and to which frequent 
reference should be made in the days to come. 





Newspaper Editors Want the Facts 


HENEVER UNWISE State or National legislation is pro- 
posed, the enactment of which would work injustice and finan- 
cial loss to any industry, the best antidote is intelligent and 

unbiased discussion in the press. But editorial opinions can not be 
intelligent or fair unless based on accurate knowledge of facts and 
conditions. Hence if the lumber industry, or any other industry, 
wents to enlist the aid of this powerful ally in getting its case before 
the public, and before State or national law-making bodies, it is up 
to the representatives of the industry to furnish the editors of the 
daily and weekly newspapers of their communities with the facts 
upon which just conclusions may be based. Supplying the newspa- 
pers with accurate information beforehand beats cussing them after 
misleading articles have been printed. 

This sort of work means personal, man-to-man contact with news- 
paper men, and a frank statement of the facts without bias or camou- 
flage. It can not be done thru editorial clipsheets sent out by a paid 
publicity bureau. Anything that savors of propaganda has about as 
much chance of getting across with the editor of a live newspaper, 
large or small, as a celluloid cat chasing an asbestos rat thru hell 
would have of getting its claws into the rodent, to use a simile not 
original with the AMERICAN LUMBERMAN. 

Excepting possibly a few fossils whose influence at best is nil, 
newspaper editors welcome real information that gives them a bet- 
ter understanding of the industrial and economic problems of the 
day, especially of those of their own States or communities. This 
has been demonstrated over and over again by lumbermen whose 
experiences in this field have been related in these columns. The 
AMERICAN LUMBERMAN has persistently urged the cultivation 
of close personal relations between lumbermen and the newspaper 
men of their communities, feeling that such an entente would go far 
toward dissolving the fog that seems to hang over the public mind 
with regard to the manufacturing and marketing of lumber. 

To illustrate once more what this newspaper long has advocated, 
and at the same time to pass along to its readers an interesting bit 
of information, the AMERICAN LUMBERMAN cites a leading edi- 
torial appearing in the Clarion-Ledger, of Jackson, Miss., on Jan. 
15. It treats of the forestry bill now pending in the Mississippi legis- 
lature, a measure in which the lumbermen of that State are vitally 
interested, in so sane, practical and enlightened a way as to merit 
the warmest commendation—not because of any inherent advocacy 
of the lumbermen’s cause, for it is free from special pleading, but 
because it considers the subject from a commonsense viewpoint, and 
with the interests of the people of the State in mind. The AMER- 
ICAN LUMBERMAN would like to print the entire editorial, which 
is captioned, “Go Slow,” but because of space limitations the follow- 
ing keynote paragraph must suffice: 

“This is a question of national importance, and the financial bur- 
den properly belongs to the nation. Congress is now considering a 
bill along this same line, and for Mississippi to rush in, creating a 
large number of offices, demoralizing the lumber business, and its 
interests in this State, only to find it necessary at the next session to 
make a complete change in order that the Mississippi law might 
conform to or dovetail into the Federal law, would not only be ridicu- 
lous, but would work a hardship upon many people, and mean the 
slowing down or closing up of an industry that means much to the 
prosperity of the State of Mississippi.” 

But someone may ask what the editorial quoted has to do with 
the argument that the lumberman should be on good terms with his 


local newspaper editor. Just this: The Jackson editor did not get 
the broad and intelligent view of the complicated problem of refor- 
estation revealed by the complete editorial, by sitting in his office 
and reading about it. The AMERICAN LUMBERMAN will wager 
a large, red apple that he has been mixing with some real lumber- 
men. It is, in fact, no secret that the lumbermen of Jackson long 
have recognized the importance of codperating with the local news- 
paper fraternity, to the end that the public may be given correct, 
not distorted, information on all matters concerning the industry. 





Two Significant Hardwood Happenings 


N THE NEWS columns of this issue of the AMERICAN LUMBER- 

I MAN are recorded two important happenings that hold promise 

of profitable developments in the northern hardwood industry. 
At Detroit the lumber agent of a leading automobile manufacturer 
entertained as his guests a number of hardwood producers, taking 
them thru the factory and showing them in detail how their lumber 
was being used. Every one of those lumbermen went back to his 
home with a better knowledge of the purposes for which his lum- 
ber was used—the manner in which it was utilized and the dimen- 
sions that could be used most economically and effectively—than 
he could possibly have secured in any other way. This knowledge 
will enable them to plan more intelligently their output so as to 
secure the maximum product from their logs and to eliminate much 
waste by cutting to meet this particular need. The purchaser will 
profit, for the lumber producers, without doubt, were in position 
to give him some valuable suggestions that will help him to avoid 
errors and expense thru buying material not best suited for the 
purpose intended and in the proper selection of grades. Then there 
‘is involved the question of closer and more economical forest utiliza- 
tion that is growing increasingly more important to the welfare 
of the country. This company has set a splendid precedent that 
should be followed generally by large buyers of lumber and this 
suggests the thought that lumbermen should solicit opportunities 
of this kind where they are not voluntarily offered. 

The decision of members of the Michigan Hardwood Manufac- 
turers’ Association to codperate with the Maple Flooring Manufac- 
turers’ Association in a campaign of publicity for maple and to 
assess themselves for this purpose 5 cents a thousand feet on all 
their maple shipments marked another forward step in modern 
lumber merchandising that is certain to produce effective and de- 
sirable results, and is a program in which every maple producer 
can well afford to participate. 

Both of these incidents are significant and give promise of develop- 
ments along desirable and proper lines of this great branch of the 
lumber industry. 








Women at Lumbermen’s ,Conventions 


ABITUAL ATTENDANTS at lumbermen’s conventions must 
have noticed the marked increase in the last few years in the 
number of women attending these events. More lumbermen 

are accompanied by their wives than formerly. Whether this is due 
in any degree to the benign influence of the 18th Amendment, as 
some cynical observers have professed to believe, is a question too 
momentous for decision offhand. If such is the case, let another 
large credit be chalked up for that much maligned measure. 

The AMERICAN LUMBERMAN, however, is more inclined to at- 
tribute the increasing feminine attendance to the broadened horizon 
of woman. Exercise of the right of suffrage naturally has brought 
in its train increased interest in economic affairs; and, as regards 
the individual woman, in the specific problems of the industry with 
which her husband is identified. The opportunity to hear these sub- 
jects intelligently and authoritatively discussed, with the added 
spice of a little shopping and a dash of entertainment, form a com- 
bination that is drawing increasing numbers of women to the 
lumbermen’s annual gatherings. 

All this is very desirable, and just as it should be. But there is 
a fly in the ointment. It appears upon the best possible authority— 
that of a woman convention-goer herself-——-that some manufac- 
turers’ representatives in charge of exhibits are still living away 
back in the prehistoric days when if a woman visited the exhibits 
at all her chief purpose was to pick up “souvenirs.” Wake up, 
men! Bless your innocent hearts, nowadays when the ladies poke 
their pretty heads into the rooms where your exhibits are housed 
they are not hunting gimcracks. They want information, ideas—in 
short, the real dope that you would hand out to a possible customer 
(and, gosh, how quickly you can spot ’em!). They feel themselves 
to be, and are, the business partners of their husbands, and they 
want to become informed concerning his business problems. 

But what is the use of the editor rambling along. in this fashion’? 
The right, and the ability, of woman to speak for herself is every- 
where conceded. Therefore it is with pleasure that the AMERICAN 
LUMBERMAN presents a very interesting and constructive letter 
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recently written to President C. E. Babcock, of the Wisconsin Retail 
Lumbermen’s Association, by Mrs. Simon Clough, of Shewano, Wis. 
Altho not written for publication it is too full of “meat” not to pass 
along to the trade. The letter follows: . 

“IT would like to ask you to please inform the salesmen at our 
convention exhibits that when we ladies come. to the convention 
we come with larger views than some of the representatives credit 
us with when we call at the different booths. I can cite a number 
of instances where some of the manufacturers have lost sales by 
not explaining their goods to a lady instead of putting her off with 
this answer as she enters the door: ‘No souvenirs, lady; sorry!’ 

“Each lady accompanying her husband is more interested in what 
her husband sells than perhaps you are aware of, and if she is not, 
this is the chance to give her the same instruction concerning the 
products sold as you would if you were to visit her husband’s place 
of business. I have worked in the lumber industry for four years 
past, and I believe in the golden rule; and as you members preach at 
all conventions, ‘to watch the details,’ here is one continually over- 


looked at every convention I have ever attended, and other ladies 
feel the same. 

“Yes, we appreciate the entertainment, it is true, but all play gets 
tiresome, does it not? I enjoyed all the addresses and talks given 
last year and have carried many good lessons into our business from 
them, and because I am solely interested that we should have 100 
percent interest, I am ‘tipping you off’ how to make it 100 percent. 

“In conclusion, as I only want to speak of this in a general manner, 
I wish to advise each one of you men that if you would codperate 
with your wife in your business we would have fewer divorces. I 
do not mean that you should have her come to the office to assist 
in the work, but let her in on your problems, as she does you on 
her problems of the home. Make her a partner in your business, 
if only to counsel with. It is my experience in four years working 
with my husband that it makes a woman broader and a real ‘pal’ 
of her husband.” 

Convention exhibitors, and lumbermen at large: A word to the 
wise is sufficient! 























Order Increase in Intrastate Rates 

[Special telegram to AMERICAN LUMBERMAN] 

Washington, D. C., Jan. 18.—In a formal 
opinion handed down by the Interstate Com- 
merce Commission after a supplemental hear- 
ing concerning intrastate rates within the 
State of Illinois, the commission holds that 
intrastate rates and charges of electric rail- 
roads and of certain shortline steamroads are 
unduly preferential on intrastate traffie and 
shippers and localities within the State, unduly 
prejudicial, to interstate traffic outside the 
State, and discriminate unjustly against inter- 
state commerce. The carriers involved are 
ordered on or before Feb. 25 to inerease their 
rates to correspond to the increase made in 
similar charges applicable on interstate traffic 
in the eastern group under the commission’s 
findings in Ex Parte No. 74. 

In this instance the commission follows its 
former decisions affecting intrastate traffic in 
Illinois and other States, where the intrastate 
roads have failed or refused to increase rates 
to the level of interstate rates, thus diserim- 
inating against interstate commerce. 


(am@@a@a@aaaen: 


Timber Land Legislation 


[Special telegram to AMERICAN LUMBERMAN] 
WASHINGTON, D. C., Jan. 18.—The House has 
passed a bill, reported out by the committee 
on publie lands, authorizing the appropriations 
committee to make an appropriation for the 
protection of timber on publice lands outside of 
national forests from fire, disease, ravages by 
beetles ete. The authorization is made to apply 
specifically to lands under the jurisdiction of 
the Interior Department. It was made clear 
in the brief debate that the bill does not go 
beyond the authorization under which money 
is appropriated for similar protection on na- 
tional forests. Any funds appropriated under 
this authorization will be expended in codpera- 
tive work with the States and private owners. 
The House also passed by unanimous consent 
a bill introduced by Representative Hadley, of 
Washington, under the provisions of which pri- 
vately owned timber land along the State high- 
way which crosses Snoqualmie national forest 
from the Snoqualmie Pass may be exchanged for 
national forest timber, or land of equal value 
elsewhere in the State. Mr. Hadley explained 
that the Government was adequately protected 
in the proposed transfer, which is desired pri- 
marily in order that the timber bordering the 
highway which happens to be in private owner- 
ship, may be preserved for its scenic value. 
Representative Wingo, of Arkansas, objected 
when an attempt was made by Representative 
Raker of California, to secure unanimous con- 
sent for the consideration of a bill to provide for 
the consolidation of certain lands in the Plumas 
national forest, California. Objections came 
from several members that the bill differed in 
some respects from other measures for the ex- 
change of national forest lands. Representative 


Snell, of New York, called attention to the faet 
that the Snell forest policy bill contains com- 
prehensive provisions for the exchange of lands 
on recommendation of the Secretary of Agri- 
culture or the-Seeretary of the Interior. Mr. 
Wingo objected on the ground that the bill in- 
volves a bad and wasteful policy which he has 
heen fighting in his district for years. 


Pittsburghers’ Secretary Bereaved 

{Special telegram to AMERICAN LUMBERMAN] 

PITTSBURGH, Pa., Jan. 19.—J. G. Criste, pres- 
ident of the Interior Lumber Co. and seeretary- 
treasurer of the Pittsburgh Wholesale Lumber 
Dealers’ Association, received word today of 
the death of his mother, Mrs. Anna E. Criste, 
at Cresson, Pa., yesterday. She was 85 years 
old. Mr. Criste left on the noon train for Cres- 
son today. 

Inspect Cowlitz Timber Purchases 

[Special telegram to AMERICAN LUMBERMAN] 

PORTLAND, ORE., Jan. 17.—R. A. Long, chair- 
man of board of directors; F. J. Bannister, 
president, and W. F. Ryder, Pacifie coast rep- 
resentative, all of the Long-Bell Lumber Co., are 
at the Benson Hotel here on tour of inspection 
of recently purchased holdings in Cowlitz River 
country. With them are a number of engineers 
and lumber experts. 


(SPARE AE: 


To Investigate Building Costs 
[Special telegram to AMERICAN LUMBERMAN] 
WASHINGTON, D. C., Jan. 18.—Peyton Gor- 

don, United States attorney for the District of 
Columbia, will shortly start a thoro investigation 
into charges that building costs here are main- 
tained at excessively high levels by combina- 
tions among builders and building material 
men, 

Senator King, of Utah, first voiced this charge 
in the Senate, his attention being called to the 
situation by delay in the construction of school 
buildings. The principal reason for the delay, 
he said, was shown to be excessive prices. He 
then asked a well known local attorney to make 
a preliminary investigation, on which he based 
his charge of a combination to profiteer in 
bujlding operations. 

Senator Glass, of Virginia, had something to 
say along the same line during a speech made 
yesterday in the Senate in defense of the Fed- 
eral Reserve Board. The Senate adopted an 
amendment restricting to $250,000 the amount 
which the board may spend for a banking build- 
ing without specific authority from Congress. 
Mr. Glass conceded that too much money had 
been spent in some cities for Federal Reserve 
bank buildings, declaring that he would not 
have spent money for buildings as the board 
did because of the profiteering combinations 
among builders and building material men as 
shown by the Lockwood investigating commit- 
tee in New York, as a result of which several 
successful prosecutions have been undertaken. 





Senator King went further, charging the exist- 
ence of a similar combination here, necessarily 
on a smaller seale. 


Bonus Legislation Discussed 
[Special telegram to AMERICAN LUMBERMAN] 
WASHINGTON, D. C., Jan. 18.—The sentiment 

for bonus legislation for ex-service men is in- 
creasing in Congress. The bonus was dis- 
cussed at a caucus of republican senators to- 
day. After voting unanimously to take up and 
pass at the earliest possible date the foreign 
debt refunding bill, the senators turned to the 
bonus. An effort. was made to have the caucus 
take the same action on bonus legislation. 
Five senators voted against it and three re- 
frained from voting, about sixty being present. 

Many senators have lost their enthusiasm 
for the suggestion that the interest on foreign 
debt be utilized to pay a bonus. Nobody 
knows when this interest will be paid, and 
even if it were so used the taxpayers of this 
country actually would pay the bonus, since 
they must furnish the money to pay interest 
on Liberty and Victory bonds, which stand 
behind the loans made to the Allies. Using the 
interest on the foreign debt, therefore, would 
not shift the actual load from American tax- 
payers. 

A suggestion which is receiving considerable 
support is that a limited manufacturers’ sale 
tax be levied to pay a bonus, covering, say, a 
hundred important lines of products, together 
with an increase in the first class postal rates 
to 3 cents an ounce, a tax on bank checks and 
the like. 

President Harding favorg bonus legislation, 
provided the bill makes adequate provision for 
financing it, but does not want any disguised 
legislation. 


Hardwood Men Visit Motor Plant 


Derrort, Micn., Jan. 16.—A. E. Pope, lumber 
purchasing agent of Dodge Bros., Ince., this 
city, entertained a number of hardwood manu- 
facturers Tuesday and Wednesday of last week, 
showing them all thru the plant of his company 
and explaining to them the various uses of lum- 
ber in the Dodge automobile. He explained 
in detail to the manufacturers just how the 
lumber is cut up and put into the automobile. 
It was the consensus of opinion that by this 
visit of the hardwood lumber manufacturers the 
Dodge Bros. company would be saved thousands 
of dollars in that the manufacturers more thoro- 
ly appreciate and understand just what their 
lumber is used for and they will be enabled 
to more intelligently manufacture their lumber 
for that trade in the suitable grades and sizes. 
This will make a great saving to the company, 
and at the same time prove profitable to the 
lumber manufacturers thru the elimination of 
waste in cutting, more intelligent manufacture 
and closer utilization. The visitors were enter- 
tained at a theater party on Wednesday night. 
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OFFERS MAPLE LOGS 

Will you give us the names of a few people 
who might be interested in a car of maple logs? 
We have a customer who has a car, but they are in 
the tree and he wants to know about what he 
ean get for them before he cuts them.—INQuIRY 
No. 472. 

[Presumably the maple referred to by the 
inquirer is hard maple. It is located in a sec- 
tion of Illinois in which portable mill opera- 
tions are carried on to some extent and it is 
suggested that, inasmuch as it is always ad- 
visable to have lumber manufactured as near 
home as possible, a portable mill capable of do- 
ing good work be employed to convert these logs 
into lumber. The amount received for the logs 
as logs will depend upon their quality, the cost 
of cutting them, the quantity and the distance 
to be shipped. Without knowing all of these 
factors it is impossible to say what they are 
worth. It is suggested that possibly the best 
way to get a line on what may be realized from 
these logs is to find out, first, what a competent 
portable mill operator will charge for sawing 
the lumber. The next step, and really the most 
important, is to find out what dimensions maple 
should be sawed into. By asking wholesalers 
what they will pay for properly seasoned maple 
an idea may be obtained, not only of the prices 
paid, but of the sizes in most demand. Of 
course, hardwood prices fluctuate, and there is 
no certainty that a price in effect today will 
remain. That is a risk the owner will have to 
take. Saw the lumber to meet the requirements 
of the wholesaler and there should be a good 
market for it.—EDIToR. } 


WANTS WEIGHTS ON PILING 

Will you please advise us weights on round 
piling, both peeled and unpeeled. It occurs to us 
that there should be a table giving such informa- 
tion, and if it is not in your possession we shall be 
pleased to have you tell us where we can obtain 
one.—INQuiIRY No. 461. 

[The above inquiry comes from a concern in 
Georgia and presumably therefore the weights 
required are those on piling from that district. 
There are extant comprehensive tables giving 
the weights of piling or rather poles of northern 
white cedar and western red cedar, but a search 
of many books of a technical nature fails to 
reveal any table giving the weight of piling 
from the South or Southeast. 

Weights of different trees, even tho of the 
same species, will vary greatly, and consequently 
the estimate of weight is purely an estimate. 
The Forest Service in Bulletin No. 556 entitled 
‘*Mechanical Properties of Woods Grown in 
the United States’ gives the weight per cubic 
foot, green, of the principal commercial woods 
of this country. Probably the most practical 
way to work. out a table whereby the weights of 
various species of piling can be estimated is to 
take a certain species as a basis and have 
weighed typical specimens. Probably such an 
estimate may be obtained by consulting the 
records of past shipments; but, if not, it is best 
to have the piling weighed accurately. With 
this as a starting point a table can be figured 
out showing the estimated weight of piling in 
different diameters and lengths of this particu- 
lar species. Asssume that chestnut is selected 
as the species for the basis of the estimate and 
that a 30-foot unpeeled piling weighs 1,000 
pounds. By referring to the tables given in 
Bulletin 556, it is seen that chestnut weighs 
55 pounds per cubic foot, green. Further as- 
sume that it is desired to obtain an estimated 
weight for a 30-foot water oak piling. By con- 
sulting the table it is seen that a cubic foot 
weighs 63 pounds or 14.5 percent more than the 
chestnut piling. Therefore, the estimated 
weight would be 14.5 percent more than the 
chestnut piling, which is assumed to be 1,000 
pounds. Therefore, the estimated weight of 
oak piling would be 1,145 pounds. 

Doubtless dealers in poles and piling thru 
records of shipments have compiled tables giv- 





ing the weights of different diameters and 
lengths of piling. Tables giving these figures 
or sources of information from which they 
may be obtained are solicited.—EDIrTor. | 


WANTS PORT ORFORD VENEER 

Where may I obtain 5/64x6” Port Orford ve- 
neer 7—INQuIRY No, 473. 

[The inquirer has been given the names of 
some companies which specialize in veneer man- 
ufacture and which at one time or another man- 
ufactured Port Orford cedar veneer. The in- 
quiry, as it is something out of the ordinary, 
is inserted here that other veneer manufacturers 
specializing in this wood may get into touch 
with the inquirer.—EbIToR. } 


A CALL FOR SOUTHERN WILLOW 

Will you kindly give me the names of concerns 
manufacturing southern willow?—INQuirY No. 
460. 

[The above inquiry is inserted on behalf of 
an eastern manufacturer and wholesaler of hard- 
wood. The company has been given the names 
of several lumber companies in position to fur- 
nish southern willow, but the name and address 
of the inquirer will be given to any interested 
reader.— EDITOR. | 


LEGAL LOG SCALES 

Will you be kind enough to advise me what the 
legal log scale is for Louisiana, Alabama and 
Mississippi?—-INquiry No. 475. 

[The number of log scales extant in this coun- 
try is legion. Seemingly not content with the 
many different log rules a number of them are 
known under various names. For example, the 
Doyle rule is also known by the following 
names: Connecticut River, Saint Croix, Thur- 
ber, Vannoy, Moore-Beeman (in part), Ontario, 
Scribner (erroneously). 

The Doyle rule is the one most commonly 
used for southern pine. In Louisiana, however, 
the legal rule is the Scribner-Doyle, while in 
Mississippi the legal rule is the Doyle. Investi- 
gation fails to reveal what rule is the legal 
standard in Alabama, but presumably it is the 
Doyle. 

A very careful and full discussion of log 
rules is contained in ‘‘ Forest Mensuration’’ by 
H. H. Chapman.—EbDIror. } 


ESTIMATING CARPENTER COSTS 


We have a carpenter-contractor customer who 
wishes to know the carpenter labor cost a thousand 
feet that contractors usually figure on the differ- 
ent kinds of lumber and material that go to make 


up the ordinary house. For example, he would 
want to know what is the time that is usually 
required to lay 1,000 feet of common 4-inch pine 
flooring. Of course the cost in dollars would be 
all right if he knew the wage scale per hour.— 
Inquiry No. 469. 

[Various methods of estimating costs have 
been used. Architects favor estimating the cost 
at so much per eubic foot. Appraisal experts 
sometimes use this basis and sometimes simply 
measure up the outside dimensions of a house 
and apply a square-foot figure. The war 
knocked the accuracy out of established costs, 
and because building construction costs have 
been changing continually, the AMERICAN LuM- 
BERMAN at this time does not know of a table 
that can be applied safely. The best way to 
secure such a table is to keep accurate costs on 
several jobs and from them construct a table. 
Such a table will not be absolutely accurate be- 
cause no two houses are exactly alike and have 
the same amount of labor upon them. The 
only safe course for a carpenter-contractor to 
pursue is to know his costs. Of course, he does 
not want his costs above those of other car- 
penter-contractors, but the important thing is 
to find out his own costs first of all. If he 
knows them he can tell whether the cost of put- 
on i any particular item is too great.—Ept- 
TOR. 





SHIPMENT BEFORE DATE SPECIFIED 

Will you kindly advise us your opinion of the 
following transaction in regard to a car of lum- 
ber shipped before time specified on order? 

Our salesman took an order from a customer for 
a car of No, 2 birch to be shipped Jan. 1, 1922, 
The mill loaded this car Dec. 27. Our customer 
after receiving invoice advised us he would not 
accept the car, as it was shipped before time. He 
also wrote us after the invoice was received to 
hold up shipment, but the car had already been 
shipped Dec. 27, so it was impossible to withhold 
shipment. 

Our customer then wrote back and advised us 
he would not accept the car inasmuch as it was 
shipped before the time specified, and that he had 
ordered another car he knew nothing about and 
therefore could not use this car. 

The car was shipped only four days ahead of 
time and we were wondering if we dated this in- 
voice after Jan. 1 if he would have to accept the 
ear. His letter asking us to withhold shipment 
came after the car was already shipped. There 
was no notation on the order in regard to with- 
holding shipment, only that it was to be shipped 
Jan. 1. 

We would be glad to have you advise us what 
your opinion is in a matter of this kind. The only 
reason we know of that our customer could have 
for refusing the car is that he purchased a car 
cheaper from someone else, and therefore wanted 
us to give him a reduction in price. We are of the 
opinion that if this invoice is dated Jan. 1 he will 
have to accept the car.—INnquirRy No. 471. 

[If the foregoing situation came about when 
prices were stable neither party to the transac- 
tion likely would have made complaint. In 
times of slow movement of freight and strong 
demand for stock shipment five days in advance 
of the stipulated date would not be objected to 
by the buyer. In this case the seller suspects 
that the buyer found a car of birch at a lower 
price than that of the car in question; the buyer 
might retort that the seller rushed shipment be- 
cause of falling off in demand or decline in 
price. 

In general, the legal rights of respective par- 
ties are determined by the provisions found 
‘‘within the four corners of the econtract.’’ 
Both parties agree that the order stipulated 
that shipment was to be made Jan. 1, which 
ordinarily would be interpreted to mean ‘‘on or 
about Jan. 1.’’ Surely, the buyer would not 
contend that shipment Jan. 2 would be breach 
of the contract. In fact, as already intimated, 
he might consider himself fortunate to get ship- 
ment within five days after the date specified in 
the order. Moreover, when shipment of an or- 
der is made five days prior to the date stipu- 
lated, there can be no assurance that it will 
reach destination before one shipped on that 
date. Nothing in the letter indicates the arrival 
of the car, and under some conditions it might 
actually reach the buyer later than the ‘‘ other 
ear he knew nothing about.’’ 

In situations like this a court always places 
a reasonable interpretation upon the meaning 
of the agreement, and ihe customs of the trade 
are taken into consideration -also. As ship- 
ment a few days after specified date would not 
be considered breach of contract, so shipment 
as many days before would not be considered 
ground for refusal of the car; provided, of 
course, the buyer could be placed in substan- 
tially the same position in which he would have 
been if shipment had been made in accordance 
with the order. In the present case, it would 
appear that postdating the bill would fulfill that 
purpose. In the interest of amicable business 
relations the buyer ought to be content to ac- 
cept the car of birch if he pays no more for it 
delivered at his yard than he would have paid 
for the same car had it been shipped Jan. 1 
instead of Dee. 27. 

LatTEr—Since putting the foregoing into type 
the shipper writes that the car in question ar- 
rived Jan. 4. The consignee refused to accept 
it. The seller offered to date the bill Feb. 1; 
the buyer still refused. Then the seller offered 
a reduction of $2 a thousand and the buyer ac- 
cepted the car.—EpIToR. | 
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Features of Douglas Fir Trade 


The current feature of the Douglas fir mar- 
ket seems to be the demand for car material 
originating with several of the western railroads 
which recently have placed large orders for 


rolling stock of various descriptions. The re- 
sult of this demand has been a further strength- 
ening of the car material market. Orders for 
Japanese squares have experienced a slump of 
* late, but this is believed to be only temporary 
and due to congested conditions at delivery 
ports. This Oriental business has been so heavy 
during the last several months, however, that 
many of the mills are reported to have enough 
orders on their books to keep them busy for 
thirty or sixty days, even if no new business 
should be received meanwhile. Japanese re- 
quirements, however, are understood to be ex- 
tensive, and no fear of stoppage of this profit- 
able business for some time is entertained. 
California business also has shown a decrease 
during the last ten days or two weeks, but 
reports indicate that an early recovery may be 
expected. Building in the Los Angeles sec- 
tion goes on with unabated activity, and while 
yards at the moment are well supplied with 
lumber — which undoubtedly accounts for the 
present lull—stocks are rapidly moving out and 
will have to be replaced. Advices from San 
Francisco say that much new work is in pros- 
pect in that city and surrounding territory. 
Much home building is going on there and is 
expected to continue thruout the winter, while 
several large structures will be erected after 
the rainy season ends. Thus the building out- 
look in the most populous sections of California 
is excellent, and the lumber market consequently 
may be expected to remain good. The domestic 
rail trade still is slow, middle western and east- 
ern retailers not yet having come on the market 
for anything beyond immediate requirements for 
filling-in purposes; but the manufacturers are 
confident that this trade will show steady im- 
provement henceforth, and they preserve their 
keen optimism. 


In the Southern Pine Field 


The southern pine market during the last 
week showed an encouraging expansion. Orders 
were more plentiful and inquiry is showing daily 
increase, according to most reports received 
from the South, while a large number of north- 
ern buyers are making their rounds among the 
mills. Advices from the northern and eastern 
distributing centers, however, are not so satis- 
factory. Conditions there are as a whole still 
rather dull; but this does not lead to pessimism, 
distributers saying that in view of the general 
business situation it is a bit too early for the 
development of a buying movement, and that 
the market without doubt will be much improved 
by the first of the month. The mills, mean- 
while, continue to find their best business in 
the South with the yard trade, as well as with 
the railroads, oil fields and exporters. Long- 
leaf dimension is in excellent demand and firm 
in price, due to low supplies, and the timber 
business keeps up markedly. Long joists are in 
steadily increasing call, and are difficult to find. 
Many of the bigger mills are booked ahead on 
timber orders for the next six weeks to two 
months, and are accepting no new business. 
Prices are firming up, and the advancing ten- 
dency is strong and will without doubt assert 
itself immediately following a pick-up in trade 
with the North and East. Timbers and some 
items of No. 3 common have been advanced $2 
during the last ten days by many mills, and 1x8- 
and 1x10-inch No. 2 boards are up about $1. 
Flooring also has shown an advance at some 
centers. ; 


Hardwood Trade Developments 


Southern hardwood producers report this week 
that while orders have not been as heavy as 
had been expected, the volume of new business 
booked has been good, and that inquiries are 
numerous. Advices from the furniture shows 
state that they have been very successful so far 
and that prospects for the furniture industry 
during the next several months are very good. 
If the end of the month proves these state- 
ments to be true, the result should be a sizable 
volume of business from that industry, which 
at present is working with very low stocks. 
Trade with the automobile and body manufac- 
turers is more active and hardwood flooring 
manufacturers continue to have a good run of 
business and to buy important quantities of 
hardwoods, while interior trim prospects are ex- 
cellent in view of the building activity which 
appears in development for early spring thru- 
out the country. Business with the vehicle, 
wagon and agricultural implement interests re- 
mains slow, and not much is expected from this 
source before the position of the farmer has 
been improved. Northern hardwood producers 
report that inquiry has been very heavy during 
the last two weeks, in some cases covering re- 
quirements for several months ahead indicating 
that buyers are developing faith in the present 
stability of the market. In fact, there is a 
heavy demand in prospect, and it is felt that 
should this demand materialize—as it undoubt- 
edly will—the available supplies of high grade 
stocks will be exhausted very shortly. 


Western Pines and Redwood 


Tho the market for western pines remains re- 
stricted, a steadily expanding volume of in- 
quiries is received both in the Inland Empire 
and in the California and southern Oregon field, 
and manufacturers deem prospects very favor- 
able. The bulk of orders received from eastern 
territory is for mixed cars for filling-in, and 
this business is hard to place because assort- 
ments at most mills are badly broken. Demand 
from the sash and door and general factory 
trade is rather dull, but quite ample in view 
of the very low stocks of shop lumber, which 
are dwindling progressively and seem sure to be 
practically cleaned up before new lumber comes 
on sticks. Redwood remains in a satisfactory 
position, notwithstanding the fact that Cali- 
fornia trade—which during many months has 


been the real backbone of the redwood market— 
has shown a let-up during inventory season. No 
fear is felt, however, but that this trade will 
resume very shortly, as building in the State 
continues heavy and requirements consequently 
are undiminished. Eastern trade has been un- 
expectedly good so far this winter, and mill 
stocks have run very low despite continuous 
production. An especially acute shortage of 
dry clears has developed. The export trade 
has not been considerable for some time, but 
orders for several million feet are on the books 
for early shipment. 





The North Carolina Pine Market 


The North Carolina pine market remains with- 
out marked change. Tho the volume of business 
is comparatively small, as is to be expected in 
view of the general market situation, it is show- 
ing steady increase and is quite large enough to 
prove satisfactory to the manufacturers, whose 
output and stocks are so low as to necessitate 
the turning down of many orders for prompt 
shipment. Bookings during the week ended 
Jan. 7 exceeded output by about 10 percent. 
This is the first time since the third week in 
November that the order column has risen above 
the production column and, as it will be a slow 
process to enlarge the cut, it is expected that 
the excess will continue for some time. This 
expectation is based on the fact that inquiry 
continues as large as ever, that for flooring and 
other dressed items showing even an increase. 
While the mills are more or less heavily sold up 
on this class of material, prices currently 
quoted are a little lower than recently, due to 
competition from the southwestern mills. Kiln 
dried roofers, however, remain as strong as 
heretofore. 


In the Cypress Field 


The cypress situation has shown little change 
for several weeks. The market remains quiet, 
tho there are unmistakable signs of improve- 
ment, and current business is largely confined 
to mixed cars. Inquiries are increasing in num- 
ber, coming from retail yards and industrial 
consumers in about equal volume, and manufac- 
turers regard the outlook for spring business 
as very satisfactory. Prices have shown no 
material change but remain on or close to the 
level established sixty days ago. 





Lumber Movement for Fifty-two Weeks* 


(With late reports added to tabulation of last week) 
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ROR COperee. Wine BOSOCINEIOS «oo bcc cicceercerecweune 349,862.062 339,158,529 323,476,299 
MM rare hari ature Uae rlag Gia Lig ne alts Ah big cme mee eal ara 3,506,203 3,617,497 2,006,951 
Oo ER ee rere te ok er ee ee ee or re ee 353,368,265 342,776,026 325,483,250 
Northern Hemlock & Hardwood Manufacturers’ Assoviation. . 93,448,000 104,097,000 91,025,000 
AE RSE Perr err eet eee ere Cre ee 838,000 1,358,000 726,000 
a al La aa a a ar Riek hen hos aie tc Gal de nee 94,286,000 105,455,000 91,771,000 


eer ere 


Re re 8,207,764,759 


8,288,396,796  8,510,537,794 


Michigan Hardwood Manufacturers’ Association, January to 


ROVE,  DOMENO 6.6 osc cacewevereeesen 
CUR CONE atlas wakweccedenddvideceuduoanwa 


avicaa aed 8,348,014,759 


140,250,000 131,646,000 Not reported 


8,420,042,796 8,510,537,794 


** Totals for 52 weeks corrected by late reports, 43 average mills reporting. 


* Beginning week ended Jan. 8, 1921, and including week ended Dec. 31, 1921. 


National Lumber Manufacturers’ Association. 
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TEXAN ORGANIZES LUMBER COMPANY 


Houston, Texas, Jan. 16.—Thomas W. 
Blake, who for the last ten years has been con- 
nected with the South Texas Lumber Co. and 
recently resigned as general sales manager of 
that organization, has organized the Thomas W. 
Blake Lumber Co. with a capital stock of $50,- 
000 and with offices in the Carter Building in 





THOMAS W. 


BLAKE, HOUSTON, 


Who Has Organized the Thomas W. Blake 
Lumber Co. 


TEX. ; 


Houston, to engage in the wholesale lumber busi- 
ness. Mr. Blake’s concern also is a manufac- 
turer, and it is his intention to establish a line of 
retail yards. Negotiations now are under way 
looking to the establishment at a strategical 
point of a large concentration yard from which 
the company can quickly supply the needs of its 
trade. Mr. Blake is one of the best known and 
best liked members of the lumber fraternity in 
eastern Texas and has a wide acquaintance thru- 
out the lumber industry generally all over the 
country. He has had long practical experience 
both as a manufacturer and a distributer, and 
this experience and his high standing in the 
trade assure success for his company from the 
beginning. Mr. Blake does not sever his entire 
connection with the South Texas Lumber Co., 
with which he continues to hold an official posi- 
tion as vice president, but enters the field on his 
own account because of the larger opportunities 
thus offered for advancement and progress in 
the industry in which he already has made such 
a notable mark. 

Mr. Blake is succeeded as general sales agent 
for. the South Texas Lumber Co. by W. W. 
Wallace, who formerly was sales manager for 
the Tremont Lumber Co. and more recently has 
been with the Vaughan Lumber Co., in the 
same capacity. Mr. Wallace assumed his new 
duties with the South Texas Lumber Co. on Jan. 
1. Effective Jan. 15 the sales organization of 
the South Texas Hardwood Co. is abolished and 
the sales will be handled by the South Texas 
Lumber Co.’s force. A. C. Havens, sales man- 
ager of the South Texas Hardwood Co., becomes 
assistant general sales agent under Mr. Wallace 
in charge of hardwood sales and R. R. Booth, 
who has been assistant to Mr. Blake, retains 


his title of assistant general sales agent and 
traffic manager. In addition to the operation 
of nine big mills at different points in Texas 
manufacturing both southern pine and hard- 
wood, the South Texas Lumber Co. directs the 
operation of twenty-two retail yards in Texas, 
stocks for all of which are purchased by the 
sales office in Houston. 





W. W. WALLACE, HOUSTON, TEX. ; 
Becomes General Sales Agent South Texas 
Lumber Co. 





lumber concern which 


Correcting An Error 


At the request of a Chicago wholesale 


fact that this material has been purchased by its representatives 





directed attention to alleged inaccuracies and misstatements in an 
article concerning inquiries and orders for car material on the 
Pacific coast, printed on page 52 of its issue of Jan. 14, the American 
Lumberman instituted an investigation to secure the facts in order 
that correction might be made and the real facts given to its readers. 
Reference was made to the placing of a contract for 1500 cars by 
the Chicago, Milwaukee & St. Paul railroad with the Haskell & 
Barker Car Co., and the statement was made that this would require 
probably 10,000,000 feet of material, which a firm of Chicago whole- 
salers was alleged to have undertaken to furnish at a price which 
because of recent advances in prices on the Coast might mean the 
possibility of a loss of $50,000 in connection with the order. The 
American Lumberman as a rule carefully checks stories of this kind, 
but thru an unfortunate inadvertence this story, received at a late 
hour on publication day, was rushed thru without careful scrutiny, 
and subsequent investigation has shown that the story as given in 
the issue of Jan. 14 is inaccurate, and thus this paper was placed 
in the position of unwittingly having done an injustice to members 
of an important branch of the lumber industry, which it exceedingly 
regrets, and now wishes to correct. Inquiry at the offices of the 
car company reveals the fact that for the construction of the cars 
in question an order was placed with a Chicago wholesaler for 
4,000,0CO feet of material (not 10,000,000 feet as stated in the article), 
shipment to be made by Jan. 31. Records placed at the disposal of 
the American Lumberman by this Chicago wholesaler disclosed the 


from mills direct and that placements have been made that will 
amply cover this schedule and, as a matter of fact, over-cover it by 
a considerable margin, and while a portion of the material has been 
purchased at a small loss in order to insure delivery, the bulk of it 
has been placed at a price that will show a reasonable profit and 
enable the entire order to be filled without loss, but because of 
abnormal conditions existing on the Coast some delays in delivery 
will be incurred. This investigation also has disclosed that the price 
at which the order is being filled as stated in the article of Jan. 14, 
is incorrect, the order having been taken at a considerably higher 
price which, even with present market conditions, will insure against 
loss and under normal conditions would have shown a handsome 
profit to the lumber company. In this connection the American 
Lumberman is pleased to say that in its long experience it has found 
a substantial, reputable wholesaler determined always to carry out 
his contracts, even tho this may at times involve losses of a more 
or less serious nature—just as is true in other lines of business— 
and it wishes to include this Chicago wholesaler among that class 
of substantial, reputable wholesalers just mentioned. This detailed 
explanation is made because records placed at its disposal have 
convinced the American Lumberman that its former report was in 
error, which it is glad to correct and thus remove any erroneous 
impression that may have been created, or any possible reflection 
that may have been cast upon any individual concern or upon an 
important branch of the lumber industry as a whole. 














DISTRIBUTING LADDER CATALOG 


DAVENPORT, IowA, Jan. 17.—The Davenport 
Ladder Co. is mailing its new catalog to the 
trade. All styles of ladders are shown, includ- 
ing the additions to the line made last year. 
One page is devoted to ideas which will help 
the dealers increase sales. As a preface to each 
style of ladder shown there is a terse bit of 
reading matter on the use of that particular 
model, pen drawings being a feature in this con- 
nection. Copies of the catalog are available 
upon request to the company. 


CINCINNATI HAS NEW HARDWOOD FIRM 


CINCINNATI, OHIO, Jan. 16.—A new hard- 
wood firm to be known as the Warn-Hamrick 
Co. has been organized here and leased quarters 
at 813-815 Keith Building. Application has 
Preston 8. Warn, 


been made for a charter. 


manager of the Warn Lumber Corporation, Ray- 
wood, W. Va., is president; W. W. Hamrick, 
formerly with John Halfpenny, Philadelphia, 
Pa., is vice president, and Robert B. Warn, for- 
merly with the Warn Lumber Corporation, Ray- 
wood, W. Va., is secretary and treasurer. 


@aaeaaaaaaaaaaaaneae 


RETAINS TITLE TO MISSISSIPPI LAND 


Jackson, Miss., Jan. 16.—The Finkbine 
Lumber Co. is receiving congratulations on the 
successful outcome of litigation attacking the 
title to about 20,000 acres of Mississippi land, 
extending from Pearl River County thru Marion, 
Lamar, Lawrence, Simpson and Lincoln coun- 
ties. This was a test suit, hotly litigated and 
one of a series of suits to cancel patents issued 
by the State more than half a century ago, and 
claiming tremendous damages for trespass. A 
great part of this land is now individually 
owned, 


BOX STUDY IMPROVES PACKAGES 


WASHINGTON, D. C., Jan. 16.—The Forest 
Service, Department of Agriculture, announces 
that ‘‘ Perfect Package Month,’’ a movement re- 
cently promoted by the American Railway Ex- 
press Co. in an effort to induce shippers to pack 
goods better, will receive additional impetus 
from scientific investigation on box and crate 
construction by the Forest Products Laboratory 
at Madison, Wis. 


OPENS WHOLESALE LUMBER OFFICE 


VicxsBurG, Miss., Jan. 16.—J. V. Cloud has 
opened offices here to conduct a general whole- 
sale lumber business under the name of the 
Dixie Lumber & Land Co., with headquarters 
in the Merchants National Bank Building. Mr. 
Cloud was formerly in business at Epps, La. 
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NEWS AND POINTERS FOR RETAILERS 


Safety First for Shed Construction 


From time to time the AMERICAN LUMBERMAN 
has called attention to the desirability of em- 
ploying safety devices in shed construction. 
Fundamentally the problem presented is the 
same whether the shed be that of a retail lumber- 
man, a wholesaler or a manufacturer. There are 
few plants in the country which can not benefit 
by safety devices, and the winter is a good time 
to make any necessary changes. 

The AMERICAN LUMBERMAN has already dealt 
with the subject of safety devices used by the 
Julius Seidel Lumber Co., of St. Louis, Mo., but 
the subject is so important that the comments 
made will bear some repetition. In most sheds 
the balcony, or second deck, is where most acci- 
dents occur, because of the lack of guard rails. 
Guard rails not only lessen accidents but they 
actually tend to increase the amount of work 
done. In the first place they help the men to 
pull the lumber up and place it upon the pile, 
and in the second place they remove from the 
men that constant dread of accident which slows 
up work. Shed No. 1 of the Julius Seidel 
Lumber Co. has a good type of guard rail. It 


provement is an investment, not an expense. <A 
great many field men from accident and liability 
insurance companies have investigated and in- 
spected these platforms and ladders and have, as 
we understand it, demanded such installations in 
other lumber yards for their safety value. 

In the Seidel sheds care is also taken to pre- 
vent accidents on ladders. Ladders the full 
height of the shed, and running from floor line 
to rafter, securely fastened, are set at right 
angles to the alley and back far enough to be 
always out of the way. Loose or _ trans- 
ported ladders tip easily and may be run 
against, so it is not safe to leave loose or ex- 
posed ladders in lumber sheds. 


Affiliated Retail Concerns Banquet 


DENVER, CoLo., Jan. 16.—The annual banquet 
of the sales department of the MePhee & Me- 
Ginnity Co., of this city, was held at the Met- 
ropole Hotel Jan. 11, and took the form of 
a complimentary affair to the officers and part- 
ner-managers of the Sterling Lumber & Invest- 
ment Co. The affiliation of these two com- 
panies the first of the year, when the McPhee 











Interior of shed No. 3 of the Julius Seidel Lumber Co., showing substantial guard rails on balcony, 
sprinkler heads for fire protection and ladders permanently placed. Attention is also di- 
rected to the doors which cover every bin on the lower floor. A sign on each door tells what 


is inside and the amount 


is round and may be removed. Julius Seidel 
was one of the first advocates of safety work in 
the lumber industry. In speaking of guard rails 
Mr. Seidel said to the AMERICAN LUMBERMAN: 


The round rail in shed No. 1, which is 3% inches 
in diameter, is removable and it revolves under a 
heavy weight if the ends are greased. An im- 
portant matter is distance of each rail from top 
of balcony floor. The top edge of lower rail is 9 
inches above floor line, and the top rail is 27 
inches above floor line. The lower rail acts as a 
stop in preventing a man from slipping out; it is a 
brace and a safety guard as well, for the reason 
the men pull up lumber from this platform. The 
upper rail prevents an overbalance fali either in 
pulling lumber up or slipping it down. The up- 
right posts are 4x6-inch, fastened from extended 
side plate girder struts to the ceiling joists of the 
shed, 

In our latest shed No. 3 we bolted a continuous 
rail 3x6 with rounded top edge on inside of posts, 
the lower rail being 9 inches from top floor line of 
the balcony walk and the top of upper rail being 
39 inches frem the floor line. The difference be- 
tween top rail height over the platform in shed 
No. 1 and shed No. 3 is occasioned by difference in 
story heights of second floor; namely, practical 
reasons, 

This work was done on our plan and initiative. 
It cost us money, but it is possible to do things 
if you are willing to pay the cost. A good im- 


& McGinnity Co. purchased a controlling inter- 
est in the Sterling company, results in one of 
the strongest wholesale and retail lumber or- 
ganizations of the middle West. It now con- 
trols approximately fifty yards in Colorado, 
Wyoming and Nebraska. 

Covers were laid for 120 and the incidental 
entertainment of the evening was taken care 
of by members of the justly celebrated Zip 
Club, of the MePhee & MeGinnity organization, 
which boasts that it never has to go outside the 
ranks of its employees for capable entertainers, 

President William P. McPhee presided and 
sounded very happily the keynote of the eve- 
ning, which was codperation and helpfulness 
between the two companies. The other speakers 
were General Manager R. M. Burton, Seere- 
tary C. W. Richardson, Purchasing Agent W. H. 
Esworthy, and M. R. Brown, of the Sterling 
company; Vice President C. D. MePhee, Secre 
tary J. E. McPhee, Sales Manager C. W. 
Kirchner, Manager H. M. Barton, of the paint 
department, and Manager W. L. Heater, of the 
glass department, for the McPhee & MeGinnity 
Co. Their talks were largely of an inspirational 


nature and emphasized the conviction that the 
affiliation of these two companies can only 
result to their mutual advantage. 


A New Idea in Plan Services 

The Lumber Dealers’ Service Bureau has been 
succeeded by the Lumber Dealers’ Architee- 
tural Bureau. The new company has purchased 
all of the good will and equipment of the old 
company and will continue to give to customers 
first class service. The same offices will be oe- 
cupied at 417 South Dearborn Street, Chieago, 
and a very striking addition has been made 
to the service offered. In addition to plan books, 
material lists and advertising helps, this service 
includes a wall display rack. This rack eon- 
tains eighty-four 42-color reproductions of homes 
shown in the plan book, together with a blue 


‘print of the floor plan and a suggestion for 


built-in furniture. The display rack is made 
of 24-gage open hearth cold rolled steel and 
has ten leaves, which are guaranteed for ten 
years. The building prospect confing to the 
office will be immediately attracted by this 
rack, and by simply turning the leaves the plans 
are presented in striking and interesting form. 
All in all, this new service promises to be par- 
ticularly helpful to retailers and one whieh will 
have a wide circulation. 


Wants to Exchange Advertising 
We advertise in the daily paper three times a 
week and are wondering if you could tell us how 
to get in touch with two or three different con- 
cerns with whom we could trade ads each week, 
and in this way get a good exchange of ideas. 
[The above inquiry is inserted on behalf of 
the advertising manager of an eastern retail 
lumber company. Several names have been 
given and the inquiry is printed with the thought 
that some other lumbermen will be glad to ex- 
change advertisements.—EpITor. | 


Adds Three Salesmen 


MONTGOMERY, ALA., Jan. 16—Three well 
known retail lumbermen from New York State 
are here this week as guests of Walter L. Shep- 
herd, of the W. L. Shepherd Lumber Co. They 
are B. H. Hurd, of Hurd Bros., Buffalo; Bert 
Reckhow, of A. G. Hounstein Lumber Co., Buf- 
falo, and J. B. MeCabe, of J. B. MeCabe & Co., 
Spenderport, N. Y. They will remain for a 
couple of weeks for their annual hunting trip. 
Hunting will be interspersed with golfing on the 
splendid course of the Montgomery Country 
Club. M. C. Shepherd, New York representative 
of W. L. Shepherd Lumber Co., is also here to 
help round out the party. Mr. Shepherd spent 
last week in St. Petersburg, Fla., where his com- 
pany has its Florida office. 

W. L. Shepherd reports a very satisfactory 
year’s business for 1921. He believes that 1922 
will be even a better year, without some of the 
problems of last year. This company has about 
ten salesmen on the road, with offices in New 
York, Chicago, Detroit, Columbus. It recently 
added F. C. Weber, for the Albany (N. Y.) ter- 
ritory and A. L. Davis for Columbus (Ohio) 
territory. Mr. Webber was with the Troquois 
Door Co., of Buffalo, for many years; while 
Mr. Davis was with the A. C. Davis Lumber Co., 
Columbus. 


Sells Retail Yard in Keystone State 


HarrispurG, Pa., Jan. 16.—The Wittenmyer 
Lumber Co., of this place, wholesaler and re- 
tailer of lumber, announces that it has sold its 
retail yard to the United Iee & Coal Co., the 
purchase including the location and stock. 

W. W. Wittenmyer and Sanfuel Wittenmyer 
will open up wholesale offices in the down town 
business section of Harrisburg and will continue 
in the manufacturing and wholesaling of lum 
ber. 

The retail concern of Wittenmyer Lumber Co. 
has been in business for seventeen years and in 
that time has sold approximately 100,000,000 
feet of lumber, all in and around Harrisburg. 
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Keeping in Touch With Customers Thru Special Advertising Literature-The Ad- 
vantages Derived From Handling All the Materials Which Enter Into Building a Home 


A short time ago this department mentioned 
some unusual advertising material distributed 
by the McCullough Lumber & Coal Co., Mon- 
mouth Ill. The object aimed at by the com- 
pany in getting out this publicity matter was 
to make its customers better acquainted with 
the size, facilities and services of the yard. It 
has become a pretty well recognized principle 
of selling in these days that a mercantile con- 
cern must not only reach out for new markets, 
but that it must expend as careful thought as 
it is capable of doing upon the matter of keep- 
ing the markets it already has. Because a 
person has once been a customer, and even a 
satisfied customer, does not guarantee that he 
always will be a customer. Good service in one 
transaction indicates that such service is prob- 
ably the rule, but the customer needs to be 
assured upon this point. 

In these days when so much material is or- 
dered by ’phone it is at least possible that 
many actual customers will have but a slight 
idea of the size of 


the largest lumber and coal yards in western 
Illinois? 

‘‘__that 39 years ago W. W. McCullough 
took charge and is still its active president? 

‘‘_that today the McCullough Lumber & 
Coal Co. is ‘Building Headquarters’ for west- 
ern Illinois? 

‘‘_that from one small shed ‘Building 
Headquarters’ has grown until it covers prac- 
tically one entire city block? 

‘¢_that T. G. MeCullough, present vice 
president, has been with the company since 
1883? 

‘‘_that this yard carries more stock per 
capita of population than any other like con- 
cern in the State of Illinois? 

‘‘__that W. 8S. Hubbard, present secretary 
and treasurer, has spent practically all his 
business life with this firm? 

‘¢_that some of the company’s first cus- 
tomers are still its ‘steady trade’? 

‘*_that three sons (William, Harry and 


a highly valuable means of sowing the seed 
of building desire. In one folder it is called 
‘¢ ‘Building Headquarters’ Library’’ and is 
described as follows: ‘‘A great big envelope 
chuck full of beautiful pamphlets covering 
every department of home building. This 
literature is interesting and instructive. When 
you see it you will keep it for reference. We 
hope to have a ‘Building Headquarters’ li- 
brary set for every one of our friends. But 
to be certain you get yours call here or write or 
’*phone us to put your name on the ‘special’ 
list. This will make certain your being taken 
care of. Remember—there is no obligation. 
The ‘Building Headquarters’ library of build- 
ing literature is FREE to you.’’ 

Probably no progressive dealer doubts the 
value of these various booklets put out by 
manufacturers’ associations and by individual 
manufacturers dealing with the proper use of 
their product. No one could read thru them 
without feeling their pulling power and noting 

the large amount of 





the plant and of its 
capaetty to offer a 
well rounded building 
service. And because 
of this fact some peo- 
ple who have no 
thought of going else- 
where for building 
material do not avail 
themselves fully of 
the service offered, 
simply because they 
don’t know it exists. 
More than one farmer 
has bought portable 
hog houses and stock 
feeders and such stuff 
because he has seen 
them on display in 
his lumber yard. And 
many a family has 
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valuable information 
they contain. But it 
is a problem to get 
them to the right peo- 
ple, and after this is 
done it is not certain 
that the recipients 





will take much pains 
to preserve them for 
reference. It has been 
found in other and 
somewhat parallel 











lines that the envelope 
idea is a good one. A 
person who might 
throw away a single 
pamphlet in which he 
was slightly inter- 
ested will preserve a 
dozen pamphlets if 
they are handed to 














built a new house 
largely because it 
found the local lum- 
berman was fixed to make up a plan of the 
house the family would like to have. Mind- 
ful of these facts, the McCullough company 
has issued some folders describing in detail 
its yard and its equipment for service. These 
folders go out to the people on the big mailing 
list that is kept uptodate at all times. There 
are several reasons for using these folders 
and the mailing list, instead of putting the 
same material in the local newspapers. The 
company believes in newspaper publicity and 
uses @ large amount of newspaper space. But 
this particular matter is more voluminous than 
could be used to advantage in the newspapers; 
it can be sent to the prospects without going 
to those other people who would not be much 
interested in it, and finally it is printed on 
paper that will take halftones and so will ad- 
mit of extensive illustration. The pulling 
power of pictures is fully recognized in these 
days by all advertisers. 

Three of these folders are lying on my table 
as I write. They are printed on heavy buff 
paper in colors and contain a pictorial story 
of the plant and of the personnel of the office 
and yard forces. Perhaps the best way to give 
an idea both of the advertising and of the 
yard is to quote from the folders: 

*“Did You Know— 

‘that Abraham Lincoln and Stephen A. 
Douglas held one of their famous debates on 
the present site of the McCullough Lumber & 
Coal Co. plant in 1858? 

‘‘—that a few years later (in 1871, fifty 
years ago) F. O. Rugg founded what are now 





The Large New Coal Hopper of the McCullough Lumber 


Robert) of the vice president are actively in- 
terested in the business today? 

‘*_that George H. Coultrap is just finish- 
ing his thirtieth year of active service as yard 
man? 

‘¢—_that from ‘Old Bill’ and a 1-horse wagon 
the delivery service has grown to four 2-ton 
motor trucks and three big draft teams—a 
capacity of 16 tons at one loading? 

‘*—that ‘Building Headquarters’ is fifteen 
times larger today than it was in the ’80s? 

‘*—that the McCullough Lumber & Coal Co. 
was the first in this section to do heavy haul- 
ing by motor truck? 

‘‘—that it requires more than twenty people 
to handle the work of office, yard and delivery? 

‘Pioneers in Warren County know all these 
facts.’ 


Folders Feature Information Service 


On this page are pictures of the president, 
vice president and the secretary-treasurer. 
The page of pictures and text makes a general 
introduction to the following pages and to the 
other folders, presenting in a brief and force- 
ful way some of the history and the story of 
development of the yard and presenting the 
people who manage the business. On the in- 
side of this folder are pictures of the main 
warehouse, some of the alleys, the big coal 
hopper, a group of office and yard workers, 
and interior views of the warehouse where 
inside finish is kept, and of the office. 

In each of the three folders there is featured 
an information service that in our opinion is 


& Coal Co. 


him in an envelope. 
The cumulative value 
of the group is so 
great he is glad to make the effort needed to 
preserve them. And when a person has them 
all at home he still keeps them in the envelope 
and puts them all back when he is thru look- 
ing them over. He will put it away with more 
care than he would a single pamphlet, and he 
will remember the collection and where it is 
when he wants to know something about 
building. It seems probable that the value 
of these little publications will be multiplied 
many times by sending them out in this ‘‘li- 
brary’’ form. If by means of their mailing 
list the McCullough company can get these 
envelopes into hands of the right people we 
have no doubt that this will be fruitfw 
seed in producing building crops in future 
years. 

Another feature that is given special em- 
phasis, both because it is important and be- 
cause it is new, is the big coal hopper. This 
is one of the largest structures of its kind I 
can remember having seen in a city the size of 
Monmouth. It is a concrete and steel affair 
containing ten bins; eight for coal, one for 
gravel and one for sand. Cars are unloaded 
mechanically, and wagons and trucks are 
loaded from the bins merely by the pulling 
of a lever. I believe the coal capacity is 
fifteen hundred tons, and the company expects 
to make annual sales amounting to about 
fifteen thousand tons. All the coal is screened, 
and as the company has contracts that will 
make these screenings salable it will be 
able to get a return from this stuff that used 
to be mostly a loss. Two tons of screenings 
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out of a 50-ton car represent quite a loss if 
these screenings are handled in such a way that 
the stuff is hard or impossible to market. As 
has often been mentioned in this department, 
the cost of sand and gravel to the consumer 
consists largely of the cost of handling. If it 
must be shoveled on and off by hand this cost 
is certain to be large; but if efficient ma- 
chinery is installed to do the work this labor 
cost can be largely reduced. It is a matter of 
having a sufficiently large volume to warrant 
the initial investment in this machinery; and 
the McCullough company proved that it had 
this volume before it installed the hoppers. 


Emphasize Service in Its Broad Sense 


The matter of service is quite naturally 
given much emphasis in these bulletins, for 
service in its broad sense is the thing that 
most needs emphasis. The public knows in a 
general way that every yard has building ma- 
terials; but the public is getting to realize, 
also in a general way, that the important dif- 
ference between yards is something in addi- 
tion to the building material, something that 
makes possible the rapid and efficient con- 
struction of the building wanted and needed. 
This service takes a good many 


contractors can take their clients while 
struggling over the details of a proposed build- 
ing. Contractors can go there to figure their 
estimates or to make changes in plans. This 
company finds its plan service useful to about 
the same degree that other progressive lumber 
firms do. That is, the photographs and floor 
drawings are useful as suggestions and as a 
means of discovering about what the cus- 
tomer wants. But after this much is done, 
almost without exception the selected plan 
must be changed in one or more details. The 
company is prepared to do this and makes use 
of this conference or drafting room for that 
purpose. Like every concern of its kind the 
McCullough company has certain contractors 
who in a rather loose way may be considered 
its customers. These men take business to the 
yard, and presumably the yard turns trade 
to these contractors. This conference room is 
part of the company’s contribution to the 
successful working of this loose partnership. 


Paint and Hardware Carried in Stock 


A big stock and sales room contains the 
paint and hardware. Nails are carried in order 
to round out the building stock and as a con- 


long known that many times $100 worth of 
paint will add $1,000 to the selling value of a 
house; and the rest of us are learning that a 
small investment in paint will yield a large 
return in satisfaction and that it will multiply 
itself several times in adding life to the 
building. 

Much eare is taken in this yard to store 
lumber in such a way that it will be dry and 
clean. At least one, and perhaps several, of 
the big sheds are open in front, save that the 
upper deck is inclosed with sliding doors. 
These upper bins are tightly floored and sided, 
and the doors fit closely. This storage space 
is high enough from the ground so that it 
does not draw dampness, and the doors are 
opened frequently enough to keep the air 
from becoming stagnant; so it makes an ad- 
mirable place in which to store finished lumber. 
Stock is easily put into and taken out of the 
bins, and it goes to the job clean and dry. 

This company is expecting a good trade 
during the building season of 1922, especially 
among farmers. This report was a little un- 
usual, as many dealers to whom I talked 
seemed to think farmers were out of the 
market for another season, except for un- 

avoidable repairs. T. G. McCul- 





forms in every modern yard, and 





these folders are at pains to men- 
tion quite a. number that are avail- 
able in the McCullough plant. 
Following are a few quotations: 

‘From ‘Building Headquarters’ 
get everything you need for a 
eomplete new home—foundation j|§ 
materials, all lumber and mill- 
work, the roofing, concrete, even 
paint, glass, hardware and nails. 

‘*Centralize your buying. Make 
one firm directly responsible for 
every item. Eliminate confusion 
in orders and assure prompt de- 
liveries. 

‘With an estimating depart- 
ment constantly ready, outside 
salesmen available at an instant’s 
notice ample stocks always on 
hand, four big motor trucks and 
three heavy draft teams for imme- 
diate delivery—McCullough Lum- 
ber & Coal Co. is ready to take 
care of your every need, from a 
small order of one bundle of 
shingles up to every item neces- 
sary in the construction of an 
entire home or public building. 

‘*We have 500 photos in our 
library of homes for you to choose 
from. These photos, with the 
blueprints and specifications, rep- 
resent an investment of $30,000 
to the originators. These photos 
are available to you and your con- 
tractor. If you are planning on 
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Place the contract for the material now. 
the weather will permit. 


Walia Walla Lumber Co. 


Phone 735 





Plan This Winter 


BUILD IN THE SPRING 


All indications show that lumber prices have reached rock 
bottom. 


There are so many new homes needed that it is only reason- 
able to expect building costs to increase with spring demands. 


Select a design for your new home. 





Free Plans and Building Service 
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Build as soon as 


213 E. Rose St. 


lough said that farmers near 
Monmouth are getting back 
into the cattle feeding business 
and have every prospect of making 
some money at it. The farmers 
near Monmouth, like other people, 
have put off new building about 
as long as it can be done. To go 
without longer will mean reduced 
efficiency. He expects that some 
of the profits obtained from stock 
feeding will go into new farm 
buildings. 

This company delivers stock to 
thé country, making a charge to 
cover the actual cost. A system 
that is new to the Realm is fol- 
lowed in making this delivery. 
As is usually the case, deliveries 
are made only in full loads and 
over roads that are passable. But 
given these two things, the trucks 
deliver in town during the day- 
time and to the country at night. 
These long hauls can be made 
with the lights in as much com- 
fort and safety as during day- 
light. Usually but a single trip 
is made each night, and the men 
get back in the early evening. 
They of course are compensated 
for this extra work, and the de- 
livery equipment is made to do 
that much extra duty. 

[The next instalment of the 
Realm of the Retailer will deal 
with “Stimulating Sales During the 























building or remodeling your home, 
come here. Study these photos. 
Choose the home that meets per- 
fectly your ideas of beauty, convenience and 
comfort. We will then get you the blue prints 
and specifications. This service is free to 
home builders and home improvers.’’ 

The following is not exactly in the line of 
service as the term is usually understood, but 
we quote it here, anyway: 

‘*One million feet of lumber, and not one 
piece of regraded stock. Lumber is_ stocked 
in the warehouses at ‘Building Headquarters’ 
exactly as it comes from the cars. In this 
yard there is no regrading—the better pieces 
from any one car are not sorted out and ad- 
vanced in price to a higher grade. McCul- 
lough customers get exactly what the mills 
ship us—every board which grades up to the 
standard in‘its class—and the extra good 
pieces that can be sold for finer work are not 
taken out before storing.’’ 

In the big office I was shown an attractive 
room equipped with plan books, drafting table, 
drawing instruments and the like. It was a 
rather complete drafting room and yet it 
didn’t have the bare and barnlike appearance 
such rooms usually have. I was told this place 
is intended as a conference room where 





How a Walla Walla (Wash.) Dealer Sets His Prospects to Thinking and 


Planning 


venience to the customers. A man who buys 
a bunch of shingles with which to patch a 
roof is glad if he can get the nails at the 
same place. But aside from the fact that it 
is a convenience to the customer, the company 
would much rather not sell a nail. Selling in 
keg lots for a new building is easy enough, 
but the majority of sales are small, bring in 
little or no profit and are laborious to handle. 
The sale on paint on the other hand, has 
proved very satisfactory. The volume is 
large and is increasing, and the actual handling 
of stock is easy and pleasant work. We are 
under the impression that the practice of 
handling paint is spreading rather rapidly 
among retail lumbermen. The thing to be 
watched in this business is the accumulation 
of dead stock. It is probably easier to allow 
dead stock to pile up in the paint department 
than in any other part of the modern yard. 
This, however, can be avoided if care is taken, 
and a paint line not only yields a fair profit, 
but is also a real service to the public. As 
the cost of buildings increases, more and 
more attention will be given to keeping them 
painted and in repair. Real estate men have 


Winter Months and How This Can 
Be Accomplished—The Advantage 
of Getting Men and Boys to Work 
With Tools.”—Eniror. | 


Des Moines Prices Not Correct 


Drs MoInEs, Iowa, Jan. 16.—On page 53 of 
the Jan. 7 issue of the AMERICAN LUMBERMAN 
there was printed a table of building material 
prices. The table was prepared by the Depart- 
ment of Commerce, which secured the prices thru 
the bureau of census. Of course it is not known 
here how accurate are the prices quoted for 
other cities, but those quoted for 1921 for Des 
Moines are considerably higher than the prices 
actually asked, according to George A. Jewett, 
of the Jewett Lumber Co. For southern pine 
dimension the Government table gave the price 
for 2x4-16 No. 1 common as $42, and for the 
same item of Douglas fir, a price of $49. Mr. 
Jewett says that on Dec. 1, 1921, the price for 
southern pine No. 1 common, 2x4-16 and also 
for Douglas fir, was $42, subject to a discount 
of 10 percent on all bills of $100 or over. Thus 
the price for most sales was $37.80. The price 
of some other items for Des Moines were even 
more out of line than the dimension prices. 
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NEWS FROM THE CONSTRUCTION FIELD 


MASTER BUILDERS HOLD ANNUAL 

La Crossr, Wis., Jan. 16.—Master builders 
in attendance at the tenth annual convention of 
the Master Builders’ Association of Wisconsin 
here during the last week declared that a real 
building boom is in sight in this State for this 
year. 

‘¢Million$ of dollars of contracts will be let 
in Milwaukee during the next two months,’’ said 
President Richard E. Ferge. ‘‘I have talked 
with builders from various parts of the State 
and find encouraging conditions in various other 
cities. The Fox River valley cities report build- 
ing conditions especially good for the current 
year.’’ 

‘¢When you have an open shop and underpay 
the crafts, you can’t hold to your policy of 
open shop,’’ Henry Laur, secretary of the Ap 
pleton association, told the delegates. ‘‘In 
Appleton we have made it a point to pay com- 
mon labor 40 to 50 cents an hour. Good wages 
discourages organization: underpay and they 
organize. Appleton once was a solid closed shop. 
Now it is solidly open shop.’’ 

The open shop policy of the master builders 
in Beloit has been put thru so suceessfully, ac- 
cording to Mr. Morrill, that the plumbers’ 
union, which was a power for twelve years now 
has only two members left. Much factory 
building is expected in Beloit in the spring, 
Mr. Morrill said. Fond du Lac builders, George 
Hutter told his audience, are running open shop, 
ten hours a day. Building is on the increase 
in Green Bay, Mr. Thomas reported. A million 
and a half dollars’ worth of work is in sight 
for the coming season, mainly a bridge, school 
and auditorium, Green Bay is open shop. 

Edward Herman, 
open shop being successfully operated. 


Manitowoc, reported the 
Kdward 


Zelly, Sheboygan, forecast $2,000,000 in build- 
ing operations for his city, which is a closed 


town. KE. L. Mundin, Oshkosh, described the 
events which led to establishment of the open 
shop policy on May 9, in effeet ever since. 

‘¢Tf the ‘open shop’ is properly handled it is 
a step in the right direction; if it is not prop- 
erly handled then it is a menace to the em- 
ployer,’’ declared Leon Lamfrom, counsel for 
the Milwaukee Employers’ Council, in his ad- 
dress on ‘The Keonomic and Legal Aspects of 
the Open Shop.’’ He continued: 


We are all for the open shop, but Jet me warn 
you to be straightforward and honest in dealing 
with your men. The open shop movement is one 
of the ways to solve the labor problem, Organized 
labor, however, is trying to show that it is a move 
to destroy unionism, and they are making a lot of 
people believe it. We must have collective bargain- 
ing. Don’t take away the right of collective bar- 
gaining in the open shop. It is a thing the working 
man has fought for years to attain. It is possible 
to have union and nonunion men working in the 
same shop. The relations between employer and 
employee are probably the most important thing 
in American life. We have just finished twenty 
five years of labor warfare that has engendered in 
the souls of men the vtry bitterest of feelings. Un- 
Jess things are changed we shall see something 
worse than bolshevism. There is more radicalism 
today than ever before; we are more unsettled 
than in 1920 or 1919. 

During the war labor was in the saddle. The 
closed shop was in its ascendency. You can’t ap- 
proach labor when it is in the saddle. But men 
must work in order to live, and labor is no longer 
in the saddle. The employer is in the saddle and 
you are able to dictate to labor how you may run 
your own business. 

If you have the open shop, a place where union 
and nonunion employees have equal rights, then 
you have the right idea. The closed shop employs 
only union men; the open shop employs both union 
and nonunion. Public sentiment is back of the 
employer now who is fair and square with his em- 
ployees. It is necessary to have public sentiment 
behind you to maintain a successful fight. 

The law says the closed shop is not the right 
kind of a shop because it tends to a monopoly. 


Prof. David G. White, of the Forest Products 
Laboratory, spoke on ‘‘The Need of Lumber 
Standardization. ’’ 

Richard Ferge and O. H. Ulbricht, both of 
Milwaukee, were reélected president and secre- 


tary, respectively. Appleton was chosen as the 
place for the 1923 convention. 
SAGA AABAA 


BUILDING CONTINUES BRISK 

Los ANGELES, CaLir., Jan, 14.—To the night 
of Jan. 10 the building department has issued 
for this month 1,160 permits, with $2,720,908 
valuation. Dwellings show a notable per- 
centage of the whole, as was the case thruout 
1921. An analysis of the building record of 
lust year shows the following: Total value, 
€82,761,3856; all frame construction, $58,006, 
324, or 70 percent of the total. Of the total 
value of all construction 58 percent was for 
housing accommodations, which were esti 
mated as sufficient for the needs of 90,000 per- 
Ileavy construction will add to the 
volume for this year. Concerted and strenu- 
ous effort is being made that the valuation 
record of 1922 shall equal or exceed $100,000,- 
000. It is being backed by all building in- 
terests, including an organization, formed for 
the purpose, whose charaeter seems to presage 
certainty. 


SONS, 


BUILDING PERMITS BREAK RECORD 

ATLANTA, GA., Jan, 16.—A total of 104 build- 
ing permits were issued in Atlanta the first 10 
days of January, calling for construction of an 
agyvregate value of $511,471, the best record ever 
established in this city for a similar period. Of 
the 104 permits 54 were for dwellings. The out- 
look is for the biggest building vear in the his- 
tory of Atlanta. 
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BUILDING ACTIVE IN NEW ENGLAND 

Boston, Mass., Jan. 17.—This year is be- 
ginning to shape up much as did the phenomenal 
building year of 1915, when producers and dis- 
tributers of building materials were cutting 
prices and serambling for such business as of 
fered just before the big building movement 
started. .Now, just as seven years ago, lumber- 
men speak of light stocks, curtailed production 
and restricted shipments, and add that altho 
business is still quiet orders and shipments are 
probably already ahead of production. 

Building construction is certainly develop- 
ing greater activity in New England. In the 
week ending Jan. 10, contracts for operations 
involving the expenditure of $3,780,200 were re- 
ported, comparing with $1,333,000 for the corre- 
sponding week in 1915. This 1922 total is the 
biggest on record excepting the $5,145,000 total 
in 1920, when construction cost much more, and 
compares with $2,175,600 last year. The amount 
of residential construction is growing propor- 
tionately greater, and it is the building of 
homes which presents the greatest field for lum- 
ber dealers. 
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BUILDING SHOW TO OPEN ON DAY SET 


CLEVELAND, Onto, Jan. 16.—An attempt of 
Mayor Kohler to prevent the use of the new 
publie hall until it is finished in every detail 
will be opposed by those organizations plan- 
ning early use of the structure. This was in- 
dicated by officials of the American Building 
Exposition and other show enterprises. The 
building show is scheduled to open the hall on 
Feb, 22. Other shows are to follow it immed- 
iately after March 4. The total losses to three 
shows involved would be $1,000,000, officials 
stated, and the city might become involved in 
a suit if the mayor continues his present stand. 
K. A, Roberts, secretary, and Ralph P. Stod- 
dard, managing direetor, of the building show, 
are working to convine. the mayor of the im- 
possible’stand he is taking. They point out that 
nearly all space has been sold and exhibits 
in Many instances, nearly completed. 

Exhibitors are not disturbed by the mayor’s 
threats and are going ahead with their plans. 
The Cleveland Board of Lumber Dealers’ com- 
mittee, headed by Arch C. Klumph, of the 
Cuyahoga Lumber Co., has conferred with Reed 
& Hamilton and A. D. Taylor, architects, on the 
lumber exhibit, which is planned to cover the 
entire stage and be the biggest exhibit of the 
show, as well as the biggest lumber exhibit ever 
seen in this country. 


INDIANA CCNTRACTORS TO MEET 

INDIANAPOLIS, IND., Jan. 13.—The Evansville 
Associated Building Contractors at luncheon last 
week discussed plans for the State convention to 
be held in Evansville Jan, 24 and 25. Between 
100 and 150 contractors from all over the State 
are expected at the meeting. It is believed that 
there will be no necessity for a wage conference 
this year, since most of the crafts have already 
reported on scales that are satisfactory to the 
contractors. 


*FRISCO BUILDING OUTLOOK GCOD 

SAN FRANcIScO, CaALir., Jan, 14.—Conditions 
in the building trades Jook favorable. Me 
chanics are accepting somewhat lower. wages 
in some branches under the American plan, altho 
the unions have not accepted the minimum wage 
schedule adopted by the arbitration board. It 
is expected that the workmen will make some 
concessions, but that higher wages will be paid 
after building work gets well under way again, 

Much new work is in plan in the city and 
surrounding territory and architects are opti 
mistie as to the outlook. A good deal of home 
building will continue during the winter and 
some large structures will be erected after the 
rainy season ends. 
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PLANS FOR NATIONAL FOREST WORK 

PORTLAND, OrE., Jan. 14.—The annual meet 
ing of the district investigative committee was 
held in the Forest Service offices on Jan. 11. 
This is a continuing committee, and is composed 
of the following: 

J. EF. Kummell, reforestation work, chairman. 

Dr. J. V. Hofmann, director Wind River forest 
experiment station, Stabler, Wash. 

Dr. J. S. Boyce, forest pathologist. 

J. L. Peterson, grazing office, in charge of graz- 
ing studies. 

W. Bb. Osborne, jr., fire studies. 

W. H. Gibbons, in charge office of forest prod 
ucts. 

T. T. Munger, forest management. 

A. J. Jaenicke, forest entomologist. 

F. H. Brundage, forest supervisor, in charge of 
the Columbia national forest. 

This committee decides the lines of work or 
problems of a highly technical nature which 
should be designated as of sufficient importance 
for detailed study and investigation during the 
coming year. A program is drawn up of such 
subjects or problems, which list, after approval 
by the district forester, is forwarded to the 
forester’s office in Washington, D. C., for re- 
view and approval. Each of the other seven 
districts of the Forest Service has similar com. 
mittees, who also send in programs of investi- 
gative work. The forester’s office, thru a serv- 
ice investigative committee, goes over these vari 
ous programs, decides which are of sufficient im- 
portance to warrant the expenditure of time 
and money, correlates the entire program, to sec 
that there is no duplication, also that a particu 
lar study is not being started in one part of 
the country when it had better be conducted 
in some other region, and finally approves or 
disapproves the entire program. The list of ap 
proved investigative projects is thereupon the 
list upon which the local committee works. The 
constant aim of all this work is to undertake 
only those studies that shall be of practical value 
in the handling of the national forests. 

One project which the committe feels should 
he studied is the relation of the relative humid 
ity of the air to the time, intensity and occur 
ence of forest fires. Of the studies begun dur 
ing the last year one was to find out the rate 
of deterioration in the timber blown down in 
the big storm in the Olympic Peninsula last 
January, to whether this particular timber is 
likely to become ‘‘blued’’ or otherwise sul 
ject to fungus attack as to make it unmer- 
chantable. 

The pine beetle attacks in the Klamath coun 
try of southern Oregon have been under study 
for some time, and definite plans have been 
made to combat the spread of the insects. 

Practical tests of Pacific Northwest timber 
are being carried on at the Seattle branch of 
the Forest Products Laboratory, in codperation 
with the University of Washington. 
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FORESTRY COMMI 


WASHINGTON, C., Jan. 16.—The House 
committee on Pn Bio Son and forestry con- 
eluded its hearings on the Snell bill late Thurs- 
day, few opponents appearing. One of the 
witnesses, who occupied only a few minutes, 
was John H. Kirby, of Houston, Tex., president 
of the National Lumber Manufacturers’ Asso- 
ciation, who threw a lot of illumination on the 
subject of forestry and the relation of lumber- 
men to it. 

Mr. Kirby discussed the Snell bill and a 
national forest policy in the broad, liberal and 
sensible way in which he tackles all big things 
which come before him. So practical and con- 
vincing were his statements that at the con- 
clusion of his testimony he received a round 
of applause in which many members of the 
committee joined heartily. 

The commitee members had listened patient- 
ly to a score of witnesses, including Gifford 
Pinchot, formerly chief forester, and other ex- 
perts, some of whom had elaborate schemes 
for solving the forestry problem. 

Mr. Kirby pleased the committee at the out- 
set by stating frankly that he had no secret or 
infallible panacea for the solution of this big 
problem. After stating that he represented 
the national association, which is a federation 
of fourteen regional lumber associations pro- 
ducing practically every species of wood prod- 
ucts, Mr. Kirby made it clear that the manu- 
facturers of lumber are not asking any favors 
in legislation. 

‘*Lumbermen are as good citizens, as patri- 
otic, red-blooded Americans as ean be found 
anywhere, and they are actuated in considera- 
tion of a forest policy by their regard for pos- 
terity,’’ Mr. Kirby said. 


Not All Operators Are Land Owners 


Mr. Kirby added that he came from the 
State of Texas, where lumbermen as a rule are 
not owners of large tracts of land. His ex- 
planation of conditions among southern lum- 
bermen and timber owners gave the committee 
a picture of the general forest problem that 
had not been previously touched upon. He 
pointed out that the sawmill operator is the 
only manufacturer who at the very outset of 
his business venture must lay in a ten years’ 
supply of raw material, at least. 

‘“‘Tmagine,’’ he continued, ‘‘the cotton 
manufacturer laying in a ten years’ supply of 
raw cotton in advanee, or the shoe manufac- 
turer laying in ten years’ supply of leather, 
paying interest on the investment, taxes and 
insurance.’’ 

Mr. Kirby said that so far as the lumber 
manufacturers are concerned, their problems 
differ widely in various producing regions. The 
problems of the South, he said, are not the 
same as the problems of the Lake regions, the 
East or the West. 


He expressed emphatic doubt that the Snell 
bill or any other legislative proposal up to 
this time would solve all the difficulties in- 
volved in formulating a national forest policy. 
‘We as lumbermen from all these regions are 
willing to codperate in any rational plan that 
will be of benefit to future generations,’’ Mr. 
Kirby continued. 

He then declared his irrevocable opposition 
to any invasion of the rights of private prop- 
erty, and referred to the bill of rights of the 
Federal constitution, which, he said, prohib- 
ited the further centralization of govern- 
mental interference with the citizen’s right 
to the enjoyment of what he rightfully earns. 

Mr. Kirby paid his respects to Mr. Pinchot 
and others who charged lumbermen with reck- 
less and ‘‘destructive’’ logging, saying he 
‘specially desired to deny the impeachment 
that lumbermen in every part of the country 
are wasteful and wilfully destructive. 


Selfishness Will Prevent Waste 


“Tf there were no other reason for this 
denial,’’ he said, ‘‘it would rest upon the fact 
that selfishness alone would prompt every lum- 
berman to get every possible penny out of 


every 
mills.’ 

Discussing reforestation, Mr. Kirby said 
that it would be an impossibility upon pri- 
vately owned timber lands. 

‘We can’t plant trees, pay interest on the 
investment, furnish our own insurance and fire 
protection and pay taxes every year for thirty 
years on a single crop,’’ he declared. 

Asked specifically whether he had a forestry 
plan in his mind, Mr. Kirby told the eommit- 
tee smilingly that he had not. 

Ilowever, he manifested such a breadth of 
view, such varied experience and such an in- 
telligent appreciation of the many difficulties 
of the problem that he was invited by the 
committee to submit further views on legisla- 
tion for its guidance. 


Mr. Kirby was in his usual good humor thru- 
out his brief f appearance before the committee 
and illustrated his points from time to time 
with humorous aneedotes which illuminated 
the subject matter and at the same time kept 
the committee members in a happy frame of 
mind. 


Probably only the moderation of Mr. Pin- 
chot in his statements to the committee pre- 
vented more vigorous treatment by the presi- 
dent of the national association. The former 
chief forester, as announced in the AMERICAN 
LUMBERMAN of last week, for the most part 
was mild in comparison with past perform- 
ance. 

The announcement that J. E. Rhodes, secre- 
tary-manager of the Southern Pine Association, 
would take the witness stand, which was made 
by a member of the committee after the con- 
clusion of the morning session on Thursday, 
was a mistake. This member noted the pres- 
ence of Mr. Rhodes and mentioned him along 
with some others as prepared to go ahead with 
the hearing in the afternoon. Mr. Rhodes, 
however, was present only as an interested 
spectator, and Mr. Kirby covered the ground 
sufficiently so far as southern pine territory 
was concerned. 


West Coast Representative Gives Views 


After Mr. Kirby’s appearance, E. T. Allen, 
secretary of the Western Forestry & Conserva- 
tion Association, controverted the argument 
that the principle of the Snell bill for codpera- 
tive handling of forestry problems was un- 
workable. Mr. Allen gave figures and other 
practical illustrations to show what is actually 
in effect already in the way of codperation to 
the extent that existing legislation permits. 
He pointed out that the private owners of 
western timber lands are now not only paying 
out hundreds of thousands of dollars more than 
the amounts contributed by Federal and State 
agencies combined, but are even protecting 
private land not owned by themselves to pre- 
vent fires from spreading from such lands to the 
holdings of those who are paying the cost. 

H. S. Graves, who sueceeded Mr. Pinchot 
as head of the Forest Service, declared himself 
in favor of the codperative principle and 
against the Pinchot plan as outlined in the 
Capper bill. However, he advocated more 
specific restrictions in the Snell bill, offering a 
substitute to make the application of the plan 
mandatory upon the States. This, if adopted 
and made operative, would do away with Mr. 
Pinchot’s argument that the States would not 
pass the necessary legislation to bring them 
within the provisions of the Snell bill. 


Views of Southeasterner Given 


Dr. S. J. Pratt, of the North Carolina for- 
estry board, appeared and approved all features 
of the Snell bill except the provision for codpera- 
tion in establishing requirements for. cutting 
timber. He urged the wisdom of Federal regu- 
lation of this phase of the problem 


The hearing closed with a brief statement by 
R. 8S. Kellogg, formerly secretary of the national 
association, and now chairman of the National 
Forestry Program Committee, which is backing 
the Snell bill. He told the committee that for 


stick of timber he could get to his 


bf 


TTEE CONCLUDES HEARING 


the first time a comprehensive national forest 
policy was proposed, and that the Snell bill 
was the only practicable solution of the great 
problems involved. Mr. Kellogg said it was 
admitted by all that some policy is necessary, 
adding that any governmental action must be 
based upon justice to the private owner, as well 
as protection of the public from future short- 
age. He ealled attention to the fact that no 
legislation has ever been successful in foreing 
private interests to operate their industries at 
a loss. 


During the course of the hearings reference’ 


was made to the proposal to transfer the For- 
est Service from the Department of Agriculture 
to the Department of the Interior, and it was 
quite clear from statements made by several 
members of the committee that they regard the 
suggestion as little more than a joke. Mr. Pin- 
chot made a strong statement against the pro- 
posed transfer, declaring that it certainly was 
not designed to promote forestry, and several 
members of the committee emphatically agreed 
with this view, and made it perfectly clear that 
no such proposal would have a look in so far as 
they were able to prevent it. 

Representative Tincher, of Kansas, read ex- 
tracts from a bill which he has introduced hav- 
ing for its purpose the transfer of certain ac- 
tivities of the Interior Department and the De- 
partment of Commerce to the Department of 
Agriculture. Members and spectators laughed 
heartily over this proposal, but the Kansan 
declared it was no laughing matter, that every 
item he mentioned had to do with food or some 
other matter which properly comes under the 
Department of Agriculture. He predicted that 
some such measure as he has introduced will 
he passed by Congress before this session ad- 
journs, and that the Forest Service will remain 
where it is. 

Mr. Kirby 


made it clear to the committee 


in reply to questions, that personally he does | 


not favor the Snell bill, but accepted it as the 
lesser of two evils. He said he appeared in 
its —_ in response to a resolution adopted 
by the board of directors of the National asso- 
ciation. 

Heckling of Witnesses Confuses Members 

The general impression one 
bers of the House committee is that the minds 
of many of them are rather confused with 
regard to a national forestry policy, the Snell 
bill and the Capper bill. This is partly due 
to the persistence with which certain members 
heckled the witnesses who appeared, making it 
difficult for them to present connected state- 
ments, more specially those who are not ac- 
customed to appearing before legislative com- 
mittees. 

All seem pretty much agreed that the situa- 
tion with regard to a future supply of timber 
is serious and requires some action. The ex- 
pectation is that within the next two weeks the 
committee will meet for serious diseussion of 
the forestry question. By that time the state- 
ments made by various witnesses will prob- 
ably be available in printed form. 

Bill Unlikely to Pass at This Session 


It can be marked down as a certainty that 
there is little, if any probability, that the Snell 
bill ean be passed in its entirety at this ses- 
sion. Doubtless Col. Greeley had this in mind 
when he so strongly urged the committee not 
to pass up the entire problem if it found itself 
unable to agree upon a complete forestry policy 
in the form of legislation. 

Adequate appropriations for fire prevention 
would make a notable beginning, if the commit- 
tee could not go further at this session than 
report out legislation authorizing such appro- 
priations. The vital importance of fire proteec- 
tion was clearly brought out by Col. Greeley 
and most of the other witnesses who appeared 
in Jast week’s hearings. 

It is possible that no action may be taken 
by the committee, but several influential mem- 
bers are deeply impressed with the necessity 
for some action to meet what they clearly see 
as a growing need. 


gatners from mern- 
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LUMBERMEN BOWLERS TAKE FIRST PLACE 


SEATTLE, WASH., Jan, 14.—The Lumbermen’s 
Bowling Team this season is living up to its 
reputation as top-notcher in the Commercial 
League. Among sixteen entries in the tourna- 
ment now in process for fifteen weeks, it has 
never been headed, and only once has the score 
been tied. It has played forty-five games, of 
which it has won thirty-six and lost nine; and 
at the end of playing last Wednesday it had 
a lead of three games over its nearest competi- 
tor, the Electrics No. 2. The lumbermen have 
been aroused to such a pitch of pride and en- 
thusiasm over the team that they have supplied 
the funds for new uniforms, the shirt front 
resplendent with the replica of an evergreen 
fir tree and the back illuminated with great 
yellow letters, ‘‘LUMBERMEN.’’ In this tourna- 
ment there is money in being leader. For 
every game won the league pays $1.25; there is 
$10 cash for high team score during three 
games; a prize for high single score; a prize 
for high individual score for three games; 
prizes for high individual average and prizes 
for second high individual average, and so on. 

The Commercial Bowling League is the larg- 
est organization of the kind in Seattle, and 
among all the leagues the lumbermen form the 
only team that has not been jolted out of first 
place this season. They have been pennant- 
winners for four years straight, and they hope 
to make it five years straight, with the season 
ending April 26. The line-up is: Elmer Cling- 
enpeel, assistant traffic manager Pacific Coast 
Shippers’ Association, captain; Ralph A. 
Clark, Bloedel Donovan Lumber Mills; George 
Schmidt, Pioneer Lumber Co.; Herb N. Proeb- 
stel, traffic manager West Coast Lumbermen’s 
Association; Charles Henry Dunn, Krauss Bros. 
Lumber Co., and Ed H. Luke, J. E. Pinkham 
Lumber Co. 


ANALYSIS OF COAST LUMBER SITUATION 


SEATTLE, WASH., Jan. 14.—Forecasting lum- 
ber prospects for 1922, President E. G. Ames, 
of the Puget Mill Co., makes the guess that 
‘We shall break even, anyway,’’ but further 
than that he does not care to go. In general, 
Mr. Ames does not see that the lumber trade 
can greatly improve until financial conditions in 
all lines of business are in a stronger position. 
He makes this encouraging comment: 


Financial conditions, I believe, will get better, 
because the United States is in a position to become 
the financial center of the world. We can have 
the world trade in dollars and cents instead of 
nem. shillings and pence. If we can make New 

ork the financial center of international com- 
merce, with terms in dollars, then that will help a 
whole lot in the lumber trade. The United States 
has the bulk of the gold of the world, and gold 
is the basis of international trade. Let us hope 
our financiers will take advantage of this situation 
to help the foreign lumber trade, as well as all 
other lines of trade. 


R. W. Condon, sales manager of the lumber 
department of the Puget Mill Co., looks for 
considerably better business in 1922 than in 
1921, but at that he does not expect it to be 
anything to ‘‘crow over,’’ or to cause the mill- 
man to throw his hat into the air. One of the 
best features, not only for lumber but for busi- 
ness in all lines, is the growing feeling of op- 
timism. Mr. Condon believes the demand for 
lumber will ‘‘grow steadily,’’ which is some- 
thing to be thankful for. Business is good in 
clear lumber, but poor in common—and com- 
mon represents 75 percent of the business. Mr. 
Condon gives a keen and searching analysis of 
the situation, saying: 


We know lumber is low in price, so low in fact 
that it can not go much lower—or any lower—and 
allow the mills to run. We have been preaching 
this right along, and perhaps it will get to the 
public. If it does, and if the public has the 
buying power, than we shall have a better de- 
mand. I believe we shall make a little money 
in 1922. If we pull thru this year on the right 
side of the ledger, I believe general business con- 
ditions will have mended, and then we shall be in 
a position to go ahead. We have the general de- 
mand from the local trade in the Northwest and 
along the Coast. That takes up a bit of the slack 
and keeps our products moving. The largest for- 
eign demand comes from Japan, and I believe it 
will continue in at least a fair volume. Other for- 
eign demand now is short. Another demand comes 
from the railroads for car material. If the rail- 
roads see good business ahead, and can finance the 


proposition, then they will buy car material, and 
that will help a lot. Some of this material is now 
being used in our own territory, while some is go- 
ing to the roads in the eastern States. Altogether, 
I can see where we shall probably have a fairly 
satisfactory year. If we have a steady demand, 
with a little on the upgrade, then we should be 
satisfied. 

Two well known Seattle bankers have made a 
forecast of a prosperous year, on the basis of 
the lumber industry. Daniel Kelleher, chair- 
man of the board of directors of the Seattle 
National Bank says:. 

I look for great activity and profits to all lumber 
interests. My experience is that when the lumber 
trade is prosperous Seattle is prosperous. 

A similar comment is made by J. T. McVay, 
vice president of the Metropolitan National 
Bank: 

I can already assert that business this early in 
January, 1922, is decidedly better than at the open- 
ing of 1921. The outlook for continuance is de- 
cidedly bright, angen because of the heavy 
demand for lumber, one of the greatest of the re- 
sources of the Northwest. With lumber moving 
in such large quantities, other lines are sure to 
receive needed stimulus; and therefore a general 
revival of prosperity, barring some unforeseen cir- 
cumstances, should be a matter of course. I most 
certainly anticipate a continued improvement in 
business conditions on this Coast. 

George T. S. White, manager of the Bank of 
California, points out that the most important 
factor for a return to normal conditions de- 
pends on the solution of international affairs, 
saying: 

A menonnyee yg | agreement reached at the present 
conference at Washington would do more to stimu- 
late trade than any other one event. Reéstablish- 
ment of foreign business relations is a necessity. 


WASHINGTON MILL MAY RESUME 


EATONVILLE, WASH., Jan. 14.—Dating from 
yesterday T. S. Galbraith, of the Eatonville 
Lumber Co., will take charge of the Gus Lind- 
berg mill at Lindberg, on the Tacoma & East- 
ern railroad, and will make arrangements to 
handle the property in conjunction with Receiver 
Haskell. After an investigation Mr. Galbraith 
will decide whether to sell the mill or to resume 
operations under the direction of the court. 
The property, which is located near Morton, em- 
braces a tract of timber running largely to fir, 
with some cedar. The mill has a capacity of 
about 60,000 feet. Its former owner was heav- 
ily indebted to the Scandinavian American 
bank of Tacoma, and went to the wall as a 
result of the failure of the bank. The receiver 
ran the mill for three months, and then closed 
down. The mill has been idle for a month. 

The Eatonville mill ran steadily during 1921 
up to Dee, 15, when it shut down for repairs. 
It will resume about Feb. 10. Mr. Galbraith 
now has about 20,000,000 feet of lumber piled 
in the yard. He has been shipping about 
1,000,000 feet a month by water, half of it going 
in large squares and baby squares for Japan, 
and the other half taking the canal route to 
the Atlantic coast. The railroad rate to tide- 
water at Tacoma is 5% cents a hundred, and 
the warfage charge about 40 cents a thousand, 
making the cost of delivery to the ship’s side 
$2 to $2.50 a thousand. Dimension, 2x4s, 2x6s 
and 2x8s are now worth about $19 f.a.s.; so that 
dimension by the water route nets the manufac- 
turer $15 or better. Since the same material is 
quoted at about $8 off Rail B, making a price 
of $11 to $12.50 when shipped East, the ad- 
vantages of water shipment are conelusive. Mr. 
Galbraith has shipped about 2,000,000 feet of 
spruce dimension to the Atlantic coast, and has 
received for it a good margin over the price 
for the same material in fir. Mr. Galbraith’s 
son, John H. Galbraith, is now assistant super- 
intendent of the Eatonville mill. The Eaton- 
ville Lumber Co. employs 275 men. It is one 
of the recent additions to the membership of 
the Douglas Fir Exploitation & Export Co., the 
cargo business having become attractive to in- 
land fir mills with a short haul to tidewater. 


THE SovieT GOVERNMENT of Russia has of- 
ficially adopted the metric system of measures, 
effective at the beginning of 1922. The decree 
provides that from 1924 that system must be 
used exclusively thruout Soviet Russia. 


EXPERIMENT IN RECOVERY OF BYPRODUCTS 


BEND, OrE., Jan. 14.—Disposal of wood 
waste, hitherto a source of liability in the pine 
milling industry of the Northwest, is to be 
transferred to the profit side of the ledger as 
the result of experiments in destructive dis- 
tillation now being conducted at a test plant 
erected by the Brooks-Scanlon Lumber Co in 
Bend. Already these experiments, the first of 
the kind so far as is known in which ‘Oregon 
pine has figured, are declared a_ success, 
but a month’s run is still to be made before 
figures on the pitch and oil group of byproducts 
can be given. Until that time no announce- 
ment of construction of a plant on an industria] 
scale is expected. It has already been deter- 
mined that a half-ton of high grade, acid free 
charcoal can be turned out from a cord of planer 
trimmings and mill ends. William Ljungdahl 
and Sture Rengholm, both graduates of the 
University of Stockholm, designed, and are in 
charge of the test plant under the general di- 
rection of Tracey Fairchild. 

Aside from the mill waste needed for actual 
fuel in the Brooks-Scanlon plant, approximately 
sixty cords daily now goes thru the burner 
or is sold at a very low figure, Mr. Fairchild 
states. By distillation this would yield 30 tons 
of charcoal, for which there is a ready market, 
and pitch, tar, wood alcohol, fuel oil, and acetic 
acid in quantities still to be ascertained. This 
is only the beginning, however, for Mr. Ljung- 
dahl, in his chemical laboratory, has a pitchy 
smelling byproduct practically identical in com- 
position and in its properties with standard test 
gasoline. Pear flavoring extract is another sub- 
stance which he has evolved from pine oil, and 
he believes that practically all the byproducts 
which have been developed from coal tar and 
from petroleum of an asphaltic base can be 
duplicated in the new industry which the suc- 
cess of his experiments forecasts. 


The plant now in operation—which on a small 
scale embodies the same methods and _ princ- 
iples which would be used in one sufficient to 
handle all the mill waste, one which could be 
constructed at a cost not greater than that of 
one of the company’s big burners—handles 
six wire mesh cars every twenty-four hours. An 
inclined tunnel, the oven, is filled with carbon 
monoxide gas to prevent combustion of the wood, 
then the cars, loaded with waste, are intro- 
duced. As they mount higher in the tunnel, the 
temperature becomes greater until a maximum 
of 1,000 degrees Fahrenheit is reached. All the 
juices of the wood are cooked out, the pitch and 
a part of the tar escaping into a pit, while 
other substances are given off in gaseous form 
and are recovered by a series of four condensers. 

One combination of gases, virtually the same 
as the common illuminating gas derived from 
coal does not condense, but is conducted thru 
pipes to the furnace, furnishing heat for the 
distillation. In the test plant, 100 pounds of 
wood is required to start the furnace and to 
furnish heat for the beginning of the distilla- 
tion. After that, the wood gives off gas suffi- 
cient to continue the process, which in an in- 
dustrial plant would be continuous. More gas 
is generated, however, than can be used in this 
way, and a sliding tank has been built to store 
the surplus. Whether gas could be economically 
used in Bend for heating and lighting, or wheth- 
er it could be used to advantage for fuel in 
the general plant of the Brooks-Scanlon Lumber 
Co., is a question which has not yet been ex- 
haustively gone into. 

That the test may be considered entirely suc- 
cessful is indicated by statements by Messrs. 
Fairchild and Ljungdahl that the charcoal alone 
would pay the cost of maintenance and opera- 
tion, any other byproducts being placed in the 
profit column. Gunpowder and stock food manu- 
facturers are the chief users of charcoal, and 
in addition there would be the local fuel de- 
mand, while quantities are used in filters and for 
medical purposes. 

In Sweden, Mr. Ljungdahl states, every lum- 
ber mill has its byproducts plant, and during 
the greater part of the World War, when gaso- 
line became only a memory, wood alcohol and 
the gasoline substitute derived from pine oil 
were generally used as motor fuels. What 1s 
more, they gave excellent results. 








1922 


UCTS 
wood 
pine 
Oo be 
er as 
dis- 
plant 
Jo in 
st of 
‘egon 
ecess, 
efore 
ducts 
unce- 
stria] 
leter- 
free 
laner 
sdahl 
’ the 
re in 
il di- 


etual 
ately 
urner 
‘child 
| tons 
urket, 
rcetic 
This 
jung. 
itchy 
com- 
1 test 
- sub- 
, and 
ducts 
» and 
in be 
» gue- 


small 
orine- 
nt to 
ld be 
at of 
ndles 
. An 
irbon 
wood, 
intro- 
iL, the 
imum 
ll the 
h and 
while 
form 
nsers. 
same 
from 
thru 
r the 
ds of 
id to 
stilla- 
suffi- 
n in- 
e gas 
1 this 
store 
ically 
yheth- 
ie] in 
imber 
n ex- 


y suc: 
essrs. 
alone 
ypera- 
n the 
nanu- 
, and 
1] de- 
id for 


- jum- 
uring 
gaso- 
] and 
ne oil 
rat 18 





JANUARY 21, 1922 


AMERICAN LUMBERMAN 43 





Rafts Timbers to Ship Side 


JACKSON, ALA., Jan. 16.—The Central West 
Coal & Lumber Co.’s plant at Jackson, Ala., 
run under the name of C. W. Zimmerman Manu- 
facturing Co., utilizes water transportation in 
a way that perhaps no other southern pine opera- 
tion does. The mill is near the Tombigbee 
River and all timbers cut for export are rafted, 
and towed down the river one hundred miles to 
Mobile to ship side. The company has a boom 
at Mobile, which permits it to ship timbers 
of every kind in a raft and to sort them out 
from the boom to fit an order. 


The mill in its location presents a striking 
picture. It stands about one hundred fifty yards 
from the river and this distance is traversed 
by a gently sloping flume-like structure down 
which the timbers travel over live rolls the mo- 
ment they leave the saw. They splash gently in- 
to a little neck of water, at the head of which 
is a gate thru which the timbers are admitted 
singly to the boom outside, where they are 
rafted into place. Experience shows that tim- 
bers may be rafted alongside of ship at Mobile 
from Jackson at less than half the cost of rail- 
road transportation. 


Since the Central West Coal & Lumber Co., 
of Columbus, Ohio, acquired control of the C. 
W. Zimmerman Manufacturing Co., improve- 
ments in manufacturing have been made rap- 
idly. Around $100,000 has been spent for im- 
provements. The mill runs both a night and 
day shift and is cutting at the rate of over 
3,000,000 feet a month. Its timber is largely 
longleaf and of fine quality. While it purposes 
to cut chiefly for export, a good precentage of 
its stock goes by rail into domestic markets 
of Ohio and eastward, principally around New 
York. The mill is equipped with a single band 
and 36-inch Wicks gang and has dry kilns and 
planing mill for domestic stock. It operates 
eighteen miles of railroads and has four loco- 
motives, 

In charge of the operations at Jackson is 
E. H. Hammond, who is vice president of the 
Central West Coal & Lumber Co., of Columbus, 
and vice president and general manager of the 
C. W. Zimmerman Manufacturing Co., of Jack- 
son. Mr. Hammond is an operator of much ex- 
perience, growing up as a boy in the woods 
of North Carolina. He was with the Babcock 
Lumber Co., of Pittsburgh, from 1901 to 1906, 
then with the Flint River Lumber Co., 
at Bainbridge, Ga., and from 1907 to 1913 was 
in the sales department of the J. J. Newman 
Lumber Co., as assistant most of this time to 
EK. J. Hurst, the general sales manager. Mr. 
Hammond later was a part of the Allen-Ham- 
mond Lumber Co., of Cleveland, Ohio, and of 
the Hammond-Park Lumber Co., of Kimbrough, 
Ala. In January, 1921, he became vice presi- 
dent of the Central West Coal & Lumber Co., 
of Columbus, and last September he came to 
Jackson to take charge of the company’s inter- 
ests after it had obtained control of the Zim- 
merman Manufacturing Co. 

Mr. Hammond is assisted by an able organiza- 
tion at Jackson. The sales of the company are 
handled by the Central West Coal & Lumber 
Co., with E. G. Dillow, formerly of Columbus, 
as sales manager. R. E. Sweigart, also form- 
erly of Columbus, is secretary-treasurer of the 
C. W. Zimmerman Manufacturing Co. J. C. 
Gilmore, who came from Fostoria, Ohio, is in 
charge of the company’s timber interests, while 
J. Lorenz, for twenty-three years with the old 
organization here, is auditor. 


Under direction of Mr. Dillow, a concentra- 
tion yard and planing mill is being installed 
near the site of the mill for the purpose of 
buying the stocks of small mills near Jackson. 
It is expected that this business will soon grow 
to considerable proportions, 


The growth of the Central West Coal & Lum- 
ber Co. has been unusual. It begain business 
eleven years ago with $10,000 capital and today 
has a capital of $500,000 and a comfortable 
surplus. Its president is J. S. McVey, con- 
sidered to be an organizer and merchandiser 
of much ability. Before he entered the lumber 
business about two years ago, he built up a big 
wholesale coal organization with wide interests. 


The company now has branch offices at Toledo, 
Indianapolis and Seattle. Other officers of the 
company are L. M. Postlewaite, secretary and 
treasurer, and Dan Delay, sales manager at the 
Columbus office. 


("SREB aEEZAZaAe 


" Surprised at Mexican Conditions 


Houston, TEx., Jan. 16.—B. F. Bonner, vice 
president and general manager of the Kirby 
Lumber Co. and Kirby-Bonner Lumber Co., is 
back at his desk after a three weeks’ trip to 
Mexico in his private car ‘‘Angelina.’’ He 
was accompanied on the trip, which covered 
more than four thousand miles and ineluded 
most of the principal centers, by Mrs. Bonner, 
their two daughters and their husbands, Mr. 
and Mrs. George F. Howard, of Houston, and 
Mr. and Mrs. Shepherd W. King, jr., of Dallas, 
and Mrs. Bonner’s sister, Miss Mattie Wier. 

Mr. Bonner said that he was agreeably sur- 
prised at what he saw of the country traversed 
and what he heard of the condition of the re- 
publie in general. Said he: 

The resources of Mexico are greater and grander 
than I had ever dreamed—greater than it would 
be possible for people to imagine who have never 
been there. The condition of the railroads _par- 
ticularly was a surprise to me. The roadbeds 
measure up to the high standard of the best lines 


in the United States and, while we traveled over 
thousands of miles of the Mexican lines during the 





B. F. BONNER, Houston, Tex. ; 
Who Has Completed Mexican Inspection Trip 


trip, we were at no time a minute behind schedule. 
We found that the trainmen are very courteous to 
the traveling public, and traveling in Mexico is 
as comfortable as in the United States in se far 
as transportation is concerned. The officials of 
the lines were particularly courteous to us and 
did everything in their power to make our trip 
over their lines more enjoyable. The railroads 
are in need of equipment as the result of the 
revolutions, except that the motive power has been 
greatly improved. It is apparent that the lines 
would be in strictly first class shape except for 
the fact that rolling stock is harder to replace 
than the roadbed, as the latter shows the effect 
of remarkable reconstruction work. 

I found that business is pursuing the so called 
“watchful waiting” policy, waiting to see what 
the United States will do with reference to recogni- 
tion of the present government. Business men 
are confident that recognition will come unless 
something is known in Washington that they in 
Mexico do not know. Agricultural conditions are 
much improved, especially between Mexico City 
and Vera Cruz, and between Mexico City and 
Gaudalajara. Those sections are producing lots 
of good farm products and are much more prosper- 
ous in appearance than close around Mexico City 
and between that city at Brownsville. They want 
lumber, need lumber and must have lumber, but 
banks are slow in guaranteeing payment until 
they have further assurance, but assurance will 
be given with recognition from the United States. 

The “soviet States” of Mexico have fallen with 
their own weight, as is the case in every other 
country, and conservative people down there can 
not understand why this country can not recognize 
them simply because they have a socialistic ele- 
ment the same as other countries, as this element 
always falls when it has risen high enough to fall, 
which is not very high. The closing of the in- 
dustries in “soviet State” sections has proved to 
officials and citizens that the system they followed 
is a flat failure. 


Discusses Settlement of Claims 


Sr. Louis, Mo., Jan. 16.—Julius Seidel, presi- 
dent of the Julius Seidel Lumber Co., recently 
discussed ‘‘ The Settlement of Undergrade Mate- 
rial in Car Shipments’’ at a meeting of the 
St. Louis Lumber Trade Exchange (Retailers). 
Mr. Seidel covered the subject by submitting 
three questions as follows: 


First: What length of time should a retailer 
hold stock for inspection where he has made a. 
claim on a carload shipment? 


Second: What price should be paid for stock 
that is below grade in a carload shipment? 


Third: The 5 percent clause that the Southern 
Pine Association has put into effect on the varia- 
tion of grades. You are doubtless familiar with 
this subject; this clause stipulates that if the 
lumber is up to grade, lacking 5 percent (provided 
the variation does not extend to more than one 
grade below that invoiced) stock shall be paid 
for at full invoice price. 


To these questions, Mr. Seidel made the fol- 
lowing answers: 


Time Allowance for Making Claim 


Ans., No. 1. Depends on distance of shipping 
point from destination point. Fourteen to thirty 
days is ample. 

It would be ig opinion that prompt disposition 
of claims makes longer friends and we have feund 
that the time required to make inspection of under- 
grade is far too long, and that something should be 
done. A point in illustration: Suppose you re- 
ceived a car on Sept. 10 in which you found some 
undergrade. The early part of September is the 
beginning of fall business. If the claim could be 
settled in ten or fifteen days, it would give you a 
chance to sell the undergrade material, as the 
market is active at that time. If the buyer would 
not want the undergrade material, it would give 
the mill a chance to sell it under more favorable 
conditions. However, it has oftentimes been a 
matter of six week to two months before claims are 
settled and this long interim may throw the mate- 
rial out of the season’s buying. Furthermore, the 
yards are supposed to be good fellows, surrender 
their piling space to a mill without cost and even 
at the hazard of being called “unfair.” 


Price to Be Paid for Offgrade Stock 


Ans., No. 2. Depends entirely on the buyer’s 
pleasure. The buyer must determine for himself 
whether he can dispose of the undergrade at all 
and what its worth would be to him in his market. 

There can be no rule fixed as regards the price 
of undergrade. In the first place, the undergrade 
may be unsalable in the market where the buyer 
functions. Furthermore, the conditions are vari- 
able. To illustrate: If you unloaded a car of 
all 2x10-16’ and found 150 pieces of undergrade, 
it would mean the selling only of one size and 
length. The cost would be light. If, however, 
you find yourself unloading a car, say of random 
length boards and random length dimension, you 
are confronted with a difficulty. You may be un- 
loading a carload of No. 1 stock, in which you will 
find a few pieces of all the lengths in No. 2 and 
may even find some No. 3. The cost of distribu- 
tion of the undergrade, even at a price, is very 
great. The mills little appreciate the difficulties 
of distribution to piles in a yard. They determine 
the price of undergrade based upon whole cars in 
territories where the material is active. It has 
always been be opinion that the undergrade is a 
matter of special agreement or purchase. If you 
purchase No. 1 joists you buy them because you 
need them in your business. Whatever under- 
grade develops does not belong to you, but should 
be held intact by the yard so that it can be re- 
moved. In handling a claim in that manner you 
remove the suspicion often harbored by mills; 
namely, that you have culled them severely and 
that your ie oy is to get the undergrade at a 
lesser price than its value. Personally I have 
always felt that I did not care to have the mill 
assume the supervision of my company’s treasury. 
We prefer to make our own investment in the kind 
of lumber we buy and can sell, instead of putting 
our money into lumber that the mill feels inclined 
to ship. In short, we prefer to handle our own 
finances. It would be my opinion that the under- 
grade be kept, at a price, provided the buyer can 
use it at all, that will absolutely protect him in 
the sale of the article. If the mills feel that it 
can do better by removing the stock, it has the 
privileges of doing so, because the lumber is being 
held intact. 


Questions Legality of 5 Percent Rule 


Ans., No. 3.° This privilege of depraving a busi- 
ness so that a seller may give a buyer 95 percent 
value instead of 100 percent is the basis of a 
grave moral and legal wrong. If it is dishonest 
to give only 95 percent for 100 percent; if it is 
dishonest to give 15 ounces to the pound; if it 
is dishonest to adulterate a pure food only 5 per- 
cent, then why is it honest to adulterate a grade 
and call it 100 percent? Put the “line” board 
into the lower grade and you stop all the trouble. 
The consumer gets his correct grade in the final 
anaylsis. Why should a retailer of lumber be 
asked to cheat the ultimate consumer by giving 
him 95 percent pure goods, just because the mill 
wants to do business that way? Do retailers wish 
to treat the consuming public dishonestly ? 

Personally I do not think that this 95 percent 
ruling is legally sound and I am aware of the fact 
that dealers have ee refused to pay for the 
inspection charges, even tho the undergrade was 
within 5 percent. 
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MINNEAPOLIS, MINN., 
Jan. 17.—The North 
western Lumbermen’ 
Association today began 
its thirty-second annual 
convention with a record 
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crowd | filling 
room of 
house 


breaking 
the assembly 
the county court 
to its utmost capacity. 
The crowds began flow- 
ing into town yesterday, 
and the exhibitors have been busy for several 
days constructing their booths and getting their 
exhibits into place at the West Hotel. Secretary 
Harrison Hatton, anticipating the number of 
visitors and the display space that would be in 
demand, had carefully organized the allotment 
of space and the registration of members so that 
these preliminaries moved off smoothly and 
rapidly. Never before have the exhibits been 
sO numerous or so varied, and seemingly the 
men in attendance have added to their usual 
holiday attitude a determination to make the big 
meeting yield to them mereantile ideas and 
wisdom to the full of its great capacity. 

At 2 o’clock this afternoon the popular Metro 
politan Quartet, that has been a favorite with 
Northwestern visitors for a number of years, 
started things going. The boys were followed 
by a movie entitled ‘‘One Week,’’ in which 
Buster Keaton demonstrated in his usual fashion 
some of the troubles of a bridegroom who tries 
to erect and live in a house that is shipped to the 
owner in numbered erates. Following this, Miss 
Grace Aldrich, a very dynamic small person, led 
the big audience in a community sing. She in- 
terrupted the musie of the ‘‘lLumbermen’s 
Choral Union’’ long enough to bring Bradley C. 
Bowman, of Minneapolis, on the stage and to 
propose a toast to him that appeared to fluster 
him as much as it delighted the audience. 

President Charles D. Marckres, of Perry, 
Iowa, expressed himself as delighted at seeing 
so many survivors of 1921. He stated that the 
sessions of the 1922 convention were going to 
be sources of practical help, and that the first 
address had been secured for the very practical 
purpose of helping farmers make money. If 
farmers make money they will spend it, and 
they will spend some of it with lumber dealers. 
He then introduced Frank T. Heffelfinger, presi- 
dent of the Minneapolis Civic & Commerce As- 
sociation. 


What Dairying Means to Retailers 


Mr. Heffelfinger took for his subject, ‘‘ What 
Dairying Means to Retail Business Men.’’ He 
stated that dairying promises to be one of the 
most important developments in the Northwest, 
and indeed has already become of great im- 
portance. From a purely selfish and_ short- 
sighted point of view he would rather that every 
acre in the Northwest were planted to wheat, 
for this grain would come thru the elevators of 
the Twin Cities, and much of it would be milled 
in the Twin Cities. But this would be a short- 
sighted view, for in a period of a few years this 
one-crop policy would mean soil deterioration 
and lowered earning power for the entire North 
west. It has been proved that prosperity follows 
after diversity. : 

Wisconsin leads all the States in the Union 
in the number of cows and annual value of dairy 
products. Minnesota has 1,500,000 dairy cows. 
The two States together produce 17 percent of 
the milk of the United States, and if Montana 
is added the three States produce 22 percent. 
Most of the cows are scrubs, requiring as much 
feed and care for small production as thorobreds 
that would produce much more milk. The dairy 
products of Minnesota have an annual value of 
$202,000,000, and the mine products have an 





Northwestern Retailers Convene 
to Seek Practical Business Help 


annual value of $101,000,000. The mines are 
Leing exhausted, while dairying is capable of 
lasting to the end of time. So it at once be- 
comes apparent that an effort to increase the 
volume and to improve the quality of the dairy- 


ing business thru the introduction of better 
cows and better methods is a wise business 
venture, More farmers are becoming interested 
in it; for among other advantages which the 


dairy farmer has is the fact that his income is 
steady thruout the twelve months, instead of 
coming in a block but about once a year. 

Mr. Ieffelfinger said he was talking in the 
interest of the annual dairy show held in con- 
nection with the State fair, and he asked the 
lumbermen present to spread the news of this 
show and to urge farmers and all other business 
men to attend. Agriculture has built the cities 
of the Northwest, and agriculture will maintain 
them. If farmers become prosperous all other 
lines of commerce will in their turn become 
prosperous. In closing, he mentioned briefly 
the campaign that is being waged against rust, 
and stated that it was a matter of the most vital 
interest to every dealer into whose till farm 
money passed that this plague be conquered, 

Introduce Surprise Novelty 

It has hecome something of a tradition of the 
Northwestern conventions to introduce each year 
a surprise novelty. This novelty in 1922 used 
Mr. Heffelfinger’s appeal for interest in dairy- 
ing as an introduction. After the stage had 
been cleared hastily, the music struck up and 
the curtains were drawn back, disclosing an 
aristocratic dairy cow, groomed as for a ball 
and standing in a, modern dairy barn. An 
attendant in white reassured her royal highness 
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that while it might seem queer to her it was all 
right; and then four dairymaids led by the 
dynamic Miss Aldrich appeared, each equipped 
with an old-fashioned carrying yoke, from each 
end of which was suspended a pail. These very 
stunning milkmaids then sang a short opera 
written especially for this oceasion on the theme, 
‘*Won’t You Wait ’Til the Cows Come Home?’’ 
The opera dealt with the men from each of the 
States covered by the association, and at the 
end of the final aria the milkmaids ran down the 
aisles and distributed the contents of their pails; 
in this case cigarettes and not milk. 

Talks by Inter-Insurance Exchange Officers 

Following this hilarious and highly appre- 
ciated interlude, the meeting was turned over 
to the officers of the Retail Lumbermen’s Inter- 
Insurance Exchange, with President A. R. 
Rogers in charge. 


Mr. Rogers began his report 


with the statement that 
the exchange was in 
#& prosperous condition, 
even tho it had suffered 
some recessions during 
the last year, and that 
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the future looked to be 
highly promising. He 
paused at this point to 
pay tribute to John H. 
Queal, recently deceased, 
who for a.long time 
hefore his death had 
organization. 

The cancelations of insurance in force dur- 
ing 1921 amounted to about $7,000,000, leaving 
$52,000,000 in force. The cancelations were due 
to lower valuation of stock and to lower volume 
of stock carried. Practically all members have 
remained, but many have decreased the amount 
of insurance carried. The care with which in- 
vestments have been made is indicated by the 
fact that not a dollar of principal or interest 
has been lost. A year ago a book loss was 
shown, due to the shrinkage in market value of 
Liberty bonds bought at par during the war. 
But additional bonds were bought last year on 
the market, and the rise in value of these Gov- 
ernment securities has wiped out the book loss 
and has shown a profit in addition amounting 
to $13,000. More than half the cost of adminis- 
tration of the company is covered by income 
from investments. Some time ago purchase of 
farm mortgages was discontinued, due to the 
fact that the officers considered land values to 
he inflated. Recently the purchase of such 
mortgages has been resumed, care being taken 
to secure the investment, and this has been done 
in part in order that the company’s money may 
he of assistance to the farm customers of the 
lumbermen who make up the company. Mr. 
Rogers mentioned some plans for future ex- 
pansion and paid a tribute to Mr. Hauschild’s 
ability. 

O. D. Hauschild, manager, in beginning his 
report paid in turn a high tribute to the other 
officers associated with him. After mentioning 
a contemplated adjustment in tornado rates, 
Mr. Hauschild made an important announce- 
ment in regard to workmen’s compensation in- 
surance. The exchange has stayed away from 
this kind of insurance, but the rates charged for 
it by other companies have been unreasonably 
high, and many members have asked why that 
form of insurance was not included in the offer- 
ings of the exchange. Mr. Hauschild tried it 
out cautiously by means of writing a certain 
amount thru a subsidiary company and _ has 
accumulated enough knowledge and experience 
to feel sure it can be carried at much lower 
rates than those commonly charged. He ex- 
pressed himself as willing to go ahead with it 
if the members wished to do so. After some 
little discussion a vote was taken instructing 
the officers to put compensation insurance into 
effect. 

An election of directors was then held, and 
in the fire insurance company F. H. Carpenter, 
Bb. C. Bowman and C. H. Ross were elected to 
succeed themselves. In the tornado company 
these three men, with the addition of J. R. 
Moorehead, were elected to succeed themselves. 
And in the United Retail Merchants, the concern 
that will carry the compensation insurance, the 
board of directors of the fire insurance organi- 
zation was elected as its board. 


1922 From a Manufacturer’s Standpoint 


Following the transfer of the meeting from 
the insurance exchange to the lumbermen’s asso- 
ciation, President Marckres introduced Maj. 
E. G. Griggs, of Tacoma, president of the St. 
Paul & Tacoma Lumber Co., who addressed the 
meeting on the subject, ‘‘ Nineteen Twenty-Two 
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from a Manufacturer’s Standpoint.’’ Before 
beginning his formal address Maj. Griggs stated 
that he believed the industry needed more con- 
ferences of this kind at which both ends of the 
game might get together and find a mutually 
satisfactory solution of their common problems. 
He paid a high personal tribute to John Dower, 
a director of the Northwestern association. 

Mr. Griggs briefly analyzed some of the out- 
standing developments of 1921. He referred to 
the curtailment of production brought about by 
excessive freight rates, saying that, ‘‘ While it is 
too early to secure exact figures of our total 
output I am reliably informed that we produced 
30 percent less lumber in 1921 than in the ree 
ord breaking year 1920. That loss is easily 
accounted for in our rail shipments. 

““Tt seemed to us,’’ he added, ‘‘that the very 
life blood of the transcontinental lines that serve 
our country was ebbing away, and a suicidal 
policy was being adopted. That great empire 
builder, Jim Hill, would turn over in his grave 
if he realized what was being done to the traffic 
on his Coast lines.’’ 


Expansion of Waterborne Trade 
With its rail markets so greatly restricted 
by the exorbitant tariffs in effect, the Coast 
Jumber industry was forced to develop its out- 
lets in other directions, with what success is 
best shown by the following facts and figures 
presented by Mr. Griggs: 


The mills so located that they could develop 
water shipments did so, and how successful we 
have been is told in the figures of the first nine 
months of 1921 compared to 1920. The _ total 
shipments, from figures available of the Pacific 
Lumber Inspection Bureau, show approximately 
the same totals for Washington and a slight in- 
erease for Oregon over 1920 on waterborne ship- 
ments, and the surprising fact is that the Atlantic 
coast figures thru the canal jumped for the first 
nine months of 1921, as compared with the same 
period of 1920, from 12,453,797 feet to 139,791,775 
feet, while Japan took a jump from 716,981,350 
feet to 208,553,770 feet. JF am convinced from 
our own records and the knowledge I have of the 
shipments made during the Jast three months to 
both Japan and the Atlantic coast that these dif- 
ferences will be largely increased during the year. 

It is generally assumed that these shipments to 
Japan—fir, cedar and hemlock—will go to 250.- 
000,000 a year and the Atlantic coast will divide 
with California in the not very distant future 
2,000,000,000 feet. 

It must be apparent to you that no such busi- 
ness could have developed on the high prices of 
1920, and we have shown a loss in value at the 
mill of fir lumber of from $10 to $20 a thousand. 
J. J. Donovan in a recent address before the for- 
eign trade conference stated that fir lumber fell 
from $47.50 in September, 1920, to $20 in Septem- 
ber, 1921. I do not admit that his company is 
a better price getter or that his logs are a better 
grade than the rest of us have, but the figures 
are a good indication of the readjustments we have 
all made on the Coast, and it is a further indica- 
tion that the lumber business took its deflation 
and did not talk about it, labor and capital alike. 
I ask in all sincerity, what would have been the 
results in 1921 if all other industries had read- 
justed as well? ; 

The general situation in our export markets has 
been a reduced demand. The United Kingdom, 
Australia, China, west coast of South America and 
South Africa all took lumber in lesser quantities 
than in 1920 and in the order named, while Japan, 
Egypt, India and New Zealand show increased 
consumption. 

Mr. Griggs said that California had absorbed 
about as much lumber in 1921 as in the preced 
ing year, and during the last several months 
had paid advancing prices and increased its 
demands. ‘‘One would think from the building 
demand,’’ said he, ‘‘that the whole country 
was being depopulated to fill up lower Cali- 
fornia; and when I observe the reunions of 
Iowans, Minnesotans and tourists from the other 
middle States I wonder who is left there to face 
the hard times and burn the corn.’’ 

Mr. Griggs referred to the excellent results 
attained in the way of promoting amicable re 
lations between employers and employees thru 
the Loyal Legion of Loggers & Lumbermen, sy 
ing that, ‘‘We on the Coast have develope: 
a fifty-fifty organization that when necessity 
requires ean scale down as well as up, and that 
stands for fair dealing between employers aad 
employees. ’’ 

Needless Overhead Should Be Cut 

Emphasizing the fact that Pacifie coast !un- 
hermen are vitally interested in developing 
foreign trade, and in providing and maintain- 
ing a merchant marine for handling that trade, 
Mr. Griggs quoted briefly from an address de- 


livered by William Piggott, at the last national 
foreign trade conference, held in Tacoma, where- 
in Mr. Piggott had stressed the need of eeo 
nomical and efficient production, in order to 
meet successfully the price competition of 
foreign countries. He cited, in particular, sev- 
eral suggestions made by Mr. Piggott as to 
how overhead might be reduced, as follows: 

First: Cut out a third of your personal ex- 
penses in the way of luxuries, and you and your 
families will live longer and be happier. 


Second: Cut out a third of the go-betweens 
and middlemen. 

Third: The higher-ups and the supervising 
¢lass should accomplish at least 25 percent more 
actual work, and could cut down their office room 
and expense at least one-third. 

Fourth: Most business men, and others, could 
increase their efficiency and output at least one 
third without injury or even inconvenience. 

Fifth: Cut out the present unreasonable waste 
of materials. 

American Ships Are Handicapped 

Mr. Griggs said that we must seek foreign 
trade, and quoted Former President Wilson’s 
saying that ‘‘ Without ships we are like 2 big 
department store without delivery trucks.’’ 
‘*Sinee the war,’’ he continued, ‘‘we are load- 
ing ships on the Coast that rival any construe 





k. G. GRIGGS, TACOMA, WASH. ; 
Who Discussed 1922 Market Prospects from a Coast 
Manufacturer’s Viewpoint 


tion; ships with large hatches and __ finely 
equipped with all modern conveniences, but cur 
laws are such that most of them can ply suc 
cessfully only on intercoustal trade. Robert 
Dollar advises us that his ships plying under 
British registry pay regular dividends, while 
his American bottoms are running at a loss, 


except those in intercoastal trade.’’ 
What of the Future? 
Passing to the discussion of current condi 
tions in the Coast lumber industry and their 
bearing upon the outlook for the immediate 
future Mr. Griggs said in part: 


And now let us look into the future. We have 
harped for thirty years on our wonderful stand 
of timber on the Coast and its great possibilities. 
We no longer have to tell of its qualities or sing 
its praises. What we want to do is stop wasting 
if. It will last twice as long if we leave less 
on the ground, and as it increases in value and 
pays to log no owner of stumpage will leave a cull 
log. When you handle timber that contains trees 
which singly cut into logs that will scale 43.000 
feet board measure you can not fall them without 
taking everything as you go. The prevailing price 
of logs is now $12 for No. 5, $17 for No. 2, $24 
for No. 1, and no surplus. We are today utilizing 
every known device and latest improvement in 
handling our timber economically. but the easy 
logging chances are fast disappearing and timber 
is being hauled out of rougher country, gulches 
1,000 feet deep, and on grades that run 5 to 15 
percent and over. We are cutting hemlock as 
well as fir and find it as salable in many markets. 
Our ranks are being filled by eastern and southern 
operators who are developing operations of in- 
creasing magnitude and planning the most modern 
equipment. 

Our taxation problems are with us always and 
the burdens are as keen on the Coast as elsewhere. 
Standing trees are taxed every year and if the 


timber has reached its full growth stumpage must 
increase rapidly to carry the burden. No section 
in the country is doing more to protect this vast 
resource of timber from fire than the men of the 
West. The results of 1920 convinced some opera 
tors that our timber had a value, and the modern 
mills are saving all the log that has value, mar- 
keting their steam, hogged fuel and electrie cur 
rent if there is any demand in their immediate 
neighborhood. More money has been put in some 
power plants than originally went into the mills. 


Believes Price Advance Is Due 

During 1921 my own company issued no less 
than twelve discount sheets and in every ease ex- 
cept the last they have reflected falling prices. I 
believe we have reached the turn and that future 
discount sheets will register some advances. 

The great questions of disarmament must be 
settled and settled right, as the burden of taxa 
tion is confiscatory and unless other nations pros 
per who are our legitimate customers we will never 
attain that commanding position our vast re 
sources of wealth entitle us to. Money and the 
rate of exchange must be restored to an even keel 
and America must take her stand with the world 
powers in establishing a safe place to trade. We 
ean no longer live within the confines of our own 
shores, nor can we expect to build up a merchant 
marine if we do not buy as well as sell. Some of 
our diplomats and politicians are trying to build 
up a Chinese wall to cut off our purchases from 
foreign lands who are most in need of our sur- 
plus. You can’t run ships on air nor get into 
competition with the world if your merchant 
marine travels in ballast one way. Give América 
a chance and she will trade with the world. The 
great municipal ports at Seattle, Tacome and 
Portland have provided at public expense new 
means to develop foreign trade. 

The lumber requirements of our export and 
foreign markets by increasing our production pro- 
vide increased stock from the log which again 
satisfies our rail connections. Our lumber market 
is still one of specialties and yet a log on the 
Coast develops a product that properly segregated 
ean supply at least five different markets, and 
one is essential to the other, not detrimental— 
local, rail, export to foreign countries, coastwise 
to California, and Atlantic coast trade. 

Our continually increasing shipments thru the 
canal, now approaching 300,000,000 feet a year. 
on the finest freighters afloat, have affected and 
will affect the California market, that former 
dumping ground for all our common lumber. The 
wonderful prosperity of lower California and its 
consumption of lumber, absorbing not only our 
surplus this year but that of British Columbia 
also, has given our water shipping mills an outlet 
that saved the day. 

We know that you in the middle West have to 
deal with farmers who have faced ruin and low 
prices on their commodities. We know money is 
getting easier. We believe you will need lumber 
in 1922, and we hope freight rates will be read- 
justed to let us in. We believe there is a housing 
shortage thruout the country and we know the 
railroads themselves have been unable to provide 
new equipment or even care for renewals and re- 
pairs. We believe that if all commodities were 
readjusted as our own manufacture has been the 
greatest building program the world has ever seen 
would be inaugurated. 

Secretary-emeritus Hollis announced that on 
the following afternoon a motion picture of the 
lumber business would be shown. This is a 
picture that Mr. Hollis has assisted in produe- 
ing. 

Place and Service of the Wholesaler 


L. R. Putman, directing manager of the 
American Wholesale Lumber Association, 
made a brief talk in which he expressed 
the opinion that this would be a selling year. 
He warned the dealers not to be misled by the 
house shortage into thinking that houses would 
sell themselves; for recent experience has shown 
that people can get along without any more 
houses if they feel they should do so. He de 
scribed briefly the place and service of the 
wholesaler, and reminded his hearers of the 
American Lumber Congress to be held in Chi- 
cago later in the vear. This congress, he said, 
is a splendid place for all branches of the busi- 
ness to get together and thrash out their diffieul- 
ties. 

Entering 1922 With Feet on Solid Ground 

In making his address as president of the 
association, Mr. Marckres stated that while 
business men have no bouquets for 1921, yet it 
proved to be a strengthening year. Dealers are 
entering 1922 with their feet on solid ground. 
It sounds queer to hear some odds and ends of 
talk even yet about ‘‘profiteers’’ at a time 
when every business is still feeling the drain of 
the heavy losses it has been obliged to sustain. 
People are prone to blame others for their 
troubles, and among the common complaints is 
the matter of high freight rates. And yet there 
is something to be said for them. Railway 
workers are free spenders; but they can not 
spend money they do not have, and they can not 
be paid gcod wages on low freight rates. The 
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railroad man ought not to bear all the odium of 
unadjusted values. There should and must be 
an adjustment thruout the business world that 
will allow all labor and all business to operate 
on a sound basis and to enjoy legitimate pros- 
perity. 

The tax-exempt security is breeding a new 
slacker who is shouldering the burden of paying 
for past expenditures, including the war, on to 
those who are trying to carry on_ business. 
Homes, it is said, can not be financed; and yet 
it is hard to see why an automobile or a diamond 
should be considered a better loan risk than a 
home. A Senate committee of investigation has 
made some constructive suggestions that if acted 
upon should assist in the financing of house 
building. In general things are promising. 
Money is easing up, there are more chicken 
houses. than garages being sold, and the country 
is getting less jazz and more home-made bread. 

Greetings Express One View of the Times 


At the close of Mr. Marckres’ address Secre- 
tary-emeritus Hollis read the following Christ- 
mas and New Year’s greeting, which he said 
expressed one view of the times: 

Twenty years ago we remember that eggs were 
10 cents a dozen, milk was 5 cents a quart, the 
butcher gave away liver, the hired girl received $1 
a week and did the washin’, Women did not 
powder and paint (in public), play poker or shake 
the shimmie, and they were taught to cook at the 
age of three. 

Men wore whiskers and boots, chewed tobacco, 
spit on the sidewalks and cussed. Laborers worked 
10 hours a day and never went on strike. No 
tips were given to waiters and the hat check 
grafter was unknown. 

No one was ever operated on for appendicitis, 
microbes were unheard of, folks lived to a good old 
age and every year walked miles to wish their 
friends 

A MERRY CHRISTMAS 


Today, you know, everybody rides in automo- 
biles (or Fords) plays the piano with his feet, 
goes to see Charlie Chaplin, smokes cigarettes, 
drinks hair tonic, blames the H. C. of L. on the 
Democrats, never goes to bed the same day he got 
up, and thinks he’s having a h of a time. 

These are the days of suffragettes, profiteering 
and prohibition, and if you think life is worth 
living, I wish you 

A HAPPY NEW YEAR 


WEDNESDAY MORNING 

The morning session began with singing by 
the ever popular Metropolitan Male Quartette 
and was followed by the ‘‘Lumbermen’s 
Choral Union,’’ led by Miss Grace Aldrich. 

Secretary-emeritus W. G. Hollis repeated his 
announcement of a film to be shown in the 
afternoon, that had been prepared at his sug- 
gestion by northern manufacturers; and while 
he had the floor he added a plea for codpera- 
tion with Secretary Hatton. Mr. Hollis re- 
called experiences of his own during his long 
service as secretary of the association. Dissat- 
isfied members instead of speaking or writing 
directly to him nursed their grievances, con- 
fided in traveling salesmen and other people 
engaged in the lumber business, but did not 
tell the secretary. Many times these griev- 
ances can be adjusted or explained away in a 
moment, and the fair and constructive thing 
is to go directly to the secretary with them. 

Secretary Hatton then read a telegram from 
E. C. Hole, secretary and manager of the 
AMERICAN LUMBERMAN, congratulating the 
association on its splendid achievements and 
expressing regret that he was unable to be 
present at the convention. Mr. Hatton then 
asked any men present who had been in at- 
tendance at the first meeting of the association 
to stand up. C. E. Greef, Eldora, Iowa, and A. 
Westrop, of Maple Lake, responded. There 
are others of the original members at the con- 
vention, but they happened not to be in the 
room. These men made a few remarks recall- 
ing some of the early experiences of the associ- 
ation. 

Getting the Most Out of Retailing 


G. W. Sully, Dayton, Ohio, of the National 
Cash Register organization, delivered an ad- 
dress on the subject of ‘‘Getting the Most 
Out of Retailing.’’ Mr. Sully took the place 
of Will H..Farley, of the same city and organ- 
ization, who was on the program, but was 
unable to be present. Mr. Sully stated that 
most of his message was contained in the 
motion pictures which he would display. 
While these pictures were being shown Mr. 
Sully made the necessary explanatory com- 





ment. The pictures took up a number of mat- 
ters of efficiency, such as organization of a 
business force to spread responsibility while 
centralizing control, the preparation of news- 
paper advertising in order to get the best 
results, window decorating according to right 
and wrong principles, methods of salesmanship 
and the like. It ended with the showing of 
a store in which slipshod methods, following 
lack of organization, was driving the owner 
into worry and poverty, and the same store 
after the business had been properly organized. 
Mr. Sully stated frankly that the ownership 
and use of a cash register would not in itself 
turn a slipshod storekeeper into an efficient 
business man; but he added that if system and 
the following of right principles are made 
convenient it is much more likely that they 
will become part of the business. Pride in the 
business becomes part of the equipment of the 
employees when results are accurately 
checked up. 

A telegram from Hon. Sydney Anderson, 
chairman of the congressional joint commission 
of agricultural inquiry, announced that the 
press of business in Congress relating to the 
farming industry was so great he could not 
keep his appointment to address the conven- 
tion. 


Achievements of the Association in 1921 


In order to move the convention business 
forward Mr. Hatton read Treasurer C. E. Eng- 
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lish’s report and followed this with his own 
report. In order to present this in the best and 
most telling way Mr. Hatton had had printed 
and distributed a tabloid statement showing 
in a striking way the achievements of the as- 
sociation during the last year. The folder is 
headed, ‘‘$68,000 Saved to Members in 1921.’’ 
Following are some of the facts stated: 


Traffic service during 1921—$30,625.86 returned 
to members from overcharge and damage claims; 
1,887 members used this service; 500 cars in tran- 
sit were speeded up thru association effort; 4,228 
elaims were filed; 178,303 freight bills were 
audited, and 15,125 freight rates quoted. 

Collection service—Over $100,000 collected in 
bad accounts; 34 percent in salvage obtained for 
members after their own collection methods failed ; 
collected retail accounts uncollectable by ordinary 
means; collected nonresident accounts thruout the 
United States and Canada; furnished credit infor- 
mation to member dealers, and gave free informa- 
tion on lien and collection laws. 


Legal service—$15,000 saved to members in 
attorney fees, together with important savings 
representing settlements for building material bills 
etc. This service is free to members. 


Field service—More than 800 member yards 
visited by field representatives, extending addi- 
tional service in person and making the association 
more helpful in innumerable ways. 

Secretary’s office—$12,500 offgrade and belated 
delivery claims settled for members; appearances 
on behalf of the retail lumbermen before Interstate 
Commerce Commission, State railroad commis- 
sions, four State legislatures and various insur- 
ance boards; also appeared before ways and means 
committee, national House of Representatives, and 
finance committee of the Senate, on matters relat- 
ing to proposed tariff on Canadian lumber. 

Architectural service—Published ‘‘Comfortable 
Homes,” the unit house service; architectural cal- 


ender service; furnished service, “Attractive and 
Practical Homes” ; compiled barn book service, and 
special plan service at cost. 

The Northwestern Dealer—Pstablished in 1921 
by the association and acknowledged as the finest 
retail trade association publication in the United 
States. 

Savings during 1921—Traffic, $30,625.86 ; legal, 
$15,000; collections, $10,000; secretary’s office, 
$12,500, making a total of $68,125.86 actually 
saved to members. This saving represents that 
many dollars and cents to members, plus additiona] 
important savings on shipments, rates ete., thru 
the intervention of the association before the 
Interstate Commerce Commission and State rail- 
road commissions. 


Future Plans of the Association 


In addition to presenting this printed report 
Secretary Hatton spoke of some plans for the 
future. He mentioned a committee of fifty 
men to be charged with the matter of securing 
additional members. The mark he has set for 
1922 is 3,000 members, and he believes this 
mark can be exceeded. Two men working two 
hours brought in 138 yards. He mentioned the 
fighting spirit in the organization and ex- 
pressed great appreciation for the splendid as- 
sistance of his associates in the office and of 
the directors. The architectural development 
most recently worked out is the unit house 
plan, a system of comfortable homes to cost 
$5,000 or less. He mentioned the plan to hold 
many group meetings during the coming year. 

Secretary Hatton read a telegram from Pres- 
ident Theo. A. Sparks, of the Western Retail 
Lumbermen’s Association (of Canada), ex- 
pressing regret that the Winnipeg convention 
comes at such a time he could not attend the 
Northwestern convention, but sending greet- 
ings and good wishes. 


WEDNESDAY AFTERNOON 


In calling together the afternoon session, 
President Marckres made a little speech in 
which he attributed the great success of the 
Northwestern association to the efforts of the 
able secretaries it has had. Ex-secretary 
Hollis was present, who for twenty-seven 
years conducted the affairs of the organiza- 
tion. He was followed by Adolph Pfund. 
And in Mr. Marckres’ opinion the present sec- 
retary, Harrison Hatton, is in every respect 
a worthy successor to those men. 

Following this graceful tribute, Mr. 
Marckres asked Mr. Hatton to explain in de- 
tail the tentative plans for the western trip 
that is scheduled to occur some time in March. 


Tentative Plans for Western Trip 


Mr. Hatton stated that already enough 
reservations had been made to assure the asso- 
ciation that the trip would be made. He 
wanted some statement of opinion from the 
men present as to the time for making it, and 
as to the number of weeks it should last. It 
had been suggested that most men would 
want to be at home for March 1 collections, 
and so the date of starting had been set tenta- 
tively either for March 4 or 11. The date 
of the return would be about March 31; so the 
starting date would depend largely on 
whether the trip was to last four weeks or 
three. The same territory would be covered 
in either case, but in the event of the longer 
time being taken the party would spend more 
days at certain important points. The route 
lies into the Northwest and from Washington 
down the coast to Los Angeles. Mr. Hatton 
talked at some length of the cost, assuring the 
members that it need not be an expensive trip, 
that it could be made easily for $300 or even 
less. He also laid much emphasis on the fact 
that it is to be a business trip, a profitable 
investment, and not merely a pleasant outing. 

There was a brief discussion, and some ques- 
tions were asked. Charles Webster expressed 
himself as in favor of the trip. In his opinion 
a three weeks’ trip would be the more satisfac- 
tory. Secretary Hatton stated that additional 
information would be sent out very soon. 


How Retailer Can Get More Business 


Dr. C. A. Prosser, director of the William 
Hood Dunwoody Institute, delivered an ad- 
dress on the subject, ‘‘How the Retail Lum- 
berman Can Get More Business.’’ In_be- 
ginning his address Dr. Prosser confessed to 
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some embarrassment both on account of his 
being listed to speak with authority about a 
business with which he was not familiar, and 
on account of the fact that the subject prom- 
ised his hearers information that would bring 
them more trade immediately. He disclaimed 
ability to furnish such information. Had he 
been able to do it, he said, he would have or- 
ganized a corporation for the purpose of sell- 
ing this information at high rates. He did 
express the belief, however, that he could 
present some information and point out 
methods that would bring in a harvest of 
trade and profits at some later time. 


His address, he stated, grew out of a series 
of conferences held with lumbermen for the 
purpose of seeing in what way Dunwoody In- 
stitute could be of assistance to the retail lum- 
ber industry. The institute, which bears the 
name of its founder, was organized for the 
purpose of furnishing practical training and 
knowledge for the people of the State of 
Minnesota, It has an endowment of about 
$6,000,000, and it is charged with the spend- 
ing of its income to benefit the people of the 
State thru the spreading of practical, useful 
knowledge. The conferences mentioned be- 
fore were for the purpose of seeing if this 
service could be applied in a suitable and 
promising way to the solution of retail lum- 
ber problems. 


The speaker stated that in surveying any 
industry he was interested in seeing its under- 
lying social significance, as well as in seeing 
its technical problems. A lumberman is a 
citizen as well as a business man, and his 
significance to his community lies much deeper 
than the mere physical service which he per- 
forms when he loads out lumber and accepts 
money for it. The change in terminology 
that has oceurred during the last few years 
showing that the emphasis is now laid on service 
rather than on sales is significant of a real 
advancement. It indicates the scope and 
character of the new merchandising. Suppose 
aman comes to a lumber yard with the plans 
for a house that, when built, will be grotesque 
and ugly. The old-fashioned dealer, seeing 
what the man was about to do, most likely 
would have grinned in his sleeve and sold the 
lumber without a word. The new dealer will 
not do that. He will endeavor tactfully and 
gently to show his customer that the house he 
proposes will be ill looking, inconvenient and 
wholly unsatisfactory. He will not feel that 
he has earned the profits from the sale unless 
he makes his own superior knowledge and ex- 
perience serve his customer by way of secur- 
ing him a house of which he can be proud and 
which will serve his needs efficiently. Indeed, 
people now look to the local yard manager as 
the logical source of an adequate planning 
service. Why should they not? Who in the 
community can be expected to know more 
about the use of building materials than the 
man who sells them? 


It is possible for a man engaged in any line 
of selling to say that he is in business merely 
to sell the stuff that his customers ask for. 
He is not an architect, he is a lumber seller. 
If he has no competition he perhaps can con- 
tinue in business on that basis, but he will 
keep his business on a low level. This has 
been done in many places. A distinguished 
foreigner traveling thru the United States 


. told Dr. Prosser that this country was won- 


derful, that it was wealthy and energetic and 
possessed of marvelous natural resources. But 


» along with these things its cities and towns 


and country places were too often ugly; en- 
tirely lacking in that good taste which reflects 
an instinctive appreciation of the beautiful. 
These things seemed strange to this foreigner, 
for the ugliness was as costly in money as 
beautiful buildings would have been. Here 
18 @ point, so Dr. Prosser said, where the local 
lumberman could quietly renaer a most strik- 
ing service to the public; one that might not 
be immediately profitable, but one that would 
add to the quality of the citizenship of the 
country and that eventually would be reflected 
m the sales of the merchant offering it. He 
could improve the design of the buildings sold 
m his yard; improve them both in appearance 


and in convenience. The speaker mentioned 
some of the efforts that have been made along 
this line, notably by the small house archi- 
tects’ bureau. 

Knowledge Gained by Instruction and Study 


There is no known way whereby a man can 
get accurate, practical knowledge except by 
instruction and study. Men sort themselves 
out by the earnestness with which they seek 
preparation and, having gotten it, make use 
of it. 

The institute has found two ways of getting 
this practical information imparted to men 
who are already working at a trade or a busi- 
ness. One is by gathering them in for short 
courses, the other is by correspondence study. 
The institute is considering the latter in rela- 
tion to the lumber business. It has had com- 
mittees of practical lumbermen helping out- 
line possible correspondence courses. These 
men know at first hand the things about which 
they have been asked, and they have outlined 
systems of study that, judged by their prac- 
tical experience, will be of value in preparing 
men for greater service in lumber merchandis- 
ing. These courses as tentatively outlined in- 
clude such things as mathematics for retail 
lumbermen, materials, carpentry, free hand 
drawing, plan reading, building construction 
and drawing, estimating, planning and design- 
ing, auxiliary equipment of houses and barns, 
paints and painting, fuels, storage, drayage, 
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accounts, credits, collections, inventories, 
— yard operations, salesmanship and the 
ike. 

The institute is willing to take these things 
up and to make the courses available at low 
cost provided it is demonstrated that there is 
a sufficient demand to warrant the institute 
in going to the labor and expense of doing so. 

Such study can add a new value to the long 
winter months. It can be a time of prepara- 
tion. Sometimes a man in a small town feels 
that he is a negligible unit in the business of 
which he is apart. He feels isolated and lost. 
He should remember, however, that in his com- 
munity he has the opportunity of being the 
greatest known factor in his line of business. 
The best way to secure that recognition that 
is so sweet to every man is to add to his own 
serviceable knowledge. He can feel that by 
doing so he adds not only to his own income, 
but that he adds to the sum of the social values 
of the community where he invests his life. 


Committees Appointed 


Following this address President Marckres 
appointed the following committees: 

Nominations—Earl Tillotson, C. M. Porter, 
Charles Webster, Charles Ross, Frank Murphy. 

Resolutions—L. E. Streeter, A. J. Vogel, W. H. 
Vosburg. 

President Marckres then asked H. K. Taylor, 


of Chicago, to tell some stories. Mr. Taylor 
complied in a graceful speech in which he ex- 
pressed confidence in the business conditions 
that lie ahead. 

L. T. Glick, representing the Great Lakes- 
St. Lawrence Tidewater Association, then ex- 
plained the project to make possible the bring- 
ing of ocean-going vessels to the Great Lakes. 
He indicated the influence that such a develop- 
ment would have on the prosperity not only of 
the middle West but of the entire country. 


Best Means to Increase Farm Prosperity 


J. W. Moorehouse described part of his work 
as a manufacturer’s representative in study- 
ing the conditions of rural life and the prac- 
tical means needed in raising the standard of 
country living. He has found dairying one 
of the best means for increasing farm pros- 
perity and making possible a higher standard 
of living. Dairying as practiced in Europe 
has not only furnished a livelihood to people 
in areas not favored by nature, but thru the 
hundreds of years that it has been practiced 
there it has maintained the fertility of the 
soil. Higher yields of grains are produced on 
European land that has been under cultiva- 
tion for generations than are produced on our 
scarcely touched American farms. So the de- 
velopment of dairying will mean not only more 
milk and butter and cheese; it will mean 
smaller farms, more farmers, more production 
of grain crops and the feeding of more of 
these crops on the farms. Bankers and busi- 
ness men the country over have recognized 
the indirect profit to themselves of increasing 
the profits of the farms, and they have co- 
operated in a practical way by helping farmers 
to -buy a higher grade of stock. The interest 
of retail lumbermen can be even more direct. 
There is no reason why lumbermen can not, in 
their assistance to the farmer, engage in the 
sale of more of the merchandise the farmer 
needs. There is. no hard and fast line of de- 
marcation between lumber and the other ar- 
ticles of which a barn is built; door hangers, 
hay track, cow stanchions, paints and the like. 
There is no sound reason why lumber retailers, 
in familiarizing themselves with the farmer’s 
problem, should not handle such things as farm 
tools. If the retailer of lumber can help the 
farmer, because of the farmer’s knowledge, to 
raise better stock he can also nelp the farmer 
to raise better crops by selling him better farm 
tools and by telling him how to use them. 


Motion Picture of Lumber Industry 


At the close of the session there was shown 
the highly interesting motion picture film ef 
the lumber business, prepared for northern 
manufacturers at the suggestion and under the 
direction of ex-Secretary Hollis. This very 
pleasing picture was made with the assistance 
of professional motion picture actors. It cen- 
ters around an interesting story and presents 
the entire lumber industry from the tree to 
the trade. It was photographed some time 
ago, but was held up on account of the war 
and before its presentation at this convention 
had been seen by only a few persons. 

This evening the visitors are to be guests of 
the association at the Shubert theater, where 
Clyde Fitch’s play, ‘‘The City,’’ is to be 
presented. 

THURSDAY SESSION 


{Special telegram to AMERICAN LUMBERMAN] 

MINNEAPOLIS, MINN., Jan. 19.—Secretary 
Hatton received a telegram from Detroit com- 
mercial bodies asking for the 1923 convention 
of the Northwestern association. The commit- 
tee reported resolutions pledging aid to all ree- 
ognized means for helping farmers to remain 
on the farms; it commended the efforts of the 
War Finance Corporation; it affirmed the hon- 
esty and square deal as a code of ethics for 
the association; endorsed the deep-sea water- 
way thru the St. Lawrence; asked that common 
fir be milled after seasoning to assure uni- 
form sizes; pledged support of the West Coast 
association’s compiaints against freight rates; 
asked individual endorsement of an appropria- 
tion for the Forest Products Laboratory; ree- 
ommended that the association send a represen- 


(Concluded on page 56) 





48 


AMERICAN LUMBERMAN 





JANUARY 21, 1922 





convention of the Lum- 
bermen’s Association of 
Chicago was held last 


Wednesday, Jan. 18, 
with a brief business 
meeting in the after- 
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noon at the associa 
tion’s rooms in_ the 
Lumber Exchange 
Building, followed in 
the evening by the an- 
nual banquet and entertainment in the ballroom 
of the LaSalle Hotel. 

The meeting and banquet were both heavily 
attended, and the presence of a good number 
of out-of-town lumbermen, business visitors in 
the city and guests of local members, was noted. 
A feature of the event was the enthusiasm to 
which the assembly abandoned itself—as was 
fitting in view of the fact that this event marked 
the end of one of the most successful years in 
the association’s long history. The aggressive 
leadership of President N. C. Mather, with the 
support of a strong and capable board of direc- 
tors and with the codperation of a forceful 
secretary-manager, in the person of S. F. D. 
Mefiley, has resulted in at least one aeccomplish- 
ment during the year that will make his admin- 
istration long remembered by the Chicago lum- 
ber industry—the winning for this center of the 
milling-in-transit privilege. 

The business meeting was opened at 4 0’clock 
in the afternoon by N. C. Mather, of the Lord 
& Bushnell Co., retiring president. He said 
that it is customary for the president to ‘‘lead 
off,’’ but in this ease he would use his preroga- 
tives, and as his report would be his swan song, 
would present it at the end instead of at the 
beginning of the session. He then ealled on 
the secretary-manager for his report. 

Secretary-Manager Presents His Report 

S. F. D. Mefiley, secretary-manager of the 
association, then took the floor and presented 
his report upon the association’s activities 
during 1921. He stated that the program of 
work laid down for that year included an 
honest effort to overcome the lack of con- 
fidence and cooperation among the lumbermen 
of Chicago, with a view to creating better 
competitive conditions and trade ethies and 
a more wholehearted spirit of codperation; 
and aimed to give closer attention to pending 
legislation in city, State and national councils, 
and to place Chicago on a competitive basis 
relative to railroad rates and privileges. Tell- 
ing how far the association has succeeded in 
sarrying out this program Mr. Meffley said: 











Our first efforts were along the line of trade 
extension. During April we constructed a 5-room 


bungalow in the short period of eight hours for 
the purpose of visualizing in the minds of the 


public the possibility of owning a home. This 
created a tremendous amount of public interest. 
It is estimated that 300,000 people have visited 


this home and passed thru its rooms since it was 


completed. More than 3,000 people came to our 
offices asking for information regarding home 
building. Incidentally, all had from $1,000 to 


$2,500 available for home building purposes. We 
further received more than 6,000 letters, asking 
for information on the same subject. 

By actual measurement during the last year we 
have received in news stories in daily papers, front 
page stuff, 7,500 lines, and in the trade journals 
9,700 lines, a total of 13,200 lines. In display 
advertising we have had 23.265 lines, or a grand 
total of 36,455 lines of publicity concerning the 
activities of the association. 

Mr. Meffley’s report then gave comparative 
figures on lumber shipments in and out of Chi- 
sago for the years 1920 and 1921, covering 
lumber and shingles. Reference was then 
made to the winning for Chicago of the mill- 


ing-in-transit privilege thru the efforts of 
the association, as follows: ‘‘ During the pre- 
vious administration the movement was 


the ‘milling-in-transit privilege’ for 
Chicago. Under the leadership of President 
Mather this privilege was secured during his 
administration. Based on estimated figures 
for the last fifty years we believe that more 
than $30,000,000 could have been saved to 
lumbermen if this privilege had been granted 
at an earlier date. Another piece of excellent 
work was accomplished by the fire limits com- 
mittee under the direction of C. F. Wiehe, 
chairman, thru which two eftire wards were 
released from the fire limits, thus permitting 
the construction of frame buildings therein 
for a period of one year.’’ 

The secretary-manager then reported on the 
membership, showing that it at present totals 
326, plus six honorary members, compared with 
an enrollment of 317 on Jan. 1, 1921. Thirty- 
nine new members were gained during the year 
and thirty resigned or went out of business. 
The present membership is divided as follows: 
Resident members, 257; nonresident members, 
52; associate members, 17. Mr. Meffley then 
requested the assemblage to rise to its feet 
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and remain standing while he read the names 
of those who have crossed the Great Divide 
since the last annual meeting: 


John P. Konzen, secretary of the Konzen- 
Schafer Lumber Co. 

Samuel Miller, president of the Douglas 
Lumber Co. 

E. A. Visser. 

Dietrich W. Heitmann, of the Heitmann 
Lumber Co. 

Davey S. Pate, of the D. S. Pate Lumber 
Co. ; 

D. K. Jeffris, of the D. K. Jeffris Lumber Co. 

Murdock MacLeod, of the Oconto Co. 


Mr. Meffley then continued: 


It has been said that during the last three years 
business conditions have fluctuated over one of 
the widest ranges in history. Probably none of 
us regret the passing of 1921. It has been a 
year sardonic, mocking our efforts to maintain 
industry as a going concern. Its chronology is 
black with the failure of plans that should have 
attained success. Yet, from this constant striv- 
ing and failure, and striving again, we have learned 
that the old ways are gone, perhaps forever. Since 
the peaceful days of early 1914, industrial psy- 
chology has undergone a revolutionary change. 
The world is “getting down to brass tacks,’ and 
looking for results ‘“‘as per contract.” 


The Twelve Periods of a Business Cycle 

Any consideration of the course of business con- 
ditions in 1922 will be augmented by a study of 
the business cycle. According to Roger W. Babson, 
this great cycle may be divided into twelve periods, 
as follows: First, every cycle begins at the peak 
of prosperity. It is accompanied by large profits 


Chicagoans Review a Successful Year— 
Believe Future Holds 


The fifty-third annual started in a definite way for securing what is 
) ‘called 


Great Possibilities 


and high wages. Second, this 
period of inefficiency, accompanied by declining 
bond prices. Third, next comes the period of 
dishonesty and profiteering, accompanied by de- 
clining stock prices. Fourth, comes the periodical 
crime wave with declining commodity prices, 
Fifth, lack of confidence is then everywhere ap- 
parent, which results in general unemployment. 
Sixth, people must then cut down living expenses, 
families double up, all of which results in declin- 
ing real estate prices. This is the end of the 
general decline and improvement usually begins at 
this point of the cycle. Seventh, thrift becomes 
more evident and this results in declining interest 
rates, allowing banks to loan money to start new 


is followed by a 


building and again set the wheels of industry 
moving. Highth, the unemployment period al- 


ways results in greater efficiency which is evident 
at this period of the cycle. Increasing bond prices 
are noticeable at this time. Ninth, people become 
more honest, fairer prices are asked by both mer- 


chants and labor. We get a dollar in value 
whether buying merchandise or labor, which we 


did not get during the period of prosperity. 
Tenth, renewed religious interest is now evident, 
resulting in restored confidence, greater buying 
with the strengthening of commodity _ prices, 
Kleventh, this is followed by great activity in 
all lines, with labor fully employed. Twelfth, the 
cycle has been completed, extravagance and waste 
are again in evidence with high money rates, 

great proportion of America’s business men 
have thus far experienced only the upward move- 
ment. Hence, the man who has been in the busi- 
ness less than twenty years knows absolutely noth- 
ing of the movement which this country may ex- 
perience during the next ten or thirty years, It 
may be a_ new world to him and a new language 
to him. He may be obliged to do business under 
conditions that he never knew were possible. 
Therefore, it is exceedingly necessary for him to 
begin at once the study of fundamental condi- 
tions and not be caught unawares. 


Trade Association Greatest Modern 


The greatest 


Institution 


modern institution for rendering 
real assistance to the business man is the trade 
association. Coodrdinating the work of many for 
the benefit of all, it is accomplishing that which 
would be impossible for the individual. And vet, 
less than 25 percent of the possible membership 
support the average trade association. It is time 
associations took stock and made certain they 
were serving a definite need and that there was 
no other association attempting to serve the same 
field. All factional issues should be forgotten 
and certainly not made a reason to continue excess 
associations. Elimination of unnecessary duplica- 
tion of effort and expense may be brought about 
by a concerted study of this problem by existing 
associations. 

What is needed is a better grouping of interests 
and pooling of resources with resultant betterment 
of service to the public. Few organizations have 
as yet secured the unified support of even a fair 
percentage of their possible membership. This 
lack of support often is attributed to financial 
reasons, but the cost of the minimum «association 
requirements would not burden any business. The 
tangible returns from coéperative effort by as- 
sociations would more than repay any company 
large or small for its share of the cost. 

The main reasons for nonsupport of associations 
directly serving the interests of the firm or indi- 


vidual are: sack of. vision, jealousy of those 
successful men who want to see others succeed 


and are willing to help by serving on committees 
and directorates of associations: a belief that a 
company is sufficient unto itself and does not need 
the service features so valuable to the other inter- 
ests who are desirous of holding overhead costs 
at a minimum, or more generally the arbitrary 
policy of refusing to support any associations 
covering the minimum requirements of properly 
orgonized business, 

In these succeeding years of lowering price levels 
sound associations will come to their own, The 
potentialities of group research, estimating staffs, 
simplification of varieties of products, improvement 
of methods, elimination of seasonal unemployment, 


distribution of raw materials and finished prod- 
ucts and marketing of them have been only 
touched. 


The possibilities of eliminating waste and un- 
necessary cost by group action in missionary work 
by development of markets and hundreds of other 
directions offer all business untold ways and 
means of rendering maximum service to the public 
at the lowest possible cost. : 

Business created for one is always business 
created for many. One going concern is contribu- 
tory to another. There is always interdependence 
and we can not have any such things as absolute 
independence on the part of any organization. It 
is the duty of business to support those movements 
which are founded on the broad principles of sound 
economics and the betterment of the interests they 
represent as well as the public welfare. 


A Look Into the Future 


ahead for spring, we believe that if 
the labor troubles can be adjusted, we may @X- 
pect Chicago’s long delayed great building boom 
this spring. Last year showed a_big improvement 
over 1920, and now architects’ offices are announe- 
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ing a splendid line of contemplated new buildings, 
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hotels, skyscrapers, apartment buildings, fac- 
tories, warehouses etc. 

The following comparative table, showing build- 
ing permit totals for the years 1919, 1920 and 
1921—furnished by the Builders’ Commercial 
Agency—presents the building situation at a 
glance: 





Permits for 1919 1920 1921 
Stores ...%5 1,439 1,426 1,306 
Offices and 

hotels .... 48 56 49 
Residences . 4,596 2,058 4,645 
Halls and 

churches . 21 21 32 
Theaters 23 3 3 4 
Apartments. 457 106 1,466 
Stores and 

OMICES «0:5 cee 16 34 
Stores and 

residences. es 28 112 
Stores and 

jp eee pasts 1 
Stores and 

apartments 25 15 120 
Miscellane- 

errr rer 18 32 
"POERL éccaas 6,589 3,745 7,890 
ji ere 5,745 3,259 6,180 
PYQME is<0s 844 486 1,620 
Frontage ... 209,807 135,440 233,025 
COM kccsesx $104,198,850 $79,102,650 $124,028,010 


December, 1921, gave a permit total of $9,589,- 
750, as against $5,306,000 for December, 1920— 
the biggest percentage of increase of any month of 
last year. 

These figures and records are impressive not 
only in their bulk, but in their meaning—yet they 
slide off of our minds like raindrops. We do not 
translate them. We lose their meaning because 
their causes are not sharply defined, and so we 
miss tremendous advantages and steady progress 
to stabilized and rightly profitable markets. Your 
association is now ready to bring all these gener- 
alities down out of the clouds. We are able to 
translate your opportunity to reéstablish the pro- 
per supremacy of lumber, economical lines of action 
and the profit, from such action is as well assured 
as any profit you ever worked for—and got. But you 
will deny yourselves this tremendous advantage 
unless vou bring your minds out of the clouds of 
argument, of talk that leads nowhere and the ex- 
—" indulgence in narrow dissension and preju- 

ce. 

Your association is down to brass tacks—it has 
a definite line of sound aé¢tion waiting for your 
word. But it is rather discouraging that 85 per- 
cent of the time and energy of your officers and 
directors must be spent in fighting to be permitted 
to do what they are ready, anxious and equipped 
to do for the members, instead of devoting that 
energy to doing it. Particularly is it discouraging 
when it is your purses that will fatten as a result 
of this work. ‘an’t we shake off the paralyzing 
influence of the dead hand of old prejudices? Can’t 
we grow up to the point of fighting for our com- 
mon good instead of fighting with each other? 

We have finally stopped the “milling in transit’ 
leak after millions of our money has slipped away. 
That is a big step ahead. But, that is a drop in 
the bucket, compared to what is waiting for us— 
and all we need to do is to have enough fairness, 
clean purpose and courage to reach out our col- 
lective hand and take it. Today is the day. We 
have talked and argued long enough. Is not it 
time at last to act? What will you do about it? 


Report of the Inspection Committee 

George J. Pope then presented the report of 
the inspection committee, of which he is chair- 
man. He stated that the association’s inspee- 
tion department handled 108 inspections dur- 
ing the year at a cost to the organization of 
only $277.19. ‘*This loss could be entirely 
eliminated if we were more strict in our rules 
as regards inspection for firms not holding 
membership in the association,’’ he said. ‘‘We 
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would suggest that the new committee for 1922 
give this matter serious consideration. Its 
aid could also build up the membership of the 
association. Our department has sustained its 
high standards of unbiased and intelligent in- 
spections, and we desire to call attention to the 
fact that the charter of this association makes 
the inspections of our association the only 
truly legal and official inspections in Illinois. 

















P. S. FLETCHER F. H. BURNABY 
Treasurer Director Division “D”’ 
We urge the support of our members and leave 
it to them to be ‘boosters’ for their own in- 
valuable inspection department.’’ 
W. L. Godley, chairman of the membership 
committee, was next on the program, but as 
Mr. Meffley already had referred to the enroll 
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ment situation in his report, Mr. Godley be- 
lieved it would be useless repetition for him 
to function according to the usual custom. J. 
L. Lane, chairman of the entertainment com- 
mittee, also dispensed with his report, because, 
said Mr. Mefiley, the evening’s entertainment 
would visualize it much better than Mr. Lane 
could enunciate it. 

M. G. Truman, of the Marsh & Truman Lum- 
ber Co., chairman of the arbitration committee, 
was out of the city, but his report was read by 
Secretary Meffley. This report stated that, 
due to the abnormal conditions which have 
prevailed during the last year, the arbitration 
committee has been unusually busy. Mr. Tru- 
man made some suggestions as to improved 
methods of handling arbitration cases, for the 
guidance of the incoming committee. 

E. J. Lundin, of the D. K. Jeffris Lumber 
Co., chairman of the appeals committee, then 
presented his report. 

A Message from Secretary-emeritus 

The following note was received from 
George W. Hotchkiss, old time Chicago lum- 
berman, who was at one time secretary of the 
association: 

Deeply regret my inability to attend the fifty- 
fourth annual meeting of the Lumbermen’s Asso- 
ejation, in consequence of illness and accident. The 
meeting will mark the seventy-eighth anniversary 
of my connection with the lumber associations of 
the United States and of the fraternity as a whole. 
Regards to my host of friends for their kind re 
membrances and sympathy. 

Herman H. Hettler, of the Herman H. Hett 
ler Lumber Co., made a motion that a letter of 
condolence be written by the secretary to Mr. 
Hotchkiss, expressing the regret of the mem 
bership as a whole that he was unable to be 
present at this meeting, as he had been at 
practically every annual heretofore held by 
this association. This motion was instantane- 
ously seconded by a dozen voices, and it ear- 
ried with a hearty enhusiasm that showed what 
a place ‘‘the dean of America’s lumber indus- 
try’’ occupies in the regards of Chicago’s 
lumbermen. 

Treasurer Presents Report 


Treasurer P. S. Fletcher, of the D. 8. Pate 
Lumber Co., reported a total income during 
1921 of $50,572.32, total expenses of $43,021, 
and a surplus in the treasury of $7,551.34. 

A. C. Quixley, councilor for the Lumbermen’s 
Association of Chicago to the Chamber of Com- 
merce of the United States, presented a report 
on the activities of that organization during 
the last year, and was followed by A. A. 
Adams, traffic manager for the Edward Hines 
Lumber Co. and chairman of the association’s 
traffic committee, who reviewed the work of 
that body during 1921, and gave some details 
regarding the successful efforts to secure the 
milling-in-transit privilege for this city. 

The President’s Address 

President Mather then presented his report, 
of which the following is a part: 

The year just closed has been a rather unusual 


(Concluded am page 72.) 
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Indiana Retailers’ Annual Marked by Large 
Attendance, With Enthusiasm Running High 


INDIANAPOLIS, IND., Jan 16.—Sentiment 
among the hundreds of Indiana retail lumber- 
men here today in attendance at the thirty- 
eighth annual convention of the Retail Lumber 
Dealers’ Association of Indiana plainly indi- 
cates a determination on their part to con- 
tribute their full share toward helping the 
farmer meet the serious financial problems con- 
fronting him owing to the decline in the prices 
of his products. Clayton D. Root, secretary 
of the association, voiced the sentiment of 
lumbermen when he urged that everybody get 
behind the farmer. 

The first session was opened this morning in 
the convention hall of the Claypool Hotel, by 
President G. F. Osterhage, of Vincennes, who 
made a brief address. 

President Osterhage stated that 1921 has been 
a very difficult year for retailers, particularly 
those in farming districts. While some may 
hhave fairly good volume, much of it was on a 
trading basis without much profit. He referred 
briefly to the advantages of local organizations 
and pleaded for further development of asso- 
ciated effort thru the district clubs affiliated 
with the State organization. He said that build- 
ing of homes for people is one of the noblest 
of vocations and that lumbermen should be 
proud of being engaged in the lumber busi- 
ness because they can avail themselves of op- 
portunities to provide attractive permanent 
homes for the people. 


Secretary Recites History 


At the conclusion of the president’s address, 
Secretary Root reviewed the activities of the 
organization during 1921. 

In referring to this as the thirty-eighth an- 
nual meeting of the organization, Secretary 
Root said that there is now just one charter 
member, 8S. P. Stroup, Shelbyville, who has con- 
sistently supported the organization from its 
beginning. During the last year, he said, the 
organization in codperating with the building 
supply dealers, labor organizations and others 
secured the enactment of a satisfactory lien 
law and the acquaintance made in the campaign 
will prove of lasting benefit to the organization. 
He said he hoped to see the time when the lum- 
bermen could handle a project of that magni- 
tude alone. In that connection he emphasized 
the value to retailers of acquaintance with their 
representatives in legislatures. 

He said that membership of the organization 
in the Chamber of Commerce of the United 
States and the Chamber of Commerce of Indi- 
ana had proved to be a good investment. 

Referring to the district organizations of 
retailers Mr. Root said, he attended several 
meetings and he felt sure that if retailers in 
unorganized districts had done the same, they 
would have gone home determined to form local 
¢«lubs. The opportunities of the local gather- 
ings for the interchange of ideas and improve- 
ment of service are of a kind that can hardly 
be realized in any other way. During the year, 
he said, the organization has been represented 
at practically all of the lumbermen’s national 
meetings and some of the larger State gather- 
ings. 

Referring to the conference of the interas- 
sociation arbitration committee at which he was 
present, Secretary Root said that it is the plan 
to sell manufacturers, wholesalers, jobbers and 
retailers the idea of deciding controversies by 
arbitration. During the year, he said, his 
organization had a number of arbitration cases, 
all except one having been settled in a manner 
satisfactory to both parties. In every case he 
thought the experience with arbitration had 
convinced the parties of the wisdom of adopting 
that method of settling all disputes in the 
future. 

Discussion of mutual insurance at the direc- 
tors’ meetings during the year, he said, had 
eonvinced the directors and officers that the 
Indiana Lumber Insurance Co. is giving the re- 


tailers a square deal and is entitled to their 
full support. The traffic department, he said, 
had shown a profit to the organization as well 
as a very large profit to many individuals. It 
had collected over $2,000 for the dealers, much 
of which would have been wholly lost. 

Referring to the efforts made by shingle man- 
ufacturers to withstand the attacks made by 
competing roof coverings, he said that the wood 
shingle deserved the support of retailers in 
order that it may have a square deal. Finan- 
cially, he said, the organization is in as strong 
a position as it was last year, with 425 paid 
up members, about 25 more than during 1920. 
The retailers have stayed by the association, he 
said, because they realize the benefits derived 
from membership, and notwithstanding the sit- 
uation during 1921, dues have been met prompt- 
ly. 
With respect to business conditions, Mr. Root 
said that while dealers in good sized towns 
were able to break even, those in the smaller 
villages of the rural districts were less for- 
tunate, but he said that lumbermen had not been 
alone in ‘‘hitting the skids.’’ The farmer, 
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he said, had been bled white and yet ‘‘is one 
of the gamest business men of us all because 
he has taken his losses and right now is roll- 
ing up his sleeves for his attack on 1922 for 
a return on his honest efforts.’’ 

Speaking further regarding the farmers’ sit- 
uation, the secretary said: 


We know how many bushels of grain it takes 
to buy a load of lumber, a roll of roofing, a pair 
of shoes, a barrel of flour, or a month’s work from 
the hired man, and we can readily see that the 
Indiana farmer must meet the 1922 conditions by 
lowering his cost of production—reduced wages, 
lower fertilizer cost, lower freight rates, lower 
taxes, lower lumber and other commodity prices. 
A more diversified production of horses, cows, hogs, 
poultry, butter, eggs and vegetables will be the 
farmer’s goal. Not all of these costs can be low- 
ered ; some can, others can not, but we retail lum- 
bermen and all other retail merchants should make 
an effort for the farmer’s sake and help him by 
making the lowest retail price possible because we 
all know the prosperity of our nation depends on 
the prosperity of the American farmer. Let us 
get behind the farmer, owner or renter, and do our 
utmost to help him. And we hope the manufac- 
turers of lumber and other merchandise will do 
all in their power to help hold prices to the con- 
sumer down to a level where business will go 
ahead, and not spurt out in the e»rly spring and 
die, because prices are unreasonably boosted, be 
cause of a seasonable demand. 


In closing, Secretary Root said that the attor- 
ney-general of the United States has been in- 
vestigating the retail prices of many commodi- 
ties because the American people feel that some 
of the high commodity prices are not justified. 
When the investigation reaches the lumber in- 
dustry, he said, the facts developed would be 
such as to give the user of lumber ‘‘added 


pep and confidence to find the prices of lumber 
are reasonable and just and will not be boosted 
the minute he decides to go ahead and build.’’ 
Readjustment in many lines, he said, has not 
yet been completed, and production during the 
current year will exceed the demand. Business 
in volume today is nearly equal to that before 
the war, yet it will be hard for some manu- 
facturers to take care of increased cost of pro- 
duction. However, it is the duty of everyone 
to use his best buying judgment and exert every 
effort to promote sales in the face of keen com- 
petition that is sure to prevail during 1922. 
When Secretary Root had concluded the 
president asked B. M. Forbes, of Indianapolis, 
to report as treasurer. Mr. Forbes responded 
by presenting an account of receipts and ex- 
penditures showing ample resources for carry- 
ing on the association work and ending the 
year with about $500 on the right side of the 


ledger. 


The appointment of the following commit- 
tees by the president concluded the morning 
session: 

Nominating—W. C. Pulse, Greensburg, chairman ; 


J. F. Smith, Lafayette, and R. C. Maddox, Au- 
rora, 


Resolutions—O. D. Haskett, 
Theodore Rechtin, Evansville. 


WEDNESDAY AFTERNOON 


The afternoon session opened with the re- 
port of F. B. Fowler, president of the Indiana 
Lumbermen’s Mutual Insurance Co. 

Mr. Fowler reviewed the experience of the 
Indiana Lumbermen’s Mutual Insurance Co., 
which he said began business in 1897. For a 
number of years it confined its operations to 
Indiana, but finding its loss ratio uneven, it 
was realized that if the company was to be of 
benefit its volume of busines must be increased; 
therefore, its territory was enlarged. By co- 
operation with other mutual insurance companies 
duplicate inspection and other expenses have 
been reduced, at the same time that the dis- 
tribution of risks has been made wider and a 
more even loss ratio obtained. 

The average expense of old line companies, 
Mr. Fowler said, is 40 percent of the premium, 
while with the Indiana mutual it has averaged 
about 16 percent. Nearly half of this is paid 
from income from investment so that during the 
last seven years less than 9 percent of the premi- 
ums paid by policy holders has been used for 
expense. Mr. Fowler explained that all em- 
ployees of the company are paid salaries, nobody 
receiving a commission, so that there is no in- 
ducement to be partial in acceptance of risks. 
For a long time the company has kept a record 
of losses with a view to classification of risks. 
It was found that retail lumber yards are en- 
titled to a lower rate and accordingly a new 
rating schedule applying to these yards was 
adopted last year, giving them generally a rate 
lower than heretofore. The company limits its 
line of insurance to lumber yards and wood- 
working plants, tho it has in recent years been 
writing automobile and tornado insurance for 
lumbermen. 

Since its organization the company has paid 
to its policy holders in losses nearly $2,500,000 
and has returned to them an equal amount in 
dividends, at the same time maintaining an 
ample cash surplus. The average rate paid 
by policy holders in 1921 was $1.85, which would 
indicate that lumbermen have saved in rates 
an amount many times as much as the dividend 
returns; in fact as the average rate has de- 
clined, the dividend to policy holders has in- 
creased. 

Much of the success of the company is at- 
tributed by Mr. Fowler to the fact that there 
has been a continuity of management. Four of 
the present directors have been officially con- 


Indianapolis, and 


“nected with the company from its organization 


and other directors have been in office from 
sixteen to eighteen years. During the last nine 
years, the company has returned policy holders 
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40 percent of the premiums paid. In 1921 an 
extra 5 percent dividend was declared and at the 
meeting held this week an extra dividend of 
5 percent was declared on policies maturing in 
1922. 

Comment and questions regarding the oper- 
ations of the insurance company brought out 
from members the fact that great savings had 
been effected for lumbermen in the cost of 
insurance, 


Advertising for Merchants 


The broader subject of community building 
and support of the local merchant was dis- 
cussed by C. R. Rhodes, of the Indiana Farm- 
ers’ Guide, of Huntington, to whom had been 
assigned the subject ‘‘ Advertising for Retail 
Merchants.’’ Mr. Rhodes said that too many 
retailers are so absorbed with thoughts of the 
depression that they are not on the lookout for 
new business. The interrelation of the lumber 
business and agriculture is so intimate that 
the condition of the farmer largely determines 
the condition of the lumber business. Nowa- 
days there should be more of an effort to see 
what each can do for the other fellow. The 
development of agriculture means the develop- 
ment of the State and incidentally the develop- 
ment of the lumber business. Lumbermen have 
a great responsibility in the development of 
Indiana. He told how the Farmers’ Guide had 
refused $60,000 worth of mail order advertis- 
ing during the last year, which if it had been 
carried would have meant taking $600,000 
worth of business out of the State. He felt 
that in refusing this advertising the Guide is 
fighting the retailers’ battle, and that manu- 
facturers marketing their products thru the 
retailers ought to support a paper that is help- 
ing the retailer keep the business. 

When Mr. Rhodes had finished Secretary 
Root said that the association had sent out 
bulletins to its m@mbers asking them to 
write manufacturers urging them to use space 
in the paper that was fighting their battle, and 
he asked those to arise who would go home 
and do so now. A large number responded by 
rising. 

The next speaker was Adolph Pfund, Chi- 
cago, secretary of the National Retail Lumber 
Dealers’ Association. Mr. Pfund explained 
that it is the function of the national associa- 
tion to handle in a broad national way all the 
work in behalf: of the retailer and of the 
industry that is performed in a more restricted 
manner by the State and district organiza- 
tions. He said that the making of the lumber 
industry is a fifty-fifty game, in which the 
retailers are performing their part. They do 
more advertising of the lumber business and 
they contribute more to its financing than any 
other branch of the industry, carrying on their 
books three-quarters of a billion dollars much 
of the time. The national association, he said, 
hoped to develop a friendliness and solidarity 
of the retail business. He told of action 
taken at the last convention of the national 
with regard to the cutting of fir green from 
the saw, Which resulted in the West Coast 
Lumbermen’s Association inviting a delega- 
tion of retailers to attend the next meeting 
of the millmen’s organization to discuss the 
matter in a friendly manner. 

Mr. Pfund stated that the national associa- 
tion had in its employ field men who were call- 
ing not only on the retailers but on the manu- 
facturers and wholesalers, asking each branch 
of the trade wherein the association could be 
more helpful, bringing to all closer codperation, 
to the end that the retailer would be the logical 
distributer of lumber in the community in 
which he lives. These men had brought to the 
organization much information that was of 
great value in helping to form its plans and 
policies. Mr. Pfund stated that this branch of 
Its service would be continued and out of it will 
come a large amount of information that will 
be helpful in the future. 

The national association, he said should be 
represented at Washington, not with a lobby, 
or steering committee. It now has a traffic rep- 
resentative who is looking after transportation 
matters of particular concern to the retailers. 

Mr. Pfund exhibited a model house built as 
an experiment to determine its cost and its possi- 


bilities as part of an exhibit at fairs and on 
other occasions. The cost, he said, was too 
heavy for an ordinary individual yard to bear, 
but he thought it offered possibilities for com- 
munity groups to club together nad exhibit the 
building properly landscaped and displayed in 
some conspicuous place. He also showed some 
cardboard cutouts of houses and outbuildings, 
as well as one put together and colored, indi- 
cating a means of interesting grown folks thru 
their children. 

In general, Mr. Pfund said, the lumberman 
must be doing something different, something to 
attract attention and increase interest in homes 
and in lumber as a building material. 

President Osterhage next called upon E. C. 
Hole, of the AMERICAN LUMBERMAN to address 
the convention. Mr. Hole said he had been 
much interested in the subject of mail order 
business as discussed by a preceding speaker. 
He referred to the recent gift and purchase 
made to a Chicago mail order house of $16,000,- 
000 by its largest stockholder to relieve it from 
a deficit due to the depression, which he said 
probably was attributable to the fact that the 
farmers were without the cash to buy from the 
mail order houses and consequently were buying 
from the local merchant on credit. He believed 
that advertisers should support papers like the 
Guide that are trying to help the merchant keep 
business at home. Mr. Hole illustrated his re- 
marks with a number of stories and said there 
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never has been a time when it was more im- 
portant for the retailer than now to give close 
and intelligent attention to his business. 

Mr. Hole told of a pocket knife he had bought, 
made in Germany, for 10 cents, which if made in 
the United States would cost $1.50, and of a 
pair of tire chains made abroad that cost $2, 
but if made here would cost $5 or more. The 
fellows abroad could produce these and other 
articles cheaper, he said, because they were not 
thinking about the length of days and of wages 
so much as of getting some of the money that 
America has and that they need. 

Prosperity Goes Back to the Farmer 

Kverybody knows, he said, that prosperity 
after all goes back to the farmer, and American 
workmen must work and be prosperous in order 
that they may buy the farmers’ products and 
lumbermen’s lumber. He then asked how many 
of those present subscribed for farm journals 
and was pleased that so large a number were 


reading the farmers’ papers. 
Mr. Hole told of a lumberman who built small 
hog houses, loaded one on a truck and drove 


from farm to farm showing it, with the result 
that he sold thirty-seven of the houses. He told 
also of a meeting of thirty-three retail lumber- 
men who invited thirty-three editors in their 
towns to attend a banquet and talk about ad- 
vertising the lumber ‘business in these editors’ 
papers. The editors, he said, had had mistaken 


notions about the lumber industry and about 
retail lumbermen, but this meeting and eating 
together proved to be an effective means of 
bringing about a better understanding between 
these two classes of business men who are such 
potent factors in building up their communi- 
ties. He wondered how many of the lumbermen 
at this convention were as close to their editors 
as they should be and how many of their editors 
considered the lumber yard as a place to get 
news about building that is of interest to the 
community. Every lumberman, he said, should 
be proud of his business and should be eager 
to let all the world know about it. 

Referring to the situation of the retailer 
today, he said that a prominent banker in 
commenting on conditions said that only the 
progressive and aggressive retailer will be 
able to survive under modern conditions of 
competition; others will be weeded out. The 
speaker said he felt quite sure that all those 
at this meeting would go home with a better 
opinion of their vocation and a firmer deter- 
mination than ever to make it the factor that 
it should be in the upbuilding of their commu- 
nities. 

The president then called upon Will Cavin, 
of Sturgis, Mich., who has a fine new yard at 
Kendallville, Ind. Mr. Cavin said he was 
taken by surprise, he was not prepared to 
make a speech, but that he welcomed the op- 
portunity to express his pleasure at being 
present. 

When Mr. Cavin had spoken, the president 
called upon ‘‘Parson’’ Simpkin, who made 
one of his characteristic addresses, appealing 
to lumbermen to make the most of their op- 
portunities as home builders to contribute to 
the finest things of human life. He would em- 
phasize the importance, that as citizens lum- 
bermen rid themselves of the idea that the 
Government is ‘‘something kept in stone 
buildings in Washington,’’ for ‘‘ America is 
wherever a heart beats with Americanism and 
wherever there is a spirit eager to write the 
ideals of America.’’ He closed with a plea to 
the lumbermen to pledge a new loyalty to 
their association, to cling to their organiza- 
tion and be a part of it, and to make the peo- 
ple of their communities realize the dignity 
of the service performed by the lumbermen. 


The afternoon session was concluded with a 
very interesting series of moving pictures of 
the operations of the Pacific Lumber Co., at 
Scotia, Calif. The pictures showed logging, 
sawing, milling, stacking and further proce- 
esses of drying and manufacturing at the com- 
pany’s mill and in other factories where red- 
wood is utilized. Numerous legends set forth 
the special qualities of redwood, and on the 
whole the films were very interesting and in- 
structive. 


HOO-HOO BANQUET 


In the evening there was a banquet of all 
old Hoo-Hoo members given by the Indianap- 
olis Hoo-Hoo with O. D. Haskett as toastmas- 
ter. The banquet itself was a very delightful 
one and the fellowship of a very cordial and 
human character. Some good music was fur- 
nished and all joined in singing the songs. 


Following the banquet there were some in- 
teresting addresses, notably two by Julius 
Seidel of St. Louis, and ‘‘Parson’’ Simpkin 
In introducing Mr. Seidel, Mr. Haskett said 
that he became the Snark of the order at a 
very critical time—when it was at low ebb— 
but Mr. Seidel put his own personality and a 
great deal of his time and his eredit as 
well into the work and he brought it back 
onto the thresheld of a better day; he started 
it on the way up again. Mr. Seidel, he said, 
laid the foundations for the progress that has 
been made in the last two or three years. 


Mr. Seidel told something of the difficulties. 
he encountered in taking over the office. He 
also paid tribute to those stalwart members 
who stood by him in the trying times. Many 
of the banqueters were told by Mr. Seidel for 
the first time that he was the one who started 
the insurance plan and he also was the author 
of the suggestion and plan for the incorpora- 
tion of the order. The lumbermen were very 
greatly impressed with what Mr. Seidel had 
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to say regarding the order and its possibilities. 

Parson Simpkin made a very eloquent ad- 
Seldom do business men have an oppor- 
tunity to listen to an address of such high 
character as that delivered by the parson. He 
appealed to the finer nature of men. He re- 
called that in his early manhood he lived in 
Indiana and it was his good fortune to know 
many of the literary men and women of that 
great State, and he drew from the fountains of 
Indiana’s literary geniuses many of the good 
things that he said in the course of his re- 
marks, 


dress. 


Parson Simpkin married an Indiana woman 
and he said that that was the one thing, per- 
haps, that endeared him more than anything 
else to that great State. He is going to spend 
two or three weeks in Indiana speaking under 
the auspices of the lumbermen, and it will be 
a fine thing for Hoo-Hoo and for lumbermen 
generally to turn out in large numbers to listen 
to the distinguished exponent. Parson Simp- 
kin has a breezy manner, his ideas coming to 
him easily. It is suggested that Indiana lum- 
bermen get in touch with Secretary H. R. 
Isherwood and arrange for dates so that he 
may cover the State thoroly. If they do it 
will bring new life to Hoo-Hoo and it will be 
a great and glad day for all who believe in 
the order and who are desirous of seeing it do 
real, helpful things for the lumber industry. 


THURSDAY MORNING 
[Special telegram to AMERICAN LUMBERMAN] 


INDIANAPOLIS, IND., Jan. 19.—The Thursday 
morning session of the convention opened with 
an address by T. M. Russell, of the Southern 
Pine Association, who explained the trade ex- 
tension work of that organization available to 
retailers. Mr. Russell said there is a noticeable 
tendency among retailers to become better mer- 
chants and to offer something more than merely 
the material for the building of homes and other 
structures, and that aggressive and intelligent 
merchants are slowly tho surely crowding out 
others. The question the lumberman must ask 
himself is whether he is doing anything to create 
business, to promote more and better building; 
whether he is selling service or merchandise. 
It is the retailer’s duty to create economic 
homes and by supplying plans and suggestions 
he can do much to eliminate the shack variety 
of building, which is a discredit to any com- 
munity. The modern lumber store, he said, 
starts with a well arranged yard in which the 
stock is under cover, and ineludes a_ service 
department where different rooms of .houses are 
shown and where built-in furniture also is shown 
in place. There is hardly a limit to the exten- 
sion of the service, the most progressive lumber 
merchant going into the matter of interior 
decoration and landscaping. Mr. Russell men- 
tioned somewhat in detail the literature and’ 
service offered by the Southern Pine Associa- 
tion, all of a quality and at a price much be- 
low what the retailer could get it for in the 
quantities he himself would use if produced 
specially for his use. Most of the literature, 
he explained, makes no mention of any par- 
ticular wood. 


Grading Rules Are Discussed 


The next subject taken up by the convention 
was that of grading rules, O. N. Cloud, of the 
Peavy-Byrnes Lumber Co., opening the discus- 
sion. Mr. Cloud said that the manufacturers 
always listened with respect to suggestions from 
the retailers, and always considered them eare- 
fully, having in view the practical problems 
of manufacture as well as the welfare of the 
whole industry. All the millmen ask is that 
they be given opportunity to be sure that 
changes in rules are necessary to the proper 
distribution and use of lumber as a building 
material, 

Some discussion followed Mr. Cloud’s talk, 
dealers asking questions regarding a supplement 
issued some time ago, changing specifications 
of certain stocks, which later had been changed 
back to the old specifications and thus cor- 
recting an error. Apparently nobody had seri- 
ous complaint to make as to the present grad- 
ing rules. 


Arbitration; the Lien Law 

When the subject of arbitration was named as 
the next subject, L. R. Putman, direetor-man- 
ager of the American Wholesale Lumber Asso- 
ciation, said he thought it was one of the most 
important subjects to be brought before lum 
bermen. His organization, he explained, made 
arbitration compulsory upon its members, That 
method of solving disputes not only saved money 
to Jumbermen, but it eliminated bad feeling in 
most cases and allowed the parties to continue 
transacting business as before. 

Earl R. Conder, the association’s attorney, 
then discussed the lien law, to which an amend 
ment has recently been made owing to a de- 
cision of the Indiana supreme court which less- 
ened the retailer’s protection under the old 
law. Numerous questions were asked by dealers 
and an interesting discussion resulted. The 
final number on the morning program was a 
paper by V. G. Walmer, of the A. kK. Boyce Co., 
Muncie, Ind., on uniform bookkeeping systems 
for retail Jumber dealers. Mr. Walmer. told of 
the numerous failures of retailers, of the many 
who show no profit, and of the confusion in 
methods of bookkeeping, which commonly are 
unsatisfactory as a means of determining the 
condition of the business at any given time. He 
said a satisfactory system has been devised, 
which is available to retail lumbermen at a 
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very low price, because it is designed for all 
and the forms are produced in large quantities. 


THURSDAY AFTERNOON 


The afternoon session began with an ad- 
dress by F. F. Beckman, of the National 
Builders’ Bureau, Spokane, on business serv- 
ice. Mr. Beckman said there is and has been 
no buyers’ strike. It is not price, but the 
buying power of the dollar that determines 
values of materials. As the prices of ma- 
terials are going down or have gone down, as 
is the case with lumber, the buying value of 
the dollar has gone up, so that, there should 
be no obstacle to selling lumber now. <Ad- 
vertising will not get the business; it will 
help, but will not do it all. The lumberman 
must get behind the advertising. The adver- 
tising will bring prospects to the office, but 
the sales must be made there, and that requires 
salesmanship. Money spent for advertising 
is thrown away if not followed up by 
salesmanship. The retail merchandising of 
lumber is weak in the selling end, and retailers 
must learn to cash in on the publicity that is 
being given by the various associations and 
thru their own advertising. The lumberman 
must develop his personality so that whenever 
anybody in his community thinks of construe- 
tion he will think of the lumberman as the 
one to supply the materials. He must make 
the people like him. Mr. Beckman contrasted 
the methods pursued by automobile selling 
forces and those pursued by the average retail 


lumberman. The difference, he said, explains 
why automobiles can be sold and are sold when 
homes are thought to cost too much. 


Urges All Lumbermen to Cooperate 


L. R. Putman, of Chicago, was the next 
speaker, and his talk was directed toward 
inducing all lumbermen to work together for 
lumber—men in all branches of the trade. He 
said that producers of lumber are using up a 
great natural resource and that retailers are 
dealing in a necessity, so the Government is 
inclined to scrutinize the conduct of lumber- 
men and the public is likely to be overcritical, 
if not suspicious, of them. The industry must 
be a unit in getting the lumber business be- 
fore the public right. The American Lumber 
Congress, he said, offers that opportunity, where 
all branches of the trade can come together 
and thrash out their respective problems and 
get together in promoting the use of lumber. 
The question of standardizing sizes is one to 
settle in the congress, he said. The wholesaler, 
Mr. Putman declared, is the banker of the 
lumber industry, the market finder and traf- 
fic expert. He wanted the policy of arbitrat- 
ing trade disputes to become more general in 
the industry, and he thought that would be an 
appropriate subject for discussion among all 
branches. Mr. Putman told how other com- 
modities are analyzed as to their marketing 
possibilities, but asserted that nobody had so 
analyzed lumber. Lumbermen themselves are 
not all ‘‘sold’’ on lumber as a building ma- 
terial, and until they are they can not hope to 
do justice to the business of selling lumber. 
In closing, Mr. Putman urged members to at- 
tend the sessions. He said they could buy 
lumber on any of the other days of the year, 
but they had only two days to attend the con- 
vention and that it was an injustice to the 
officers of the organization to show so little 
appreciation of their efforts as to stay away 
from the sessions. 


Hold Round Table Discussion 


A round table discussion followed, in which 
opportunities were given to discuss any sub- 
ject. The misuse of plans and material lists 
was a subject that interested many; the con- 
sensus being that such lists should not be al- 
lowed to leave the office. One suggestion was 
that a charge of $50 be made for the plans 
and estimates, to be remitted if the bill was 
bought of the estimator. Members indulged 
in some discussion of the advisability or neces- 
sity of contracting in order to sell the com- 
pleted house, the general impression being that 
business is trending in that direction, or that 
at any rate it is becoming more necessary for 
the retailer to be able to figure the complete 
job. 

On motion of Walter Crim, of Salem, the 
question of inereasing dues from $10 to $15 
was brought before the convention. Senti 
ment favored the inerease, much of it favor- 
ing a greater increase than Mr. Crim proposed. 
However, after much discussion it was de- 
cided to increase the dues to $15 and gradu- 
ally add to them as the work of the associa- 
tion is extended. 


Farm Adviser Can Aid Retailer 


One of the most interesting addresses of the 
entire convention was that of Russell East, 
farm adviser, of Shelby County, Indiana. Mr. 
Hast said business men at one time thought that 
the farm adviser was working against them, 
and farmers thought the adviser was working 
for them alone. The adviser, as a matter of 
fact, is working for the whole community. Ife 
told of an adviser who peddled canvas gloves 
to farmers at a saving of 2 cents a pair, and 
said that if he was getting $2,000 a year he 
was getting too much, for he was worth more 
than that as a farm adviser, but less as a seller 
of canvas gloves. Mr. East favored codpera- 
tive buying but thru the merchant. ‘‘ Knock 
ing’’ the farmer drives him away from the 
merchant when he wants to buy. Merchants 
must get close enough to farmers so the farm- 
ers will first get prices from their home mer- 
chants. Farmers, he said, spend half a billion 
dollars annually for farm repairs requiring 


(Concluded on page 89) 
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Mountain States Lumber Dealers’ 


Association Holds Its Annual 


DENVER, CoLo., Jan. 16.—The eighteenth 
annual convention of the Mountain States 
Lumber Dealers’ Association opened on Jan. 
12 with a large crowd of mountaineer lumber- 
men present. Secretary R. D. Mundell 
had prepared the program with the purpose 
in mind of making it pointed, timely and prae- 
tical, and he realized this purpose completely. 
Dealers in attendance brought with them a 
cheerfulness and a forward look that spoke 
much of their confidence in the future, the 
quality of the addresses in prospect and their 
anticipations of the entertainment to be of- 
fered by the nationally famous Denver Knot 
Hole Club. 

A brief telegraphie account of the opening 
session was printed in last weck’s issue of the 
AMERICAN LUMBERMAN, 

The afternoon session was opened exactly 
on time, with musi¢e by a jazz orchestra and 
community singing. President Neill then in- 
troduced E. P. Perrine, of Denver, who took 
for his subject, ‘‘Salesmanship, the Long Arm 
of Business. ’’ 


Some Elements in Salesmanship 


Salesmanship, Mr. Perrine said in opening 
his address, is something that gives the little 
fellow an equal chance. at success with the big 
fellow. Every man is in a definite sense a 
salesman and began his selling activities as 
soon as he was born. For selling in its broad 
meaning is much more than conducting the ex- 
change of manufactured goods for money. 
Salesmanship is the matter of creating a fav- 
orable impression and is the basis of success 
in business, society, lodge, church or any other 
relationship in which a man comes into con- 
tact with his fellows. A preacher must sell 
his idea, of religious truth to his congregation, 
or he is a failure. A lawyer who convinces a 
judge and jury makes a sale; and many law- 
yers who have an accurate knowledge of law 
fail because they can not present this knowl- 
edge to the public in a winning way. 

Oftentimes the man in the back shop who 
does not come into personal contact with cus- 
tomers is more important as a salesman than 
is the white-collar man out in front who con- 
ducts the negotiations. An auto mechanic 
who in repairing a car gets cushions covered 
with grease and enamel scratched will do more 
to prevent future sales of service than the 
front office man can overcome by courteous 
conversation and ready promises. 

In seeking to create a favorable impression 
aman must appeal to both eye and ear. His 
appearance may be distasteful to the people 
he wishes to influenee. His voice may be un- 
pleasant. In these days when so much busi- 
ness is done over the ’phone it is a matter of 
importance to every business man that the 
voice answering the ealls to his offiee be pleas- 
ant, courteous and sincere. In Mr. Perrine’s 
opinion it is wise for a business man to stay 
away from his office when he feels himself so 
worried or ill or otherwise on edge that there 
is a likelihood of his making an unpleasant im- 
pression on his business eallers. 


Aids to Creating Confidence and Favor 


Salesmanship seeks to create favor and con- 
fidence, Four things may be mentioned as 
aids in doing this. 

The first is concentration of thought and en- 
ergy. Too many men go into other lines of 
business and carry them as sidelines. A man’s 
business needs his undivided attention in 1922 
if it ever did. 

_ The second is observation. Salesmanship is 
im part the ability to reproduce an experience, 
to paint a picture in the other person’s mind. 

efore a man can reproduce an experience he 
must have the experience and he must observe 
its details and its total effect. 

The third is imagination and constructive 
thought. It is not enough to be able to analyze 
what has gone by. To this power the sales- 


man must add the power to construct from the 
results of his analysis an accurate prediction 
of what will happen in the future. The power 
of independent thinking marks the difference 
between leaders and leaners. 

The fourth is work. The man who complains 
that he does not get on altho he works like a 
horse, probably is doing just that thing. He 
should try working like a man. No talk on 
salesmanship could be complete without a ref- 
erence to persistent, thoughtful work. 

Mr. Perrine presented these four things, con- 
centration, observation, imagination and work, 
as the things that should get any business man 
thru the year with success. 

A wire from Parson Peter A. Simpkin an- 
nounced that he was ill and unable to fill his 
place on the program. 


Codperative Thrift to Promote Home Building 


Frank A. Chase, manager of the Building & 
Loan Department, Southwestern Lumbermen’s 
Association, spoke on the subject, ‘‘Coépera- 
tive Thrift.’’ Secretary J. R. Moorehead, of 
the Southwestern, has during the last few 
years been the most conspicuous leader in pro- 
moting the building and loan idea. He se- 
lected Mr. Chase to carry out a vigorous cam- 
paign of promotion in the territory of the 
Southwestern, and it is out of the notable 
success that Mr. Chase has had that he drew 
the material for this address. 

In beginning his talk Mr. Chase stated that 
it should be a principle of every lumberman 
to promote the buying power of his customers. 
No method or service is of much value in pro- 
moting sales if customers find themselves un- 
able to buy; so the real problem of a retailer 
is the financial problem of the customer who 
needs building material, wants to buy it and 
yet can not get the money needed to make the 
purchase. 

Probably every town has been seriously 
hampered in its business life by the draining 
off of its money into tax-free securities, mort- 
gage bonds of other States, industrial bonds 
of Wall Street origin, and wildeat speculative 
ventures. Even tho this money is safe and 
returns an earning of interest to its owner, 
yet its being diverted from the local business 
of the town itself must restrict local develop- 
ments, lessen the value of real estate and de- 
crease the opportunity for work needed by 
local laborers. It is a matter of most serious 
concern that this flow of money away from 
the town be stopped. 


Community Spirit Is Mainspring of Building 


A beginning of much importance is being 
made by the establishing of building and loan 
associations. The first requirement is com- 
munity spirit. While each civic and commer- 
cial organization is doing its own work it 
should be charged with the understanding that 
the welfare of the community is dependent 
upon the unity of purpose shown by all organ- 
izations working for a common end. The man 
who wishes to avoid taxation should be shown 
the result to his community and to himself 
if all men did as he does. If he has little 
confidence in local investments he should be 
shown that if he and all men in the town 
work to improve local conditions, values will 
be stabilized and maintained. If he looks for 
larger returns elsewhere he should be shown 
that if his money is invested at home he will 
get both direct and indirect financial returns 
in excess of those offered by any alien invest- 
ment. One of the soundest forms of local in- 
vestment is in needed building, and opportuni- 
ties for this investment are offered by building 
and loan associations. 

These associations offer useful coéperation 
to local banks, instead of the direct competi- 
tion which most bankers anticipate when the 
subject is presented to them. Banks find their 
true function in handling short time deposits 
and loans; but often they are required to as- 


sume the burdens of 
long time loans because 
no other agency is avail- 
able. Banks and loan 
associations not only 
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can work in the same 
community without in- 
juring each other, but 
‘an also codperate to 
their mutual advantage. 
In Hannibal, Mo., banks and loan associations 
work thus in harmony, and as a result the Han- 
nibal banks have gone thru the recent diffi- 
culties without borrowing from the Federal 
Reserve, and the needs of Hannibal have been 
met. This kind of codperation means that the 
associations divert to the banks those funds 
offered them that are of the short time elass, 
and the banks divert to the associations long 
time or nonactive accounts that otherwise 
would probably be drained out of the commu- 
nity into alien investments. 








Afford Desirable Investment Opportunity 


Shares in a loan association have three es- 
sentials of desirable investments: Safety, 
arning power and availability. For ninety 
years these associations have had an impor- 
tant place in eastern States. They now en- 
roll in the United States more than five million 
depositors in more than eight thousand asso- 
ciations, which have assets exceeding $2,500,- 
000,000. Practically every dollar constitutes 
a revolving fund for the purpose of enabling 
borrowing members to secure homes. In most 
cases this means new construction. When this 
is compared with the small percentage of other 
savings, such as savings banks accounts, used 
in building, it becomes apparent that self in- 
terest indicates the encouragement of such as- 
sociations to be a matter of wisdom for every 
retail lumberman. 

Colorado ranks twenty-third in the list of 
States according to loan association strength. 
It has forty-two associations, twenty-two thou 
sand members and about $11,000,000 in total 
assets. It is likely that the entire territory 
of the association would not equal 3 percent 
of the amount representing Ohio’s develop- 
ment. So there is a great field for future 
work. 

Mr. Chase deseribed part of his work in the 
ninety-four towns he has visited since the first 
of last February. In addition to organization 
work he has been able 4o dissipate some of the 
misinformation and hostile propaganda that 
has been directed against the lumber industry. 
Mr. Chase has also had some notable success 
in establishing principles of thrift and the ae 
companying virtue of good citizenship among 
school children. In one town five hundred ehil- 
dren opened savings accounts with a loeal as- 
sociation in one day. 

At the close of Mr. Chase’s address the 
president of a loeal loan association made a 
short speech endorsing all his statements and 





giving some aceounts of the working of his 


organization among a number of towns too 
small to have associations of their own. 


President Appoints Committees 
President Neill then appointed the follow 


ing committees: 

Resolutions—W. E. MeClung, Harry Nutting, 
D. ¢. Donovan. 

Nominations—U. J. Warren, W. 
Charles Probstel. 

Press—R. D. Mundell. 

Membership—H. H. Bakken, O. H. Ellison, C. K. 
Gould. 

Auditing—Charles Probstel, O. D. Lewis. H. H. 
Bakken. 

Legislative—I. F. Downer, W. R. Grier. Charles 
Probstel. . 


R. Grier. 
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At the concatenation held in the convention 
hall in the evening the following were in- 
itiated into the mysteries of Hoo-Hoo: A. B. 
Hoch, Yuma, Colo.; T. W. Schomburg, Denver; 
G. W. Berry, Sioux City; C. A. Hamm, Denver; 
F. H. Stockham, Arvada, Colo.; Charles 
Probstel, Santa Fe; W. F. Marker, Colorado 
Springs; J. J. Bolig; J. P. Petersen, Denver; 
W. B. Wright, Denver; C. H. Wilcoxen, Den- 
ver; D. A. Nichols, Colorado Springs; J. F. 
Scott, Sterling, Colo.; 8S. R. Trythall, Denver. 


FRIDAY MORNING 


With a crowd in attendance that filled all 
the chairs and crowded the standing room at 
the back of the hall, the second day’s session 
got off to a flying start. Following the music 
furnished by the plantation jazz makers, Presi- 
dent Neill introduced L. R. Putman, directing 
manager of the American Wholesale Lumber 
Association. ‘‘Put’’ has been on the programs 
of former Mountain States conventions and 
found a crowd of friends waiting to hear his 
speech. He stated that he had spent a good 
many years in the retail lumber business and 
still had his savings invested in it; and so he 
had never lost the retailer’s point of view. 
The retail lumberman was an important person 
in building up western territory. He was a 
pioneer and came on the first train. In some 
eases he had brought his lumber yard on ahead 
of the railroads. 

The speaker mentioned the fact that he 
along with 150 or more others had been en- 
joined by the Government in the course of its 
dispute with the Southern Pine Association, 
and he added that personally he did not hold 
it against the Government. The country has 
come thru a period of demoralization in which 
it was hard to tell in the confusion what was 
legal and what illegal. Maybe the Govern- 


maintain a big organization. He must be a 
keen business man, a real merchandiser. He 
occupies a necessary part of the field and does 
a work that must be done. 

Mr. Putman mentioned a convention held in 
Kansas City some little time ago for the pur- 
pose of finding some way of lessening the 
cost of distribution. It was an easy deduction 
that one reason for this high cost was the fact 
that there were too many persons engaged in 
distribution, but it was not so easy to de- 
termine which ones were to drop out. It was 
Mr. Putman’s suggestion that since lumber as- 
sociations have demonstrated their ability and 
responsibility the matter be put squarely up to 
them. The Mountain States Lumber Dealers’ 
Association ought to be responsible for the re- 
tailing of lumber in its territory, and it ought 
to take the needed steps, as all other associa- 
tions should take them in their respective ter- 
ritories, to see that any unnecessary cost be- 
tween producer and consumer is cut out. 


Industry Needs Home Finance Plan 


Price is the thing that is making sales at 
this time. Automobiles in these days are not 
being bought, they are being sold; and without 
doubt they are being sold. The speaker re- 
called the time when high prices began to slip, 
and he mentioned an interview he gave out to 
the papers telling people that the price of lum- 
ber was down. He got some hot communi- 
cations from lumbermen because he had given 
to the public facts that lumbermen had known 
for six months. In his. opinion a policy of 
withholding such information is a mistake. 

Price alone is not selling automobiles. A 
person who will buy an automobile can find a 
plan ready arranged whereby he can pay for 
it on the instalment plan. Secretary Moore- 
head, of the Southwestern association, has 
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the association ought to send a representative 
to the American Lumber Congress. 

Secretary Mundell then introduced Mrs, 
Charles Ickenburger as the only lady yard 
owner and manager in the Mountain States, 
Mr. Ickenburger is ill and in California. In 
a brief and graceful speech Mrs. Ickenburger 
acknowledged the applause which greeted her 
introduction and stated that her husband 
would be thinking of the convention, as it was 
the first in many years he had missed at- 
tending. 


Advertising for the Retail Lumberman 


A. 8. Chappell, advertising manager of Me- 
Phee & McGinnity Co., gave an illustrated ad- 
dress on ‘‘ Advertising for the Retail Lumber- 
man.’’ Mr. Chappell’s address was framed 
especially to meet the needs of the average 
sized yard. In beginning the speaker recalled 
the fact that, while he was a salesman and 
traveled about with other salesmen, his fellow 
travelers congratulated him on the quality of 
the merchants upon whom he called. Lumber- 
men were rated as top of the heap. Since that 
time they have continued to hold their place 
in most points. They are careful buyers, good 
salesmen, fair collectors, but rather poor ad- 
vertisers. Advertising has come to the front 
in the last fifteen years, and its growth and 
lasting quality is good proof that it has a 
permanent place in merchandising. 

At this point Mr. Chappell displayed a num- 
ber of advertisements, some for commenda- 
tion, others as horrible examples. Among the 
latter he mentioned big headlines giving a 
negative impression, such as ‘‘Why Not 
Build?’’ 

Manufacturers have entered the national ad- 
vertising field and have put out some effective 
publicity. The National Lumber Manufactur- 
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ment began the demoralizing process when it 
suddenly canceled its contracts at the close of 
the war; for this lead was followed by cor- 
porations and individuals until cancelations 
had ruined hundreds of business concerns. The 
Government felt obliged to take some action 
to protect the people, and one of the things it 
selected for investigation was lumber. There 
are four great necessities of life; food, cloth- 
ing, fuel and shelter. When people find it hard 
to get any one of these four things they at 
once make a great protest, and the action of 
the Government follows. 

The sawmill man needs the help and sym- 
pathy of the lumber world; not alone because 
of the difficulties of his occupation but espe- 
cially because he is up against public senti- 
ment. Everybody loves trees, and people have 
been led to believe that the sawmill man has 
eut down about all the trees. The public 
thinks the destructiveness of the sawmill man 
is going to make it impossible to get cheap 
lumber in the future. And when you make it 
hard for people to get homes they are going to 
protest. The sawmill man needs help in get- 
ting his business honestly understood. 


Wholesaler Does Necessary Work 


The part the sawmill man has in the lumber 
industry is pretty well understood and appre- 
ciated, at least by the industry itself. But 
what reason has the wholesaler for living? 
The wholesaler sells about 70 percent of all 
the lumber produced by the sawmills. He has 
to know the retailer and his needs and he has 
to provide a supply service to suit those needs. 
He also has to know the lumber manufacturer, 
and he has to help take care of the small saw- 
mill that is always short of money. He has to 
find a market, and for this purpose he must 


done a great work in helping finance building 
by means of building and loan associations. 


Business Must Justify Itself by Service 


A needed development in the lumber busi- 
ness is some kind of permanent lumber insti- 
tute that will always be on the job; that can 
give out accurate information when it is time- 
ly, that can help in planning sound advertis- 
ing, that can manage the matter of inspecting 
disputed shipments promptly and at least cost, 
and that can handle arbitration. The Amer- 
ican Wholesale Lumber Association has made 
some notable progress in promoting arbitra- 
tion before a committee of three expert and 
disinterested lumbermen; thus keeping dis- 
putes out of the courts where they would be 
tried before juries who know nothing of trade 
customs and practices. It is arranging for 
this codperative arbitration with certain re- 
tail associations. There is a time when the 
lumber industry can make better progress by 
employing fewer lawyers. This is a matter in 
which a lumber association can be of real serv- 
ice to the public by diminishing the costly liti- 
gation and ill feeling in the industry itself. 

Lumbermen and lumber associations must 
justify themselves by public service. It is no 
secret that at this time the public does not 
have great confidence in the industry. This 
is the time to gain that confidence by means 
of practical service; and one very practical 
form of such service is the making of prices as 
low as possible by cutting out every unneces- 
sary cost. Dealers need not delude themselves 
that the shortage of houses will force people 
to build. It will not. They have proved that 
they can get along without any more houses if 
this seems necessary. 

Mr. Putman closed with the suggestion that 


ers’ Association has done some notable work. 
It is worth noticing that the makers and sell- 
ers of automobiles and luxuries of various 
kinds are not withdrawing from the advertis- 
ing field. And when a lumberman notes the 
amount and quality and results gained by 
these selling efforts as directed toward the 
marketing of these other things he needs to 
remember one important fact: His real com- 
petitor is not his fellow retail lumberman. His 
real competitor is the man who is making such 
a strong bid to get the savings of the country 
in exchange for articles that in the ordinary 
sense do not compete with lumber. 


Publicity Campaigns Should Follow a Plan 


The amount of money to be spent is an im- 
portant matter and one that can not be settled 
by rule. Many mercantile concerns appro- 
priate 2 percent of the gross income for pub- 
licity, and with this amount a dealer can put 
thru a good campaign. Too many dealers do 
not plan these things. They do not plan how 
much they will spend or how they will spend 
it, and many can not tell at the end of the 
year how much they have spent. The effec- 
tiveness of publicity depends largely on the 
eare with which this preliminary planning 1s 
done. 

It is well to spread the appropriation evenly 
over the year. The salesman who gets orders 
from you is the salesman who comes regularly 
and often. One ready-cut house concern found 
that it got more than half its responses for 
twelve months from advertisements published 
during November, December, January | and 
February, usually considered poor advertising 
months. 

Direct mail advertising will reach prospects 
beyond doubt; and this certainly does not at- 
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tach to newspaper ads. If a dealer is going 
to send out a series of letters he should write 
them all before sending any out. If he tells 
himself he will write the next before mailing 
day comes around he is likely to put it off and 
be compelled to do a hurried and ineffective 
piece of work. It will be easier to change a 
few words or sentences in letters already pre- 
pared, to make them fit changed conditions 
than to write a complete new letter. Dealers 
can have these letters prepared by experts if 
they choose, and it is possible to send out in- 
serts furnished by manufacturers in the same 
envelopes and usually without additional post- 
age. Sign boards are good, but the watch- 
word in preparing the copy for them is 
‘‘Brevity.’’ Souvenirs are valuable for ce- 
menting friendship rather than for securing 
new accounts. 

Newspaper space should be used regularly, 
but this does not necessarily mean in every 
issue. Ads should be run at regular inter- 
vals, and if possible they should occupy about 
the same place in the paper each time and 
should have a sufficiently uniform layout that 
after a time they are instantly recognized as 
the ads of one particular concern. The copy 
for these ads should be prepared with much 
care. Too often it is left to the solicitor who 
calls to get the copy or the old ad is repeated 


- because no new copy has been thought out. 


This is all wrong. It is advisable to encour- 
age some young fellow either in or out of the 
organization to study this matter and to read 
lumber journals for ideas on the preparation 
of good copy. Illustrations if they are right 
add much pulling power. 

It is well to remember in this connection 
that in these days a dealer must sell ideas 
rather than building material. The public is 
interested in completed articles that are made 
out of lumber and ‘not in the raw materials. 
One dealer published in his display space a 
table of rents showing the length of time re- 
quired for the rents on a house to pay for the 
house. Nearly every dealer knows how to 
make sketches and floor plans of almost any 
kind of building; but the public will not know 
these things unless they are told. 


FRIDAY AFTERNOON 


The afternoon session was given over to a 
highly entertaining and also instructive ex- 
position of the Colorado lien law by means of 
an actual trial in the convention hall. The 
finished and comprehensive character of the 
performance indicated an immense amount of 
careful preparation. With D. C. Donovan on 
the bench, the Home Lumber Co. brought 
action for the foreclosure of a mechanics 
lien against W. R. Williams. A. H. Lauen- 
stein represented the plaintiff; and Marley 
Brown, the defendant. According to the tes- 
timony, Farmer Williams had succeeded in 
getting a large amount of materials and 
labor for the building of a house and then 
had refused payment on most of it. In addi- 
tion to the action by the Home Lumber Co., 
surveyors, gravel haulers, plumbers, a mail 
order house and others were foreclosing liens. 
The case of the lumber company was developed 
at length and in detail, and judgment was 
rendered in its favor after evidence had been 
introduced showing that all stipulations of 
the law had been complied with. All the other 
actions were dismissed, since each one illus- 
trated some faulty procedure in the filing of 
the lien. 

Mr. Donovan was most imposing on the 
bench, and the attorneys were notably shrewd 
in crossexamining witnesses. Attorney Brown, 
for the defense, elicited much highly appre- 
ciated testimony from his farmer witnesses in 
regard to the crooked ways of retail lumber- 
men. The convention hall was packed, and 
many extra chairs were brought in; and the 
crowd stayed to the end of the trial. 

Election of Officers and Directors 

Following the adjournment of court, the fol- 
lowing officers were elected: 

President—O. L. Walker, Casper, Wyo. 
ace president for Wyoming—N. P. Black, Chey- 


Vice president for Colorado—R. M. Mudgett, 
Greeley, 


en 


Directors, for district No. 1—C. D. Charles, 
Windsor, Colo., and Clint. Dansdell, Akron, Colo. ; 
No. 2—C. L. Roberts, Araba, Colo.; No. 3—O. H. 
Ellison, Grand Junction, Colo.; No. 4—Hans Lar- 
= a Wyo.; No. 5—A. E. Monteith, Clay- 
on, N. M. 


ENTERTAINMENT BY KNOT HOLE CLUB 


The evening was given over to the na- 
tionally famous Denver Knot Hole Club, and 
this organization proceeded to make good the 
promise contained in the announcement which 
it had sent out of burying J. Fulla Gloom and 
several of his relatives. Truly, it was ‘‘Fri- 
day the Thirteenth’’ for the Gloom family. 
The Knotholers and their guests to the num- 
ber of six or seven hundred gathered in the 
big dining room of the Daniels & Fisher de- 
partment store at 6:30, and just when the 
party broke up seems to be a matter of some 
uncertainty. The souvenir menu programs 
were appropriately bound in boards. The 
splendid dinner, of which the piece de re- 
sistance was roast turkey, kept the boys hap- 
pily engaged for a couple of hours; and during 
the dinner and after it the entertainment 
waxed fast and furious. Vaudeville stars, 
favorite singers, comedy sketches, whistlers, 
dancers, violinists and other exponents of the 
arts of amusement did their best to please, and 
their best was very good. The Knot Hole Club 
has an enviable record, but the old timers who 
have attended the dinners since the organiza- 
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tion of the club were of the opinion that this 
twelfth dinner had set a new high mark. 


SATURDAY MORNING 


The final session of the convention began 
with the report of resolutions committee. The 
resolutions thanked the members of the Knot 
Hole Club and expressed appreciation for the 
dinner and entertainment, and also thanked 
the people responsible for conducting the trial 
of the action to foreclose liens. The com- 
mittee presented a memorial to four deceased 
members; T. H. Foley, Roy B. Reese, Charles 
E. Bullen and I. T. McAlister. The final reso- 
lution recited the burdens imposed upon the 
retail lumber industry by the diversity of 
grading rules and asked the Forest Service to 
continue its efforts to. secure a practical uni- 
formity of these rules. 


Selling Personal Service 


F. H. Beckman, vice president of the Na- 
tional Builders’ Bureau, Spokane, Wash, spoke 
on the subject, ‘‘Selling Personal Service.’’ 
In order to understand the matter of personal 
service, the speaker said, a person should re- 
member the difference between business as 
conducted now and as conducted one hundred 
years ago. In those days people did much for 
themselves; made their own clothing, built 
their own houses. The division of labor has 
become more and more sharply defined, until 


business today does not much resemble busi- 
ness of even five or ten years ago. 

Another important difference that will mark 
business of the future is the fact that it will 
be done on a falling market. Most business 
men have had experience only with rising 
prices. In 1812 prices rose to a great height, 
and then following the war declined for about 
twenty-five years. This experience was re- 
peated in the high markets of the Civil War. 
If business moves in cycles it is likely that 
the next twenty or twenty-five years will see 
a gradual decline in prices. This does not 
mean bad business. The only relation that 
prices have to prosperity lies thru the com- 
parative earning power of those who buy. If 
a man can buy a comparatively large amount 
of goods with the money he earns it will make 
no difference what the prices are; business 
will be good. But people have looked so long 
at price instead of exchange value that they 
will have to be educated to buy on a declining 
market. 


Advocates More Intensive Retail Salesmanship 


Fifty-five people out of every hundred who 
ask about merchandise, who are buying pros- 
pects, go away without making purchases. 
This is an important fact and indicates a seri- 
ous commercial defect. Selling may be likened 
to a system of tanks. The manufacturer’s 
business is a big tank with pipes leading to 
smaller tanks, representing wholesalers and 
jobbers, and from these tanks other pipes lead 
down to the retailers’ businesses. But here it 
is demonstrated that the faucets leading to the 
public are less than half open. Then if circula- 
tion is to be increased it is easy to see that in- 
stead of putting on greater pressure it is bet- 
ter to open the faucets to full capacity. In 
other words, it will do a retailer little good to 
increase his advertising so long as his sales 
organization is so faulty that fifty-five people 
out of every one hundred go away without 
buying. This is the field of personal service. 

A certain man told of his experience as a 
boy in buying chicken feed. He had to hunt 
up the miller and all but force him to make 
the sale. As a man be bought some chickens 
and went to a mill to see about feed. Here 
he found a chicken expert selling feeds of va- 
rious kinds, depending on the season of the 
year and whether the owner wanted his chick- 
ens to lay or to get fat. The expert offered to 
help him with advice at any time his chickens 
were not doing well; an illustration of business 
shaped by personal service. 


The Essential Aims of Advertising 


Advertising must keep four things in mind 
as its purpose: Attention, interest, desire, ac- 
tion. Every ad must contain all these things; 
but even then it goes but half way. It brings 
people to the yard, and after that the dealer 
must make the sale. The lumberman must 
create the desire to build, and he must con- 
vince the customer of the wisdom of using his 
service. The fact that bids are made in retail 
lumber selling, the only retail business in 
which they occur, measures the lack of crea- 
tive salesmanship in the industry. Lumber- 
men will get away from it when they sell serv- 
ice instead of boards. 

Robert S. Somerville, of the Lumbermen’s 
Casualty Co., made an analysis of the work- 
man’s compensation law of Colorado and de- 
scribed the working of the law and the utility 
of casualty insurance. The law takes much un- 
certainty and costly litigation out of the mat- 
ter; for while the employer was responsible, 
under the common law, for injuries to his em- 
ployees, neither employee nor employer were 
certain just what that compensation would he 
until the case was decided in the courts. Mr. 
Somerville described the insurance offered by 
casualty companies and stated that experience 
had proved all kinds of lumber insurance a 
good risk; for the lumber yard is nearly al- 
ways a good physical risk and the lumberman 
a good moral risk. 


Shingle Secretary Answers Criticism 


R. 8. Whiting, secretary of the shingle 
branch, West Coast Lumbermen’s Association, 
spoke briefly on a few points of the shingle 
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business. Mr. Whiting had an excellent ex- 
hibit and stated that he preferred this exhibit 
to speak for itself. He referred to criticism 
against his association and assured the conven- 
tion that his association was ready to supply 
shingles packed in any way the customer 
wanted them and that if retailers wanted more 


grades they could have them. He described 
briefly conditions among the mills, mentioned 
the importance of good nails for good shingles 
and spoke of the use of shingles on the side 
walls of houses. 

At the close of the convention those in at- 
tendance voted to ask the board of directors 


to consider holding the next convention in 
Colorado Springs. 

Before dismissing the final session, President 
Neill stated that so far as he could remember 
this has been the best convention in the his- 
tory of the association, and he gave all the 
credit to Secretary Mundell. 





Northwestern Retailers Convene to Seek Practical Business Help 


(Continued from page 47) 
tative to the American Lumber Congress; ex- 
pressed thanks to President Marckres and all 
the association’s staff, to the West Hotel and 
to the city and county for the use of the Court 
House auditorium to the trade press and news- 
papers and to all who assisted with the program; 
denounced the tactics of the old ‘‘line’’ insur- 
ance companies to injure the mutual insurance 
company and pledged loyalty to the latter, and 
included a memorial to John 8. Queal, deceased. 


The Railroads and Business 

Charles Donnelly, president of the Northern 
Pacific Railway Co., delivered an address on 
‘‘The Railroads and Business,’’?’ in which he 
outlined conditions under which the roads must 
operate. He attributed much of railroading 
difficulty to Government interference and asked 
that the roads be given an opportunity to make 
a fair trial of the Transportation Act under 
normal conditions. Fifteen years ago James J. 
Hill addressed this association and stated that 
in the following five years the roads must spend 
$5,000,000,000 and build many thousands of 
miles of new track. He asked indulgence while 
the roads struggled with the car shortage. Mr. 
Hill’s program has not been carried out in fif- 
teen years. There is now a surplusage of cars, 
and during the last few years more miles of 
track have been abandoned than built. The war 
is a part explanation of this but the primary 
reason, in the speaker’s opinion, was legisla- 
tive interference. In 1906 the Hepburn Act 
gave the Interstate Commerce Commission the 
right to fix rates. The road officials would not 
have that right taken away were it exercised 
solely by Federal authority. Later legislation 
took away the right of road executives to fix 
the rates even subject to review by the com- 
mission. Later legislation interferred in wage 
fixing by establishing hours of work. Finally 
the Government took over the roads and im- 
mediately raised the rates and wages. After 
twenty-six months the roads were returned to 
the owners under conditions making self sup- 
port impossible. The Railway Labor Board had 
raised wages 140 percent, while the commission 
had raised the rates but 74 percent. Most com- 
modities except lumber are still so high in price 
that a ton of goods turned into cash will now 
buy more transportation than ever before. The 
labor expenditures of Class A roads in five 
years have more than doubled. The Transporta- 
tion Act was carefully drawn and was considered 
a sort of last stand; the next step would seem 
to be Government ownership if the roads could 
not support themselves under this law. It has 
not yet had a fair trial and many unfair state- 
ments are now being put out. One labor eco- 
nomist stated that $2,000,000,000 could be saved 
annually if the roads were efficiently managed, 
but the analysis shows less than $2,000,000,000 
left of revenue after labor, taxes and deprecia- 
tion are eared for, with new equipment not con- 
sidered. Mr. Ford’s railroad showed a profit 
at decreased tonnage handled because of the 
increased tonnage of automobiles, which take a 
high rate. Had al! roads earned the ton-mile 
rate of Ford’s road they would have earned 
6 percent and have accumulated a big surplus. 
The speaker closed by asking that the Trans-’ 
portation Act be given a fair trial under normal 
conditions, 


The Farmer’s Stake in the Union 


Henry L. Adams, of Des Moines, the last 
speaker on the program, aroused tremendous 
enthusiasm and received a great ovation by elo- 
quent affirmation of faith in the country and 
in providence. He was on the program to talk 
about the farmer. He said the farmer was like 


everybody else, except that he lived in a differ- 
ent environment. The farmer has made his 
place and is now struggling to keep it. He 
fought the battles of the Revolution and Civil 
War and after the latter war came out to the 
prairies in covered wagons to win the middle 
West. He brought with him principles that still 
make this country strong. His isolation made 
him self reliant and knit the family together. 
Wrongs are done the farmer by telling him 
he is oppressed or that ‘he is the indispensable 
part of the country. He is a part of the great 
body of politics and not necessarily a para- 
mount part. The farmer ought to get more for 
his investment in the Government and in edu- 
cation. He ought to have representatives who 
would follow their own judgment and conscience 
and if necessary prefer defeat to doing what 
they believed was wrong and staying in office. 
They should have college teaching that does not 
undermine religion and patriotism. 


Election of Officers 


The nominations committee recommended that 
the officers consist of one president and one 
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vice president at large and four regional vice 
presidents. The following nominees were 
elected: 

President—H. F. Graefe, Des Moines, Iowa. 

Vice president at large—A. M. Melone, Minne- 
apolis, Minn. 

Regional vice presidents—-George D. Rose, Du- 
buque, lowa; Ralph Crane, Austin, Minn. ; H. Loo- 
nan, Sioux Falls, 8S. D.; H. G. Alsop, Fargo, N. D. 

Prizes offered for the best suggestions for 
association activities went to the following men: 

First prize—K. H. Williams, Mora, Minn. 

Second prize—T. H. Potter, Harlan, Iowa. 

Third prize—S. A. Staple, Superior, Wis. 

Draws Canine Aristocrat as Prize 

Laddie Junior, son of President Harding’s 
airedale dog, Laddie, was given away by lot. 
Registration cards were placed in a conerete 
mixer and drawn by a blindfolded man. To 
win the dog the man whose name was drawn 
had to be a member of the association and to 
reside outside of the Twin Cities. Twelve names 
were drawn before the winner could qualify. 
The lucky man was R. 8S. Thompson, of Mound, 
Minn. With the dog went an insurance policy, 
with the compliments of O. D. Hauschild. The 
Warner Hardware Co., of Minneapolis, gave the 
collar and lesh and the Champion Animal Food 
Co., of Minneapolis, gave fifty pounds of dog 


biscuits. At the close of the drawing the con- 
vention adjourned. 


THE EXHIBITS 

The exhibition of various building materials 
was very complete. Among the lumber, floor- 
ing and millwork exhibits the following at- 
tracted especial interest: Andersen Lumber 
Co., South Stillwater, Minn., manufacturer of 
white pine frames; Brooks Bros., Minnesota 
Transfer, Minn.; the shingle branch, West 
Coast Lumbermen’s Association, Seattle, 
Wash.; Louisiana Red Cypress Co., New Or- 
leans, La.; Southern Cypress Manufacturers’ 
Association, New Orleans, La.; Pacific Mutual 
Door Co., Seattle, Wash.; J. W. Wells Lumber 
Co., Menominee, Mich.; I. Stephenson Co, 
Trustees, Wells, Mich.; Wisconsin Land & Lum- 
ber Co., Hermansville, Mich.; Carr-Cullen Co., 
Minneapolis, Minn.; Clear Lake Lumber Co., 
Clear Lake, Wash.; Weyerhaeuser Sales Co., 
Spokane, Wash., and the Cornell Wood Prod- 
ucts Co., Chicago. 

Compo-Board Co., United States Gypsum Co., 
Beaver Board Co., and the Eddy Wallboard Co, 
had excellent exhibits of wallboard and demon- 
strated its many uses, 

International Insulating Co., Union Fibre 
Co., and the Flaxlinum Insulating Co. showed 
and explained the practical uses of insulation 
in building construction. 


Steel post manufacturers were much in evi- 
dence. The booth of the Rowe Manufacturing 
Co., of Galesburg, Ill., attracted considerable 
attention. 

There was the usual number of exhibitors 
of patent roofings, barn ventilators and equip- 
ment, cement and corrugated steel products. 


The Standard Conveyor Co., of North St. 
Paul, Minn., showed the lumbermen how effec- 
tively to reduce handling costs by the in- 
stallation of one of its conveyor systems. 

Pendleton & Gilkey, 954 McKnight Building, 
Minneapolis, Minn., had a decidedly interest- 
ing booth, in which they showed photographs 
of their new creosote treating plant at Gilkey, 
Minn., a short distance from Minneapolis on 
the Minnesota Transfer railway. This is one 
of the largest and most modern treating plants 
in the United States, where railroad ties, tele- 
graph and telephone poles and fence posts are 
treated by both the open tank and vacuum 
pressure systems. 


SALESMEN HOLD ANNUAL GATHERING 

The annual gathering of the Mississippi Val- 
ley Lumber & Sash & Door Salesmen’s Associa- 
tion took place at the Leamington Hotel on the 
evening of Jan. 16, under the able direction otf 
Arthur Hood, Alex MeDonald, William Wells 
and C, F. Ashton. 

In President Roy Thompson’s message to the 
organization the statement was made that this 
promises to be a salesman’s year. For some 
years past the salesman’s work consisted mostly 
in hurrying up the delivery of material; but the 
time has come when the importance of selling 
will manifest itself most clearly. No other part 
of a manufacturing or marketing organization 
will function properly unless the salesman 1s 
working efficiently. ; 

The salesmen’s dinner is always a hilarious 
affair, and the present one was no exception. 
Dancing and singing.and other entertainment 
by professionals was supplemented, if not 
eclipsed, by impromptu efforts of the guests. 
The extra clear shingles upon which the menu 
was printed were furnished by the St. Paul & 
Tacoma Lumber Co., the cigarettes by the J. K. 
Dearing Coal Co., of Chicago, the lead pencils 
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by Reynolds Shingle Co., the paper caps and 
whistles by the John F. McDonald Lumber Co. 


Unit Plan to Encourage Home Building 


MINNEAPOLIS, MINN., Jan. 18.—One of the 
constructive projects announced by the North- 
western Lumbermen’s Association at the thirty- 
second annual convention held Jan. 17, 18 and 
19 in Minneapolis, is a plan service by which 
the builder of moderate means can start his 
home with one unit. The plan, as announced by 
Secretary Harrison Hatton, comprises sixteen 
base house units, each of them complete in itself 
and of very moderate cost. To each of these 
units additions can be added from time to time 
as the owner requires them and circumstances 
permit. From one to three additions or units 
are available, each addition increasing the home 
in size but preserving its symmetry and per- 
mitting the family to go right on living under 
the same roof without dirt or confusion result- 
ing from the knocking down of partitions or 
building of walls, making new openings ete. 


Secretary Hatton estimated that none of these 
houses should cost to exceed $4,200 completed, 
together with all of the necessary units. The 
cost to the home builder would run from that 
down to a very small sum. Complete plans and 
elevations, as explained at the convention, are 
detailed in a booklet entitled ‘‘Comfortable 
Homes,’’ which is published by the association 
and is being distributed to retail yards at-a 
very small charge. Rather than being a hand- 
book of reference for the retail yard office, this 
booklet is intended for use by the consumer. It 
goes into detail regarding the construction and 
plan of the home and is illustrated with a num- 
ber of beautiful perspectives, including several 
color process plates. Said Mr. Hatton at the 
convention: 

This is a year for building homes commensurate 
with the individual family’s purse. Everyone 
acknowledges that there is a certain amount of 
building in all years regardless of financial condi- 
tions. This is exemplified during 1920, when mil- 
lions of wage earners, who found their hour cut 
short and perhaps discovered that their earning 
power was decreased in other ways, took their 
“nest eggs’ and put them into house and lot, or 
lot only, preparing later to build homes thereon. 


In the Northwest this was particularly true. 
Thruout the Twin Cities we have had hundreds of 
examples of men who started with small bunga- 
lows, intending later to convert them into larger 
homes, or to use the equity thus acquired toward 
a trade or a deal later on for a home more suitable 
to the needs of their families. In difficult times 
more residential construction is reported in Minne- 
apolis for 1921 than in any previous year. 

The Northwestern Lumbermen’s§ Association, 
composed of twenty-eight hundred retail dealers, 
desires to be of the utmost service to its member- 
ship. Toward this end we believe we have found 
one of our most useful activities in the production 
of unit house plans on a very large scale. Ma- 
terial lists and specifications can be furnished for 
all of the base house plans, and their numerous 
variations, at a low cost. In fact the cost is sur- 
prisingly low considering the amount of work re- 
quired in their preparation and the excellence of 
the houses themselves. 

We have so planned ail of these homes and addi- 
tions to them that it will not be necessary for the 
home to be torn up or the family disturbed while 
the additions are being made. After the additions 
are put on all that it is necessary for the car- 
penter or contractor to do is to clear the openings 
which already have been provided for in the 
original plan. 

The demand for these booklets, as shown at our 
convention, leads us to believe that they fill a 

growing need in the Northwest. 





MICHIGAN HARDWOOD MANUFACTURERS MEET 


[Special telegram to AMERICAN LUMBERMAN] 

Detroit, Mich., Jan. 19.—A close serutiny 
of the organization’s methods of gathering 
and disseminating trade information with a 
view to determining if they in any particular 
exceeded the limits imposed by the decision 
handed down a month ago by the United 
States Supreme Court in the hardwood case 
and if so, how they could best be brought 
strictly under the letter of the law, was the 
chief business before the Michigan Hardwood 
Manufacturers’ Association at its midwinter 
meeting held today at the Statler Hotel, this 
city. 

President F. O. Barden, of the Boyne City 
Lumber Co., Boyne City, opened the meeting 
at 9 o’clock this morning and after a few brief 
remarks upon the business before it instructed 
Secretary J. C. Knox, of Cadillac, to read a 
résumé of the Supreme Court decision pre- 
pared for the association by Edward T. Clark, 
of Bay City. Mr. Clark has subjected the as- 
sociation’s work in compiling and distributing 
trade information to a searching study in the 
light of this decision and gave it as his opin- 
ion that ‘‘there is nothing in the association’s 
plan objectionable to or coming in conflict 
with the decision.’’ 

Several of the principal points of the Su- 
preme Court ruling were then discussed by 
Wilson Compton, secretary-manager of the Na- 
tional Lumber Manufacturers’ Association, 
who said that the full meaning of the de- 
cision is not yet understood even by the offi- 
cials responsible for its enforcement but ex- 
pressed his opinion that when its full meaning 
has been grasped it will be seen to be far less 
sweeping and severe than it is now sometimes 
interpreted. He said that Secretary of Com- 
merce Hoover and Attorney General Daugh- 
erty are engaged in conference to determine 
the Government’s policies affecting business. 
They have discussed the hardwood ease be- 
tween themselves for a month and have an- 
nounced no decision as yet as to its correct 
interpretation but may be expected to do so 
soon, when a public pronouncement will likely 
be issued on this subject. This should clarify 
materially a situation which now is surrounded 
with doubt. In the meanwhile, said Mr. Comp- 
ton, scrupulous associations need not fear un- 
reasonable or oppressive action for both Sec- 
retary Hoover and Attorney General Daugh- 
erty are broadminded and intelligent men who 
are not likely to whack associations that ex- 
hibit a real purpose and desire to abide by the 
law, Their aim is free competition conducted 
intelligently but without restraint and Mr. 
Compton gave it as his personal opinion that 
general action against trade associations as a 
Whole is not likely but that an effort will be 
made to ‘separate the goats from the sheep.’’ 
The Government, he said, undoubtedly realizes 
that the trade association is an economic neces- 
sity of primary importance and that unreason- 


able interference with its helpful activities 
would only mean its dispersion and conse- 
quently the setting back of the country’s busi- 
ness clock twenty-five or thirty years. 

Mr. Compton’s remarks were followed by a 
general discussion of the activities of the 
Michigan Hardwood Manufacturers’ Associa- 
tion, the earnestness of which showed the keen 
desire entertained to ‘‘be in line’’ with the 
requirements of the law as interpreted and ap- 
plied by Uncle Sam. This discussion occupied 
the entire forenoon session but Secretary Knox 
succeeded in sandwiching in his report be- 
tween it and lunch by delaying lunch. 


Report of Secretary 

Secretary Knox's report summarized the as- 
sociation’s activities since the last meeting 
and gave special attention to the problem of 
railroad freight rates as applying to Michigan. 
Part of the responsibility for the rate advances 
within recent years lies with the Michigan 
zoning system, said Mr. Knox, which he con- 
sidered at the highest peak, considering the 
length of the haul, of any State in the Union. 
An appropriation was voted by the association 
last October to aid in the work for a reduction 
of these rates. Secretary Knox said he does 
not look for any general freight rate reduc- 
tion within the near future, but a lowering of 
some commodity rates, such as coal, lumber, 
building materials ete. The association has 
been advised that rates on lumber and forest 
products from Michigan territory to the Pa- 
cific coast terminals will be reduced from 113.5 
from lower peninsula points and 106.5 from 
upper peninsula points to 85 and 80 cents re- 
spectively, effective Jan. 30. 

Secretary Knox further urged participation 
of the association in an advertising campaign 
for maple conducted by the Maple Flooring 
Manufacturers’ Association. It was decided 
by unanimous vote that the association should 
become a party to this campaign, each member 
to contribute toward the advertising fund 5 
cents per 1,000 feet of maple shipped, the first 
payment to be made Feb. 15 on January ship- 
ments. In this connection it was stated that 
this year’s estimated maple output by associa- 
tion mills will total 116,000,000 feet compared 
with 109,000,000 feet in 1921. 

The association’s financial report showed 
that with all expenses paid, the treasury car- 
ries a surplus of $12,462, which prompted the 
secretary to advocate a reduction of the as- 
sociation’s minimum assessment of $200 on the 
year’s shipments. Acting upon this suggestion 
the membership voted to reduce this minimum 
assessment to $100. 

After a delightful luncheon P. L. Buttrick, 
assistant professor in forestry at the Michigan 
Agricultural College, spoke on a bill now before 
the Federal House of Representatives for an 
appropriation of %0,000 for the establishment 
and maintenance of a forest experiment station 


in the Lake States, either in Michigan, Wis- 
consin or Minnesota. This station would have 
for its purpose a study of silviculture, dendrol- 
ogy, fire prevention ete. to determine the best 
methods for reforestation, timber protection 
and growing for pulp lumber and other pur- 
poses and for the conservation and manage- 
ment of forests and farm woodlands. Mr. Butt- 
rick requested the association to lend its influ- 
ence to the effort to secure the location of this 
station in Minnesota and the matter was re- 
ferred to the forestry committee of which Her- 
man Lunden, of Bay City, is chairman. 

W. L. Sanders, of Cadillae, then discussed 
freight rate matters and after a few matters 
of minor importance had been disposed of, the 
meeting adjourned. 


EXPORTERS’ ANNUAL AT HAND 


BALTIMORE, MpD., Jan. 16.—Aceording to all 
indications the annual meeting of the National 
Lumber Exporters’ Association, to be held at 
the Hotel Sinton in Cincinnati, Jan. 25 and 26, 
will be one of the most largely attended in the 
history of the organization. The sessions, which 
will mark the twenty-second year of the asso- 
ciation’s existence, are expected to deal with 
various matters of exceptional importance, 
among them the forms of contract between the 
members and the Liverpool Timber Trade Asso- 
ciation and the hardwood section of the Timber 
Trades Federation of the United Kingdom. 
This subject will be brought up in the shape of 
a report of the special committee named to deal 
with the question, which is headed by Gustave 
A. Farber, a vice president and London repre- 
sentative of Russe & Burgess (Inc.) of Memphis. 


In the hope of arriving at some arrangement 
which will tend to stabilize ocean freight rates, 
it has been decided by the association to hold 
an open session on the afternoon of Wednesday, 
Jan. 25, when the freight traffic managers of all 
of the North Atlantic lines are to be invited to 
be present and give their views regarding a 
possible solution of the problem. The general 
meetings of the association are executive, but 
in order to hear the side of the freight traffic 
managers, an open session was arranged for. 
In the evening of that day the Cincinnati mem- 
bers of the association will give a banquet to 
the visiting members and to the freight traffic 
men and other invited guests. There is to be 
little speechmaking, the entertainment provided 
taking chiefly the form of a vaudeville show of 
a unique character. 

Another matter to receive consideration is 
the use of the London Tillbury docks. The 
necessity of unloading at these docks has been 
the cause of very general complaint, and at the 
annual meeting some action is likely to be 
taken that promises to give the shippers more 
accessible terminal facilities. 
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NEW YORK RETAILERS HOLD ANNUAL 


{Special telegram to AMERICAN LUMBERMAN] 

Rocuester, N. Y., Jan. 19.—The annual of 
the Retail Lumber Dealers’ Association of the 
State of New York which opened here today is 
the largest and bids fair to be the most impor- 
tant in the history of the association. The 
work of the organization has greatly increased 
during the year and many new members have 
been secured, especially in Massachusetts. 

The outstanding developments of today’s 
meeting were the change in the name of the 
organization to Northeastern Retail Lumber- 
men’s Association, the announcement of the 
plan service to be inaugurated, and plans for 
extending the field service. 

Mayor C. D. VanZandt briefly and cordially 
welcomed the visitors. President R. B. Chap- 
man reviewed his experiences and observations 
as the head of the association. Wise lumbermen 
put their inventories on a sound basis the first 
of 1921, he said, and are operating with exact 
knowledge of costs; those who did not are 
skating on thin ice. The coming year promises 
to be wonderfully good. Industrials will not 
be heavy buyers, but a great home building boom 
is in prospect. Get ready for this, urged the 
speaker. Know costs and sell at prices which 
will return a fair profit. Get away from fight- 
ing and quarrels. The owners of a_ business 
should get along together well; should not let 
differences arise. Next to the home the office 
should be the place most filled with happiness. 
The association is going to be put on a higher 
plane and made even more desirable, President 
Chapman declared. 

Secretary Paul 8. Collier reviewed the many 
accomplishments of the year and laid down the 
following planks for the coming year: Extend 
association service by codperating with the Na- 
tional Retail Lumber Dealers’ Association; 
amplify new service with a man in the field; 
advertise and push the newly created architec- 
tural and merchandising service; increase mem- 
bership in the eastern States. 

President Chapman in introducing E. F. Hunt, 


who spoke on cost accounting, emphasized a 
knowledge of costs as one of the important aids 
in doing business today, if not the most im- 
portant. Mr. Hunt, secretary of the Eastern 
Woodworkers Cost Information Bureau, said 
that an accurate system must give receiving 
costs, delivering costs and selling expense under 
separate heads. System shows that cost ranges 
from $15 to $20. The mark-up for stock of 
different prices should be different in amounts. 
If this method is not followed, low grades will 
be sold at a loss, prices on high grades will be 
disproportionately high, and the business is apt 
to be run at a loss. In a discussion which 
followed, those using the system recommended, 
attested to its worth from a record keeping and 
business administration standpoint. For ex- 
ample, one member, C. C. Gilbert, found that 
cost of making sash was so high that a loss 
was being sustained. The men were shown the 
cost figures and told it is either quit making 
sash, reduce wages, fire some men or increase 
the output. The men said, sell at the same price 
and pay the same wages, and that they would 
make it pay—and they have done so. H. D. 
Gould then asked if anyone present knew the 
cost of handling cement in carlots, where cement 
is never touched by the retailer. It costs him 
15 cents a barrel, he asserted. 

Fred S. Smith gave a very interesting talk 
on insurance and how to buy it at the right 
price and be fully protected. He advocated 
blanket insurance and answered numerous ques- 
tions. 

At this point a resolution was introduced 
and adopted that the name of the association 
be changed to Northeastern Retail Lumbermen’s 
Association, in deference to the eighty-five mem- 
bers from Massachusetts and because dealers 
from other States would probably join. 

Adolph Pfund in a careful and impressive 
address outlined the ideals of the National Re- 
tail Lumber Dealers’ Association. Its pur- 
pose is not to conflict with State or regional 
association, but to intensify and carry further 


the work these associations do. The purpose 
‘is to bring solidarity to the retail ranks and 
to enable the retailers to speak on national 
problems with a unified voice. 

Tonight the Rochester dealers act as hosts 
at an entertainment including a dinner and 
smoker. 


EMPIRE STATE SALESMEN MEET 

[Special telegram to AMERICAN LUMBERMAN] 

RocHESTER, N. Y., Jan. 18.—The Empire 
State Association of Wholesale Lumber & Sash 
& Door Salesmen held the most successful meet- 
ing in its history here today. It has made a 
healthy growth during the year and now has 
200 members. An amendment to the law gov- 
erning voting was endorsed at the meeting, this 
amendment to fix a date for traveling men to 
register. It was also decided to amend regu- 
lations governing membership so that a sales- 
man is eligible to membership after traveling 
in the State for six months instead of a year, 
As a mark of esteem and appreciation it was 
also determined to increase the salary of the 
secretary to $1 per member. 

The following officers were elected: 

President—Ralph C, Hartman, Rochester. 

First vice president—Paul F. Scantleburg, Utica. 

Second vice president—J. K. Bigger, Buffalo. 

Secretary—Jacob H. Rumbold, North Tonawanda, 
N. Y., reélected. 

Directors for three years—Charles Johnson, 
Rochester; A. J. Brady, jr., Buffalo; Arnold Booth, 
Albany ; George Gillespie, North Tonawanda. 

Tonight a very enjoyable banquet was held, 
with W. Frederick Strang, attorney of Roches- 
ter, as the principal speaker. Mr. Strang drew 
up the papers of the association at its forma- 
tion in 1911. Thirteen men were present at this 
first meeting and they held proxies for four- 
teen more, so that there were twenty-seven char- 
ter members. Of the thirteen, six were present 
at the meeting tonight. As a token of appre- 
ciation Mr. Strang was presented with a beau- 
tiful cigarette case, and Secretary Rumbold 
with a fountain pen. 





HARDWOOD SALES CODE COMMITTEE REPORTS 


At a meeting held in Chicago on Jan. 19, 
Earl Palmer, chairman of the sales code com- 
mittee of the National Hardwood Lumber As- 
sociation, presented a report of the work al- 
ready accomplished by the committee and sug- 
gesting certain principles upon which the sales 
code should be formulated. Those in attend- 
ance at the conference, in addition to Chair- 
man Palmer, were: M. M. Wall, J. H. Maas- 
sen, R. B. Goodman, Charles H. Barnaby, mem- 
bers of the committee, and Horace F. Taylor, 
president of the association. 

After considerable discussion the report was 
adopted by the committee, which expressed it- 
self as very much gratified by the interest 
shown not only by the organization composed 
entirely of hardwood lumbermen, but also by 
those organizations representing the consum- 
ing interests. The committee plans to push 
the work vigorously and hopes to have a code 
devised by the time of the annual meeting of 
the national association in June that will meet 
the entire approbation of all interests affected 
by its terms. 

The report submitted by Chairman Palmer 
follows: 

While the sales code committee of the National 
Hardwood Lumber Association has been in exist- 
ence for more than six months, this is the first 
opportunity afforded to its members for a personal 
conference. This does not mean, however, that 
until now nothing has been attempted along the 
line of effort which the work of this committee is 
to follow. Much preparatory work upon a sales 
code has already been inaugurated; and it is the 
purpose of this very brief report to submit to the 
members of this committee the nature, scope and 
progress of that work which has been prosecuted 
by the chairman in the name of the committee. 
I shall also take the liberty to suggest certain 
basic principles upon which, in my judgment, a 
sales code may be compiled. 


Importance of Formulating Sales Code 


But before entering upon either of these phases 
of the situation, I desire to impress upon each 
member of this committee the importance of the 
task which has been assigned to us, and which we 
have agreed to perform. The importance which 


attaches to this work does not rest so much in the 
ag og sales code, by itself considered, as it does 
n the justification of the confidence imposed in 
the ability of this committee to compile a code 
that shall be worthy of the organization which is 
to be primarily responsible for its introduction to 
the trade. This committee was authorized by the 
membership of the National Hardwood Lumber 
Association at its latest annual meeting, and, if it 
is to justify its existence it must compile a sales 
code that will measure up to the standards which 
that association has established and maintained 
in all of its efforts toward the promotion of the 
welfare of the hardwood trade. The National 
Hardwood Lumber Association has never placed 
its money on a dead card; it has never undertaken 
a task which it has not successfully completed; 
and, therefore, a binding obligation is imposed 
upon this committee as a whole, and upon each 
individual member thereof, to steer this sales code 
proposition in such a manner that the final out- 
come of the enterprise shall compare favorably 
with the results attained along those other lines 
of associate endeavor which have made the Na- 
tional Hardwood Lumber Association an acknowl- 
edged force for good wherever transactions in 
hardwood lumber occur. 


Difficulties Faced by the Committee 


At the beginning of its work this committee 
faces two prime difficulties, the first of which is, 
the intangible nature of its undertaking, and the 
other, the necessity for harmonizing interests 
which seemingly conflict. 

In attempting to compile a hardwood sales code 
this committee is entering upon new ground. 
There are no established precedents to govern, no 
beaten paths to follow. This committee must 
blaze its own trail with engineering certainty, that 
it may lead only to practical success. This com- 
mittee must also be patient where self-interest is 
evidenced and be able to demonstrate that there 
is common ground upon which all interests can 
unite in a clear definition and expression of ap- 
proved trade customs. 

The work which has already been inaugurated 
in the name of this committee has had for its 
object the awakening of general interest in the 
proposed sales code, and of obtaining assurances 
of codperation in its compilation, and of support 
for it after its adoption. To accomplish these ob- 
jects, a letter emanating from this committee, was 
addressed - to forty-five different organizations 
representing various lines of business, all of which 
possess a degree of interest in the hardwood trade, 
either as producers, distributers, or consumers of 
hardwood lumber. This letter set forth the pur- 
pose for which this committee was created, and 


invited suggestions as to how that purpose could 
best be accomplished. 

_ The responses to this letter from every organ- 
ization addressed have been surprisingly spon- 
taneous and hearty, and evince a degree of interest 
in the undertaking that will not fail to be grati- 
fying to the members of this committee when the 
— is submitted at a later stage of this 
meeting. 


Make Statement of Basic Principles 


The basic principles upon which, in my judg- 
ment, a practical hardwood sales code may be com- 
piled are as follows: 


1. The function of this committee is to codify 
existing and approved customs of the trade rather 
than to originate and recommend new regulations. 
Where a conflict exists between these customs this 
committee may recommend the custom to govern. 
Where no customs exist covering essential ele- 
ments of transactions this committee may recom- 
mend regulations to supply such deficiencies. 


2. The work of compiling. the proposed code 
should be comprehensive in scope and representa- 
tive in character. It should not be confined to 
a single intererst, but should include every interest 
affected by the application of its terms. These 
interests naturally fall into three classes; the 
producer, the distributer, and the consumer, each 
of which, being of equal importance in the trade, 
is entitled to an equal amount of consideration 
from this committee. 


38. A sales code should be clear and concise in 
expression and explicit in definition, and its terms 
should be free from ambiguity and conflict. 


4. While it is the primary purpose of a sales code 
to avoid controversy by promoting complete under- 
standing between parties to a transaction, it would 
not be improper to include in such a code pro- 
visions for the establishment of a simple arrange- 
ment for the disposition of disputes that may arise 
between parties over the application of the terms 
of the code. Such arrangement should be of 4 
quality to command the confidence of the parties 
at interest and of a nature to be intelligently and 
immediately responsive to the necessities of & 
situation. 


5. A sales code to become of service should be 
promptly adopted by all the trade associations the 
interests of whose members it is to serve. 


I do not submit these conclusions in a spirit of 
dogmatic assurance that they constitute the only 
basis upon which a competent sales code may be 
founded, but rather as my modest contribution 
to the general sum of constructive thought upoB 
the subject to be developed at this meeting. 
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PHILADELPHIA WHOLESALERS IN ANNUAL 


PHILADELPHIA, Pa., Jan. 13.—Last night 
the Philadelphia Wholesale Lumber Dealers’ 
Association held its annual meeting at the 
Hotel Adelphia, with President William H. 
Fritz in the chair, John W. McClure, president 
of the National Wholesale Lumber Dealers’ 
Association, as its guest, and a full attend- 
ance. Perhaps the big event of the evening 
was when Ben C. Currie suggested that the 
organization endorse Mr. McClure for the next 
president of the National Hardwood Lumber 
Association, which was done by a spontaneous 
and rising vote. The action almost took Mr. 
McClure off his feet, but he acknowledged this 
tribute feelingly. The banquet that opened 
the evening was a sumptuous affair. 

M. G. Wright, waterways and Panama Canal 
committee, reported that progress had been 
made on certain waterways during the year, 
and that water rates were now reduced to less 
than rail, and more lumber was coming from 
the South by water. Joseph P. Comegys, trade 
relations committee, reported that in May it 
had completed an agreement for compulsory 
interassociation arbitration with the Pennsyl- 
vania Lumbermen’s Association. He lauded 
the progressiveness of the Pennsylvania re- 


tailers. J. Randall Williams, jr., entertain- ° 


ment committee, reviewed the work of the 
year. Robert G. Kay, railroads and transpor- 
tation committee, reported that during 1921 
railroad transportation had been almost per- 
fect, because there was not sufficient tonnage 
to employ car capacity, and asserted that there 
can not be until the roads are operated at 
lower costs. The committee believed that a 
rate reduction of at least 20 per cent was 
necessary, with a reduction in wages of at 
least 15 percent. Rates from the Coast were 
cut Dec. 24, so it was necessary for southern 
and southwestern manufacturers to have lower 
rates in order to market the lower grades, he 
said. 


Pennsylvania’s Place in Lumber Production 


George E. Lippincott, of the forestry com- 
mittee, spoke in favor of the Capper bill. He 
then reported that during the year Pennsy!- 
vania had made great strides in the advance- 
ment of forestry. The Philadelphia Wholesale 
Lumber Dealers’ Association helped to bring 
about the results thru its representation on 
the committee on the restoration of Pennsyl- 
vania’s timber production. In lumber pro- 
duction Pennsylvania now holds twentieth 
place among the States, whereas in 1860 she 
stood first. State pulp mills consume annually 
about one-half million cords of wood, about 74 
percent of their needs being imported. 


Mr. Lippincott declared that the forestry 
department under Gifford Pinchot was very 
much alive, and that Pennsylvania now leads 
all other States in its appropriations for for- 
estry. The State legislature appropriated over 
$1,000,000, of which $500,000 was for protec- 
tion alone and $500,000 for purchases of land, 
the amount later being cut down by the gov- 
ernor to $500,000. During 1921, 17,760 acres 
had been purchased, so that the total State 
holdings now amount to 1,126,236 acres, at an 
average cost of $2.26. The area known as the 
‘‘Pennsylvania desert’’ contains about 6,000,- 
000 acres fit for nothing but tree growing, and 
Mr. Lippincott declared that the State, there- 
fore, owned only a little more than one-sixth 
of what it should. 

During the last twenty-two years over 34,- 
000,000 trees had been planted in State forests 
and 22,248 acres restocked at an average of 
$9.03 an acre. During 1921, 177,960 trees had 
been planted. Requests for 14,000,000 trees 
for planting had been granted under the free 
distribution law. Protection work during 
1921, the longest and worst spring fire season 
for years, represented a saving of 178,669 
acres and prevention of a loss of $380,278, 
altho Mr. Lippincott stated that the real sav- 
ing is in years of forest growth. 

The department had compiled a history of 


Pennsylvania’s forestry since 1681, containing 
over two hundred photographie prints. Other 
work included the preparation of a statement 
of acreage in farm woodlots; the buying of 200 
books and bulletins for the library; preparation 
of 435 articles for newspapers and the exhibi- 
tion of moving pictures of fifteen different 
gatherings. A special study is being made to 
ascertain whether huckelberry and blueberry 
production can not be stimulated by more 
economical methods than the use of forest fire. 

President Fritz in his report said that Amer- 
ica had made great progress in getting back 
to better conditions, altho the year may have 
been without profit for a good many. There 
must be reduction in the cost of transporta- 





J. ELMER TROTH, PHILADELPHIA, PA.; 
Plected President 


tion, and the cost of the things men need must 
come closer to balancing the cost of living. 
It had been a good year for the association. 
Mr. Fritz approved the weekly luncheon meet- 
ings and urged that they be continued. 


President McClure Brings Greetings 


When President Fritz introduced President 
McClure, the latter turned a neat speech by 
stating that he ‘‘brought greetings from the 
greatest wholesale lumber organization of na- 
tional scope to the greatest wholesale lumber 
organization of local scope.’’ Philadelphia, 
he said, was one of the greatest strongholds 
of the national organization, and largely thru 
the efforts of those from here, the national 
organization was doing better work than ever. 
He sounded a note of warning, however, that 
association work should never be allowed to 
interfere with a man’s right to run his own 
business. He believed the same effort will 
bring greater returns this year than last. He 
did not altogether approve arbitration rules 
that were compulsory. Rules should not be 
too intricate. Arbitrators should be selected 
because of their honesty, and should be al- 
lowed to use their best judgment. 

Robert B. Rayner spoke of the progress of 
the American. Wholesale Lumber Association, 
saying that it was growing in power and scope. 
The meeting at large suggested J. Elmer Troth 
for president, his name being presented by 
John I, Coulbourn in a well worded endorse- 
ment. Charles F. Kreamer was nominated as 
director, but his name was withdrawn at his 
request. The following were eleeted as direc- 
tors: George W. Brown, Ben C. Currie and 
Charles Atherton. A hearty vote of thanks 
was given to Joseph P. Comegys for his work 
on the trade relations committee. The new 
directors met immediately following the gen- 
eral meeting, and J. Elmer Troth was unani- 
mously elected as president. R. Wyatt Wistar, 
who has served so well as secretary in the 
last year, was elected vice president; Thomas 
B. Rutter, jr., was reélected treasurer, and 
Harry G. Parker was elected secretary. 





Maine Foresters Hold Annual 


AvueusTA, ME., Jan. 14.—In opening the an- 
nual meeting of the Maine Forestry Associa- 
tion, held Jan. 6 and 7 at the State House, Wil- 
fred A. Hennessey, of Bangor, Me., said that 
this convention was in the nature of a reorgan- 
ization. 

Gov. Percival P. Baxter, of Maine, empha- 
sized that Maine is primarily a forest State and 
that forest products mean much to industrial 
and commercvial interests. Scientific control and 
management of forests are needed in Maine, 
said Gov. Baxter. Since tree planting involves 
almost prohibitive expenditure, forestry laws 
should be broadened in scope to give more en- 
couragement to tree planting. The most serious 
problem in connection with fire control, he con- 
tinued, is payment for extinguishing the forest 
fires of 1921, the taxes assessed being insuffi- 
cient. 

Forest Commissioner Samuel T. Dana said 
that Maine’s abundant natural supplies of wood 
should be utilized to the utmost, which was pos- 
sible only thru proper handling and develop- 
ment. He expressed a strong personal desire 
that the entire State should contribute to the 
protection of lands from fire inside as well as 
outside the forestry district. 

The manner in which the Massachusetts For- 
estry Association is conducted and financed was 
outlined by Harvey N. Shepard, of Boston, 
Mass., its president. Speaking on the general 
forestry situation, he said all that can be de- 
pended upon to meet future needs is the refor, 
estation of cut-over land. 

Leonard A. Pierce, of Portland, Me., called 
attention to the paramount necessity of forest 
protection. The preservation of the forests in 
the Maine district, assessed value $70,000,000, 


should receive the best thought of citizens, 


Douglas A. Crocker, of Bangor, Me., said 
Maine is fortunate in that two of its most desir- 
able softwood species, pine and spruce, can be 
profitably handled on a short rotation. He 
pointed out that in the forestry district Maine 
is well on the way to providing efficient fire pro- 
tection. He emphasized that a proper system of 
forest taxation must come if reforestation on a 
large scale is to be carried on by anyone but 
the State or Federal governments. 


The white pine crop of Maine is the farmer’s 
best savings bank, declared S. B. Detwiler for- 
est pathologist in charge of blister rust con- 
trol, Department of Agriculture. He stated 
that few pine owners are aware that this de- 
structive disease is now so prevalent. In order 
to save the bulk of their pine the owners must 
pull up currant and gooseberry bushes on a 
large scale in the spring of 1922, Mr. Detwiler 
said, pines under twenty years old being espe- 
cially in need of this protection. 


Charles P. Barnes, of Houlton, Me., and W. 
B. Kendall, of Bowdoinham, Me., spoke on 
‘“State Forests,’’ the latter urging State forest 
conservation thru a fund raised by citizens of 
Maine. 

James W. Toumey, dean of the Yale Forest 
School, New Haven, Conn., spoke at the informal 
dinner held Friday evening. Too close cutting 
is apt to cause the new growth to become infe- 
rior, and also to cause valuable species to dis- 
appear, he said. 

Following the banquet the following officers 
were elected: 

President—E. M. Hamlin, Milo, Me. 

Vice president—B. G. McIntire, Norway, Me 

Treasurer—F. T. Coolidge, Bangor, Me. 
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The closing session was featured by addresses 
on ‘* The Field and Opportunities for State For- 
estry Associations,’’ by E. E. Carter, assistant 
forester, Forest Service, and ‘‘Codperation Be- 


tween State Forestry Associations and Depart- 
ments of Forestry,’’?’ by J. H. Foster, State 
forester, Concord, N. H. 

The association expressed in resolutions its 


strong opposition to the proposed transfer of 
the Forest Service, and its conclusion that the 
legislature of Maine be urged to provide ample 
funds to develop the State school of forestry. 





CANADIANS CONCLUDE CONVENTOIN 


Toronto, ONnT., Jan. 16.—The second day’s 
proceedings of the fourteenth annual conven- 
tion of the Canadian Lumbermen’s Association 
held here last Wednesday and Thursday were 
devoted to the winding up the business pro- 
gram and to a series of entertainment fea- 
tures which were greatly enjoyed by all in at- 
tendance. [A report of the first day’s pro- 
ceedings appeared on page 55 of the Jan. 14 
. issue of the AMERICAN LUMBERMAN.—EDITOR. ] 

The business session in the morning was 
opened by an address from Fred H. Lamar, of 
Vancouver, B. C., secretary of the Shingle 
Manufacturers’ Association of British Colum- 
bia. Mr. Lamar gave an excellent talk upon 
the wood shingle, and outlined the important 
developments that have been made in late 
years in improving its quality and extending 
its use. Mr. Lamar dealt with the attack up- 
on the wooden shingle which has been made 
recently by those interested in patent roofings. 
There were some shingle roofs, he said, that 
were poor, but instead of directing their at- 
tacks against these, the opponents of the wood- 
en shingle made the whole shingle output bear 
the attack. Cheap, flat grain shingle which 
were used and sold fifteen or twenty years 
ago were not to be compared with the high 
class shingles turned out today. A few years 
ago shingles were produced without regard to 
grade or to thickness. The present edge grain 
shingle could be used as a roof covering with 
perfect confidence and would give service for 
many years. Recently the British Columbia 
shingle manufacturers decided to enter. upon 
an extensive campaign of publicity, and they 
intend to educate the public to the use of the 
proper grade of shingles for roof covering. 
Flat grain shingles should only be used on side 
walls. They intend to seek the codperation 
and good will of eastern retail lumber dealers 
to promote the sale and popularity of British 
Columbia shingles. In the past there had not 
been the codperation between eastern and 
western lumbermen that there should have 
been. He had come east to attend the con- 
ventions of the manufacturers and retailers in 
order to thank them for the strong fight they 
had put up against the opponents of the wood- 
en shingle. He felt that the eastern lumber- 
men were, as a body, fighting the battle for 
the Pacific coast manufacturers. Mr. Lamar 
then gave a detailed explanation of shingle 
manufacturing costs and concluded with in- 
structive comparisons between flat grain and 
edge grain shingles. 

Frank F. Fish, of Chicago, secretary of the 
National Hardwood Lumber Association, was 
called upon for a few remarks. Mr. Fish is 
no stranger to the lumber trade in Canada. 
The association which he represents now has 
seventy-one Canadian members, forty-six of 
whom are in Ontario. It employs five lumber 
inspectors in Canada and its progress in this 
country had been brought about, to a great 
extent, by the close codperation between lum- 
ber manufacturers and distributers. Mr. Fish 
invited the hardwood dealers and manufactur- 
ers to attend a conference in Toronto on Fri- 
day afternoon to discuss matters of mutual 
interest. 


**The Part Lumber Plays’’ 


J. Grove Smith, of Ottawa, Dominion fire 
commissioner, delivered an address upon ‘‘ The 
Part Lumber Plays.’’ Years ago, he said, 
lumbermen had mined the forests, culling the 
trees and leaving a trail of slash and waste 
that invited fire. This practice had disap- 
peared and lumbermen were now enthusias- 
tically supporting the conservation of timber 
resources. During the last four years fire 
losses in Canada amounted to $118,463,500 and 
the number of fires exceeded 67,000. The 
amount paid to insurance companies for pro- 





tection was $48,000,000. Fire losses in Great 
Britain last year were $36,000,000 whereas in 
Canada, with about one-eighth of the popula- 
tion, fire losses were $31,400,000. Dealing with 
fire risks, Mr. Smith pointed out that all lum- 
ber was insured, and so were practically all 
other commodities and, it might be inquired 
to what extent is lumber responsible for this 
tremendous loss? Lumber has been assigned 
a prominent place in industry, and the ques- 
tion arose, What material is to blame for 
fires, or is it the method of construction? No 
material is entirely fire-resistant. It is only 
comparatively fireproof, whether it be brick, 
stone or cement. The loss today on so-called 
‘‘fireproof’’ buildings is frequently greater 
than on those of mill construction. <A large 
dimension structure with no hollow spaces, 
3-inch flooring, if properly protected by an au- 
tomatic sprinkler system, was, in his opinion, 
better than a modern fireproof building with 
no sprinkler system. ‘‘Large dimension tim- 
ber,’’ added Mr. Smith, is not generally sub- 
ject to destruction as much as iron steel and 
concrete. Economy still came into the question 
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DAN McLACHLIN, 
Arnprior, Ont. ; 
Retiring President 


A. BE. CLARK, 
Toronto, Ont. ; 
Blected President 


of building materials. He thought that lumber 
could be safely used in all constructions of a 
domestic and industrial character. 

Three factors enter into all construction— 
cost, safety and endurance. He did not con- 
sider endurance itself as the main factor. 
Safety was of prime importance. The menace 
of fire is not so much the frame building itself 
as it frequently was in the method of its con- 
struction. A large proportion of the fire losses 
in Canada were due to poor construction and 
not necessarily to materials. 

The whole question is now being taken into 
serious consideration by the Dominion Fire 
Prevention Association, which had appointed a 
committee composed of three nonprofessional 
men to conduct an exhaustive investigation in- 
to the comparative inflammability of roof cov- 
ering materials. The great difficulty is not in 
the shingles employed today, as much more has 
become known about their quality and use dur- 
ing the last four or five years. Properly laid 
shingles of good quality did not create as much 
concern as to fire loss as those shingles which 
were curled, split and cheap. It was not 80 
much a question of the fire danger from the 
wooden shingle as the menace of the poor 
wooden shingle. The shingle manufacturers 
were doing a good work in seeing that their 
product is properly graded, sorted and 
classified. 


J. A. Codere, of the Forest Products Labora- 
tories, gives an address on the treatment of 
woods to make them resistant against fire and 
decay. 


The noon-day luncheon tendered by the 
wholesale and manufacturing lumbermen of 
Toronto, to the visiting lumbermen, took place 
in the ball room of the King Edward Hotel, 
and was attended by about three hundred per- 
sons. An.excellent address was delivered by 
A. H. Whittemore, manager of MacLean 
Building Reports. A. E. Clark, of Toronto, 
presided at the luncheon and was assisted by 
G. E. Spragge, chairman of the luncheon com- 
mittee. An excellent entertainment program 
was also provided during the luncheon. A mo- 
tion of thanks to the Toronto lumbermen was 
prpoosed by Dan McLachlin, Armprior, see- 
onded by Gordon C, Edwards, Ottawa, and en- 
thusiastically carried. 


Election of Officers 


A meeting of the directors of the Canadian 
Lumbermen’s Association was held in the aft- 
ernoon at which A. E. Clark, Toronto, was 
elected president for the present. year; J. 
Frasier Gregory, St. John, N. B., first vice 
president; and Angus McLean, Bathurst, N. B., 
second vice president. G. E. Spragge of the 
Victoria Harbor Lumber Co., Toronto, was 
elected a director to fill out the unexpired 
portion of the term of the late J. G. Cane. 


It was decided, on the invitation of the 
Montreal members, that the next annnual 
meeting should be held in that city. In the 
afternoon, the visiting ladies were tendered a 
luncheon at the King Edward Hotel, after 
which they were taken for a motor drive 
around Toronto, visiting the Art Gallery, 
Provincial Museum ete. In the evening the 
ladies were present in large numbers at the 
annual banquet. 


The annual banquet which took place in the 
ball room of the King Edward Hotel was the 
most successful the association has ever held. 
Retiring President Dan McLachlin presided. 


BALTIMORE EXCHANGE COMMITTEES 


BALTIMORE, Mp., Jan. 16.—The first meeting 
of the newly elected managing committee of 
the Baltimore Lumber Exchange took place last 
Monday afternoon at the Old Colony Club, when 
the vacancy caused by the death of Rufus K. 
Goodenow, sr., president of the Canton Box Co., 
was filled by the choice of his son, Rufus K. 
Goodenow, jr., a compliment repeated in his 
designation as a member of the house commit- 
tee, a place held for years by his father. Presi- 
dent W. Hunter Edwards announced the stand- 
ing committees upon which much of the work 
of the exchange devolves, as follows: 

Arbitration and grievance—Lewis Dill, Lewis 
Dill & Co., chairman; Theodore Mottu, Theodore 
Mottu & Co.; H. Rowland Clapp, Baltimore Box & 


Shook Co. ; F. A. Ascherfeld, James Lumber Co.. 
and H. D. Dreyer, H. D. Dreyer & Co. 


Legislation and transportation—John L. Alcock, 
John L. Alcock & Co., chairman; Pembroke M. 
Womble; George E. Waters, George E. Waters & 
Son; Lewis Dill and William M. Burgan. 


Inspection—Ridgaway Merryman, chairman, 
F. A. Ascherfeld, and William M. Burgan. 


Membership—George FE. Waters, chrirman, 
Theodore Mottu and P. M. Womble. 


Hardwood inspection—Daniel MacLea. MacLea 
Lumber Co., chairman; John L. Alcock, and Jobn 
J. Kidd, of Kidd & Buckingham Lumber Co. 


House—H. R. Clapp, chairman; H. D. Dreyer 
and Rufus K. Goodenow, jr., Canton Box Co. 

L. H. Gwaltney, the treasurer, was reélected 
secretary, and J. H. Manken was again chosen 
assistant secretary. There was a discussion 10- 
formally of conditions in the trade, and some 
routine matters were disposed of. 
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{Special telegram to 
AMERICAN LUMBERMAN] 


OTTawa, ONT., Jan. 
18.—The annual conven- 
tion of the Ontario Re- 
tail Lumber Dealers’ 
Association opened here 





BE. M. BARRETT, 


Ottawa, Ont.; 
President 





today with a registra- 
tion of eighty-five mem- 
bers. The morning was 
taken up with a direc- 
tors’ meeting and the 
first business session 
was called at 2 p.m. At 
this session the minutes of the last session were 
read and adopted. 


President’s Address 


Next on the program came the address of 
President E. M. Barrett. He first reviewed the 
unfavorable trade conditions of the last year, 
and the reasons leading thereto, and then said 
that conditions were slowly improving, and that 
the big problem today is that of ‘‘convincing 
the public that we have reached bottom.’’ He 
said that the lumber trade is doing its part, 
but unfortunately labor and many of the staple 
industries are not making the effort they should 
to reéstablish prewar standards. 

President Barrett then referred briefly to 
the mechanics’ lien act, the new sales tax law, 
antishingle agitation, and other matters which 
have engaged the attention of the association 
during the last year, ‘all of which were later 
discussed more in detail in the report of the 
secretary. He then passed to the discussion of 
eurrent conditions and the outlook, saying: 





It is claimed by men in position to judge that 
the building industry gives more and a greater 
variety of employment than any other industry. 
It is therefore very necessary for building to pro- 
ceed, so as to furnish suitable living accommoda- 
tions and employment to the army of men walking 
our streets looking for work. 

One of our greatest handicaps today is unfair 
valuation of buildings by loaning companies and 
individuals. They, at present, are advancing only 
40 to 45 percent. This is retarding building even 
more than the present high cost of labor, and mak- 
ing it impossible for contractors and others to pro- 
ceed. I believe we should petition the Government 
to try and induce it to start a campaign among the 
loan companies and individuals to be more gener- 
ous in placing loans. It would even be preferable 
for the Government to guarantee loans to the ex- 
tent of 75 percent of the value of the property. 
This would be the means of starting a legitimate 
building boom that would greatly relieve present 
unemployment. 


In conclusion, President Barrett said that if 
the association had only been instrumental in 
bringing together a lot of good fellows like the 
Ontario retail lumber dealers and making them 
better acquainted with one another it would 
have justified its existence, but it had done 
much more than that. ‘‘We have spent time, 
money and effort to organize the association 
and bring it to the present,’’ said he, ‘‘and it 
has made good. It therefore is your duty and 
mine to work to make it of even greater service 
and benefit in the future.’’ 


Report of the Secretary 


Secretary Horace Boultbee then read his an- 
nual report, which reviewed the varied activi- 
ties of the year in detail. He first expressed 
the gratitude of the association to Graves, Big- 
wood & Co., and particularly to W. E. Big- 
wood, for their generous entertainment of the 
members upon the occasion of the midsummer 
outing at Byng Inlet, Ont., a feature of which 
Was a visit to the company’s plant and a stay 
at a camp arranged by the company, which 
had left nothing undone that would contribute 
to the pleasure of its guests. Mr. Boultbee 
announced and endorsed Vice President J. C. 


Scofield’s suggestion that the 1922 outing take 
the form of a lake trip on one of the steamers 
running from Sarnia to Duluth and return. 

Certain wholesalers in western Canada hav- 
ing attempted to pass on to their retail cus- 
tomers the new sales tax effective May 10, 
1921, notwithstanding the clear statement of 
the regulations imposing a tax of 2 percent on 
lumber ‘‘sold by a manufacturer, after which 
there is no further tax upon resale,’’ the sec- 
retary had advised members not to pay the 
tax. ‘‘The result is,’’ said Mr. Boultbee, 
‘*that in eastern Canada retailers are follow- 
ing the exact wording of the regulations and 
are not paying a sales tax to wholesalers, 
whereas in western Canada they are being 
charged the tax and are paying it.’’ 

Another situation that developed in connec- 
tion with the new sales tax was the visiting 
of the offices of some of the members in eastern 
Ontario last July by a representative of the 
Department of Customs & Inland Revenue, who 
examined their books and informed them that 
they should have collected and paid to the 
Government a tax on all material sold to con- 
tractors. On this point Secretary Boultbee 
said: 


This was a contradiction of all the regulations 
under which our members had been working thru- 
out the twelve months preceding May 10, 1921. 
We had been advised by the commissioner of taxa- 
tion that any material sold by a retail lumber 
dealer in exactly the same condition as when pur- 
chased by him was not subject to a tax, even tho 
sold to a contractor. The official who called upon 
some of our members assessed against them 
amounts running from $500 to. in one case, $700. 
The situation looked very serious. We took the 
matter up with the department, and after some 
correspondence received on Sept. 22 a letter read- 
ing as follows: 

“A bona fide retail lumber dealer operating a 
planing mill, if this retail trade is segregated from 
the mill, may apply to the department for refund 
in respect to sales tax which he paid on 
goods sold by him in the same condition as when 
purchased, provided satisfactory evidence is forth- 
coming that the lumber in question had previously 
borne the maximum rate of sales tax at the time 
of its being purchased by the retailer.’ 

Those of our members who had already been as- 
sessed were advised of this, and we believe that 
in the few cases where they had made payment 
they were able to obtain refunds. In other cases 
the department’s claims against them were reduced 
accordingly. 

The secretary referred to the resolution 
adopted at the last annual approving the 
standard order form them submitted by a 
special committee. In accordance with that 
resolution, forms had been printed and fur- 
nished at cost to such members as desired to 
place orders for them, such members number- 
ing about fifteen. After the form had been in 
use a few months the secretary asked for re- 
ports as to how it was being received. Re- 
plies to his inquiry were practically unani- 
mous, the members reporting that no difficulty 
had been experienced in placing orders on this 
form and that they believed it would be of 
value to the trade. 


Mechanics’ Lien Act 


In regard to the efforts that have been and 
are being put forth to secure the passage of 
an equitable mechanics’ lien law Secretary 
Boultbee said: 


We are able this year to report more progress 
in connection with this important matter. We 
have not, by any means, come to the end of our 
campaign for a modern mechanics’ lien act, but we 
have, at last, convinced the Government, and the 
other interested parties, including mortgage com- 
panies, contractors, architects, and the labor ele- 
ment, that the present act gives very little pro- 
tection to any one and is an unnecessary burden 
to the building trade. These various interests 
have all admitted before a special committee of 
the Ontario legislature that a new act is necessary. 

At the last session of the legislature, our mem- 
bers will recall, we submitted a bill thru W. E. N. 
Sinclair, M. P., which was given a second reading 
and referred to a special committee. The purpose 
of submitting this bill was to get the mmtter 
definitely before the House so that a committee 
could be appointed. We are endeavoring to in- 
clude in this bill everything that our members 
have submitted to us as important. We modeled 


ONTARIO RETAILERS IN ANNUAL 


the bill very largely upon an act that has been 
in force in the State of Ohio for eight years, and 
which has given complete satisfaction to all parties 
interested. Its main principle is that the owner 
shall be considered responsible for the payment of 
all material and labor bills to the extent of a full 
100 percent of the contract price,.and that he can 
protect himself by securing, from the main con- 
tractor, an affidavit showing what material and 
labor bills have not been paid when the contractor 
asks for a draw. Material men and laborers who 
fear that the contractor’s affidavit may not contain 
their names and claims are expressly permitted by 
our bill to notify the owner informally. With 
such notices and the contractor’s affidavit the 
owner will see that the unpaid bills are paid, and 
then he is free to give to the contractor any sur- 
lus then payable. There are other important 
eatures in our bill, but this is the main principle. 
It extends the responsibility of the owner from 15 
to 20 percent to a full 100 percent of the contract 
price and furnishes him with means of protecting 
himself, if he makes payments to the contractor in 
accordance with the requirements of the act. This 
principle is so fair that we believe we have im- 
pressed the special committee of the legislature 
with the reasonableness of our point of view. We 
feel sure that our members can count upon a new 
bill being submitted at the next session of the 
legislature, and we are optimistic enough to think 
that it will be sponsored by the Government and 
will contain many of the features that our associa- 
tion desires. It still remains for us, however, to 
convince the members of Parliament that our bill 
is a good one, and should be passed. 

The secretary also told of the successful ef- 
fort that had been put forth to forestall legis- 
lation inimical to the wooden shingle, as a 
result of which, ‘‘the wooden shingle remains 
on the map for the time being, and the lumber 
industry has sufficient time to plan a vigorous 
campaign to defeat the aims of the advocates 


of anti wooden shingle legislation.’’ 


During the year two disputes calling for 
arbitration were considered by the arbitration 
committee, and adjusted. 


The report showed total membership at the 
close of 1921 to be 186, or four more than at 
the end of the preceding year. 


The Parliament buildings were visited by the 
retailers and in the evening they were enter- 
tained with theater, hockey and private parties. 


THURSDAY’S SESSIONS 


W. C. Laidlaw, chairman of the insurance 
committee, reported on fire and workmen’s com- 
pensation insurance. A considerable volume of 
fire insurance, he said, was being handled by 
various mutual companies at fair rates. The 
secretary had been in communication with the 
Western Retail Lumbermen’s Association, of 
Winnipeg, and may have a report to make on the 
workings of its fire insurance plan. Workmen’s 
compensation insurance, said Mr. Laidlaw, was 
a very serious item under the Ontario compensa- 
tion act. He presented a brief summary of the 
income and expenditures for class 4, which in- 
cluded planing mills, sash and door factories 
and retail yards. There had been a good deal 
of criticism of the workings of the act, added 
Mr. Laidlaw, but a change could come only thru 
legislation. The only way to reduce costs now 
open was to reduce accidents. He bespoke every 
consideration for the inspectors that call regu- 
larly from the Woodworkers Accident Preven- 
tion Association, an erganization of employers 
in class 4. He said that two-thirds of the acci- 
dents were due to carelessness and could be 
avoided by education as to the importance of 
‘“safety first,’’ beginning at the top of each 
organization. He advocated having the men 
compelled to come to the office to have cuts or 
scratches dressed, to reduce claims on account 
of infection and blood poisoning. Men should 
be examined mentally and physically before be- 
ing hired, to exclude those likely to become 
victims of accidents. Loafing at the expense of 
the funds of the board could be reduced by 
having a talk with the doctors. Mr. Laidlaw 
recommended having a regular report made 
after a personal call on every man off for any 
reason, and asserted that the adoption of such 
a plan would reduce insurance costs. 

SEVENTY PERCENT OF THE FOREST FIRES occur- 
ring in the United States are classified by the 
Forest Service as ‘‘man made.’’ Fires left by 
campers are the greatest menace. 
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PLANS FOR NATIONAL WHOLESALE ANNUAL 


BurraLo, N. Y., Jan. 17.—The annual con- 
vention of the National Wholesale Lumber 
Dealers’ Association, to be held March 22-23 at 
the New Willard Hotel, Washington, D. C., is to 
be unusually attractive and will be the largest 
in the history of the association, reports Secre- 
tary Schupner, who has recently visited mem- 
bers in Philadelphia, Pittsburgh, Chicago, Buf- 
falo and Toronto. Plans were made by the 
annual meeting and the executive committees 
here Jan. 14, the following being in charge of ar- 
rangements: J. W. McClure, president, Mem- 
phis, Tenn.; W. H. Schuette, Pittsburgh, Pa.; 
H. W. McDonough, Boston, Mass.; Dan Mc- 
Lachlin, Arnprior, Ont.; Horace F. Taylor, Bos- 
ton, Mass.; IF. R. Babcock, Pittsburgh, Pa., and 
W. W. Schupner, secretary. 

To allow ample time for discussion of present 
day problems, set addresses will be largely 
eliminated. Much time will be devoted to 
‘round table’’ discussion of methods for furth- 
er improving the bureau of information and the 
collection, legal and transportation departments. 
Trade customs will be considered and arbitra- 
tion procedure discussed at length, the executive 
committee intending to present a plan for en- 
larging arbitration privileges within the associa- 
tion. 

Social features will be up to the usual stand- 
ard, and speakers of international prominence 
will give addresses at the banquet. ‘The dinner 
dance, so successful a feature at the 1920 meet- 
ing, will be repeated and other entertainment 
added. ° 

The executive committee convened here to dis- 
cuss plans for maintaining and wherever pos- 


sible improving the service rendered associa- 
tion members, those present being: J. W. 
McClure, president, Memphis, Tenn.; W. H. 
Schuette, Pittsburgh, Pa.; H. W. McDonough, 
Boston, Mass.; Dan McLachlin, Arnprior, Ont. ; 
Horace F. Taylor, Buffalo, N. Y.; F. R. Bab- 
cock, Pittsburgh, Pa.; John McLeod, Buffalo, 
N. Y.; C. A. Goodman, Marinette, Wis., and 
W. W. Schupner, secretary. 

That association services have won wide sup- 
port is shown by a substantial gain in mem- 
bership to 532, while reports indicate that it 
will be further increased to 550 before the an- 
nual meeting of March 22-23. Association facil- 
ities were never so extensively used as at present, 
Secretary Schupner reports, and the distinctive 
services rendered have been highly endorsed by 
the members. 


The bureau of information has available 35,- 
000 reports on the experiences of its members 
in actual transactions; its warnings have saved 
many doubtful accounts. 


The collection department has handled claims 
amounting to nearly $700,000, and its opinions 
in disputed cases have made large savings in 
attorney fees. 

The arbitration plan of the Chicago confer- 
ence was endorsed, so that as far as the Na- 
tional Wholesale Lumber Dealers’ Association 
is concerned interassociational arbitration is 
now in effect; and action was taken further 
to develop facilities for handling arbitration 
cases. 


The transportation bureau reported on its 
efforts to have restored the rate relationships 


disturbed by the reduction to the Buffalo-Pitts- 
burgh line, a discrimination removed by the 
recent reduction. The traffic manager was in- 
structed to continue his efforts to prevent the 
Trunk Line Association from establishing a uni- 
form transit charge of 2% cents a hundred 
pounds. <A resolution was adopted requesting 
a reduction in rates to those in effect prior to 
August, 1920, and the association is to be rep- 
resented at the Washington rate hearing Jan, 
26. It was decided to give members twenty- 
five rate quotations without charge, with a view 
to extending the facilities of the transportation 
department. That delivered costs of lumber are 
several dollars a thousand more than prewar 
costs, due to higher transportation charges 
alone, will be clearly shown in a compilation 
soon to be distributed to members, in which 
present rates from numerous shipping points to 
many destinations will be compared. 

The executive committee recorded itself in 
favor of the increased appropriation for the 
Forest Products Laboratory; accepted the in- 
vitation from the American Lumber Congress to 
be represented by eight delegates at the meet- 
ing in Chicago in April, and considered com- 
munications from the Chamber of Commerce of 
the United States on matters requiring codpera- 
tion. Pending legislation on forestry was again 
considered, the executive committee reaffirming 


. the association’s previous action of withholding 


its support or endorsement on either of the two 
bills now before Congress. The trade ethics 
committee is at work upon an acceptance of 
order blanks, and it is hoped to have this in 
shape for discussion at the annual meeting. 





HARDWOOD MEN TO RESUME FIGHT 


LOUISVILLE, Ky., Jan. 14—The American 
Hardwood Manufacturers’ Association plans to 
hold its next meeting in Louisville within the 
next few weeks, probably within four to six 
weeks, the time to be set later. This decision 
was reached at a meeting of the executive com- 
mittee at the Seelbach Hotel today. 


‘*You can not make the statement in too em- 
phatic form that the American Hardwood Manu- 
facturers’ Association will continue to carry on 
as efficiently as possible in the direction of trade 
extension and in other channels which do not con- 
flict in any way with the laws of the United 
States. It will not in any way violate the in- 
junction against the Open Competition Plan, 
but it is not going to stop functioning in legiti- 
mate ways because of the opinion of the Su- 
preme Court in connection with that particular 
activity.’’ The foregoing statement was made 
to a representative of the AMERICAN LUMBER- 
MAN by John M. Pritchard, secretary-manager 
of the association. 


At the meeting of the directors L. C. Boyle, 
attorney for the association, discussed the recent 
decision of the Supreme Court, in connection 
with the methods used by the association in 
handling its statistical records. 

It was decided that a committee of five will 
go to Washington in an effort to renew the fight 
for what has been termed the ‘‘Open Com- 
petition Plan,’’ but which the lumbermen prefer 
to refer to as ‘‘the statistical department.’’ It 
is planned to file a motion before the Supreme 
Court asking for a modification of the decision. 
It is claimed that a more intelligent definition 
of the ruling is needed, to enable the organiza- 
tion to tell just what it can and can not do. 

The organization is not thru at Washington, 
and some test cases may be filed, or other action 
taken if the court refuses to modify its decision. 
The big question is just how far an industry, 
with no central markets, situated as the lumber 
industry is, may go in gathering statistics for 
informative purposes only. Under the present 
decision of the court it is a bit hazy as to what 
lumbermen can and can not do without violat- 
ing the law. 

Mr. Boyle explained in conference, and later, 





that the statistical bureau, which the Supreme 
Court held was illegally operated, existed for the 
purposes of receiving reports on the operations 
of each individual member of the association, 
the analysis of these reports, and the passing 
on of the information contained in them to the 
members of the body. The Supreme Court in 
declaring its operations illegal held that it was 
obvious that such important trade information 
would not have been given by members to com- 
petitors, except for most valuable information 
in return. 


A good part of the day was taken up in dis- 
cussing this matter. Trade extension and ad- 
vertising were also discussed. It was stated 
that with the exception that the statistical de- 
partment had not been operated since the Gov- 
ernment originally held against the lumbermen, 
all other departments were being operated as 
heretofore, looking after inspection, grading 
rules, advertising, trade expansion ete. Need 
for the statistical bureau is imperative, and to 
regain the right to operate as prior to the Fed- 
eral court’s decision is the main issue before 
the organization today. 


James KE. Stark, of Memphis, chairman of 
the executive committee, says that arrangements 
will be perfected as soon as possible for the 
conference with Secretary Hoover. He is chair- 
man of the special committee named for that 
purpose; the other members are: W. E. De- 
Laney, Kentucky Lumber Co., Lexington, Ky.; 
Fred Arn, Chattanooga, Tenn.; M. W. Stark, 
American Column & Lumber Co., Columbus, 
Ohio, and H. B. Anderson, Anderson-Tully Co., 
Memphis. 


Mr. Stark expressed himself as highly pleased 
with the magnificent spirit displayed by the 
directors. He asserted that the utmost harmony 
prevailed and that he regarded this as a har- 
binger of increased activity and usefulness on 
the part of the association in the interest of the 
hardwood industry. 


The hope is expressed that a ruling may be 
obtained from the Department of Justice that 
will make it clear whether or not the association 
may be permitted to gather and disseminate the 
basic facts of the industry and still be within 


the law. It is pointed out that such a definite 
interpretation of the decision of the Supreme 
Court would tend to clarify the situation and 
simplify further proceedings of the association 
in this matter. 

Practically all the directors of the association 
were present at this meeting, which was fully 
harmonious. Holding the association intact, and 
an effort to modify the decision of the Federal 
court, were the principal matters discussed. 

Among the principal speakers at the meeting 
were: M. W. Stark, vice president, of Columbus, 
Ohio; J. M. Pritchard, secretary and association 
manager, of Memphis, and F. R. Gadd, man- 
ager of statistics, of Memphis. R. M. Carrier, 
formerly of Louisville, now of ‘Sardis, Miss., the 
association’s head, presided. 


Among those at the meeting were: 


W. E. DeLaney, Lexington; Ralph Mays, Mem- 
phis; S. M. Nickey, Memphis; C. H. Sherrill, Ne 
Orleans; John Raine, Raineville, W. Va.; J. W. 
Mayhew, Columbus, Ohio; E. B. Burns, Hunting- 
ton, W. Va.; R. L. Jurden, Memphis; H. B. Ander- 
son, Memphis; E. O. Robinson, Cincinnati; Leon 
Isaacson, Coal Grove, Ohio; James E. Stark, Mem- 
phis; M. B. Cooper, Sardis, Miss.; B. F. Dulweber, 
Greenwood, Miss.; W. A. Ransom, Memphis; C, C. 
Dickinson, Memphis; J. Graham Brown, Louisville, 
and Barry Norman, Louisville. 


WOULD EXTEND MARYLAND FORESTS 


Batimorg, Mp., Jan. 16.—Floating a bond 
issue for $500,000 to buy land for the extension 
of Maryland State forests, was urged in a reso- 
lution adopted last Friday night at the annual 
of the Maryland Forestry Association. It was 
pointed out that there are hundreds of thov- 
sands of acres of forest land now unproductive 
under private ownership which could be pur 
chased at a reasonable price and made to grow 
valuable timber. Extension of the forest area 
was urged by Col. Henry S. Graves, of Wash- 
ington, former United States forester; State 
Forester F. W. Besley, and William McCulloh 
Brown, secretary and president, respectively, of 
the association. Resolutions were adopted favor- 
ing the planting of shade trees along the State 
roads of Maryland, requesting additional funds 
for forest fire suppression, and protesting 
against the transfer of the Forest Service. 
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AMONG THE CLUBS AND EXCHANGES 


HOUSING IN PHILADELPHIA 


PHILADELPHIA, PA., Jan. 16.—The weekly 
Juncheon of lumbermen held under the auspices 
of the Lumbermen’s Exchange at Boothby’s 
at noon last Thursday found the lumbermen not 
jn their stride for the new year, and there were 
less than thirty present. President Amos Y. 
Lesher introduced as the speaker, H. J. Baringer, 
a construction engineer from the architectural 
department of the Philadelphia Housing Asso- 
ciation, who said that Philadelphia was fast 
losing its proud title of ‘‘the City of Homes.’’ 
Of the homes that are owned, only one-third are 
owned clear. There.is a real shortage of homes 
in this city of 20,000. The association recently 
surveyed 70,832 homes, and found only 479 
unoccupied, and of these there were but 83 avail- 
able at $50 a month or less. He said that 
labor and material conditions were more favor- 
able here than in many cities, and that Philadel- 
phia really should build 20,000 houses during 
this year. To do this it will need 150,000,000 
feet of lumber, 300,000 windows and 200,000 
doors, in addition to lumber for other purposes. 
There is a tremendous demand for homes that 
will rent for $4 a room a month or Jess. Lum- 
bermen can help by carrying larger stocks, and 
by taking smaller profits and handling greater 
volume, and their efforts must be backed up 
by the banks. He said his association ap- 
proved the zoning system as proposed. 

Mr. Baringer’s talk was so much appreciated 
that President Lesher thought all lumbermen 
should have a chance to hear it, and on the 
wanimous approval of those present Mr. Bar- 
inger was asked to repeat on Thursday of next 
week, 


NEW YORKERS HOLD TWO MEETINGS 


New York, Jan. 16.—The Nylta Club was 
addressed last Friday by Prof. Herbert L. 
Connelly, of the Pace Institute of this city, 
who spoke most interestingly on all features 
of salesmanship. The club will be addressed 
next Friday by Dr. Samuel J. Record, of Yale 
University. Dr. Record will continue his 
lectures on forestry, and at this meeting will 
review all of the subjects covered in his last 
five lectures. 


The New York Lumber Trade Association 
held a meeting on Jan. 10, at which traffic 
problems were discussed by L. D. Hawkins, of 
the Industrial Managers’ College. Demurrage, 
routings, freight claims ete. were also consid- 
ered, particularly as they affected the whole- 
sale and retail lumberman. The association 
is devoting a great deal of energy to its em- 
ployment credit information bureaus. A com- 
mittee, consisting of R. S. White, James Shir- 
lock Davis, Herbert L. Bernard, W. C. Read 
and H. B. Coho met recently with Francis R. C. 
Stoddard, superintendent of insurance, and pre- 
sented him with a statement of the premiums 
paid and the losses sustained by fire in the 
metropolitan district. 


LAAALLALAE ES 


LEADS IN CIVIC MOVEMENT 


JACKSON, Miss., Jan. 16.—The Jackson Lum- 
bermen’s Club met last Thursday. The Hon. 
Swep Taylor, representing the Jackson Chamber 
of Commerce, invited the club to hold one meet- 
ig a month with other clubs of the city under 
the auspices of the chamber. It was voted that 
the club would join the chamber for one meet- 
ig each month. The lumbermen’s club is the 
first to accept the proposition. The presidents 
of the seven local clubs will take turns at pre- 
aiding, 

R. L. Hogue, president of the Southern For- 
‘try Congress, was requested to explain status 
if recent forestry bills introduced in the Missis- 
‘ippi legislature. He pointed out several inter- 
‘ting features. He said several objectionable 
features of the original draft of the bill had 
ven eliminated, and that it would be thoroly 
_" at the meeting of the Congress here 
eb, 6, 

_A resolution endorsed the project of organiz- 
ig a league baseball club and erecting a grand- 


stand. A further discussion of the proposed 
lumbermen’s traffic bureau is to be had at next 
week’s meeting. 


ANNUAL OF SOUTHWESTERN CLUB 

[Special telegram to AMERICAN LUMBERMAN] 

NEW ORLEANS, LA., Jan. 18.—H. G. Bohlssen, 
president of the Bohlssen Manufacturing Co., 
Ewing, Tex., was elected president of the South- 
western Hardwood Manufacturers’ Club at the 
fifth annual meeting in the New Orleans Lum- 
bermen’s Club today. The election was a trib- 
ute to the affection of the members and confi- 
dence in Mr. Bohlssen’s ability. Other new 
officers are: 

First vice president—C., H. Sherrill, Sherrill 
Hardwood Lumber Co., Merryville, La. 

Second vice president—J. B. Edwards, Hillyer- 
Deutsch-Edwards, Oakdale, La. 

Third vice president—J. C. Welsh, DuBois Lum- 
ber Co., Lake, Miss. 

Secretary—George Schaad, Jr., New Orleans, re- 
elected. 

Directors—H. J. Brenner, Ferd Brenner Lumber 
Co., Alexandria, La.; A. N. Smith, Bomer-Blanks 
Lumber Co., Blanks, La.; W. D. Lurry, Iatt Lum- 
ber Co., Colfax, La.; C. L. Faust, Laurel, Miss. ; 
F. H. Sanguinet, Lyon Lumber Co., Garyville, La. ; 
Vv. E. Porter, E. L. Hendrick Lumber Co., Jackson, 
Miss. 

The meeting was unusually well attended. 
The visitors included J. M. Pritchard and Frank 





H. G. BOHLSSEN, EWING, TEX.:; 
Elected President 
R. Gadd, of Memphis, of the American Hard- 


wood Manufacturers’ Association. Both spoke 
about the activities of their association and 
asked for a good representation from the club 
for the annual meeting of the association at 
Louisville in the near future. Expressions 
from hardwood club members present were 
strong for attendance at the convention and 
hopeful for developments leading to future ac- 
tivities of the association. 

A discussion of the sales code proposed by 
the National Hardwood Lumber Association de- 
veloped the passage of a resolution which was 
telegraphed to the committee at work on a sales 
code in Chicago. The resolution read as fol- 
lows: 

We appreciate the difficult task you are under- 
taking in drafting a sales code, and its importance 
to the hardwood industry, and sincerely trust you 
will come to a conclusion unanimously endorsed by 


the committee and advisory members. Our thanks 
for your efforts. 


Following the adjournment of the club meet- 
ing, the members from Louisiana went into 
conference to develop plans to assist the Louisi- 
ana tax commission in its efforts to fix an equit- 
able rate of taxation for the hardwood inter- 
ests of the State. 

A rising vote of appreciation was taken by 
the club before adjournment in behalf of the 
retiring president, C. J. Coppock, of Cybur, 
Miss., for his devotion during the past year to 
the club’s activities. 


TACOMANS DISCUSS OUTLOOK 


TACOMA, WASH., Jan. 14.—Discussion of the 
business outlook occupied most of the regular 
meeting of the Lumbermen’s Club of Tacoma 
Jan. 11. In the absence of President A. H. 
Landram, Vice President John M. Malley pre- 
sided. 

Paul H. Johns reported that no date for the 
annual banquet had been set as it is desired that 
several of the principal members of the club, 
now absent from the city, be in town for the 
occasion. Everett G. Griggs, president of the 
St. Paul & Tacoma Lumber Co.; J. T. Gregory, 
president of the Tidewater Mill Co., and George 
S. Long, general manager of the Weyerhaeuser 
Timber Co., are among the lumbermen now out 
of the city. 

E. W. Demarest, president of the Pacific Na- 
tional Lumber Co., who has just returned from 
a trip to San Francisco, reported strong opti- 
mism among California lumbermen. 

Wm. M. Beebe, of the Burton Beebe Lum- 
ber Co., of Seattle, was a guest at the meeting. 
He has just returned from a two months’ trip 
thru the East and middle West. He declared 
that conditions in the agricultural’ country are 
such that little lumber buying can be expected 
from the farmers for the first six months of the 
present year, but that retail stocks in the lum- 
ber yards of the country were less than 45 per- 
cent of normal. The general discussion which 
followed Mr. Beebe’s address showed that most 
of the local manufacturers were optimistic but 
were not expecting any large increase in busi- 
ness in the immediate future. 


REVIVING KANSAS CITY BLACK CAT 


Kansas City, Mo., Jan. 17.—Great interest 
is being shown by lumbermen here in the re- 
vival of the Hoo-Hoo in Kansas City and it is 
hoped to form a large organization during the 
meeting of the Southwestern convention. A con- 
catenation will be held at the Hotel Muehlebach 
Thursday night, Jan. 26, at 9:09 p. m. at which 
a Dutch lunch will be served and matters re- 
lating to the re-instatement of old members and 
the initiation of kittens will be taken up. Ed 
G. McLean, of the Buschow Lumber Co., Vice- 
gerent Snark, is in charge of the arrangements. 


(LASS S SEE EE 


CLUB WILL DANCE AGAIN 


NEw ORLEANS, La., Jan. 17—W. B. Jones, 
New Orleans manager for Ernst & Ernst, public 
accountants and tax experts, was the principal 
speaker at the Lumbermen’s Club luncheon to- 
day, presenting a very interesting but neces- 
sarily intricate analysis of the new income tax 
law, especially with respect to its bearing upon 
corporations. 

George E. McLeod, the new manager of the 
New Orleans office of the bureau of foreign and 
domestic commerce, was introduced by Mr. 
Norman Meese, whom he succeeds in the post. 
Mr. Meese, who leaves tonight for his new post 
at Washington, has been an active member of 
the club thruout his stay here, and was given 
a rousing farewell. Secretary Michel announced 
that another informal dance will be given next 
Saturday night, all members and their ladies 
being invited. 


STANDARDIZATION MEETING 
[Special telegram to AMERICAN LUMBERMAN] 
PORTLAND, ORE., Jan. 17.—C. 8. Chapman, of 

the Western Forestry & Conservation Associa- 
tion, has called the annual meeting of the 
standardization committee for Jan. 30 and 31 
at the Chamber of Commerce here. The com- 
mittee is composed of fifteen members from 
Oregon, Washington, California, Idaho and 
Montana, representing the Federal Government. 
Mr. Chapman states that the main purpose of 
the meeting is to discuss forest protection and 
to arrive at some method of standardization of 
practices between the different agencies and the 
States. 
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PLANS FOR NATIONAL WHOLESALE ANNUAL 


BurraLo, N. Y., Jan. 17.—The annual con- 
vention of the National Wholesale Lumber 
Dealers’ Association, to be held March 22-23 at 
the New Willard Hotel, Washington, D. C., is to 
be unusually attractive and will be the largest 
in the history of the association, reports Secre- 
tary Schupner, who has recently visited mem- 
bers in Philadelphia, Pittsburgh, Chicago, Buf- 
falo and Toronto. Plans were made by the 
annual meeting and the executive committees 
here Jan. 14, the following being in charge of ar- 
rangements: J. W. McClure, president, Mem- 
phis, Tenn.; W. H. Schuette, Pittsburgh, Pa.; 
H. W. McDonough, Boston, Mass.; Dan Me- 
Lachlin, Arnprior, Ont.; Horace F’. Taylor, Bos- 
ton, Mass.; F. R. Babcock, Pittsburgh, Pa., and 
W. W. Schupner, secretary. 

To allow ample time for discussion of present 
day problems, set addresses will be largely 
eliminated. Much time will be devoted to 
‘round table’’ discussion of methods for furth- 
er improving the bureau of information and the 
collection, legal and transportation departments. 
Trade customs will be considered and arbitra- 
tion procedure discussed at length, the executive 
committee intending to present a plan for en- 
larging arbitration privileges within the associa- 
tion. 

Social features will be up to the usual stand- 
ard, and speakers of international prominence 
will give addresses at the banquet. The dinner 
dance, so successful a feature at the 1920 meet- 
ing, will be repeated and other entertainment 
added. °* 

The executive committee convened here to dis- 
cuss plans for maintaining and wherever pos- 


sible improving the service rendered associa- 
tion members, those present being: J. W. 
McClure, president, Memphis, Tenn.; W. H. 
Schuette, Pittsburgh, Pa.; H. W. McDonough, 
Boston, Mass.; Dan McLachlin, Arnprior, Ont. ; 
Horace F. Taylor, Buffalo, N. Y.; F. R. Bab- 
cock, Pittsburgh, Pa.; John McLeod, Buffalo, 
N. Y.; C. A. Goodman, Marinette, Wis., and 
W. W. Schupner, secretary. 


That association services have won wide sup- 
port is shown by a substantial gain in mem- 
bership to 532, while reports indicate that it 
will be further increased to 550 before the an- 
nual meeting of March 22-23. Association facil- 
ities were never so extensively used as at present, 
Secretary Schupner reports, and the distinctive 
services rendered have been highly endorsed by 
the members. 


The bureau of information has available 35,- 
000 reports on the experiences of its members 
in actual transactions; its warnings have saved 
many doubtful accounts. 


The collection department has handled claims 
amounting to nearly $700,000, and its opinions 
in disputed cases have made large savings in 
attorney fees. 

The arbitration plan of the Chicago confer- 
ence was endorsed, so that as far as the Na- 
tional Wholesale Lumber Dealers’ Association 
is concerned interassociational arbitration is 
now in effect; and action was taken further 
to develop facilities for handling arbitration 
cases. 


The transportation bureau reported on its 
efforts to have restored the rate relationships 


disturbed by the reduction to the Buffalo-Pitts- 
burgh line, a discrimination removed by the 
recent reduction. The traffic manager was in- 
structed to continue his efforts to prevent the 
Trunk Line Association from establishing a uni- 
form transit charge of 21%4 cents a hundred 
pounds. A resolution was adopted requesting 
a reduction in rates to those in effect prior to 
August, 1920, and the association is to be rep- 
resented at the Washington rate hearing Jan, 
26. It was decided to give members twenty- 
five rate quotations without charge, with a view 
to extending the facilities of the transportation 
department. That delivered costs of lumber are 
several dollars a thousand more than prewar 
costs, due to higher transportation charges 
alone, will be clearly shown in a compilation 
soon to be distributed to members, in which 
present rates from numerous shipping points to 
many destinations will be compared. 

The executive committee recorded itself in 
favor of the increased appropriation for the 
Forest Products Laboratory; accepted the in- 
vitation from the American Lumber Congress to 
be represented by eight delegates at the meet- 
ing in Chicago in April, and considered com- 
munications from the Chamber of Commerce of 
the United States on matters requiring codpera- 
tion. Pending legislation on forestry was again 
considered, the executive committee reaffirming 
the association’s previous action of withholding 
its support or endorsement on either of the two 
bills now before Congress. The trade ethics 
committee is at work upon an acceptance of 
order blanks, and it is hoped to have this in 
shape for discussion at the annual meeting. 





HARDWOOD MEN TO RESUME FIGHT 


LOUISVILLE, Ky., Jan. 14.—The American 
Hardwood Manufacturers’ Association plans to 
hold its next meeting in Louisville within the 
next few weeks, probably within four to six 
weeks, the time to be set later. This decision 
was reached at a meeting of the executive com- 
mittee at the Seelbach Hotel today. 


‘*You can not make the statement in too em- 
phatie form that the American Hardwood Manu- 
facturers’ Association will continue to carry on 
as efficiently as possible in the direction of trade 
extension and in other channels which do not con- 
flict in any way with the laws of the United 
States. It will not in any way violate the in- 
junction against the Open Competition Plan, 
but it is not going to stop functioning in legiti- 
mate ways because of the opinion of the Su- 
preme Court in connection with that particular 
activity.’’ The foregoing statement was made 
to a representative of the AMERICAN LUMBER- 
MAN by John M. Pritchard, secretary-manager 
of the association. 

At the meeting of the directors L. C. Boyle, 
attorney for the association, discussed the recent 
decision of the Supreme Court, in connection 
with the methods used by the association in 
handling its statistical records. 

It was decided that a committee of five will 
go to Washington in an effort to renew the fight 
for what has been termed the ‘‘Open Com- 
petition Plan,’’ but which the lumbermen prefer 
to refer to as ‘‘the statistical department.’’ It 
is planned to file a motion before the Supreme 
Court asking for a modification of the decision. 
It is claimed that a more intelligent definition 
of the ruling is needed, to enable the organiza- 
tion to tell just what it can and can not do. 


The organization is not thru at Washington, 
and some test cases may be filed, or other action 
taken if the court refuses to modify its decision. 
The big question is just how far an industry, 
with no central markets, situated as the lumber 
industry is, may go in gathering statistics for 
informative purposes only. Under the present 
decision of the court it is a bit hazy as to what 
lumbermen can and can not do without violat- 
ing the law. 

Mr. Boyle explained in conference, and later, 


that the statistical bureau, which the Supreme 
Court held was illegally operated, existed for the 
purposes of receiving reports on the operations 
of each individual member of the association, 
the analysis of these reports, and the passing 
on of the information contained in them to the 
members of the body. The Supreme Court in 
declaring its operations illegal held that it was 
obvious that such important trade information 
would not have been given by members to com- 
petitors, except for most valuable information 
in return. 


A good part of the day was taken up in dis- 
cussing this matter. Trade extension and ad- 
vertising were also discussed. It was stated 
that with the exception that the statistical de- 
partment had not been operated since the Gov- 
ernment originally held against the lumbermen, 
all other departments were being operated as 
heretofore, looking after inspection, grading 
rules, advertising, trade expansion etc. Need 
for the statistical bureau is imperative, and to 
regain the right to operate as prior to the Fed- 
eral court’s decision is the main issue before 
the organization today. 


James KE. Stark, of Memphis, chairman of 
the executive committee, says that arrangements 
will be perfected as soon as possible for the 
conference with Secretary Hoover. He is chair- 
man of the special committee named for that 
purpose; the other members are: W. E. De- 
Laney, Kentucky Lumber Co., Lexington, Ky.; 
Fred Arn, Chattanooga, Tenn.; M. W. Stark, 
American Column & Lumber Co., Columbus, 
Ohio, and H. B. Anderson, Anderson-Tully Co., 
Memphis. 

Mr. Stark expressed himself as highly pleased 
with the magnificent spirit displayed by the 
directors. He asserted that the utmost harmony 
prevailed and that he regarded this as a har- 
binger of increased activity and usefulness on 
the part of the association in the interest of the 
hardwood industry. 

The hope is expressed that a ruling may be 
obtained from the Department of Justice that 
will make it clear whether or not the association 
may be permitted to gather and disseminate the 
basic facts of the industry and still be within 


the law. It is pointed out that such a definite 
interpretation of the decision of the Supreme 
Court would tend to clarify the situation and 
simplify further proceedings of the association 
in this matter. 

Practically all the directors of the association 
were present at this meeting, which was fully 
harmonious. Holding the association intact, and 
an effort to modify the decision of the Federal 
court, were the principal matters discussed. 

Among the principal speakers at the meeting 
were: M. W. Stark, vice president, of Columbus, 
Ohio; J. M. Pritchard, secretary and association 
manager, of Memphis, and F. R. Gadd, man- 
ager of statistics, of Memphis. R. M. Carrier, 
formerly of Louisville, now of ‘Sardis, Miss., the 
association’s head, presided. 


Among those at the meeting were: 


W. E. DeLaney, Lexington; Ralph Mays, Mem- 
phis; S. M. Nickey, Memphis; C. H. Sherrill, New 
Orleans; John Raine, Raineville, W. Va.; J. Ww. 
Mayhew, Columbus, Ohio; E. B. Burns, Hunting- 
ton, W. Va.; R. L. Jurden, Memphis; H. B. Ander- 
son, Memphis; E. O. Robinson, Cincinnati; Leon 
Isaacson, Coal Grove, Ohio; James E. Stark, Mem- 
phis; M. B. Cooper, Sardis, Miss. ; B. F. Dulweber, 
Greenwood, Miss.; W. A. Ransom, Memphis; C. C. 
Dickinson, Memphis; J. Graham Brown, Louisville, 
and Barry Norman, Louisville. 


WOULD EXTEND MARYLAND FORESTS 


Bautimore, Mp., Jan. 16.—Floating a bond 
issue for $500,000 to buy land for the extension 
of Maryland State forests, was urged in a reso- 
lution adopted last Friday night at the annual 
of the Maryland Forestry Association. It was 
pointed out that there are hundreds of thou- 
sands of acres of forest land now unproductive 
under private ownership which could be pur- 
chased at a reasonable price and made to grow 
valuable timber. Extension of the forest area 
was urged by Col. Henry 8. Graves, of Wash- 
ington, former United States forester; State 
Forester F. W. Besley, and William McCulloh 
Brown, secretary and president, respectively, of 
the association. Resolutions were adopted favor- 
ing the planting of shade trees along the State 
roads of Maryland, requesting additional funds 
for forest fire suppression, and protesting 
against the transfer of the Forest Service. 
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“AMONG THE CLUBS AND EXCHANGES 


HOUSING IN PHILADELPHIA 


PHILADELPHIA, Pa., Jan. 16.—The weekly 
luncheon of lumbermen held under the auspices 
of the Lumbermen’s Exchange at Boothby’s 
at noon last Thursday found the lumbermen not 
in their stride for the new year, and there were 
less than thirty present. President Amos Y. 
Lesher introduced as the speaker, H. J. Baringer, 
a construction engineer from the architectural 
department of the Philadelphia Housing Asso- 
ciation, who said that Philadelphia was fast 
losing its proud title of ‘‘the City of Homes.’’ 
Of the homes that are owned, only one-third are 
owned clear. There.is a real shortage of homes 
in this city of 20,000. The association recently 
surveyed 70,832 homes, and found only 479 
unoccupied, and of these there were but 83 avail- 
able at $50 a month or less. He said that 
labor and material conditions were more favor- 
able here than in many cities, and that Philadel- 
phia really should build 20,000 houses during 
this year. To do this it will need 150,000,000 
feet of lumber, 300,000 windows and 200,000 
doors, in addition to lumber for other purposes. 
There is a tremendous demand for homes that 
will rent for $4 a room a month or less. Lum- 
bermen can help by earrying larger stocks, and 
by taking smaller profits and handling greater 
volume, and their efforts must be backed up 
by the banks. He said his association ap- 
proved the zoning system as proposed. 

Mr. Baringer’s talk was so much appreciated 
that President Lesher thought all lumbermen 
should have a chance to hear it, and on the 
unanimous approval of those present Mr. Bar- 
inger was asked to repeat on Thursday of next 
week. 


NEW YORKERS HOLD TWO MEETINGS 


New York, Jan. 16.—The Nylta Club was 
addressed last Friday by Prof. Herbert L. 
Connelly, of the Pace Institute of this city, 
who spoke most interestingly on all features 
of salesmanship. The club will be addressed 
next Friday by Dr. Samuel J. Record, of Yale 
University. Dr. Record will continue his 
lectures on forestry, and at this meeting will 
review all of the subjects covered in his last 
five lectures. 


The New York Lumber Trade Association 
held a meeting on Jan. 10, at which traffic 
problems were discussed by L. D. Hawkins, of 
the Industrial Managers’ College. Demurrage, 
routings, freight claims etc. were also consid- 
ered, particularly as they affected the whole- 
sale and retail lumberman. The association 
is devoting a great deal of energy to its em- 
ployment credit information bureaus. A com- 
mittee, consisting of R. S. White, James Shir- 
lock Davis, Herbert L. Bernard, W. C. Read 
and H. B. Coho met recently with Francis R. C. 
Stoddard, superintendent of insurance, and pre- 


‘ sented him with a statement of the premiums 


paid and the losses sustained by fire in the 
metropolitan district. 


LEADS IN CIVIC MOVEMENT 


JACKSON, Miss., Jan. 16.—The Jackson Lum- 
bermen’s Club met last Thursday. The Hon. 
Swep Taylor, representing the Jackson Chamber 
of Commerce, invited the club to hold one meet- 
ing a month with other clubs of the city under 
the auspices of the chamber. It was voted that 
the club would join the chamber for one meet- 
ing each month. The lumbermen’s club is the 
first to accept the proposition. The presidents 
of the seven local clubs will take turns at pre- 
siding, 

R. L. Hogue, president of the Southern For- 
estry Congress, was requested to explain status 
of recent forestry bills introduced in the Missis- 
Sippi legislature. He pointed out several inter- 
esting features. He said several objectionable 
features of thé original draft of the bill had 

een eliminated, and that it would be thoroly 
nee at the meeting of the Congress here 

eb, 
. A resolution endorsed the project of organiz- 
ing a league baseball club and erecting a grand- 


stand. <A further discussion of the proposed 
lumbermen’s traffic bureau is to be had at next 
week’s meeting. 


ANNUAL OF SOUTHWESTERN CLUB 

[Special telegram to AMERICAN LUMBERMAN] 

NEw ORLEANS, LA., Jan. 18.—H. G. Bohlssen, 
president of the Bohlssen Manufacturing Co., 
Ewing, Tex., was elected president of the South- 
western Hardwood Manufacturers’ Club at the 
fifth annual meeting in the New Orleans Lum- 
bermen’s Club today. The election was a trib- 
ute to the affection of the members and confi- 
dence in Mr. Bohlssen’s ability. Other new 
officers are: 


First vice president—C, H. Sherrill, Sherrill 
Hardwood Lumber Co., Merryville, La. 

Second vice president—J. B. Edwards, Hillyer- 
Deutsch-Edwards, Oakdale, La. 

Third vice president—J. C. Welsh, DuBois Lum- 
ber Co., Lake, Miss. 

Secretary—George Schaad, Jr., New Orleans, re- 
elected. 

Directors—H. J. Brenner, Ferd Brenner Lumber 
Co., Alexandria, La.; A. N. Smith, Bomer-Blanks 
Lumber Co., Blanks, La.; W. D. Lurry, Iatt Lum- 
ber Co., Colfax, La.; C. L. Faust, Laurel, Miss. ; 
F. H. Sanguinet, Lyon Lumber Co., Garyville, La. ; 
be E. Porter, E. L. Hendrick Lumber Co., Jackson, 

Liss. 


The meeting was unusually well attended. 
The visitors included J. M. Pritchard and Frank 





H. G. BOHLSSEN, EWING, TEX. : 
Elected President 
R. Gadd, of Memphis, of the American Hard- 


wood Manufacturers’ Association. Both spoke 
about the activities of their association and 
asked for a good representation from the club 
for the annual meeting of the association at 
Louisville in the near future. Expressions 
from hardwood club members present were 
strong for attendance at the convention and 
hopeful for developments leading to future ac- 
tivities of the association. 

A discussion of the sales code proposed by 
the National Hardwood Lumber Association de- 
veloped the passage of a resolution which was 
telegraphed to the committee at work on a sales 
code in Chicago. The resolution read as fol- 
lows: 

We appreciate the difficult task you are under- 
taking in drafting a sales code, and its importance 
to the hardwood industry, and sincerely trust you 
will come to a conclusion unanimously endorsed by 


the committee and advisory members. Our thanks 
for your efforts. 


Following the adjournment of the club meet- 
ing, the members from Louisiana went into 
conference to develop plans to assist the Louisi- 
ana tax commission in its efforts to fix an equit- 
able rate of taxation for the hardwood inter- 
ests of the State. 

A rising vote of appreciation was taken by 
the club before adjournment in behalf of the 
retiring president, C. J. Coppock, of Cybur, 
Miss., for his devotion during the past year to 
the club’s activities. 


TACOMANS DISCUSS OUTLOOK 


Tacoma, WASH., Jan. 14.—Discussion of the 
business outlook occupied most of the regular 
meeting of the Lumbermen’s Club of Tacoma 
Jan. 11. In the absence of President A. H. 
Landram, Vice President John M. Malley pre- 
sided. 

Paul H. Johns reported that no date for the 
annual banquet had been set as it is desired that 
several of the principal members of the club, 
now absent from the city, be in town for the 
occasion. Everett G. Griggs, president of the 
St. Paul & Tacoma Lumber Co.; J. T. Gregory, 
president of the Tidewater Mill Co., and George 
S. Long, general manager of the Weyerhaeuser 
Timber Co., are among the lumbermen now out 
of the city. 

E. W. Demarest, president of the Pacific Na- 
tional Lumber Co., who has just returned from 
a trip to San Francisco, reported strong opti- 
mism among California lumbermen. 

Wm. M. Beebe, of the Burton Beebe Lum- 
ber Co., of Seattle, was a guest at the meeting. 
He has just returned from a two months’ trip 
thru the East and middle West. He declared 
that conditions in the agricultural country are 
such that little lumber buying can be expected 
from the farmers for the first six months of the 
present year, but that retail stocks in the lum- 
ber yards of the country were less than 45 per- 
cent of normal. The general discussion which 
followed Mr. Beebe’s address showed that most 
of the local manufacturers were optimistic but 
were not expecting any large increase in busi- 
ness in the immediate future. 


REVIVING KANSAS CITY BLACK CAT 


Kansas City, Mo., Jan. 17.—Great interest 
is being shown by lumbermen here in the re- 
vival of the Hoo-Hoo in Kansas City and it is 
hoped to form a large organization during the 
meeting of the Southwestern convention. A con- 
eatenation will be held at the Hotel Muehlebach 
Thursday night, Jan. 26, at 9:09 p. m. at which 
a Dutch lunch will be served and matters re- 
lating to the re-instatement of old members and 
the initiation of kittens will be taken up. Ed 
G. McLean, of the Buschow Lumber Co., Vice- 
gerent Snark, is in charge of the arrangements, 


CLUB WILL DANCE AGAIN 


New Or.EANS, LA., Jan. 17—W. B. Jones, 
New Orleans manager for Ernst & Ernst, public 
accountants and tax experts, was the principal 
speaker at the Lumbermen’s Club luncheon to- 
day, presenting a very interesting but neces- 
sarily intricate analysis of the new income tax 
law, especially with respect to its bearing upon 
corporations. 

George E. McLeod, the new manager of the 
New Orleans office of the bureau of foreign and 
domestic commerce, was introduced by Mr. 
Norman Meese, whom he succeeds in the post. 
Mr. Meese, who leaves tonight for his new post 
at Washington, has been an active member of 
the club thruout his stay here, and was given 
a rousing farewell. Secretary Michel announced 
that another informal dance will be given next 
Saturday night, all members and their ladies 
being invited. 


STANDARDIZATION MEETING 
{Special telegram to AMERICAN LUMBERMAN] 
PoRTLAND, OrE., Jan. 17.—C. S. Chapman, of 

the Western Forestry & Conservation Associa- 
tion, has called the annual meeting of the 
standardization committee for Jan. 30 and 31 
at the Chamber of Commerce here. The com- 
mittee is composed of fifteen members from 
Oregon, Washington, California, Idaho and 
Montana, representing the Federal Government. 
Mr. Chapman states that the main purpose of 
the meeting is to discuss forest protection and 
to arrive at some method of standardization of 
practices between the different agencies and the 
States. 
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Jan. 24—Yellow Pine Wholesalers’ Association, Ho- 
tel Sinton, Cincinnati, Ohio. nnual. 

Jan, 24-25—American Wood Preservers’ Association, 
Hotel Sherman, Chicago. Annual, 

Jan. 25-26—National Lumber Exporters’ Association, 

Hotel Sinton, Cincinnati, Ohio. Annual. 

25-27—Ohio Association of Retail Lumber 

Dealers, Cincinnati, Ohio. Annual. 

Jan. 25-27—Union Association of Lumber & Sash & 
Door Salesmen, Cincinnati, Ohio. Annual. 

Jan. 25-27—Southwestern Lumbermen’s Association, 
Muehlebach Hotel, Kansas City, Mo. Annual. 

Jan. 25-27—Western Retail Lumbermen’s Associa- 
tion (of Canada), Fort Garry Hotel, Winnipeg, 
Man. Annual, 

Jan. 26—American Forestry Association, New Wil- 
lard Hotel, Washington, D. C. Annual. 

Jan. 26-27—Southern Illinois Retail Lumber Deal- 
ers’ Association, Lawrenceville, Ill, Annual. 


Jan. 26-27—Pennsylvania Lumbermen’s Association, 
Bellevue-Stratford Hotel, Philadelphia, Pa. 
Annual. 

Jan. 26-27—National Association of Railroad Tie 
Producers, Hotel Sherman, Chicago. Annual. 

Jan. 27—North Carolina Forestry Association, Wil- 

mington, 'N. C. Annual. 

28—Massachusetts Retail Lumber Dealers’ 

Association, Boston, Mass. Annual. 

Jan, 80-31—Western Forestry & Conservation As- 
sociation Standardization Committee, Chamber 
of Commerce, Portland, Ore. Annual. 

Jan. 31-Feb. 1—Northern White Cedar Association, 
Minneapolis, Minn. Annual, 

Feb. 1.—Ohio State Forestry Association, Columbus, 
Ohio. Annual. 

Feb. 1-2—Southeastern Iowa Retail Lumbermen’s 
Association, Hotel Burlington, Burlington, Iowa. 
Annual. 

Feb. 2—Michigan Association of the Traveling 
Lumber and Sash and Door Salesmen, Flint, 
Mich, Annual. 

Feb. 2-8—Michigan Retail Lumber Dealers’ Asso- 
ciation, Durant Hotel, Flint, Mich. Annual. 
Feb. 6-8—Southern Forestry Congress, Jackson, 

iss. Annual. 

Feb. 7—New Orleans Contractors’ & Dealers’ Ex- 
change, New Orleans, La. Annual. 

Feb, 7-8—Western Pine Manufacturers’ Association, 
Davenport Hotel, Spokane, Wash. Annual. 
Feb. 7-8—Kentucky Retail Lumber Dealers’ Asso- 

ciation, Seelbach Hotel, Louisville, Ky. Annual. 


Feb, 8-10—Nebraska Lumber Dealers’ Association, 
Rome Hotel, Omaha, Neb. Annual. 

Feb. 8-10—Retail Lumber Dealers’ Association of 

Pennsylvania, William Penn Hotel, Pittsburgh, 

Pa. Annual. 

18—Northern Wholesale Hardwood Lumber 

Association, Milwaukee, Wis. Annual. 

Feb. 14-15—Iowa Builders’ Supply Association, Des 
Moines, Iowa. Annual, 

Feb. 14-15—Central & Northeastern Iowa Lumber- 
men’s Association, Des Moines, Iowa. Annual. 

Feb. 14-16—Wisconsin Retail Lumbermen’s Asso- 
ciation, Pfister Hotel, Milwaukee, Wis. Annual, 


Feb. 15—Northwestern Lumber & Sash Door Trav- 
eling Salesmen’s Association, Hotel Pfister, Mijl- 
waukee, Wis. Annual, 

Feb. 15—Lumber Dealers’ Association of Connecti- 
cut, Hotel Bond, Hartford, Conn. Annual. 
Feb. 16-17—West Virginia Lumber & Builders’ Sup- 
Ply Dealers’ Association, McClure Hotel, Wheel- 

ing, W. Va. Annual, 

Feb. 16-18—Western Retail Lumbermen’s Associa- 
tion, Hotel Utah, Salt Lake City, Utah. Annual. 


17—Northern Wholesale Hardwood Lumber 
Association, Milwaukee, Wis. Annual. 
Feb. 22-24—Illinois Lumber & Builders’ 
Dealers’ 
Annual, 
Feb. 23—Central Association of the Traveling Lum- 
ber & Sash & Door Salesmen, Hotel Sherman, 
Chicago. Annual, 
Feb. 28—Northwest Iowa Lumbermen’s Association, 
Fort Dodge, Iowa. Annual. 
Feb. 23—Eastern Woodworkers’ Cost Information 
Bureau, New York City. Annual. 
28-—Northern Indiana & Southern Michigan 
Retail Lumber Dealers’ Association, Oliver 
Hotel, South Bend, Ind. Annual. 
March 9-10—American Wholesale Lumber Associa- 
tion, Congress Hotel, Chicago. Annual. 
March 9-10—New Jersey Lumbermen’s Association, 
Atlantic City, N. J. Annual. 


March 15-16—South Dakota Retail Lumber Dealers’ 
Association, Sioux Falls, S. D. nnual, 

March 22-23-—National Wholesale Lumber Dealers’ 
Association, New Willard Hotel, Washington, 
D. ©. Annual, : 

March 25-April 1—Own Your Home Exposition, 
Coliseum, Chicago. Annual, 

March 28-29—Southern Pine Association, New Or- 
leans, La. Annual, 

March 30—North Carolina: Pine Association, Nor- 
olk, Va. Annual, 

April 4-5—National Lumber Manufacturers’ Asso- 
ciation, Congress Hotel, Chicago, Annual. 
April. 6-7—American Lumber Congress, Congress 

Hotel, Chicago. Annual. 
April 11-13—Lumbermen’s Association of Texas, 
Ft. Worth, Tex. Annual. 


Jan. 


Jan. 


Feb. 


Feb. 


Supply 
Association, Hotel Sherman, Chicago. 


Feb. 


May 9-11—Appalachian Logging Congress, Sinton 
Hotel, Cincinnati, Ohio. Semiannual. 


June 26-July 1-—American Society for Testing Ma- 
terials, Chalfonte-Haddon Hall Hotel, Atlantic 
City N. J 


(aaa aaaaaaana: 


POSTPONES ANNUAL MEETING 


SEATTLE, WasH., Jan. 14.—The West Coast 
Lumbermen’s Association has made the follow- 
ing announcement: 

The annual meeting and dinner of the associa- 
tion which was planned for Jan. 27 has been post- 

oned until early February. A number of prob- 
ems of more than usual interest are in process of 
being solved at this time and it is hoped that thru 
the deferring of the meeting date a definite report 
may be made regarding the probable effect of the 
Interstate Commerce Commission’s freight rate 
hearings, the tariff matter. a national forestry 
policy and the Supreme Court decision recently 
rendered. 

Notice of date will be given as soon as knowl- 
edge of closing dates of our Washington, D. C., 
hearings may be determined, 


DAAAAAALEL FE I 


WISCONSIN RETAILERS’ PLANS 


MILWAUKEE, Wis., Jan. 17.—‘‘Prepare for 
1922’? is the slogan of the thirty-second annual 
convention of the Wisconsin Retail Lumber- 
men’s Association, which will be held in the 
Hotel Pfister, for three days, beginning Feb. 14. 
Besides the business program, which will include 
a number of well known speakers and officials 
of the association, there will be a building ma- 
terial exhibit which will occupy the hotel lobby, 
and second, third and fourth floors of the hotel. 

While the program is still incomplete, it has 
been announced that the speakers will include 
Commissioner Edward Nordman, of the Wis- 
consin department of markets, Madison; Adolph 
Pfund, secretary of the National Retail Lumber 
Dealers’ Association, Chicago; G. W. Hafner, 
Chicago; C. E. Babcock, Necedah, president of 
the association; D. 8. Montgomery, secretary, 
and H. W. Wilbur, treasurer; Parson Peter A. 
Simpkin, Salt Lake City; F. M. Beckman and 
R. A. Middendorf, Spokane; W. O. Hoffman, 
Fort Atkinson; A. J. Martin, Bloomer; D. W. 
Kiser, Eau Claire; John W. Burris, Platteville; 
F. A. Young, Edgerton; W. H. Thom, Wausau ; 
F. C. Cole, Iron Mountain, Mich.; James T. 
Drought, F’. G. Coggswell, and Mrs. M. L. 
Fletcher, this city. 

The ladies’ auxiliary of the association will 
have charge of the registration and souvenirs. 


PINE MEETING POSTPONED 


MINNEAPOLIS, MINN., Jan. 18.—The Northern 
Pine Manufacturers’ Association makes the fol- 
lowing announcement: 

Owing to the number of important matters that 
will come before our annual meeting and the fact 
that a number of our prominent members will be 
unable to attend the meeting if it is held on the 
scheduled date, Jan. 24, the meeting has been 
postponed until some time in February. The exact 
date has not been decided upon, but definite notice 
of the new date will be given at least a week be- 
fore the meeting is held, 


Cea aaaaaaaa 


PROGRAM FOR SOUTHERN ILLINOISANS 

JONESBORO, ILL., Jan. 17.—Secretary Frank 
Hess, of the Southern Illinois Retail Lumber 
Dealers’ Association, this city, states that the 
program for the annual meeting of the associa- 
tion to be held at Lawrenceville on Jan. 26 and 
27 has been prepared and that the opening 
session will begin with an address of welcome by 
Robert 8. Jones, business manager of the Cham- 
ber of Commerce. 

After the reports of the officers and the ap- 
pointment of the convention committees in the 
morning, the afternoon session will be featured 
by addresses by Bruce A. Campbell, of East St. 
Louis, on ‘‘Corporations,’’ and Wirth 8. Dun- 
ham, of Wayne, Ill., on ‘‘ Horse vs. Trucks.’’ 
This will be followed by the annual election of 
officers. At the banquet at 6 p. m. H. C. Kess- 
inger, of Aurora, will make the principal address. 
A Hoo-Hoo concatenation will follow. 

At the Friday morning session the Pacific 
Lumber Co. will present a film showing red- 


wood logging and manufacturing. John G. 
Bellamy will discuss accounting methods and 
there will be roundtable discussions led by C. 
T. Wade and E. M. Stotlar. In the afternoon 
the delegates will be guests of the Lawrence- 
ville Chamber of Commerce. 


(SBEeaeaeaeaaaaa: 


BAY STATE RETAIL ANNUAL 


Worcester, Mass., Jan. 16.—A. Wayland 
Wood, secretary of the Massachusetts Retail 
Lumber Dealers’ Association, announces that, 
following a schedule arranged three years ago, 
the annual meeting of that association, which 
will be held in Boston at the Boston City Club 
on Saturday, Jan. 28, will be devoted princi- 
pally to the subject of credits. 

J. H. Tregoe, secretary-treasurer of the Na. 
tional Association of Credit Men will be the prin- 
cipal speaker on this subject, and he will be ably 
seconded by Robert A. B. Cook, of Phipps, 
Durgin & Cook, of Boston. 

The morning session will be called at 10:30 
and will be devoted to business, and to a very 
interesting report on the cost of doing a retail 
lumber business in this part of the country, by 
E. F. Hunt, secretary of the Eastern Wood- 
workers’ Cost Information Bureau, of New 
York. Dinner will be served at 1 p. m. and will 
be followed by a discussion of credits. This 
program as outlined by Secretary Wood seems 
to assure an interesting and profitable day. 


PROGRAM OF OHIO RETAILERS 

XENIA, OHIO, Jan. 16.—Secretary Findley M. 
Torrence, of the Ohio Association of Retail Lum- 
ber Dealers, this city, has prepared the program 
schedule for the annual convention to be held 
at the Gibson Hotel, Cincinnati, on Jan. 25, 26 
and 27. Tuesday afternoon will be spent in 
registering the delegates and in the evening the 
association’s directors will confer. The annual 
banquet of the Union Association of Lumber 
& Sash & Door Salesmen will be held at 7 p. m. 
and at 9 p. m. Hoo-Hoo of the State will con- 
catenate. 

The building exhibit of the association will 
open at 8:30 a. m. Wednesday morning and at 
9:30 the executive session of the association will 
begin with the address of the president followed 
by the appointment of convention committees 
and reports of the various standing committees. 
‘‘Our Experience with Shippers’’ will be the 
subject of a roundtable discussion. The after- 
noon session will open with the motion picture 
comedy film: ‘‘One Week.’’ Addresses will 
then be made by P. W. Brandon on ‘‘ Associa- 
tion Architectural Service;’’ by Theo. Davis on 
‘‘Traffic Claims;’’ by Adolph Pfund on ‘‘A 
National Retail Lumber Dealers’ Association,’’ 
and by G. W. Hafner on ‘‘ How to Find the ‘ Stop 
Loss’ Point in Selling Prices.’’ At 8 p. m. the 
delegates and their ladies will be guests at a 
theater party at Keith’s Vaudeville. 

At the Thursday morning session addresses 
will be made by T. F. Laist on ‘A Lumber 
Congress;’’ by J. W. Martin on ‘‘Standard 
Sizes and Inspections;’’ and by W. C. Slagle 
on ‘‘Operating Expense Averages.’’ There 
will then follow a roundtable discussion of ques 
tion box topics and A. C. Davis will announce 
the conditions of the prize estimating contest. 
At the afternoon session the judges of the esti 
mating contest will make their report, followed 
by five-minute talks by the contestants on the 
methods they used. H. 8. MeGregor will report 
for the cost accounting committee, followed by 
L. G. Battelle, who will give an explanation of 
a cost system; and F. H. Beckmann will dis 
cuss ‘Business Service.’’? The nominating 
committee will report and officers will be elected. 
The annual banquet will be held at 6:30 p. m™. 

The Friday morning session will be started 
with an address by J. W. Prugh, State building 
and loan inspector on ‘‘The Building Outlook. 
The subject of the roundtable discussion follow 
ing will be ‘‘ How to Get Along with Your Com: 
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petitors.’’ W.G. Anderson will then tell of the 
plans for the proposed west Coast excursion and 
also plans will be discussed for the midsummer 
lake cruise. After the report of the resolutions 
committee the convention will adjourn. 

A very complete program for the entertain- 
ment of the visiting ladies has been arranged, 
including a visit to the Rockford Pottery, the 
Art Museum and the residential districts, the 
theater party on Wednesday evening, a 
luncheon and matinee Thursday and the annual 
banquet Thursday evening. 

In addition to the special prizes announced 
for estimating, a free dinner and theater party 
will be given to the district association having 
the largest proportion of its members in attend- 
ance and also $50 will be given for the best 
informal talk from the floor of the hall on 
‘Local or District Organization Activities.’’ 

The Cincinnati entertainment committee com- 
prises William Layer, of the Cincinnati Sash & 
Door Co., chairman; George L. Wright, of W. 
H. Settle & Co.; Jeff McFarland, of the Dexter 
Lumber Co.; Cliff Hagemeyer, of the Tennes- 
see Lumber & Coal Co.; Earle Giffen, of the 
Fagin & Giffen Co.; Ed Ward, of the Dwight 
Hinckley Lumber Co., and Harry R. Browne, of 
Harry R. Browne & Co. 


PREPARE FOR OHIO ANNUAL 


CLEVELAND, OHIO, Jan. 16.—Annual meet- 
ings of the various lumber trade organizations 
of the city will be held prior to the State con- 
vention of the Ohio Association of Retail Lum- 
ber Dealers at Cincinnati. This was decided 
this week by Secretary J. V. O’Brien, of the 
Cleveland Board of Lumber Dealers. Meetings 
to be held here will include those of the Cleve- 
land board, district No. 19, Ohio association, 
and of the Reserve Lumber Co., the retailers’ co- 
operative wholesale. All will be held at the 
Cleveland board’s headquarters. They will be 
strictly business conferences. 

These meetings probably will indicate the 
number of members going to the convention 
from this city, and present plans call for the 
largest delegation from any community in Ohio, 
local dealers believe. 


ON QUI VIVE FOR CONVENTION 


PITTSBURGH, Pa., Jan. 16—William B. 
Stayer, secretary of the Retail Lumber Dealers’ 
Association of Pennsylvania, is hard at work on 
the program for the fifteenth annual convention 
to be held at the William Penn Hotel Feb. 8, 9 
and 10, and has been fortunate enough to secure 
a number of speakers of well known renown in 
the lumber world, and whose sagacious words 
are eagerly awaited as a means of solving many 
of the problems confronting the business today. 
As Secretary Stayer says: ‘‘In the final anal- 
ysis we help ourselves only as we help others. 
No man, State or government can stand alone 
and be secure.’’ 

While nothing has been given out as yet to 
give an idea of what to expect at the conven- 
tion, it is known that many surprises are to be 
sprung, and it is believed that this convention 
will be the most representative one ever held 
by this association. The speakers are taken 
from the surrounding district, so that not only 
Pittsburgh but other smaller towns will be rep- 
resented on the program. It is expected that a 
member of Roger Babson’s Statistical Bureau 
will be present and speak of the future of the 
industry. One of the most important features 
will be an address on ‘‘ Financing Home Build- 
ing,’’? by John S. Fisher, banking commissioner 
of Pennsylvania. 


NEW ORLEANS CONTRACTORS-DEALERS 


NEw ORLEANS, LA., Jan. 16.—Directors of the 
New Orleans Contractors & Dealers’ Exchange, 
at a meeting held last Tuesday to arrange for 
the annual meeting of the Exchange, adopted 
the following as the exchange slogan for 1922: 
‘‘Onward, Americans! Buy and be prosperous! 
Think Prosperity, Talk Prosperity, and You 
Will Have Prosperity!’’ It was announced as 
the sense of the building experts in attendance 
that now is the opportune time to build. Prices 
of most building materials were said to be sta- 
bilized, local switching and handling charges on 


some materials have been reduced and labor 
costs, thanks to somewhat reduced scales and 
increased efficiency, have been materially 
trimmed down, it is said. High freight rates, 
however, are still complained of, with their re- 
adjustment a matter for the future. The ex- 
change will hold its annual meeting on Feb. 7, 
and the directors at Tuesday’s session appointed 
a committee to nominate officers for the ensuing 
year. 


NORTHERN HARDWOOD DATE 


MINNEAPOLIS, MINN., Jan. 16.—Officials of 
the Northern Wholesale Hardwood Lumber As- 
sociation announce that the annual convention 
will be held in Milwaukee, Wis., on Feb. 13. In- 
asmuch as the Wisconsin Retail Lumbermen’s 
Association will hold its annual convention on 
the following three days the hardwood whole- 
salers are advised to make their hotel reserva- 
tions well in advance of the meeting. 


SOCIETY FOR TESTING MATERIALS 


PHILADELPHIA, Pa., Jan. 16.—Announcement 
is made by the American Society for Testing 
Materials that the twenty-fifth annual meeting 
will be held at Atlantic City, N. J., on June 
26 to July 1, with headquarters at the Chalfonte- 
Haddon Hall Hotel. 


MAY GO TO JACKSONVILLE 


New ORLEANS, La., Jan. 16.—It is learned 
from outside sources that the subscribers of the 
Southern Pine Association are being canvassed 
on the matter of changing the place of the asso- 
ciation’s annual meeting from New Orleans to 
Jacksonville, Fla. As matters stand, the meet- 
ing is scheduled for New Orleans on March 
28-29. A change to Jacksonville has been pro- 
posed and the proposition, according to report, 
has been submitted to vote of the membership. 
If it carries, there is said to be a possibility of 
a change of dates as well. 


PINE WHOLESALERS’ PROGRAM 


CINCINNATI, OHIO, Jan. 16.—Executive Sec- 
retary A. L. Behymer, of the Yellow Pine Whole- 
salers’ Association, this city, announces that 
the program for the annual convention of the 
organization to be held in this city at the Hotel 
Sinton on Jan. 24, has been practically com- 
pleted and that the sessions will be principally 
devoted to the association business, including 
the annual reports and the election of officers for 
the ensuing year, altho two addresses are sched- 
uled, one by John L. Shuff, manager of the 
Union Central Life Insurance Co., and the other 
by Thomas J. Davis, vice president of the First 
National Bank. The latter will speak on the 
‘¢Financial Outlook.’’ 

Among the topics for discussion will be the 
question of the establishment of a traffic bu- 
reau; the participation of the organization in 
interassociation arbitration; extension of the 
credit rating system inaugurated last year by 
the association, and participation in the next 
American Lumber Congress. 

Two tickets have been placed in nomination 
from which the selection of officers for 1922 will 
be made. One ticket presented by a committee 
of which J. R. Thames, of Birmingham, Ala., is 
chairman, is as follows: 

President—Marcel Krauss, Krauss Bros. Lumber 
Co., New Orleans, La. 

Vice president—Ben lL. Stephens, Ben IL. 
Stephens & Co., Toledo, Ohio. 

Secretary—W. B. Stewart, Bloom & Stewart, 
Dayton, Ohio. 

Treasurer—S. Earle Giffen, Fagin & Giffen Lum- 
ber Co., Cincinnati, Ohio. 


Members executive committee (three to be 
elected) —J. H. Peterson, the D. J. Peterson Lum- 
ber Co., Toledo, Ohio; Harry Watters, Watters- 
Tonge Lumber Co., Birmingham, Ala.; W. R. Wil- 
lett, W. R. Willett Lumber Co., Louisville, Ky. 


The other nominating committee of which H. 
L. Bravo, of Brewster Loud Lumber Co., De- 
troit, Mich., and Toledo, Ohio, is chairman, pre- 
sents the following ticket: 

President—W. B. Stewart, Bloom & Stewart, 
ee Ohio. 

ice president—Philip Lanier, Lanier & Pater- 
son Lumber Co., New Orleans, La. 


Secretary—O. E. Renfro, Byrne-Renfro Lumber 
Co., Kansas City, Mo. 


Treasurer—S. Earle Giffen, Fagin & Giffen Lum- 
ber Co., Cincinnati, Ohio. 


Members executive committee—H. G. Irwin. 
Irwin Lumber Co., Erie, Pa.; J. H. Peterson, the 
D. J. Peterson Lumber Co., Toledo, Ohio: W. R. 
Willett, W. R. Willett Lumber Co., Louisville, Ky. 

There will be a meeting of the executive com- 
mittee of the association on the evening of 
Jan. 23. 


COMING WESTERN PINE CONVENTION 


PORTLAND, ORE., Jan. 14.—A. W. Cooper, see- 
retary-manager of the Western Pine Manufac- 
turers’ Association, is calling special attention 
to the importance of the forthcoming annual 
gathering to be held in Spokane, Wash., Tues- 
day and Wednesday, Feb. 7 and 8. Mr. Cooper 
emphasizes the point that each member must 
realize that the association has much to con- 
sider at the meeting, and he expresses the hope 
that every member will be represented. The 
meeting place undoubtedly will be the Daven- 
port hotel. 


SOUTH DAKOTANS’ CONVENTION 


Sioux Fats, 8. D., Jan. 16.—Announcement 
is made that the annual convention of the South 
Dakota Retail Lumber Dealers’ Association will 
be held in this city on March 15 and 16, further 
details of the program for which will be given 
later. 


EASTERN SALESMEN MEET 


PHILADELPHIA, Pa., Jan. 16.—The Eastern 
Lumber Salesmen’s Association held a vital and 
interesting meeting in the rooms of the Lumber- 
men’s Exchange last Friday night with Presi- 
dent Walton R. Johnston in the chair, and about 
twenty-five members present. Secretary Charles 
M. Fletcher reported that the membership now 
numbered 143, The employment committee re- 
ported six applications for jobs, two of which 
had been supplied. They had also received 7 
applications for nonmembers, and have on file 
ten applications for salesmen. One member 
asked that the organization take a stand against 
tipping. 

G. B. Woodhull read a short but excellent 
paper on the ‘‘Ethics of Salesmen.’’ During 
last few years much of the lumber has been 
‘‘bought,’’ but this year it will have to be 
‘“sold.’? Every member must remember that 
he has the reputation of his house to uphold, 
and also that of the Eastern Lumber Salesmen’s 
Association and its high ideals. 

President Johnston made a strong appeal to 
the men to take part in the meetings. It was 
announced that the next meeting will be held 
on March 6, at which time it is probable that 
the new publicity campaign will be launched. 


MICHIGAN SALESMEN TO GATHER 


GRAND Rapips, MicH., Jan. 16.—The Michi- 
gan Association of the Traveling Lumber & Sash 
& Door Salesmen announces thru Secretary 
F. E. Holland, this city, that the annual con- 
vention will be held at Flint on Feb. 2, on the 
same day that the annual convention of the 
Michigan retailers begins. 


DATE FOR NEW JERSEY ASSOCIATION 


Newark, N. J., Jan. 16—John G. Whittier, 
secretary of the New Jersey Lumbermen’s As- 
sociation and one of the main cogs in the cam- 
paign that made the organization a Statewide 
affair, will retire from the office at the annual 
meeting. This will be held March 9 and 10 in 
Atlantic City and the naming of Mr. Whit- 
tier’s successor will be one of the chief bits of 
business. 

While he will retire from active association 
work, Mr. Whittier will not be lost to the 
lumber industry. He is one of the organizers 
of the Whittier Lumber & Millwork Co., which 
will engage in the wholesale lumber and mill- 
work business. 

In his new environment, Mr. Whittier’s as- 
sociation work will serve him well. In the job 
of rounding up association members, at which 
he was most successful, Mr. Whittier has in- 
vaded every corner of the State by rail and 
auto and there are few of the Jerseymen who 
have a larger acquaintance. 
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A NEW TYPE OF LOGGING ENGINE 


A new type of logging engine, operated by 
wate: pressure, has recently been invented and 
will soon be placed on the market in competi- 
tion with steam and electric machines. In 
principle the operation of the new hydraulic 
engine is like that of the steam logging engine, 
except that water pumped at a high pressure 
thru the cylinders is used as motive power in 
place of steam. The pump is operated by a semi- 
Diesel engine. After the water is passed thru 
a check valve into a high pressure tank on to 
the hydraulic piston cylinder, it is drawn off 
by vacuum thru a low pressure tank to the 
pump. 

An actual gain is made over a steam engine 
having the same piston displacement, due to the 
fact that water as compared with steam has 


a greater resistance and therefore increases the 
capacity of the engine. Water gives approxi- 
mately 100 percent power for the full length of 
the piston stroke, while it is well known among 
engineers that the stroke of a steam cylinder is 
about one-third pressure and two-thirds con- 
traction, equaling approximately 75 percent of 
the full length stroke of the water pressure 
cylinder. 

The loss of water due to leakage, evapora- 
tion and other means is practically negligible, 
and the machine requires but 60 gallons of 
water to operate. Fuel, oil and labor costs are 
the only ones with which the water pressure 
engineer is concerned. The hydraulic engine 
uses fuel oil, thus decreasing fire hazard. The 
machine has a low gravity center and is there- 
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A View of a New Type of Logging Engine, Operated by Water Pressure 


fore easy to transport. 

Some of the claims for the new logging en- 
gine are here listed: The water used in the 
engine is nsed over and over again and the 
engine does not exhaust against atmospheric 
pressure. There is an increase in power from 
the prime mover to the main drum when hydrau- 
lically geared up, as compared with the donkey 
engine, which under certain steam pressure is 
able to supply only so much power. 

The water, which is used continuously, passes 
thru the pump and high pressure tank into the 
hydraulic engine and is drawn back into the low 
pressure tank again, which operates the hy- 
draulic engine. The steam donkey engine must 
have available at all times enough steam power 
to move the heaviest logs. With the hydraulic 
engine this is not so, and a great saving in 
fuel is made, as a governor regulates the run- 
ning of the prime mover. Thus a log requiring 
only 25 horsepower to move will require only 
25 horsepower at the hydraulic engine, while a 
200-horsepower donkey would be working at 
only part efficiency. 


In long up-grade pulls the average donkey 
logging engine often loses in power, but the 
power in the hydraulic engine is always con- 
tinuous by reason of the semi-Diesel engine 
pumping on the check valve thru the high pres- 
sure tank and thence on to the pistons. Boiler 
trouble is nil and there is no water supply to 
contend with daily, as is the case with steam 
donkeys. There is no expensive water system 
to install. It is estimated that by using the 
Diesel engine operated on fuel costing 7 cents 
a gallon, a material saving over fuel costs on 
a steam logger can be shown. The semi-Diese) 
may be operated at a cost of .80 of a gallon 
per horsepower hour. The patent rights are 
ag by the Hydraulic Engine Manufacturing 

0. 





HUMBOLDT COUNTY REDWOOD STARRED IN MOVIE 


[By Austin W. Black, Advertising Manager, Pacific Lumber Co.] 


Within the next few months many thousands 
of Americans will make a journey to northern 
California to see with their own eyes just how 
the famous Humboldt, County redwood is logged 
in the virgin forest, transported to Scotia, sawed 
in the mills, seasoned and finally sent forth into 
man’s service. These pilgrims to the west 
Coast will go as guests of the Pacific Lumber 
Co.—via the ‘‘Film Rapid Transit.’ 

The Pacific Lumber Co. industry has just been 
filmed ‘‘from tree to train.’’ This picture when 
screened before an audience will indeed be a 
ease of ‘‘taking the mountain to Mahomet,’’ 
for it will give to all viewing it as complete a 
comprehension of what actually goes on in and 
around Seotia, Humboldt County, as if they 
made the trip in person. 


Will Be Shown Thruout States and Abroad 


Those well informed regarding redwood lum- 
ber know that this wood possesses peculiar prop- 
erties which make it superior to any other wood 
for certain purposes, and the picture will be 
used to make the people of the East as well ac- 
quainted with redwood as are the native sons 
of the Golden State. 

Beginning in January, special representatives 
of the Pacific Lumber Co. will take copies of the 
film on tours to all parts of the country. It will 
be exhibited at lumber dealers’ conventions, be- 
fore architects’ societies, at home building ex- 
positions, at gatherings of specialty manufac- 
turers—before any group which is desirous of 
becoming better informed regarding the lumber 
that comes from the monarchs of all forests. 
Other copies of the picture will be sent abroad 
in order that inhabitants of other lands, too, 
may visit California and know redwood. Japan 
is already viewing this picture. 


Will Be Useful to Specialty Manufacturers 


It will be possible for specialty manufactur- 
ers who use redwood as a raw material to ob- 
tain copies of the picture, or as many scenes 


as they wish, for use in their individual adver- 
tising campaigns. For example, a manufacturer 
of ice cream cabinets, incubators or other such 
products might desire to harness the pulling 
power of the picture screen to increase business, 
yet a picturization of the manufacture of his 
product might not make a particularly spectacu- 
lar film, as industrial spectacles go. However, 
by using scenes from the Pacifie Lumber Co.’s 
picture visualizing how the redwood raw mate- 
rial is obtained, and then ending with scenes in 
his own plant, a manufacturer could present a 
motion picture that would leave a most desirable 
impression with potential customers. 


Starts in Forests of Giant Redwood Trees 


‘‘Seotia, the Home of Redwood,’’ which af- 
fords about an hour’s entertainment, was pro- 
duced for the Pacific Lumber Co. of Illinois, 
planned and supervised by its advertising de- 
partment. The Rothacker Film Manufacturing 
Co., of Chicago, made the production. The trav- 
eler nearing Scotia passes thru a forest of red- 
wood giants, where ‘‘as in some vast cathedral 
one looks up, up thru columns carved and tinted 
deep by time.’’ The traveler learns that the 
redwoods are the oldest living things in the 
world, many of those along the roadway having 
been old when Cleopatra was in the bloom of 
her youth. It is made clear that the forests 
which are being logged are far back into the 
mountains. 

It took the movie camera man and the hapless 
writer of these lines a good hour of earnest 
climbing to negotiate the knoll from which was 
obtained a panorama view of the town of Sco- 
tia, center of the Pacific Lumber Co.’s activi- 
ties. Then by ‘‘ gasoline scooter’’ the traveler 
explores along ore of the railroad lines which 
the company has built into the mountains. 
Transferring to an incline cable railroad, the 
traveler ascends a mile and a quarter into the 
clouds and comes to one of the logging camps. 
A giant tree is felled, the bark pried off with 


crowbars, the logs transported by high line 
across a wide valley and loaded on cars for the 
trip down the incline and on to Scotia. 


Lumber Manufacturing Processes Are Shown 


In the mills the audience sees the huge logs: 
sawed into lumber and the lumber sawed into 
widths and lengths. A feature of the film is a 
visit to the remanufacturing plant, where lower 
grade long lengths and widths are sawed into 
high grade ‘‘shorts.’’ The audience takes a 
monorail trip thru the air lines and storage 
yards where millions of feet of redwood lumber 
are being seasoned. Then comes a visit to the 
Leaver patented process kilns which supplement 
curing by the air lines, enabling the company to 
meet market demands for long lengths and to 
give to short lengths that particular curing 
which will best fit them for each specialty. 

In the planing mill the audience sees redwood 
stock prepared to specification for various spe- 
cialty uses—for caskets, incubators, tanks, ice 
cream cabinets, cigar boxes etc. For the house 
builder the planing mill provides bevel siding, 
window and door frames, porch columns, balus- 
ters etc., and shingles. The motion picture 
knows no limitation of distance and during the 
planing mill episode the audience frequently 
takes a trip East, visiting other manufacturing 
plants and viewing the Pacific Lumber Co.’s 
redwood specialty stock being assembled and 
finished as caskets, tanks, incubators, ice cream 
cabinets ete. 

The picture ends with a visit to Fields Land- 
ing, Humboldt Bay, California, where are seen 
the Pacific Lumber Co.’s tidewater yards and 
wharves for foreign shipping. 

‘*Scotia, the Home of Redwood,’’ will be 
seen at many of the conventions of State and 
regional lumber associations. The Indiana and 
New York State associations saw it this week; 
next week Ohio and Southern Illinois will see 
it. The Michigan, Wisconsin and Illinois asso- 
ciations are to see it later. 
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START WORK ON CONEY ISLAND BOARDWALK 


New York, Jan. 16.—The first shipment of 
lumber for the new Coney Island boardwalk 
arrived in New York on Saturday, Jan. 7. The 
shipment was billed to the Phoenix Construction 
Co. and was a full cargo of southern pine and 
piling. The steamer Nancy Hanks started un- 
loading Monday and work on the pilings started 
almost immediately. The next shipment will 
come thru on February 1. 

This first shipment was treated and loaded at 
the Savannah creosoting plant of the Creosoting 
Materials Co., of New Orleans. All of the lum- 
ber to be shipped will be treated by this com- 
pany before being loaded for this market. The 
total order calls for 4,000,000 feet of pine and 
80,000 linear feet of piling. 

The H. J.:Shaffer Lumber Co., New York 
representative of the Creosoting Materials Co., 
put thru the deal with the Phoenix Construction 
Co. In fact, H. J. Shaffer personally secured 
the contract. Mr. Shaffer was also the selling 
agent who secured the contract for treating 
lumber for the Creosoting Materials Co. for the 
Cross Bay Boulevard to Rockaway. This com- 
pany has the contract for supplying all of the 
ereosoted lumber and a large part of the un- 
treated materials. This contract calls for 1,- 
500,000 feet of southern pine and 70,000 linear 
feet of piling. This contract, which is called the 
Jamaica Bay contract, was secured by Smith, 
Hauser and MacIsaac, 18 East 41st Street. The 
Boulevard across Jamaica Bay will be five and 
a half miles long and 100 feet wide except across 
trestles and bridges, which are 52 feet wide. 
This project calls for an expenditure of $3,500,- 
000. 

The decking for the Coney Island boardwalk 
will be of Douglas fir, the order for which was 
secured by George Baxter. 

H. J. Shaffer, head of the H. J. Shaffer Lum- 
ber Co., will go south in February to visit the 
different treating plants of the Creosoting Ma- 
terials Co. and to discuss business plans for the 
future. 


GIVES YALE SCHOOL NEW BUILDING 


NEW HAVEN, CoNN., Jan. 17.—Yale Univer- 
sity is to have a handsome new building for its 
school of forestry. The funds are provided by 
a gift of $300,000 from William H. Sage, of 
Albany, N. Y., a graduate of Yale in the class 
of 1865. The new building is to be three stories 
in height and will be erected at once on Pros- 
pect Street. Altho the exterior will be of stone, 
considerable lumber will be used, as is appro- 
priate. 


FOR INTERNATIONAL GOODFELLOWSHIP 


New York, Jan. 16.—The American contin- 
gent that attended the convention in Toronto 
of the Canadian Lumbermen’s Association last 
week returned to this city Saturday morning 
with glowing accounts of their trip across the 
border and with the news that the Canadian 
convention was a ‘‘huge success.’’?’ The Ameri- 
cans were especially gratified at the recogni- 
tion extended them in the appointment of two 
American directors. The Americans also brought 
back news that a number of Canadians will at- 
tend the annual convention at Washington in 
March of the National Wholesale Lumber Deal- 
ers’ Association. 

The New Yorkers report that they picked up 
a good deal of business while intermingling with 
the Canadians. A good deal of lumber was pur- 
chased, all of it at current prices, the Americans 
feeling that they could afford to take a chance 
in view of the outlook on this side of the border 
for increased prices. One of the New Yorkers 
said that he had heard much talk before he 
went to Canada of the big stocks on hand over 
there, but that he had been unable to verify 
the reports. ‘‘There is a lot of lumber in New 
Brunswick,’’ one of the New Yorkers said, ‘‘ but 
it is mostly -in export sizes which are not adapted 
to American use and a good precentage of it 
probably is not in very good shape, having been 
in stock for several years.’’ 

One of the features of the convention that 
attracted especial attention of the New Yorkers, 


was the manner in which the Canadians installed 
their new president, Arthur E. Clark, of Toron- 
to. Mr. Manbert, of Buffalo, delivered a eulogy 
of Dan MeLachlin, the retiring president of 
the Canadian association, and thereafter Mrs. 
McLachlin placed a garland of smilax upon the 
brow of Mr. Clark. There -was more speech- 
making and thereafter Mr. McLachlin similarly 
crowned Mrs. Clark. 

The following lumbermen attended the con- 
vention: . 

R. E. Stocking, of Power, Moir & Stocking; Fred 
Bruce, of Homan & Puddington; F. S. McNally, of 
the A. Sherman Lumber Co.; W. W. Schupner, 
secretary National Wholesale Lumber Dealers’ As- 
sociation ; A. C. Crombie, of W. M. Crombie & Co. : 
George F. Gray; Gardner W. Taylor, of R. T. 
Jones Lumber Co.; C. E. Kennedy; W. C. Laprese 
and J. Roth, of C. E. Kennedy; George C. Adams, 
of Duquesne Lumber Co., of Philadelphia; E. R. 
Safford, jr., sales manager of the Potsdam (N. Y.) 
office of the A. Sherman Lumber Co., and Thomas 
M. Phillips, of Timms, Phillips & Co. (Ltd.), Van- 
couver, B. C 


ARRANGE FOR FORESTRY. LECTURES 


Syracuse, N. Y., Jan. 16.—The public lec- 
ture courses given by the New York State Col- 
lege of Forestry are being arranged for the 
winter and spring seasons. Talks will be given, 
illustrated by lantern slides where possible, on 
such subjects as ‘‘The Forest of New York;’’ 
‘“Farm Forestry;’’ ‘‘A National Need—For- 
estry;’’ ‘‘The Life and Work of a Forester’’ 
ete. Prof. Arnold, of the landscape extension 
department, will speak on subjects relating to 
civic improvement, ornamental trees, parks and 
other landscape matters. Prof. H. L. Hender- 
son is prepared to talk at some of the important 
woodworking centers of the State on various 
practical phases of lumber kiln drying prac- 
tice. 


HEARING IN MISSOURI OUSTER SUIT 


Sr. Louis, Mo., Jan. 16.—After hearing the 
testimony at Jefferson City last Thursday of 
E. R. Darlington, a former member of the St. 
Louis Lumber Trade Exchange, in the ouster suit 
brought by Missouri against the exchange, al- 
leging violation of the State’s antitrust law, 
an adjournment was taken until Jan. 31, when 
the taking of testimony will be resumed here. 
The hearing is before Dorsey W. Shackleford, 
supreme court commissioner. 

Mr. Darlington, formerly president of the 
E. R. Darlington Lumber Co. and the E. R. 
Darlington Lumber & Coal Co., which operated 
a line of retail yards here and in St. Louis 
County, disposed of his interests here some time 
ago and is now a resident of Pasadena, Calif., 
whence he came to testify at the instance of 
the State. 

Mr. Darlington declared that the purpose of 
the organization of the exchange was to get 
better prices. As to what caused low prices, 
he said, ‘‘Open competition—what might be 
called cut-throat competition—efforts on the 
part of about a dozen firms to get all the busi- 
ness.’’ He said that he had resigned fromthe ex- 
change the first time because he believed the 
exchange was not conducted on lines that were 
legal. He was asked to rejoin the exchange, 
which, he did, and later resigned when he sold 
out his interests. 

On crossexamination by W. F. Carter, of 
counsel for the exchange, Mr. Darlington was 
asked why he came to testify, to which he re- 
plied that he came to protect his good name, 
as some of the witnesses had charged him with 
dishonesty. 
didn’t you?’’ asked Mr. Carter, to which he re- 
plied: ‘‘If it will do you any good to put it 
that way, do so.’’ 

Mr. Darlington said that the attorney-gen- 
eral had written him that members of the asso- 
ciation had impugned his actions, which caused 
Mr. Carter to call to the witness’ attention that 
the assertions were made by Mr. Putman, who 
is not a member of the exchange, to which the 
witness agreed, ‘‘I guess that is right.’’ 

THE TOTAL expenditure for building in the 
United States during 1921 was $1,595,165,102, 
a gain of 14.9 percent over 1920, according to 
Bradstreet’s. 
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these days in making sales as never before 
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EXPORT NOTES FROM PENSACOLA 


PHNSACOLA, FLA., Jan. 16.—Holidays and a 
strike in the harbor the first ten days of the 
month will have a tendency to cut down lumber 
and timber exports for January. To date but four 
parcels have been cleared. The steamship Port- 
rushton cleared Jan. 3 with a shipment of 1,006,- 
061 feet of lumber. This vessel loaded a parcel of 
1,368,061 feet at St. Andrews and came here to 
finish her cargo for South America. The Italian 
bark Piagalqua cleared for Genoa, with a cargo of 
137,649 feet saw timber and 555,945 superficial 
feet lumber. The barge Consul cleared for Havana, 
with 302,775 feet lumber, and 89,600 feet sawn 
timber. 

The last half of January gives promise of being 
more active. The strike of harbor workers has 
been settled after a 10-day delay to more than 
half a dozen cargo vessels. The strikers stood out 
against the reduction in pay of 10 cents an hour, 
to 55 cents. This rate is paid at Mobile, Gulf- 
port and other competitive Gulf ports, and Pensa- 
cola was the last to adopt the scale. It is an- 
nounced that a good shipping season is in prospect 
here. 


A PROCESS has recently been patented in 
Japan for production of a fiber resembling arti- 
ficial silk from China grass, also called ramie. 
In making cloth this fiber is mixed with silk, 
cotton or wool. 


WILL CONDUCT WESTERN LUMBER CENSUS 


WASHINGTON, D. C., Jan. 16.—The bureau of 
the census and the Forest Service have entered 
into a codperative agreement under which the 
Forest Service will undertake the collection of 
the statistics of lumber and timber products 
for the calendar year 1921 as a part of the 
census of manufactures. This agreement con- 
templates the utilization of the Forest Service 
organization in Arizona, California, Colorado, 
Idaho, Montana, Nevada, New Mexico, Oregon, 
South Dakota, Utah, Washington and Wyoming. 
A sufficient number of Forest Service men will 
be sworn in as agents of the bureau of the 
census and will conduct the canvass from the 
district offices of the Forest Service in the West, 
acting under the authority of the census law. 
By this means it is intended to avoid dupli- 
cate inquiries to sawmill operators and other 
manufacturers of forest products, to expedite 
the collection of census data, and to economize 
upon the cost of the canvass. Early publica- 
tion of forest statistics in western States is 
planned if manufacturers codperate by making 
their returns promptly. 


SAYS TURN IN PINE MARKET HAS COME 


Kansas City, Mo., Jan. 17.—That the turn 
definitely has come in the southern pine market 
is the belief of Charles 8. Keith, president of 
the Central Coal & Coke Co., who, in a letter 
sent out to the salesmen of that company today, 
says: 

This morning’s wire report from the Southern 
Pine Association indicates that the orders for the 
last week for 128 mills amounted to 3.533 cars 
and shipments 2,793 cars. In other words, during 
the last week there was an accumulation of 16,- 
000,000 feet in orders on hand, and sales exceeded 
production 3,000,000 feet. Apparently the turn 
has come. From now on we expect to see a fairly 
heavy demand as represented by our sales. 


The first week in this month disclosed a total 
in building rag ty issued in Kansas City of 
$1,000,000, which is the largest amount of permits 
for any period of one week for the last twelve 
months, and this seems to be the general condition 
thruout the whole country; therefore, we may ex- 
pect to see a heavy building program this spring. 


BRINGING KILN LABORATORY TO WEST 


San FRANCISCO, Cauir., Jan. 14.—Under the 
auspices of the California White & Sugar Pine 
Manufacturers’ Association and the California 
Redwood Association, Arthur Koehler, Albert 
Hermann and A. C. Knauss, field instructors 
from the Forest Products Laboratory, of Madi- 
son, Wis., during February and March will con- 
duct courses in kiln drying in California and the 
fir region of Oregon and Washington and the 
Inland Empire region in Idaho, these courses to 
be open to all regardless of membership in these 
associations. The object is to aid mills to turn 
out a better product than is possible by air 
drying. The experts state that during the past 
ten years there has been gained from research 
work more fundamental knowledge of the kiln 
drying process than existed before, and the 
laboratory believes that the dissemination among 
kiln operators of the results of its experience 
should cut de-grade losses from the present aver- 
age of 25 to 30 percent, to 5 to 8 percent. 


Some of the subjects to be covered are given 
as follows in a folder reprinted’ from a recent 
article in the AMERICAN LUMBERMAN, and be- 
ing distributed by the laboratory among the 
Coast mills: 


Shrinking, warping and checking of lumber. 

Casehardening, honeycombing and collapse. 

Functions of heat, humidity, and circulation in 
drying lumber. 

Correct drying schedules. 

Principles on which various dry kilns work. 

Remodeling dry kilns. 

Calibrating instruments. 

When and how long to steam lumber. 

Testing lumber as it dries, 

Humidity control in shops and storage rooms. 

Identification of common woods. 

Care of lumber in storage. 

Individual problems of each student. 


Only thirty men can be accommodated in each 
course, and the laboratory desires that high 
grade men be sent, suggesting that kiln fore- 
men come, and that the study would be well 


worth a superintendent’s time. The course will 
be given at the following places and times: 

Pine course—Fruit Growers’ Supply Co. mill, 
Susanville, Calif., Feb. 6 to 17. 

Redwood course—Holmes-Eureka Lumber Co. 
mill, Eureka, Calif., Feb. 27 to March 10. 

The classes will last for two weeks, being 
held from Monday to Saturday of the first week, 
and from Monday to Friday of the second. At 
each place two kilns will be turned over for the 
course and actual runs will be made by the 
classes themselves. The tuition fee will be $150 
a man. 
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SEPARATE MACHINE FIRMS WITH LIKE NAMES 


Fort Wayne, INnp., Jan. 16.—The Wayne 
Machinery Co., an old established firm located 
at Taylor Street and Lake Erie railroad, this 
city, is sending out letters to its trade calling 
attention to the fact that there is no connection 
between the Wayne Machinery Co. and the 
Wayne Machine Co. of 934 Fort Wayne Avenue, 
Indianapolis, Ind. The Wayne Machinery Co. 
has learned of numerous instances where its 
customers have been confused by the similarity 
of names into thinking that the Indianapolis 
concern was in some way connected with it. In 
connection with this letter the Wayne Machinery 
Co. is sending out to its trade a booklet entitled 
‘*A Trip Thru the Plant of the Wayne Machin- 
ery Co.’’ which shows something of that com- 
pany’s unsurpassed facilities and thoro rebuild- 
ing methods. 


URGES SALES SPEED FOR BIG YEAR 


NEw ORLEANS, LA., Jan. 17.—Salesmen of the 
Great Southern Lumber Co., assembled from 
twenty-odd States, opened a five days’ confer- 
ence in Bogalusa yesterday. Col. W. H. Sulli- 
van, vice president and general manager, de- 
livered a welcoming talk and explained the pur- 
pose of the conference. Col. A. C. Goodyear, 
president, who had planned to reach Bogalusa 
last Sunday, sent a telegram regretting his in- 
ability to be present at the opening session. 

George A. Townsend, general sales manager, 
discussed the business situation in optimistic 
spirit and admonished the lumber salesmen to 
“‘speed up, for this is destined to be one of the 
best years in the life of lumber.’’ 

L. Williams, of Memphis, spoke on ‘‘Good 
Orders and Bad Orders.’’ H. W. Hinote, su- 
perintendent of the special order department, 
discussed ‘‘ Heart Specifications.’’ A. C. Long, 
of Louisville, had as his topic ‘‘Our Yard and 
Shed Stock.’’ J. W. Trounce, of Buffalo, spoke 
on ‘‘Grade and Count.’’ J. K..Johnson, for- 
ester for the company, delivered an address on 
‘*Reforestation and What It Means to Louisi- 
ana,’’ describing the company’s reforestation 
plans and methods practiced. 

The visiting ladies were entertained with a 
tea at the ‘‘Y’’ building and played golf at 
the Country Club during the afternoon. Last 
night the visitors witnessed ‘‘The History of 
Bogalusa’’ as graphically depicted by moving 
pictures. 

Today the party will visit one of the logging 
camps to study woods operation and in the eve- 
ning a dance will be given. 


READY-MADE HOUSES FOR JAPAN 


PORTLAND, ORE., Jan. 14.—It is announced 
that Mitsui & Co., the big shipping and financial 
interests of Tokio, Japan, have placed orders 
with the Aladdin Co. here for several ready-made 
houses of the most elaborate type, to be erected 
in Tokio for Mitsui officials. The houses will 
be packed in crates and shipped on steamers of 
the Mitsui line, that call regularly here. It is 
expected that these orders will be followed by 
others. 

MorE THAN 80,000 acres of land in Wash 
ington and Frederick counties, Maryland, are 
producing no crop of value, according to re- 
ports of surveys of the two counties made by 
the State board of forestry. It is stated that 
practically all the waste land is capable of 
growing timber, and the need of promptly put- 
ting it to this use is pointed out. 
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MAKE NEW RITE-GRADE SHINGLE 


SEATTLE, WASH., Jan. 14.—Speaking of Calli- 
fornia demand, Donald H. Clark, secretary of 
the Rite-Grade Shingle Association, has called 
attention to a new paragraph in the Rite-Grade 
grading rules. It provides for the Rite-Grade 
6/2 shingle, being a product 100 percent clear, 
vertical grain and free from sap. The specifica- 
tions were adopted with an especial view of 
filling the requirements of the California trade, 
which has been a heavy consumer of stars. In 
the absence of a demand for a thicker shingle, 
the Rite-Grade trustees have taken notice of the 
favor with which the improved 6/2 shingle has 
been received. Inferentially, the foundation has 
been laid for other high grade products, such as 
clears, eurekas, perfects, perfections and royals. 


TO HANDLE COAST TIMBER LANDS 


SEATTLE, WASH., Jan. 14.—Paul J. Gerhardt, 
who enjoys a wide acquaintance among Paeific 
coast lumbermen, authorizes the announcement 
that he has withdrawn from the C. D. Lewis 
Timber Co., of which he has been office manager 
for nearly two years, and that he is no longer 
a partner in that concern. Mr. Gerhardt will 

















PAUL J. GERHARDT, SEATTLE, WASH. ; 
Of the Pioneer Timber Co. 


continue in the business of handling Pacific 
coast timber lands, under the name of Pioneer 
Timber Co., with offices at 335 Lumber Ex- 
change Building. Mr. Gerhardt was born in 
Michigan and has spent the last fourteen years 
in the West. In 1903 he was employed by the 
Stearns Salt & Lumber Co., at Stearns, Ky. 
During his business experience he has been con- 
nected with the Bryant Lumber Co., Seattle; 
Grays Harbor Commercial Co., Cosmopolis, 
Wash.; Cameron Lumber Co., Victoria, B. C.; 
Oregon-Washington Lumber & Manufacturing 
Co., Seattle; Ocean Lumber Co., Seattle, and 
C. D. Lewis Timber Co. 


EASTERNER ADVOCATES SQUARE PACK 


SEATTLE, WASH., Jan. 14.—Arthur E. Lane, of 
the Arthur E. Lane Lumber Corporation, New 
York City, for twenty-five years eastern repre- 
sentative of the Seattle Cedar Lumber Manu- 
facturing Co., was guest of the shingle whole- 
salers Wednesday, and gave a talk in which he 
emphasized proper packing. He said: 


I recall that when I began to sell red cedar 
shingles a quarter of a century ago I carried a 
few samples because the people did not know 
what a cedar shingle was. In my opinion, the 
best thing the manufacturers have done is the 
adoption of the square pack, It is the greatest 
boost ever given the business, since it puts the 
cedar shingle on an even basis with patent roof- 
ng. The most progressive retailers in my terri- 
tory like the square; altho some, who continue to 
© things the way their grandfathers did. insist 
on the thousand pack. Personally, I wish there 


was not a mill packing shingles except by the 
square. 

Mr. Lane advocated shingle displays for re- 
tailers, citing the instance of a sale of patent 
roofing as against shingles in an office where 
a sample of the roofing was exhibited, while 
‘‘there was not a piece of wood in sight any- 
where.’’ He deprecated violent fluctuations in 
price, and said that in his opinion the Coast 
wholesalers could do a great deal toward stabil- 
ization—which would be a great relief, since 
at present it was almost necessary to install a 
ticker, as in Wall Street, to keep up with rapid 
changes. 


HARDWOOD FIRM CELEBRATES JUBILEE 


SAN Francisco, Cauir., Jan. 14.—White 
Bros., dealers in hardwoods, of this city, with 
yard and offices at the corner of Fifth and 
Brannan streets, is celebrating its golden jubi- 
lee year, as it began in business in 1872. It is 
sending out to its customers and friends a letter 
telling them something of the growth of the 
company. When, it started in business, San 
Francisco was only twenty-three years old and 
White Bros. was composed of Peter and Asa 
L. White. Since that time its establishment, 
first at 108 Market Street, has been moved 
several times. Its stock of hardwoods has 
grown from an unpretentious one in 1872 to 
the largest west of Chicago today. In its fifty 
years in business say White Bros., the greatest 
thing it has learned is that human kindness and 
consideration for the other fellow is the main- 
spring of business and of happiness, and that 
the line of straight dealing that was laid down 
by the founders is being followed by the 
younger generation now in charge of the com- 
pany, which is still under the direction of one 
of the original brothers, the president of the 
company, Asa L. White. 


OPERATING CONDITIONS IN NORTHWEST 


PORTLAND, OrE., Jan. 14.—Operating condi- 
tions at Oregon and Washington mills are sum- 
marized as follows from Crow’s Pacific Coast 
Lumber Index of Jan. 10: Figures show an 
increase in percentage of mills running and total 
output, due entirely to Washington figures hav- 
ing been included. Washington mills (with the 
exception of those cutting less than 50,000 feet 
a day) are cutting a larger percentage of pos- 
sible output than are the Oregon mills. As 
compared with Oregon, only a small percentage 
of the small tie mills in Washington are run- 
ning. Two features standing out: Cargo mills 
are operating up to 91 percent of their capacity ; 
shingle mills are operating up to 74 percent 
of capacity. Very few mills report having stock 
they want to move. A small number have limi- 
ted stocks of common boards and dimension 
that they are holding. 


Summing up the favorable and unfavorable 
market factors the report says that demand for 
Japanese squares has stopped, but that the mills 
already have all this kind of business they ean 
cut in the next sixty to ninety days. Business 
from southern California is at a standstill be- 
sause of bad weather. On the other hand, east- 
ern demand for cutting and yard stock is improv- 
ing daily and demand for car material and 
building requirements is very strong. 


The following data are given: 


Of 363 Oregon and Washington mills, with a 
possible 8-hour capacity of 32,318,000 feet, 232 
mills are running (64 percent) and cutting 25,187,- 
000 feet (78 percent of capacity). 

Of 218 mills with a daily capacity of 50,000 
feet or over, possible capacity 28,251,000 feet, 
167 mills are running (76 percent) and cutting 
23,346,000 feet (83 percent of capacity). 

Of 145 mills with a daily capacity of less than 
50,000 feet, possible capacity 4,067,000 feet, 63 
mills are running (43 percent) and cutting 1,787,- 
000 feet (44 percent of capacity). 

Of 101 cargo mills with a possible daily output 
of 16,045,000 feet, 87 mills are running (86 per- 
cent) and cutting 14,630,000 feet (91 percent of 
capacity). 

Of 166 shingle mills with daily capacity of 28,- 
010,000 shingles, 114 mills are running (70 per- 
cent) and cutting 20,700,000 shingles daily (74 
percent of capacity). 





Supplying Manufacturers with 
STANDING TIMBER 


in Southern and Pacific 
Coast Territories 


Also Timber Financing 
Hardwood and Cypress Lumber 


EVERY DETAIL IS 
** QUALITY SERVICE” . 


WNITED 
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You can profit by 
using the resources of 
our progressive tim- 
ber service. 












There is a good 
way to handle every 
situation, and we can 
assist. 


Turn you timber 
problems over to us 
and let us serve you. 


THE UNITED TIMBER 
and MERCANTILE CO. 


£06 Maison x, New Orleans, La. 



















A Brand to 


Tie to— 


Peerless 


ROCK MAPLE, BEECH 
AND BIRCH 


FLOORING 


manufactured according to standards guaranteed 
to hold trade and shipped in straight cars and car- 
goes or mixed with Hemlock Lumber, Lath, 
Shingles and Posts, 


Manufacturers of and dealersin Staves, Hoops, Head- 
ing, Poles, Tiesand HemlockTan Bark. Also leading 
manufacturers of Rotary Cut Northern Veneers. 


The Northwestern Cooperage 


Gladstone, Mich.  & Lumber Company 
Chicago Office: 812 Monadnock Block. 
















EAST COAST 
Lumber Storage 


— just what Rail and Cargo 
Shippers need who would 
serve the Eastern trade. 


I You Ship Transits 


You Ship on Consignment 





avail yourself of our facilities at Hulst Street, Long Island 
City, N. Y. From our storage shed and yards we'll give you 
maximum service, obtain the best market prices, at mini- 
mum cost. Get full particulars today. 


BLAIR company 
nT Grand Central Terminal, 


NEW YORK CITY 
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Babcock Lumber Co. 


PITTSBURGH, PA. 


Manufacturers and Wholesalers of 


EasternTennessee 
Kenvcio'nd F-Tardwoods 
White and Western Pine 
West Coast Products 
N.C. Pine and Yellow Pine 
Spruce and Hemlock 


BRANCH OFFICES: 

New York City, 43 Wall St. 
Chicago, Ill., 1216 Fisher Bldg. 
Providence, R. I., 115 Adelaide Ave. 
Philadelphia, Pa., 1629 Land Title Building 
Detroit, Mich., Dime Savings Bank Bldg. 
Johnstown, Pa. 
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THE GERMAIN COMPANY 
PITTSBURGH, PA. 








FOREST LUMBER CO. 


Manufacturers and Wholesalers of 


White & Yellow Pine, Spruce 
. Hemlock and Hardwoods 


attain 9g > PITTSBURGH, PA. 


Konnarock, Va. 














GEORGIA TO CONSERVE FORESTS 


ATLANTA, GA., Jan. 16.—Conservation of lum- 
ber and other forest products of Georgia, and 
ample protection against loss and destruction 
in the timber tracts of the State by fire, will 
comprise the main work to be carried out by the 
Georgia Forestry Committee, according to a 
statement by W. J. Rutland, recently appointed 
executive secretary, in making a request to the 
city council of Atlanta for a $1,000 appropria- 
tion to help the committee carry out its program 
in Atlanta and Fulton County. City councils of 
all important cities of the State are to be asked 
for an appropriation this year to serve the same 
purpose, as the committee plans a program of 
education to bring the public to a realization of 
the practical necessity of forest conservation. 
It is planned to raise $20,000 in all. 

The clubs that are to be formed in all cities 
and towns thruout the State will pledge them- 
selves to avoid the wasteful use of lumber and 
other forest products, as a means to conserve 
the timber supply, it is announced by the State 
committee. 


REORGANIZE LUMBER BRANCH YARDS 


Two Rivers, WIs., Jan. 14.—The Guse Lum- 
ber Co.’s branch yard here recently has been 
reorganized and made a separate corporation, 
which hereafter will be known as the Two Riv- 
ers Lumber Co. Lawrence F. Brost, former 
manager of the Guse Lumber Co. at Two Rivers, 
has become interested financially, and was 
elected vice president and manager. He will 
have active charge of operations at this place. 
Other officers of the company are: President, 
Frank Guse, jr.; secretary, Mrs. Frank Guse; 
treasurer, Hugo Drumm. 


GIVING THE PUBLIC THE FACTS 


CEDAR Rapips, Iowa, Jan. 16.—An interest- 
ing example of how lumber dealers may effective- 
ly cobperate with their local newspapers in giv- 
ing the public the truth about lumber prices, 
thereby encouraging building, is afforded by an 
interview with O. T. Barry, president of the 
Hawkeye Lumber & Coal Co., published promi- 
nently in a recent issue of the Cedar Rapids 
Gazette. The interview proper is preceded by 
an introduction, based on facts furnished by Mr. 
Barry, as follows: 


That prices have dropped to a level much lower 
than that of 1920, when building costs were at 
their peak, but they will not again drop lower 
soon, and they will never return to the level of 
1913, is the belief expressed by local dealers, and 
they cite the experience following the Civil War 
as proof. At the close of the Civil War, they 
say, similar conditions held the prices of building 
materials up 70 to 80 percent above the prices of 
1860 for eight years after the close of the war; 
and it was not until 1892—nearly thirty years 
later—that prices of lumber dropped to within 12 
percent of those of 1860, in spite of the fact that 
new forests were being opened up and new natural 
resources were being tapped. ‘Today no new for- 
ests are being opened up. The middle West now 


goes clear to the Pacific coast for much of its lum- 
ber, and there the market is firm, for the Japanese 
are buying steadily. 


Emphasizing the fact that further postpone- 











* COMPANY'S MANAGERS HOLD ANNUAL 


WADENA, MINN., Jan. 16.—The managers of 
the thirty-seven retail yards operated by the 
Dower Lumber Co. assembled at the company’s 
headquarters in this city for their annual con- 
vention, held on Jan. 13 and 14. All of the 
company’s yards are situated in Minnesota. The 
‘*boys’’ were all full of ‘‘pep’’ and ready to 
tackle the problems of 1922 with vim and de- 
termination. 

The annual address of President John Dower 
expressed conviction that the year would bring 
good business. Other addresses also struck the 
keynote of optimism. President Dower said: 

We are not looking for a boom, but our man- 
agers say that prospects are fully as good as a 
year ago, with outlook for betterment as the year 
progresses, especially in the event of good crops, 
Thirty-one of the company’s thirty-seven man- 
agers converted all their 1921 book accounts into 
either cash or negotiable notes. Approximately 
this record has been maintained by our organiza- 
tion for the last six years, but the 1921 showing 
passed any previous record. 

A. H. Landram and John Nerbonne, sales 
manager and superintendent, respectively, of 
the St. Paul & Tacoma Lumber Co., came all 
the way from Tacoma, Wash., to attend the 
meeting and take part in the proceedings, 
iverett G. Griggs, president of the same com- 











Dower Lumber Co. Managers Who Attended Annual Convention at Wadena, Minn. 


ment of needed building is likely to prove poor 
economy, Mr. Barry said: 

The man who builds now will show his best 
judgment. The houses must be built, and the man 
who builds today will, I believe, buy on a lower 
market than the man who waits until the jam has 
started. Labor and freight costs have increased 
so greatly since 1913 that building material prices 
never will drop to the old level. 

Every business man should be interested in see- 
ing homes built, for a decrease in rents means an 
increase in the proportion of his income the aver- 
age man will spend for other things. In 1913 the 
average man spent 20 percent of his income for 
rent. Today he spends 40 percent for rent, and 
the increase in his rent means that he is spending 
just that much less with merchants. 

The newspaper article proceeds to say that 
prices of building materials quoted by local deal- 
ers ‘‘are surprisingly low as compared with 
those of only a year or so ago and they make 
one wonder why building is not going forward at 
a much more rapid rate than it is.’’ In sup- 
port of this statement the newspaper quotes com- 
parative local prices per thousand feet, fur- 
nished by the Hawkeye company, as follows: 


Comparative Prices, 1920 and Now 
1920 Now 


iy ee bee Sk. a rr $ 67.00 $ 39.00 
1x4 clear vertical grain southern . 

ae 175.00 86.00 
1x6 No. 2 sheeting southern pine, 

DOP OE «sass i aeisk uch 9 os uae e el 67.00 35.00 
5/2 extra clear shingles, per M. 12.00 6.75 
1x6 drop siding, per M......... 125.00 55.00 
No. 1 white pine lath, per M.... 22.00 12.00 
2/6x6/6, 2-panel door....:..... 8.15 4.07 
24x24, 2-light window, double 

strength, A quality........ Pp 7.05 3.50 
1x3 clear oak flooring, per M... 300.00 126.00 
Molding, 2-inch, softwood, per M 4.00 1.25 
Southern pine door jambs, per M 3.00 1.50 
Ost USL WEll POAT. «6 o:6.6.4-4:0-0: 65.00 45.00 
Shiplap No. 2 southern pine, 

“Ce ren ae cen ae 70.00 37.00 
Ceiling 5/8-inch fir, per M...... 100.00 48.00 


pany, arrived in time for the second day’s ses- 
sion, and addressed the managers. Mr. Dow- 
er and Mr. Griggs are associated in the John 
Dower Lumber Co., operating a line of yards 
on the west Coast. 


An interesting and profitable feature was a 
‘*quiz’’ on the Minnesota lien law, based on 
the following set of questions: 


1. When and where is a lien filed? 

2. When and how must a lien be foreclosed? 

3. Who supplies the necessary facts, who should 
— out the lien claim, and who should sign the 
claim ? 

4. What facts are necessary to make out a claim 
of lien? 

5. On what amount of property should you file? 
. 6. What amount of property does the court 
allow ? 

7. On what Kind of lands do no liens attach? 

8. What recourse have you under these condi- 
tions? 

9. What is lienable? 

10. What effect does taking a note have on @ 
lien? 
11. What do you need to be careful about in 
taking a note in order not to embarrass the lien? 
" 12. What stretches in time, in sale, imperils the 
ien ? 

13. What system do you follow to be sure that 
you lose no rights under the lien law? 


The annual banquet was thoroly enjoyed 
by the seventy-five guests present. Each re- 
ceived a handsomely designed sewing or read- 
ing lamp as a souvenir. Entertainment was 
furnished by the Wadena Male Quartette; W. 
W. Ellis, an expert whistler and a salesman for 
the Crookston Lumber Co., possessor of a splen- 
did baritone voice. 

Friday afternoon the public schools were 
closed to permit the pupils, with their teachers 
and parents, to attend a local theater as guests 
of the Dower Lumber Co., and witness a film 
embodying an exciting log drive. 
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The salesman worth the title is a salesman all the time, 

When the industry is booming or the market is a crime. 

He’s making friends forever for himself and for his goods— 
He’s the fellow they remember when emerging from the woods. 
He gets around to see them and he tells his little tale— 

He may not take an order, but he always makes a sale. 


The salesman worth the title isn’t one who skims the cream 
That anyone can gather, any line or any scheme, 

Who takes the easy picking when the money’s flowing free, 
But when it’s rather rotten is distinctly up a tree. 

The salesman worth the title isn’t always fishing whale 
Like those who take an order but who never make a sale. 


The salesman worth the title is a salesman all the while, 

Who always smiles the hardest when it’s rather hard to smile. 
The salesman worth the money is the man who seems to know 
It isn’t always harvest, there’s a season you must sow. 

The fellow optimistic when the other fellows wail 

May not always take an order, but he always makes a sale. 


The salesman worth the title is an easy one to spot— 

To him it’s always seedtime whether harvest-time or not. 

He may not take an order like he maybe thought he would, 
But he doesn’t let it fuss him, and he leaves ’em feeling good, 
So good that when they’re ready he gets business by the bale— YY 
He didn’t take an order but he always made a sale! 


The line is not ours, and we have been un- 
able to learn who first said it—no doubt one 
of you salesmen who read everything you can 
get hold of on the subject of salesmanship can 
tell us—but it was so good that we thought it 
ought to be embalmed in verse for easier re- 
membrance, hence the above. The salesman 
who walks past a place because the customer 
probably wouldn’t want anything anyhow, the 
fellow who takes the easy picking in good times, 
finds it hard picking when the times are not so 
good. Sitting in the Michigan Central station 
at Dowagiac, Mich., a couple of months ago we 
heard one salesman tell another that the sales- 
man right now was the most independent person 
on earth—that he wasn’t taking orders from 
anybody. 

Luckily it is better than that in the lumber 
business, but some of the boys we meet on the 
road here and there are not doing so well. At 
Birmingham, Ala., the other day, Jim Emory, of 
Washington, D. C. (which means ‘‘ District of 
Columbia’’ and not ‘‘Damn Congress’’ as 
many people imagine), told us that he met a 
man in a certain line who wanted to be truth- 
ful and who still wanted to be optimistic. He 
asked him how business was and the fellow said: 

‘Well, I’ll say this: I’m losing money slow- 
er now than I have for two years.’’ 





Some fellows play golf when business is bad, 
and work their heads off when business is good 
—which is a good deal like a captain who stays 
on the bridge in fine weather and goes below 
when it is stormy. The man with the right kind 
of an organization isn’t needed when business 
1s good, but there never yet was a man who 
could build up an organization that didn’t need 
him when business was bad. <A glass man at 
Alton, Ill., by the way, once defined ‘‘ organiza- 
tion’? to us as the art of having your business 
80 perfectly organized that there is always some- 
one to whom to pass the buck. 

A fellow ought to advertise in boom times, 
because then there is a lot of business floating 
around, and a fellow has to holler, and holler 
loud, if he wants to be heard above the noise of 
people spending their money. If he wants to 
get his share, and a little more, he wants to let 
people kriow he is alive, good times or bad. A 
man’s advertising is the pulse of his business. 
When he cuts down his advertising he is dying, 


ALWAYS MAKE A SALE 


The salesman worth the title and the salesman worth the kale, 
The salesman who’s a winner when the other fellows fail, 

Is one who’s up and doing when there isn’t much to do, 
Who’s working for the future when the present’s rather blue. 
The salesman worth the title and the salesman worth the kale 
May not always take an order, but he always makes a sale. 





and when he stops it altogeth- 
er mortification has set in. 
The letter P is most im- 
Portant letter in any business, 
because it stands for Persist- 


ence, Publicity, Promotion, 
Production and Profits—and 
they stand for Permanence: 





And a thing to remember is 
that it isn’t all a matter of 
profits for yourself. When 
your business is good it is not 
only good business for you, 
but it helps to make business 
good for some other fellow. It 
makes it good for the man who 
sells you your materials, what- 
ever they may be; but most of 
all, and most important of all, 
it makes it good for the man 
who sells you, not material, 
but his mind and his muscle. 
At Columbus, Ohio, recently 
we heard Dr. Wiley say that 
a man ought to be ashamed to 
die of anything but old age. 
And, likewise, a man ought to 
be ashamed to admit that his 
business is rotten. 

We said so the other day to 

a sales manager (a woman 
sales manager, by the way) 
and she said: 
You’re right. When a 
man says business is poor, 
what does he want? What does he expect? 
Sympathy? And if he gets it what good is it 
going to do him? That is what I try to tell 
our people.’’ 

And so we repeat: A man ought to be 
ashamed to admit that his business is rotten. 
He ought to make it good, not only for his own 
good but for the good of his community. He 
owes that much to himself, to his men, and to 
his town, and to his country. Men propose, but 
it is a fact that any smart girl can marry any 
man she wants, if he isn’t already married, and 
sometimes even then; and any man can make 
any business good if he is as smart about busi- 
ness as a smart girl is about marriage. 





When people prosper it is generally because 
other people are prosperous. To be prosperous 
is not selfish, it is a duty. There is one, one 
question every man or woman who works ever 
needs to ask himself or herself: Does what 
I do aid mankind as well as me? If it does, 
then it is a good business or a good job; if it 
doesn’t, then it is a poor business or a poor 
job, no matter how much it pays. At Holland, 
Mich., this morning in the interurban station a 
stock salesman said to us—we didn’t get his 
name, only his philosophy—‘‘ The whiskey busi- 
ness is a business just the same as any other 
business.’’ And all we could think of to say 
was, ‘‘My God!’’ Personally we consider that 
there is some difference, for example, between 
the lumber business and the liquor business. 
One puts the siding on a man’s house; the other 
takes the lining off his stomach. 





WE SEE B’ THE PAPERS 


We feel sure that there is a joke concealed 
somewhere in the name of Senator Caraway, 
of Arkansas, but we don’t seem to be the 
bird to locate it. 


In Bloomington, Ill., they are trying a man 
for murder for the third time. There are some 
places, anyway, where they believe that the 
thing to do is to try, try again. 

Mr. Dood, of the Chamber of Commerce 
of the United States, says that Attorney- 
General Daugherty is ‘‘acting without clear 
comprehension of the facts.’’? Well, if he is, 
he isn’t breaking any government precedents 
in doing it. 
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that we are al- 
ways prepared 

— 

to supply you 

with high grade 


Northern 


We cut our own stock and have 
modern plants which insure you 
uniform quality. 


Tell us your needs. 


The Kneeland-Bigelow Co. 


BAY CITY, MICH. 


Manufacturers 
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The Cleveland-Cliffs Iron Co. 


Hemlock ‘*, Hardwood 


Mill Dept., MUNISING, MICH. 


Manufacturers of 


Lumber, Lath and Shingles 


Northern Forest Products 

















Bradley, Miller & Co. 


BAY CITY, MICHIGAN 


Manufacturers and Wholesale Dealers in 


Lumber, K. D. Frames, Box Shooks, 
Shingles and Lath 














REMEMBER 
Mershon, Eddy, Parker Company 


SAGINAW, MICHIGAN 
Specialize in Mixed Cars of WHITE PINE and 
BASSWOOD Lumber, Siding, Ceiling, Flooring, 
Sash, Doors, Blinds, Window Frames, Mouldings 
and Box Shooks from SAGINAW. 


Western White Pine and Idaho White 
Pine for direct shipment from Idaho. 
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100 M 4-4 No. 2 Com. & Better 50M 8-4 No. 1 Com, & Better 
25 M 4-4 No. 2 Common 75M 8-4 No. 2 Com. & Better 
50 M 5-4 No. 2 Com. & Better 25 M 10-4 No. 1 Com. & Better 

100 M 6-4 No. 1 Com. & Better 20 M 12-4 No. 1 Com. & Better 

100 M 6-4 No. 2 Common Write for Quotations. 


VON PLATEN - FOX CO. 
Main ’ Chicago Office, 1 7 
Iron Mountain, Mich. 1329 Peoples Gas Bldg. __* 











HE LUMBERMEN’S 
SEARCHLIGHT 

BY M. M. FERGUSON 
One of the handiest lumber calculators on the 
market today. It contains tables of ready-made 
answers to freight rates; reducing board {eet to 
pieces and pieces to board feet; lineal feet to 
board measure, including moulding; unusual 
methods of rechecking extensions and other val- 
uable information on making correct estimates, 


90 pages. size 4x9 [hip pocket odticn| 
Bound in C bs rice $2.00 Postpai 


ORDER YOUR COPY TODAY 


Americagfiunberman 


431 So. Dearborn St., CHICAGO 
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Sell The Bessler 








Other dealers are making good profits on 
them. You need carry no stock—but sell 
them from well illustrated folders and 
specifications which we’ll gladly send you 
upon request. 


Write for them today. 


The Bessler Movable 


akron,onio Stairway Co. 








a * 
Our Specialty:— 


Red Cedar 
Shingles 


MIXED WITH 


SIDING 


CAN ALSO MIX FIR LUMBER 


C. B. Baxter & Co. 








* Building, 


Keep Your Engine 
mm _ Constantly Going 


Whether you run a sawmill or 
justa small pocket planing mill 
in your retail yard 
there aretimeswhen 
your engine could be 
turning you a good 
profitif you hada 


MonarchMeal 
and Feed Mill 


They are wonders at grinding corn, oats, 
rye, buckwheat, etc., and the profit of many 
owners runs into four figures. 


SB Some Kansas City, Mo. ) 









Investigate this profitable 
side line today. 


Sprout, Waldron & Co., honey; Px. 








LUNHAM & MOORE 
OCEAN FREIGHT BROKERS 
Forwarding Agents. Marine Insurance 

New York, Produce Ex.,3 Great St., Helena, London, Eng. 


Unexcelled facilities for negotiating ocean freight 
contracts and effecting quickest dispatch from sea- - 
board. We handle all classes of cargo and have; 
Special Department handling Export Lumber Shipments. 














Chicagoans Review Successful Year 


(Concluded from page 49) 


one, full of interest, perplexities, hard work and, 
on account of the financial condition generally 
prevailing, one in which most associations have 
either had almost entirely to cease to function, 
or have had to retrench to such an extent as to 
make impossible any accomplishment. But thanks 
to the splendid spirit of coédperation, both finan- 
cially and actively, which has been shown by the 
membership, it was possible for this association 
to make some very distinct strides, and while our 
work was in large measure confined to the first 
half of the year, due entirely to the necessity for 
retrenchment of the program which we had origi- 
nally outlined, your retiring president feels that 
the position of the association has at least not de- 
clined in any respect and that in some respects it 
has possibly become more favorably known to the 
general public. The greatest single accomplish- 
ment during the year was one for which the pres- 
ent administration takes no credit whatever— 
namely the securing of the milling-in-transit rate 
for Chicago, which wiped out in a single stroke all 
of the rate inequalities and disadvantages under 
which this market had labored for a great many 
vears. I want to take this opportunity of express- 
ing, both for myself and for the association, to our 
traffic committee under the unusually able leader- 
ship of A. A. Adams and the wise. clever and 
astute counsel of its traffic attorney. J. A. Roman, 
our deep appreciation and thanks for this monu- 
mental and far reaching victory. 


Mr. Mather then said that due to the exten- 
sion of the association’s activities, it has be- 
come apparent that its income must be mate- 
rially increased—either thru a large increase 
in the membership, or thru the increase in 
dues. Mr. Mather then paid a handsome com- 
pliment to Secretary-manager S. F. D. Meffley, 


stating that a large part of the association’s ° 


success during the last year was due to his 
ability and intense interest in the welfare of 
the organization and its members. 

The nomination committee then presented its 
report, thru W. K. Stewart, its chairman, plac- 
ing in nomination the following, who were 
unanimously elected: 


Board of Directors 

Earl Weinstock, of the Winnetka Lumber & Coal 
a een Ill., to represent Division A—pine 
yards, 

W. L. Schuppert, of Nichols & Schuppert, to 
represent Division B—hardwood yards. 

S. C. Bennett, of the Hardwood Mills Lumber 
Co., to represent Division C—hardwood whole- 
salers. (reélected). 

Frank H. Burnaby, of the Burnaby Bros. Lumber 
Co., to represent Division D—pine and firm whole- 
salers. (reélected). 

C. W. Lawrance, of the Long-Bell Lumber Co., 
to represent Division E—manufacturers. 

Charles L. Baxter, of the C. L. Baxter Lumber 
to represent Division F—commission sales- 
men. 

H. D. Traeger, of the Dick & Traeger Co., to 
represent Division G—millmen. 

Frederick Klapproth, of the Chicago Mill & Lum- 
ae Co., to represent Division H—box manufac- 
‘urers. 

William Nussbaum, of the M. H. Ritzwoller Co.. 
to represent Division I—coopers. (reélected). 


Committee on Appeals 
J. W. Embree, of Rittenhouse & Embree, Division 


‘Frank J. Heidler, of the Heidler Hardwood Lum- 
ber Co., Division B. 
E. J. Lundin, of the D. K. Jeffris Lumber Co.. 


Division C, 

Charles Westcott, of the Hayden & Westcott 
Lumber Co., Division D. 

W. L. Godley, of the W. R. Pickering Co., Divi- 
sion F. 

A. J. Sine, of Sine Bros., Division F. 

Arthur Dietsch, of the A. Dietsch Co.,. Divi- 
sion G. 

John Stunkel, of the Republic Box Co., Di- 
vision H. 

Committee on Arbitration 

Vv. S. Mashek, of the Pilsen Lumber Co.. Divi- 
sion A. 

W. C. Schreiber, of the William C. 
Lumber Co., Division B. 

A. H. Ruth, of the G. W. Jones Lumber Co., 
Division C,. 

Francis J. Pike, of the Pike-Dial Lumber Co., 
Division D. 

S. E. Barwick, of the Long-Bell Lumber Co., 
Division FE. 
we Cortis, of the Lumber Mills Co.. Divi- 
sion F. 
L. C. Haring, of the Melrose Mill Co., Division G. 
Robert O. Stinson, of the Stinson Box Co., Divi- 


sion 
THE BANQUET 


The annual banquet and_ entertainment 
Wednesday evening in the ballroom of the 
Hotel LaSalle fulfilled every promise of the 
committee in charge, for surely it set a new 
high standard. After the banqueters had 
donned the gay millinery provided for the oc- 


Schreiber 


casion, the hall took on a festive appearance, 
and orchestral music added to the enjoyment 
of the fine cuisine. Early in the evening Eddie 
Cavanaugh took the platform as song leader, 
and the lumbermen roared popular airs to a 
catchy jazz accompaniment. The Columbia 
Male Quartet was much appreciated, as was 
the Columbia Trio in song numbers with its 
own string accompaniment. Harges and 
Thompson in song and piano selections brought 
much applause; and Esther Evers in a flirta- 
tion number made a big hit with ‘‘Bill’’ 
Schreiber. The athletic contests were a novel 
feature and the way the lumbermen crowded 
around the stage showed their keen interest 
and enjoyment. Paul Martenson, the Danish 
wrestling champion, pressed Jack Rogers, the 
‘*Canadian Giant,’’ to the mat with scissors 
on the body hold after a strenuous struggle 
lasting twenty-three minutes. Three lively 
sparring matches followed. Johnnie Croake 
and Young Hernicke led off with four rounds, 
and ‘‘Battling William’’ set a fast pace for 
Buck O’Brien in four. The big event was a 
6-round bout in which Johnnie Bart made 
things hot for Vie Hirsch. After the singing 
of ‘‘America’’ the members brought their con- 
gratulations to Secretary Meffley and J. L., 
Lane, the chairman of the entertainment com- 
mittee. 


INCREASE FORESTRY APPROPRIATIONS 


WASHINGTON, D. C., Jan. 16.—Reflecting the 
growing public interest in timber production 
and the need for forest protection and reforesta- 
tion thruout the country, State appropriations 
for forestry show an increase of 78 percent over 
those of 1919, according to figures compiled by 
the Forest Service and just made public by the 
district forester’s office here. The total appro- 
priation by thirty-two State legislatures for 
1921 amounted to $4,065,434. New York leads 
with over $1,000,000, and Pennsylvania holds 
second place with $860,000. The greatest per- 
centage of increase is shown in California, 
where the forestry appropriation of $45,800 for 
1919 was raised to $398,800 for 1921, or 771 
percent. Oregon shows an increase of 57 per- 
cent, Washington an increase of 34 percent, 
Idaho an increase of 79 percent, while Montana 
shows a healthy increase of 553 percent. Ken- 
tucky, Minnesota and West Virginia alone show 
decreased appropriations. 


The sums allotted specifically for forest fire 
protection amount to over $1,500,000 and are 
128 percent greater than those of two years ago. 
Pennsylvania, with $500,000 appropriated for 
this purpose, leads with an increase of over 
1,000 percent. For the purchase and mainte- 
nance of State forests, nineteen States appro- 
priated $1,361,907. State appropriations for 
forestry purposes for 1919 and 1921 follow: 












TOTAL———————_- 
Percent 
Increase or 
STATE 1919 1921 Decrease 
California. oxcssiccus 45,800 398,800 +771 
COLOPAdO .ccccccese s 5, 5,000 rr 
Connecticut ........ 16,500 24,000 + 
TREND) caeaccrnccke ss 8, 50,000 + 79 
TEBOIS. cv ccicvccsenees 13,000 i) 
WnGiana 106 0<00 . 5,000 + 4 
err 103,000 + al 
ee eee 5,000 + all 
Rentueky pond 2 
Louisiana . , 
Maine sane ne 185,550 + 53 
Maryland ... ue ‘ 28,580 + 41 
Massachusetts ...... 119,534 321,250 +169 
On Te are 189,999 237,609 + 
Minnesota .......... 4,000 159,810 — 18 
DAGNIRTA, -cieisicissc:s-5:0 0:0 5,500 35,900 5 i 
New Hampshire .... 48,100 55,300 + e 
New Jersey ‘..c.csee 39,855 53,960 + 4 
NOW, SORE. 1 si0ice006 743,300 1,069,824 + . 
North aeciion Deer oie = 14,911 +5 
North Dakota ...... —_— £§; 4 # ~¢.acnaese —_ 
ROL ceiehcst anes ecsin eels 18,500 85,000 + 
CL Oe ; 42,500 + . 
Pennsylvania ....... 488,350 860,000 + 58 
Rhode Island ..... es 4,000 6,300 ti 
South Dakota ....... 3,800 8,620 + 00 
TENNESSEE ..cccscces 3,500 17,500 +4 
ee 13,500 20,750 + 83 
Vermont ... 5,000 27,500 + 69 
il eee 10,000 16,920 + 34 
Washington ....... 50,100 67,250 + 30 
West Virginia ...... 10,000 7,000 — 32 
Wisconsin ......+... 25,440 33,600 + 





Potals cdedecccs 2,285,892 4,065,434 + 78 
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Says Association Is Within the Law 


WASHINGTON, D. C., Jan. 17.—Robert B. 
Allen, of Seattle, secretary of the West Coast 
Lumbermen’s Association, is a happy man. A 
few days ago ‘‘Bob’’ emerged from the De- 
partment of Justice stepping lightly, his head 
way up and a Puget Sound sunset glow on his 
face. Asked for an explanation of this con- 
glomeration of cheerfulness, Mr. Allen went 
clear back to Christopher Columbus. He said: 


As a discoverer Columbus may have been all 
right in his way, but I have just discovered the 
first constructive suggestion on the conduct of 
trade associations that ever came from a govern- 
mental source, outside the Supreme Court. 

Directly and indirectly, I have been associated 
with trade association work for the last seven- 
teen years. In that time we have been investi- 
gated, scrutinized, criticised, harassed, heckled, 
maligned and discredited by a miscellaneous assort- 
ment of persons who have assumed to function de- 
structively, under the guise of government. 


No Prejudiced Verdicts in Advance of Evidence 


It therefore is refreshing to talk to the present 
Attorney-General—a he-man, with vigorous accent 
on the first and last syllables. Don’t get the im- 
pression that he will tolerate questionable activi- 
ties. That’s just about the last thing he will do. 
In fact, willful violators, as I get it, are going 
to be extremely unpopular up here at the north- 
east corner of Vermont Avenue and K Street; but 
there will be no discrediting of individuals and 
industry thru premature, widespread publicity, no 
prejudiced verdicts in advance of the evidence, no 
besozzling of character and citizenship without a 
hearing, as in the case of the Federal Trade Com- 
mission. 

No, in the light of the hardwood decision I do 
not expect that the West Coast Lumbermen’s 
Association will be materially affected in its serv- 
ice. However, if the Department of Justice finds 
anything in our activities that may even be ques- 
tionable we will be vastly more concerned in volun- 
tarily collecting it than any governmental agency. 


Hardwood Rule Not of General Application 


The more one studies the Supreme Court de- 
cision in the hardwood case the more convinced 
one is that this decision does not lay down a hard 
and fast rule for the conduct of all associations. 
How could it, when so few associations handle their 
statistical information as the hardwood associa- 
tion did? 

Where an association does not agree on prices, 
does not curtail production, where it gives the 
public the information it collects regarding the 
basic industry it represents, that association cer- 
tainly is within the law. 

The principal trouble with associations in the 
past has not been intentional violation but rather 
the desire of the secretary to make his informa- 
tion accessible only to members, in the hope that 
such a policy would cause nonmembers to join and 
thereby build up his organization. The secretary 
of a trade association is just as ambitious to build 
up as any man in-any business, and, in his am- 
bition, he has more or less innocently gone wrong. 

Price Agreements Among Lumbermen Not 

Possible 

As far as price agreements in the lumber manu- 
facturing industry are concerned, they have been 
discarded by most associations for a long time, 
and there never was one of these agreements that 
was worth a whoop. In lumber it is simply demand 


and transportation facilities that govern prices, 
and not agreements. 


I refer strictly to manufacturing associations. 
I know nothing whatever about local material 
affairs, but in the big, intensively competing lum- 
ber manufacturing industry combinations of that 
nature are impossible. 

Mr. Allen spent some time in consultation 
with Attorney-General Daugherty concerning 
the work of the West Coast association. As 
his statement shows, he came away quite sat- 
isfied that his association is carrying on its 
various activities within the law. It is pre- 
pared, however, should the department later 
take exception to any West Coast association 
activity, immediately to discard it, just as it 
did the basie price list when it was ques- 
tioned by officials of the department about 
three years ago. 


Lumbermen Confer with Government Officials 


Late last week John Henry Kirby, president 
of the National Lumber Manufacturers’ Asso- 
ciation; Wilson Compton, its secretary-man- 
ager; J. E: Rhodes, secretary-manager of the 
Southern Pine Association, and other lumber- 
men called in a body upon Secretary of Com- 
merce Hoover to discuss the hardwood deci- 
sion. Mr. Hoover went over the matter 


frankly with them, as he always does, indicat- 
ing clearly that he has no more sympathy for 
the willful violator of the law than have other 
officials of the Government, but making it 
equally clear that he is more than willing to 
codperate to the fullest extent with trade asso- 
ciations in all lines of industry that are fol- 
lowing legitimate lines. 


To Issue Official Statement on Associations 


Mr. Hoover has been in consultation with 
Mr. Daugherty concerning a formal statement 
of policy following the hardwood decision. 
Mr. Daugherty said today that he wanted to 
get out such a statement as soon as possible 
because the sooner it is done the better it will 
be for all concerned. The statement will 
point out what the Department of Justice 
thinks trade associations can not do in the 
way of collecting and distributing statistics 
and data in the light of the Supreme Court 
decision, and possibly what they can do. 


If the statement is positive, outlining what 
trade associations can do, it will be the first 
of its kind issued by a Government depart- 
ment. In any event, the announcement of the 
policy to be followed will be highly important. 
It is being awaited with the keenest interest 
and no little impatience by lumbermen and 
trade association members in general. 


Fears No Ban on Legitimate Activities 


The AMERICAN LUMBERMAN of Dec. 24 ear- 
ried the first statement from Attorney-Gen- 
eral Daugherty along this line. It was neither 
formal nor official, but well designed to en- 
courage those engaged in what has come to be 
universally recognized as legitimate trade as- 
sociation activities. 

Some officials of the Department of Justice 
at least are inclined to the opinion that the 
hardwood decision lays down a hard and fast 
rule applying to all trade associations, but this 
view is not generally held. They, of course, 
are in position to say the last word on this 
point outside of the courts, provided, of course, 
Mr. Daugherty agrees with them. 


TO DISCUSS FORDNEY TARIFF BILL 


WASHINGTON, D. C., Jan. 16.—With the ob- 
ject of bringing together the thousands of organ- 
izations and firms which support the Fordney 
bill, and who wish to give expression in Wash- 
ington to public sentiment favoring a tariff bill 
that will ‘‘ keep the home stacks smoking,’’ invi- 
tations have been sent out to every manufac- 
turer and producer in the United States to at- 
tend the convention of the American Valuation 
Association to be held here on Jan. 30 and 
31. Altho called under the auspices of the Na- 
tional Association of Manufacturers, the con- 
vention will be open to representatives of indus- 
tries, firms, stores, farm organizations and labor 
associations from all States in the Union, who 
believe that the first step in the return of pros- 
perity in the United States is the passage of the 
Fordney tariff bill with its provision to substi- 
tute American valuation for the present foreign 
valuation of imports subject to ad valorem 
duties. 


SPAIN TO PURCHASE LUMBER 


WASHINGTON, D. C., Jan. 16.—A cablegram 
from Commercial Attache Cunningham at 
Madrid to the Department of Commerce states 
that authorization for the purchase during 1922 
of numerous foreign products, including lum- 
ber, was provided for in a Spanish decree dated 
Jan. 6 

Mr. Cunningham states that the improvement 
in peseto exchange has allowed a decrease in 
the gold surcharge on imports, thereby adding 
to the prospect of increased American business. 
However, he adds that without the establish- 
ment of proper connections in Spain the efforts 
of American firms to participate in the busi- 
ness are likely to remain more or less fruitless. 
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46 Years of Successful Repesting and 
Collecting Lumber Accounts. 


Write and let us show you. 
Lumbermen’s Credit Association 
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Just a Reminder 
to Order Your 


FIR 


Timbers, Bridge, 
Track and 

Car Material, 
Dimension, 


Shiplap, Boards. 


We can make prompt 
shipment of anything 
you need. The high 
quality of products in- 
sure satisfaction. 
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| Newbegin Lumber Co. | 


1052 Pacific Ave. 
TACOMA, WASH. j 


Duluth—Lyceum Bldg. 
H. S. Robb. Mgr. 








We Manufacture 


California White Pine 


Box, Shop and Clears 


Our Lumber is 
Soft and Light 


Clover Valley Lumber Co. 


Sawmill, box factory Generdl Office: 


and planing mill at 
Loyalton, California Reno, Nevada 


LONGFIR JOISTS —— 


MILLS. 


— 
alls, 
noBIG TIMBERS 7: 
ASHINGTON FIR CEDAR AND SPRUCE 
WOOD 


CALIFORNIA RED 
RED CEDAR SHINGLES 














YARDS:  —-H.B. WAITE LUMBER CO. 
Transfer MINNEAPOLIS, MINN. 








FOR THE USE OF RETAIL LUMBERMEN 


And contractors. The Lumberman’s Actuary—it pre- 
vents errors in making out bills and estimates and saves 
time in figuring the average cost of performing all kinds 
of labor in the erection of buildings, including masons, 
carpenters and painters. Send for sample pages. 
Seventh edition. 
Bound in leather. Price $8,50 postpaid. 
AMERICAN LUMBERMAN, 


431 S. Dearborn St., Chicago, Ill. 
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FINDS GULF EXPORT RATES FAIR 

WASHINGTON, D. C., Jan. 16.—In a tentative 
report in Docket No. 12,570—Southern Pine 
Association et al. vs. Director General as 
agent Alabama Great Southern Railroad Co. 
et al., Examiner W. H. Wagner recommends 
that the Interstate Commerce Commission find 
that rates applicable to shipments of lumber 
for export from points in southern territory 
east of the Mississippi River to ports on the 
Gulf of Mexico are not shown to be unreason- 








able or otherwise unlawful and that the com-— 


plaint be dismissed. 
The text of the tentative report follows: 


The Southern Pine Association is a corporation, 
organized to sell statistical and other service to 
its subscriber mills. It and members of it which 
are engaged in the lumber business allege that the 
eancelation of export rates on lumber from mills 
in southern territory east of the Mississippi River 
to ports on the south Atlantic Ocean and the Gulf 
of Mexico has resulted in an adjustment which 
is unreasonable, unjustly discriminatory and un- 
duly prejudicial. The commission is asked to pre- 
scribe for the future reasonable export rates from 
all points on defendants’ lines within that terri- 
tory, including points which did not enjoy export 
rates prior to June 25, 1918, and to award repara- 
tion on export shipments to the Gulf ports from 
points from which export rates applied prior to 
that date. 

At the hearing complaint as to rates to the 
south Atlantic ports was abandoned. 

The Chamber of Commerce of Orange, Tex., in- 
tervened in opposition to a change in rates in the 
Southwest. 

General order No. 28 of the Director General of 
Railroads provided for an increase in lumber rates 
of 25 percent with 5 cents a hundred pounds as a 
maximum; and for the cancelation of all export 
rates, thereby making the domestic rates applicable. 

Complainants appeared before the United States 
Railroad Administration in protest of the cancela- 
tion of export rates on lumber in southern terri- 
tory, contending that if allowed to remain west 
of the Mississippi River they should also be allowed 
to remain east thereof. At the hearing in the 
present case they compared the average loading, 
haul and revenue received from all commodities 
handled by a number of carriers with that received 
from lumber during the years 1911 to 1914, purport- 
ing to show that the average receipts per car mile 
are greater on lumber than the average on all 
traffic. They also showed the volume of southern 
pine exported annually thru southern ports east 
and west of the Mississippi River from 1969 to 
the first six months of 1921, inclusive. 

The foundation of complainants’ case, so far as 
discrimination and prejudice are concerned, is not 
the level of the export rates east of the river as 
compared with those west of the river, but the 
fact that east of the river export rates are not less 
than the domestic rates ; whereas, west of the river 
there is a difference. They ask the commission to 
do either of two things: (1) Raise the export rates 
west of the Mississippi to the basis of the do- 
mestic rates, or (2) establish export rates east of 
the river on a basis lower than the domestic rates. 
However, they contend that as lumber both east 
and west of the river has for years borne more 
than it should of the cost of transportation, any 
revision should be downward rather than upward. 
They also urge that as export rates in effect June 
24, 1918, were reasonable, if those export rates are 
increased in accordance with general order No. 
28 and the general increases of 1920 they would 
be reasonable now and for the future. 

The only rates cited by complainants at the 
hearing were from Brookhaven and Laurel, Miss., 
to New Orleans, La.; from Bond, Wiggins and 
Howison, Miss., to Gulfport, Miss.; from Benmore 
and Ovett, Miss., to Mobile, Ala.; and from 
Nadawah and Bay Minette, Ala., to Pensacola, 
Fla. The rates cited to New Orleans and Pensa- 
cola were not specific export rates but were ap- 
plicable either on domestic or export traffic. The 
export rates to Gulfport and Mobile, on June 24. 
1918, were from .5 cents to 1.5 cents a hundred 
pounds under the domestic rates; thereafter, un- 
til December, 1919, when those export rates were 
canceled, the spread was from 1 cent to 2 cents. 

Upon this showing complainants ask for the issu- 
ance of a blanket order requiring that the June 24 
(1918) export rates be restored subject to the two 
general increases applied since that date, and that 
export rates be established from all points in 
southern territory which did not have specific 
export rates on June 24, 1918. 

Defendants and intervener presented no evi- 
dence. 

No attempt is made to impeach the rates on do- 
mestic traffic. There is no showing that the trans- 
portation service rendered export lumber is differ- 
ent from that rendered domestic lumber to the 
same terminals. Carriers west of the Mississippi 
River which apply the alleged preferential export 
rates are not parties defendant. No evidence was 
submitted comparing the level of rates applicable 
to export lumber west of the Mississippi River 
with the rates applicable thereon east of that 
river. In the circumstances, something more than 
the prior existence of export rates on a lower 
basis and the application of a lower basis else- 

















where in the United States is necessary to war- 
rant a condemnation of the rates as applied to 
complainants’ shipments. 

The commission should find that the rates as- 
sailed are not shown to have been or to be unrea- 
sonable or otherwise unlawful, and the complaint 
should be dismissed. 


SOUTHERN PINERS FILE COMPLAINT 


WASHINGTON, D. C., Jan. 16.—The Southern 
Pine Association has filed with the Interstate 
Commerce Commission a general complaint 
against existing lumber rates. The complaint 
sets forth that subscribers of the Southern 
Pine Association are engaged in competition 
with manufacturers of forest products in 
various States, specifying Kentucky, Tennes- 
see, Wisconsin, Michigan, Montana, Minnesota, 
Idaho, Oregon and Washington. 

The charge is made that the defendants— 
virtually all railroads being made respondents 
—‘‘apply rates for the transportation of said 
traffic of said competitors to points in des- 
tination territory which are lower, mileage 
and service considered, than the rates charged 
the subscribers of complainant.’’ 


Continuing, the complaint says: 


That defendants charge for the transportation 
of said lumber and forest products in carloads 
from the originating territory to the destination 
territory various rates which are set forth in vari- 
ous tariffs now in effect, together with supplements 
thereto, and reissues thereof. 

That in addition to the above-named tariffs there 
are other tariffs issued by individual lines and filed 
with the commission, the exact reference to which 
tariffs is not known to complainant but is well 
known to defendants, and it is the purpose of this 
complaint to include all tariffs carrying rates ap- 
plying on such traffic in carloads from originating 
territory to any points in destination territory. 

That the subscribers of complainant are en- 
gaged in competition in the shipping and sale of 
said lumber as above described, with persons, firms 
and corporations located at various points in other 
States and engaged in similar business, which com- 
petition exists at various points of destination in 
destination territory above described; said com- 
petitors are located in various States, among which 
are Kentucky, Tennessee, Wisconsin, Michigan, 
Minnesota, Montana, Idaho, Oregon and Washing- 
ton, and defendants apply rates for the transpor- 
tation of said traffic of said competitors to points 
in destination territory which are lower, mileage 
and service considered, than the rates charged the 
subscribers of complainant. 

That to numerous points in the destination ter- 
ritory defendants do not maintain thru joint rates 
on lumber in carloads from the originating terri- 
tory, and because of being compelled to.apply com- 
bination of local rates under various tariffs, many 
of which are not accessible to said subscribers, 
they are frequently hampered and prevented from 
making shipments to such destinations and from 
successfully competing with competitors in the 
other territories above described; that because of 
the great number and complexity of such tariffs 
and because of the many conflicting provisions 
thereof an unreasonable burden is jmposed upon 
the subscribers of complainant in their efforts to 
sell and ship lumber to customers located in the 
destination territory, and, because of the difficulty 
encountered by customers in said destination terri- 
tory in ascertaining the rates legally applicable 
to such traffic, the subscribers are frequently pre- 
vented from making sales of their product, thus 
imposing unreasonable burdens upon them; and it 
is in the public interest as well as in the interest 
of the subscribers of complainant and the con- 
sumers of lumber in said destination territory 
that a complete system of thru joint rates be estab- 
lished and that the various current tariffs and 
schedules of such rates be consolidated and simpli- 
fied by the publication of general commodity tariffs 
applying on this product; and by reason of the 
matters herein set forth the defendants are in 
violation of Section 1 of the interstate commerce 
Act, and should be required under the provisions of 
such section to publish in simple form thru joint 
rates for the transportation of lumber and forest 
products from points in originating territory to 
points in destination territory. 

Wherefore, complainant prays that defendants 
be severally required to answer the charges here- 
in; that after due hearing and investigation an 
order be made commanding the defendants and 
each of them to cease and desist from the afore- 
said violations of said interstate commerce Act. 
and requiring them to publish thru joint rates from 
points in originating territory to points in desti- 
nation territory for the transportation of lumber 
and forest products in carloads, and to issue, pub- 
lish and file consolidated, simple tariffs for appli- 
cation to the thru movement of such traffic, and 
that such other and further relief orders and de- 
crees be granted in the premises as the commission 
may consider meet and proper. 


‘‘Originating’’ and ‘‘destination’’ territory 
cover the States in which member mills of the 
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Southern Pine Association operate and in 
which their products are marketed in compe- 
tition with Douglas fir and other lumber. 


RATES ON BILLETS AND FLITCHES 


WASHINGTON, D. C., Jan. 17.—In a formal opin- 
ion handed down in docket No. 12111—Pioneer 
Pole & Shaft Co. vs. Director General, as agent 
Illinois Central Railroad Co. et al.—division 3 of 
the Interstate Commerce Commission finds not to 
have been or to be unreasonable or unduly preju- 
dicial rates on hickory flitches and planks from 
points on defendant’s lines, except the Batesville 
Southwestern, in Illinois, Kentucky, Tennessee, 
Mississippi, Alabama and Louisiana to Memphis, 
Tenn., and Cairo, Ill. At the same time division 3 
finds unreasonable the joint rates on billets, flitches 
and other rough material from Crowder, Miss., 
and other points on the Batesville Southwestern 
to Cairo, and will award reparation when the 
exact amount is ascertained under Rule V. The 
principal place of business of complainant in this 
case is Piqua, Ohio. 

Complainant alleged that the rates on hickory 
planks and flitches from points in the States 
named were and are unreasonable to the extent 
that they exceeded and exceed the rates contempo- 
raneously applicable on billets, and that in certain 
instances the rates assailed were and are in viola- 
tion of section 4 of the Interstate Commerce Act. 

In a former decision the commission found that 
flitches, planks and billets should take the lumber 
rates as maxima. Complainant conceded the pro- 
priety of that basis and did not attack the lumber 
rates. It contended, however, that since de- 
fendants apply the rough material rates on billets, 
and in some cases on flitches, they should apply 
the same rates in all cases on flitches and on planks 
as well. Complainant argued that, as billets may 
be cut from planks, they are in a more advanced 
state of manufacture and therefore planks should 
not take higher rates. The opinion points out that 
it is “shown that billets may be cut from timber 
in other forms less finished than planks.” 

In a formal opinion in investigation and suspen- 
sion docket No. 1409, division 3 finds that the pro- 
posed increased rates on creosote oil and gas tar 
oil from Chicago and St. Louis to St. Paul and 
Duluth are justified. The order of the commission 
suspending the schedules involved until Jan. 29 is 
vacated as of Jan. 28. 
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REPARATION ON TURNED SPOKES 


WASHINGTON, D. C., Jan. 16.—The Interstate 
Commerce Commission has issued an order in 
Docket No. 11,389—Kelsey Wheel Co., Ince., vs. 
Yazoo & Mississippi Valley Railroad Co., Di- 
rector General as agent, et al.—directing pay- 
ment of reparation on club turned spokes 
shipped from Goodman, Bentonia, Yazoo City 
and Valley, Miss., to Memphis, Tenn., as fol- 
lows: Director General, $1,460.64, with interest 
from Dec. 1, 1919; Yazoo & Mississippi Valley, 
$1,003.45, with interest from Nov. 1, 1920; 
Illinois Central, $505.86, with interest from Dec. 
20, 1920. 





RECONSIGNMENT WITHOUT PENALTY 


MontTcoMERY, ALA., Jan. 16.—Lumbermen of 
this section are very much pleased with a de- 
cision of the Interstate Commerce Commission 
obtained thru the efforts of R. G. Copeland, the 
very efficient traffic manager of the W. L. Shep- 
herd Lumber Co., of this city. The commission 
had formerly ruled that shipments of lumber 
rejected by one consignee and reconsigned to an- 
other by local switching movement were liable 
to the $10 penalty charge. 

In a letter to Mr. Copeland G. B. McGinty, 
secretary of the commission, had said: 


The uniform divérsion and reconsignment rules 
define a reconsignment as a “change in the name 
of the consignee” or “a change in destination” or 
“any other instructions given by the consignor, 
consignee or owner necessary to effect delivery 
which requires a change in billing or an additional 
movement of the car or both.” 

Under these rules a change within a city that 
necessitates a change in the name of the consignee 
and a further movement of the car is a reconsign- 
ment, unless a new bill of lading is executed. The 
Penalty storage rule in the demurrage tariff makes 
no distinction between causes that necessitate re- 
consignment. It provides for the application of 
Penalty storage charges to all carloads of lumber 
that are reconsigned. Therefore, it is evident that 
Such charges are applicable to shipments that are 
forwarded under bona fide orders that are rejected 
or for other reason are not accepted by the con- 
Signee and must be moved elsewhere. 


Mr. Copeland, however, explained to the com- 
Mission that it was not necessary in the cases 
considered to make any changes in the con- 


signees or to make new bills of lading. All 
that is required is to instruct to switch the cars 
for a certain delivery at the original destination, 
and that such cars are not held for reconsign- 
ing. He explained further that several roads 
had agreed with him that the penalty charge 
should not be imposed in such cases and those 
roads were paying claims made for the refund- 
ing of such charges. The commission then re- 
plied that since Mr. McGinty’s first letter to 
Mr. Copeland it had held informally that ship- 
ments ‘‘that are moved from point to point with- 
in a city switching district, as covered by Rule 
13 of the uniform diversion and reconsignment 
rules, are not subject to the penalty storage 
charges,’’ and the statement in Mr. McGinty’s 
former letter with reference to the applicability 
of such charges was withdrawn. 

Mr. Copeland cited several cases involving 
charges of the kind mentioned, in each of which 
upwards of a hundred dollars was involved, 
and he said. that the rule if enforced in every 
case would cost the W. L. Shepherd Lumber Co. 
several thousand dollars a year. Doubtless, 
other lumber companies would be affected in the 
same manner and to the same extent. 


LUMBERMEN IN WASHINGTON 


WASHINGTON, D. C., Jan. 17.—Joseph N. 
Teal, J. H. Bloedel, A. C. Dixon, R. H. Burn- 
side and H. M. Proebstel, constituting a com- 
mittee for the West Coast Lumbermen’s Asso- 
ciation on the general freight rate hearing, will 
arrive here Sunday to participate in the discus- 
sion of lumber rates before the Interstate Com- 
merce Commission on Jan. 26 or 27. These 
dates were set aside by the commission for lum- 
ber shippers. 

Myron T. Woodard, of the Silver Falls Tim- 
ber Co., Silver Falls, Ore., has been here on tax 
matters and is enroute home. C. G. Blagen, of 
the Grays Harbor Lumber Co., Hoquiam, 
Wash., will arrive here Thursday to discuss tax 
matters with Treasury Department officials. 


CUT HARDWOOD RATES TO COAST 

MEMPHIS, TENN., Jan. 16.—The Southern Hard- 
wood Traffic Association is in receipt of official 
advices that the Southern Pacific will put into 
effect Jan. 30, 1922, reduced rates on hardwood 
lumber and forest products from Mississippi Val- 
ley territory to Pacific coast points, and that all 
of the lines at Memphis and in the territory west 
of the Mississippi will concur. Some lines east 
of the Mississippi have not yet signified their will- 
ingness to concur and the association is working 
vigorously to bring all into line. The new rates 
will be 80 cents from Group E and 85 cents from 
Group C, as against present rates of $1.06% and 
$1.1344, respectively. The association has been 
handling this matter with the transcontinental 
roads for more than a year. One of the principal 
factors contributing to its success has been the 
fact that, ever since the advances under Ex Parte 
74, the greater part of the movement has been by 
rail to southern ports and then via the Panama 
Canal to destination. 
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LOWER RATES THRU TEXAS PORT 


Beaumont, TEX., Jan. 17.—A 25-percent re- 
duction on lumber over the Santa Fe to Beau- 
mont will become effective Feb. 15, C. Bland, 
traffic manager of the chamber of commerce, 
has been notified. The Santa Fe canceled the 
rate to Port Bolivar, which it has abandoned, 
and reduced it to Beaumont. From Evadale 
and Bessamay to Beaumont the rate has been 
cut from 9 cents to 7 cents a hundred pounds, 
and from Kirbyville and Rogerville the cut is 
from 9 cents to 8 cents. Corresponding reduc- 
tions have been made from Louisiana points. 

Altho much nearer the point of production, 
for years the rate to Beaumont has been the 
same as to other nearby ports. This reduction 
recognizes the mileage haul and gives Beaumont 
an advantage. This action is expected to turn 
more lumber and timber thru the port for ex- 
port. 

CRAAABAABEBBARAAAAMAS 

THE FIRST shipment of fir and spruce seed 
for the reforestation scheme in Great Britain 
has gone forward from New Westminster, B. C. 
It is expected to produce about six tons of 
spruce seed and five tons of fir. 
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Puget Sound Saw Mills 
& Shingle Co. 


Manufacturers of 


FIR LUMBER 


EXCLUSIVELY 


Saw Mill, Planing Mill 
and General Office at 


South Bellingham, Wash. 





If you want to save money 
on your lumber purchases, buy 
directly from a manufacturer. 


You can’t get lumber except 
from a sawmill and the fewer 
hands your order goes through 
before it gets on the order file 
of a sawmill, the more profitable 
your transaction is likely to be. 


We solicit orders from 


Retail Yards, Factories and 


Industrial Plants 
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W:-I-MSKEE LUMBER CO. 


ANUFACTURERS 
AND WHOLESALERS 





General Offices, QUINCY, ILL. 











FIRES 


Siding 


CEDAR 











and Finish, Long Bevel Siding, 
Timbers, Joists, Finish and 
Dimension, etc. Shingles. 





WE are manufacturing 40,000,000 ft. annually of Idaho and West- 
ern Pine at Dalkena, Washington. Send us your inquiries. 








IDAHO |WALLACE-BALLORD | WESTERN 
WHITE LUMBER CO. PINE _ 
PINE 609-614 Lumber Exchange, | We make a special- 
All Grades Minneapolis, Minn. ty of Shop. 














Eureka Cedar Lumber & Shingle Company 
HOQUIAM, WASH. 


Fir and Hemlock Lumber 


Service Is Our Specialty. 














LET US BE YOUR SALESMAN 


Your advertisement in the Wanted and For Sale De- 
partment will reach the people. 
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Extensive Manufacturers of 


Western 
We guarantee to handle every Posts 
order to the entire satisfac Poles 
tion of our customers. Piling 


Write or telegraph us at our expense 
for our latest price reductions. 


Northern Cedar Company 


SPOKANE, WASHINGTON 
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Griswold = Sand 


PORTLAND, ORE. 


Associate Manufacturers 
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PORTLAND, ORE. 
AND THE COLUMBIA VALLEY 
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Douglas Fir 
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Lumber Co. 


Gasco Building, 
Western Pine 


California 


White Pine 
Red Cedar 


and Wholesalers 


San Francisco Office: 
16 California Street 
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Spruce Finish 


(Kiln Dried and S4S) 





Quick Shipment 


From our own mill at North Bend, Oregon. 
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Lumber Gompany 





General Sales Offiees: 


PORTLAND, OREGON 
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We are associate manufacturers and 
wholesalers of 


Pin, SPRUCE 
NOBLE FIR 


AND 
West Coast Products 


THE MILLS WE DIRECTLY REP- 
RESENT HAVE A DAILY CAPAC. 
ITY OF OVER 500,000 FEF-T 


Gerlinger-Anderson Co. 


506,Geriinger- Portland, Ore. 


Louis Gerlinger, Jr., 





Building 
H. J. Anderson, Geo. T. Gerlinger 
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Cables to Department of Commerce 


A certain lessening of tension is noted in Ger- 
man financial and industrial circles, altho no im- 
portant change in the economic situation of the 
country is apparent, says a cable to the Depart- 
ment of Commerce. The feverish activity of in- 
dustry, as well as the unusual speculation on the 
stock exchange, which characterized the situation 
a few weeks ago, has somewhat abated. Industry 
is experiencing difficulties on account of the short- 
age of coal and raw materials, and on account of 
general increased production costs, while a falling 
off in orders is becoming noticeable. 

The currency inflation continues. The German 
mark has remained fairly stable since Dec. 10, 
averaging 180 to the dollar. ‘The fluctuation, how- 
ever, has been sufficient to embarrass the operations 
of importers of raw materials. On Dec, 1, there 
were about 147,000 unemployed workmen receiving 
aid from the Government, altho the actual unem- 
ployment figure was considerably higher. Unem- 
ployment has increased somewhat since that date. 
There is some part time work in the German in- 
dustries and very little overtime. The more seri- 
ous labor disputes in December included a lockout 
in Berlin of 12,000 men in the building trades, on 
account of demands for a very large wage increase ; 
this matter has not yet been settled. 

The coal shortage in Germany is still serious, 
altho relief is in sight with regard to the railroad 
supply. The machinery industry is embarrassed 
by a shortage of pig iron and coal. The paper 
industry shows a brisk business, but a _ serious 
shortage of raw materials. A lively business is 
also reported by shoe manufacturers, but the end 
of the boom is foreseen. Woolen textiles are 
greatly sought after, but cotton textiles move 
more slowly. The market for chemicals is dull; 
in Hamburg chemical prices show reductions vary- 
ing from 3 to 20 percent. Most industries report 
a falling off in new orders, altho there are many 
unfilled orders still on hand. There was a gen- 
eral complaint from retail stores before Christmas 
of slack business, which was ascribed by some 
dealers to the appreciation of the mark during the 
few weeks preceding. 

The increase of the German merchant marine 
continued during December, twelve ships aggre- 
gating 56,900 tons, were launched, and seven ves- 
sels with a total tonnage of 40,400 tons were com- 
pleted. During the same month, by a peculiar 
coincidence, seven vessels, also with the same ton- 
nage, 40,400 tons, were purchased by Germany. 


Italy Weathers Financial Crisis 


The closing months of 1921 showed an encourag- 
ing increase in Italian Government receipts and a 
slight reduction in the note circulation of the 
Banca d’Italia. The industrial situation is little 
changed and moderate activity continues. The 
shortage of electrical power due to lack of rains 
has been a serious obstacle to recovery, and in 
some industrial plants the number of working 
hours has been reduced. The number of unem- 
ployed on December 1 was 512,000. The last of 
the important strikes that were in progress came 
to an end with the agreement between the manu- 
facturers and the Metal Workers’ Union in the 


. Trieste district, which remains in force until May 


31, 1922. Shipyards in Trieste which have been 
seriously affected by the strike will now operate 
six days a week. In order to alleviate the unem- 
ployment situation the Italian Government has 
provided 268,000,000 lire to be expended for public 
works. Of this amount, 61,000,000 lire will be 
spent for bridges and roads and 45,000,000 lire 
for hydraulic works. 

Following upon the commercial agreements with 
Germany, Czechoslovakia and Poland, the an- 
nouncement is.made of a similar agreement with 
the Soviet Government. The agreement, which is 
provisional, is to be effective at once and negotia- 
tions for a new commercial treaty willl be resumed. 
The trade balance also shows improvement. 

Winter wheat suffered owing to an unprece- 
dented drought and the crop will depend upon 
spring rains. In the belief that next year’s crop 
will be far below the average it has been sug- 
gested that the Government adopt stringent meas- 
ures to restrict the use of wheat and flour in Italy 
in order that the distribution of bread may con- 
tinue without the necessity of importing large 
quantities. 


(@@e@aag@anaananms 


Cuban Outlook Is Improved 


Axel Oxholm, chief of the lumber division of 
the Department of Commerce, who has recently 
returned from Cuba, states that according to the 
consensus of most of the prominent Cuban bankers 
and lumbermen the lumber business is on a more 


solid foundation than any other business on the 
island. Tho still suffering with the rest of the 
world from the effects of the world war, as well as 
from the acute sugar crisis, Mr. Oxholm says that 
Cuba is slowly recovering and that the outlook 
is bright. One of the first trades to recover, he 
believes, will be the lumber trade. This trade, he 
points out, is largely in the hands of solid and 
substantial men, for the most part Spanish, who 
are more conservative than the Cubans. A num- 
ber of incapable and somewhat unscrupulous mer- 
chants have during recent years engaged in the 
lumber trade, but these have now been practically 
weeded out, and those now doing business are sub- 
stantial lumbermen of long experience. 

As a result of the sugar crisis in 1920, ap- 
proximately 12,000,000 feet of American lumber, 
chiefly southern pine, was rejected by Cuban im- 
porters and stored in Havana for shippers’ ac- 
counts, while large quantities of lumber acquired 
at high prices were held by importers and dealers. 
The trade stagnation caused a sharp decline in all 
commodity prices, and lumber suffered with the 
rest. Stock which had been purchased at $70 to 
$80 a thousand recently sold at $20 to $30. This 
has caused heavy losses, but these are being ac- 
cepted as a part of the general liquidation. 

It is impossible to say how long the present de- 
pressed conditions will prevail. Lumber prices 
have only just reached their ebb and are beginning 
to show an upward trend, yet radical improvement 
can not be expected for another twelve months, in 
Mr. Oxholm’s opinion. Much depends upon the 
outcome of the present tariff question in the United 
States, and on prices the sugar planters may hope 
to realize in the future. In spite of the unsatis- 
factory conditions of the sugar market and the 
general depression in all business thruout the 
island at the present time, a certain amount of 
new construction is going on, at an encouraging 
rate, and Cuban importers estimate that the pres- 
ent lumber stocks may be consumed during the 
current year. 

Mr. Oxholm further points out that the Cuban 
lumber market has always been an attractive one 
to American exporters. During 1912 it absorbed 
125,000,000 feet of American woods and 139,000,- 
000 feet in 1913. The post-war demand was very 
much greater. Our lumber exports in 1919 
amounted to 187,000,000 feet and to 298,000,000 
feet in 1920. Under normal conditions it is safe 
to say that this market could care for approxi- 
mately 200,000,000 feet of American logs, timber 
and sawn lumber. 


Year’s Lumber Exports From B. C. 


VANCOUVER, B. C., Jan. 14.—Export for the last 
year will amount to something over 200,000,000 
feet, according to estimates now in hand. Of this 
amount about 164,000,000 was shipped from main- 
land mills, the two principal shippers on Vancou- 
ver Island being the Cameron Lumber Co., with 
which is associated the Genoa Bay Lumber Co., 
and the Victoria Lumber & Manufacturing Co. at 





Chemainus. This is a record for water borne ship- 
ments. Following is a comparative table of ex- 
ports from mainland mills for the last two years: 
1920 1921 
Feet Feet 
AMOEEOIABIA  . 6ncscc cin eees 29,791,173 27,000,000 
China and Japan....... 22,745,696 93,140,247 
[1 EEA eg aren rarer 3,800,000 8,000,000 
HMMMNUINE ck cache tis @-aileieAb sere /4: vO), eke ners 8,000,000 
United , States ...scccs 2,030,000 13,536,000 
United Kingdom ...... . 80,346,372 8,892,000 
South America, South 
ATHICR: CEC, 6 vcwcwe sas 1,079,000 6,000,000 
POHER . -s50vieieriis ib dleces ants 89,792,241 164,568,247 
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The West Coast Export Situation 


San Francisco, Cauir., Jan. 14.—The export 
market remains somewhat quiet, as usual at this 
time of year, but a revival is expected later on. 
China continues to buy Douglas fir. There is 
more inquiry from the west coast of South Amer- 
iva. Australia is doing a little buying. Mills in 
the Northwest are still cutting Japanese squares 
on old crders, but new business has slowed down. 
Buyers appear to be waiting for a possible decline. 
If the mijis reduce prices below what Japan can 
afford to pay there might be further delay, 88 
many are afraid to buy on a falling market. 

The Douglas Fir Exploitation & Export Co. sold 
3,000,000 feet during the week, to China, Japan, 
Australia’ and the west coast of South America. 
The Redwood Export Co. finds new business slow 
in coming in, but the outlook for the year is con- 
sidered favorable. Parcel shipments are being 
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made and about one million feet is to be loaded 
for Australia at Eureka, on the steamers West 
Calera and Tricolor. 

PASSE EEE EE SE SE 


Ocean Freight Situation Reviewed 


A moderate amount of chartering was reported 
in the steamer market for grain and sugar cargoes, 
and for time charter boats for short periods in the 
West India trades, and additional freights of the 
same kind offer steadily, say Lupham & Moore, 
New York ocean freight brokers, in their bulletin 
for Jan. 14. In all other trades the demand for 





tonnage continued extremely light. Tonnage for 
January delivery offered sparingly, and the rates 
paid were about equivalent to those recently 
quoted. For February and later delivery there 
was but a limited general demand for tonnage. 

The sailing vessel market was unchanged in all 
respects, and very little chartering was reported. 
There was a moderate inquiry for tonnage for 
West India and coastwise trading but the rates 
bid were low and unsatisfactory to owners. For 
South America, transatlantic and long voyage trad- 
ing there is practically no demand for tonnage 
and rates are entirely nominal. 








HANDLING KNOCKED-DOWN SASH 


The following communication on a much dis 
cussed subject doubtless will be read with interest 
by many. The writer is J. C. Haring, secretary 
and treasurer of the Nicolai Door Co., San Fran- 
cisco, Calif., who says: 


There appeared on page 27 of the Dee. 10 issue 
of the AMERICAN LUMBERMAN, in the Query and 
Comment Department, an inquiry (No. 438) rela- 
tive to retailers handling knocked-down (‘K. D.’’) 
sash. This is the scientific way to handle the win- 
dow and sash proposition. It may appear a trifle 
complicated at first, but with a well assorted 
stock, racked so the sash can be easily assembled. 
anyone after a short trial will be convinced that 
this investment will pay larger returns than any 
other item in the yard or mill, proportionate to the 
amount invested. 

My suggestion is to buy the free moving sizes 
in put-together stock, and figure to take care of 
odds and ends and shortages in stock out of 
knocked-down, as a great many orders at present 
time run strongly to odd sizes. This tendency will 
increase, because people are building homes instead 
of houses. The periodicals published for women 
now feature cosy corners, nooks, interior decorat- 
ing ete., and this educational work is reflected in 
orders received by mills and lumber yards. It is a 
trade that should be encouraged, for many reasons. 
Standardized doors, interior finish and windows. 
therefore, do not meet the demand that exists at 
present. 

Not knowing how well your inquirer “No. 438” 
is informed on windows and sash, I will list below 
a sample order, which, of course, can be changed 
to suit his requirements but will illustrate the 
principle. 

2-LtT. Windows, 1% CK., K. D. 


ee 1? > 3 2 (oe 26880 Osi ccs 40x28 
‘| ee 12 a). a |) 28x82 10...060% 42x30 
ee TG320 305... ae lo ae | ee 44x32 
i See esse 16.....+.808ee 36:....% 48x20 
|) eee 20x24 106....... 86x24 10....... 20x14 
1 7 Yin |) Sr SSeg6 10...'..<s 18x12 
. | ee 24x28 
1-LtT. SasH, 1% Cx., K. D. 

NN es eore eck obo) GD (| o> i || 34x34 
1 ee 125 Ce ( Pe >? a |) Sa 36x36 
i ee FoerG 10.....6« yo | a |) 40x40 
ee TSeiS 10....... Co a | 44x44 
1 re sueee | (10....000% Gamae 10...666 48x48 
SRG 22x22 


This assortment will furnish any size likely to 
be called for. The quantities can be changed to 
suit. With these items there should be ordered a 
reasonable quantity of stiles, bottom rails, muntins 
and top and bottom checkrails to make up sizes 
out of the ordinary and not carried K. D. 

A light post arm sander and an ordinary sash 
clamp, a sash trimmer made only by the Mann 
Corporation, will complete the equipment needed 
for assembling. 

Racks for windows should be built to receive the 
following: Bottom rails, top rails, top and bottom 
check rails, and top and bottom stiles. They should 
be plainly marked. “A place for everything and 
everything in its place,” applies with considerable 
force in this case. 

Finally, select the concern that you want to buy 
from and stay with it, as there is enough variation 
in sash sticking, mortising and tenoning to cause 
trouble if buying from various concerns, and the 
fill-in orders later on are not large enough to pay 
any factory to change its equipment for a small 
order, 

Our company does not handle sash, and this is 
the first time I ever answered an inquiry of this 
nature, but having made a complete study of this 
matter, and formerly carried a large stock of 
K. D. sash and found it very handy and practical, 
I pass the foregoing information on for what it 
may be worth to persons interested. 


Millwork plants generally report the year’s busi- 
hess opening up in a fairly satisfactory way. Most 
of them have orders enough booked to keep them 
going for the next sixty days. When spring build- 
ing gets under way largely increased demand is 
looked for. The outlook is much more favorable 
than it was at this time last year. 

Most of the northern sash and door factories 
using western pine have several months’ supply 
bought ahead and have therefore not found it 
necessary to increase their prices recently. Most 
manufacturers feel that every saving they can 


effect for the customer will result in greater build- 
ing activity, whereas price increases are likely to 
slightly retard this movement. Sash departments 
are being favored with more orders than door de- 
partments, but sash manufacturers are not anxious 
to book orders further ahead than six to eight 
weeks, owing to possibility of increased price of 
lumber. Inquiries and even orders for future de- 
liveries are being received in fair number, but 
specifications for these future deliveries are not as 
frequently accompanying the orders as before the 
inventory period. 

The planing mills and interior finish plants of 
Duluth, Minn., are doing a good business for the 
winter season in supplying materials for work in 
progress, chiefly in moderate-priced frame houses. 
All the plants have been able to keep their organ- 
izations going and they are generally hopeful re- 
garding the season's outlook. It is regarded as in- 
teresting in trade circles that for the first time 
in eight years speculative heuse builders are get- 
ting into the market. As an instance it was men- 
tioned that one operator is preparing to build 
eighteen houses in the spring. He has already put 
in several foundations and has announced that he 
proposes to proceed with their superstructures by 
March. The situation in the building trade here 
has improved thru more capital being available to 
lend on mortgage security. This is in distinet con- 
trast to last year. Labor conditions in the building 
trade are also reported to be satisfactory in this 
district. Contractors are figuring on work on the 
basis of last season’s wage scales for bricklayers, 
stonemasons, carpenters, painters and plumbers. 
The scale runs from 80 cents an hour for carpen- 
ters and painters to $1 for bricklayers and masons. 


Nearly all the Minneapolis and St. Paul (Minn.) 
manufacturers have resumed operations after their 
holiday suspensions, with about the same forces of 
employees. Trade is quiet yet, but sash and door 
men here have faith in spring revival of business 
and are piling up some stock for the early trade. 

A slight increase in the demand for millwork, 
doors and sash has developed in Columbus, Ohio, 
since the first of the year. With pleasant weather 
prevailing there has been considerable building 
activity and this is reflected on the millwork trade. 
Mills are being operated, but in some cases with 
reduced forces. Figuring. for the future is not 
quite as brisk as formerly. Prices are firm at the 
levels which have prevailed for several weeks. 
Prospects are considered fairly good, unless severe 
cold weather develops. 

Yard stock demand is very satisfactory with 
Kansas City (Mo.) plants, and local trade on spe- 
cials is reported good. The volume of work offered 
from outside is improving. There are prospects of 
further advances in prices, especially on doors. 

The door and millwork business at Buffalo, N. Y., 
is slow at present, but the decline is regarded as 
seasonable, and the feeling is general that improve- 
ment will be shown over a year ago. For the last 
week the number of local permits, including those 
for new dwellings, has increased, and it is expected 
that still better figures will be shown soon, unless 
the weather becomes too severe for outside work. 

The Baltimore (Md.) sash and door trade has got 
thru the end of the year period in fairly good 
shape. Most of the sash and door men, in fact, 
have had enough orders to keep them going, so 
that it was not easy to find time for taking of in- 
ventories and other end of the year details. The 
showing made by these statements was in the main 
gratifying, and the trade is now looking ahead with 
every feeling of confidence. Values are holding 
steady, and orders are being brought out in increas- 
ing number. 

Sash and millwork plants of San Francisco, 
Calif., are doing a good business and have orders 
ahead. Door factories in the Bay counties district 
are doing well for this time of the year and prices 
are well maintained. Finished door factories con- 
nected with the white and sugar pine mills are mak- 
ing good outputs and maintaining their prices. 
There has been a big demand for sash and door cut 
stock. 
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Lumbermakers 


A dependable source of 
supply for Eastern Buyers 
taking on a line of West 
Coast Products. 


Willapa Lumber Co. 


Mills, General Sales Office, 
AYMOND, 
, WASH. PORTLAND, ORE. 
DISTRICT OFFICES : 

NEW YORK, 2839 Grand Central Ter. Bidg. 
CHICAGO, 1204 Steger Bidg. 
MINNEAPOLIS, Lumber Exchange Bidg. 
OMAHA, - - - - - Peters Trust Bidg. 
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Geo. T. Mickle 


Cargo Lumber Co. 


WHOLESALERS — MANUFACTURERS 


Douglas Fir 


Timber 

Ties ‘ Spruce 

Yard Stoc 

Mine Timbers Hemlock 
Railroad Red Cedar 


MILLS:—North Portland and Thornburg, 
Oregon; Yacolt, Washington 


{1400 Yeon Building, PORTLAND, ORE. 
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The Lumberman’s Searchlight 


By M. M. FERGUSON 


One of the handiest lumber calculators on the 
market today. It contains tables of ready-made 
answers to freight rates; reducing board feet to 
pieces and pieces to board feet; lineal feet to board 
measure, including moulding, unusual methods of 
rechecking extensions and other valuable informa- 
tion on making correct estimates. 

90 pages, size 4x9 (hip pocket edition) 
Bound in Cloth. Price $2.00 Postpaid. 


ORDER YOUR COPY TODAY. 
Americagfiumberman 431 South Dearborn St., 
CHICAGO 


GET WHAT YOU WANT 
By advertising in the Wanted and For Sale Department. 
Do it now. 
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SEATTLE ; 
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Quick | 








That is what we give all east- 
ern buyers because the co-opera- 
tive mills back of this selling 
organization are not merely 
represented by it but are an 
actual part of it. Our soleaim | 
is to afford you a dependable | 
source of supply for | 


Pacific Coast | 


LUMBER, SIDING AND 
RED CEDAR SHINGLES 


The quality and milling of our lum- 
ber is always uniform because these 
Washington and British Columbia mills 
maintain standardized grading. Inves- 
tigate our facilities for making quick 
shipments. 


Red Cedar Shingles 
are our specialty. 


Mutual Timber Mills 























| WHOLESALERS 

| C. A. JOHNSON, 955-6 Stuart Building, 

| Manager SEATTLE, WASH a 
) 

we 
Here’s our 
— . ; “ no Mechanically 
Improved 


when you can 
get a Better 
One for Less 
Money in 
Seattle 


AIR-COOLED BURNER 





ne ane 


@ WTERIOR Of BMRA 








mr TALL, VIEW OF EXTERIOR OF BURNER 


This Smokeless and i Sparkless Burner Will Last 20 Years 


We also manufacture 
MARINE AND 
Stationary BOILERS 
Tanks and Sheet Iron Work of all descriptions 
REFUSE BURNERS and TOPS A SPECIALTY 


Wholesale and Retail Dealers in Pure Iron Wire for Burner 
Tops and Smoke Stacks. Repairing Done on Short Notice. 


Seattle Boiler Works Phone Ballard 555 


Successor to Ballard me Woe 


Frank F. Hopkins, Prop. Rea. Phone Ballard a208 
Canadian Office, 1103 Columbia St., New Westminister. B. 








Dunn Lumber Company 
SEATTLE, WASHINGTON 


FIR LUMBER, RED CEDAR 
SIDING AND SHINGLES 














An interesting exposition 


The Cost of Growing Timber 3”,{nterestine expo 
By R. 8S. Kellogg and E. A. Ziegler. 25 cents, postpaid. 


AMERICAN LUMBERMAN, 431 So. Dearborn St., CHICAGO 





Gistenae Deliver the Goods in Winter 


It has been asked from time to time whether 
tractors such as those made by the Cleveland 
Tractor Co. can be operated successfully in bad 
weather. Perhaps nothing will answer this ques- 
tion more conclusively or satifactorily than the 
experience of H. A. Hawkins & Sons, West Glou- 
cester, R. I. This company uses two Cletracs for 
a great variety of work, 
such as hauling lumber 
even in the dead of win- 
ter and hauling logs from 
swampy places. In addi- 
tion, Walter A. Hawkins 
said the company has 
“found them to be very 
useful in pulling brush 
and stones, plowing, har- 
rowing and = smoothing 
the land.” Further com- 
menting upon these op- 
erations he said, “Two 
men and the tractor can 
actually pull more stones 
in a day than two men 
with bars and_ shovels 
could dig in a week.” 

Sut to return to the 
illustrations accompany- 
ing this article. From: 
one it will be noted that 
the Cletrac will pull two 
sleighloads of lumber and 
yet is able to go up a con- 
siderable grade. From the 
other illustration it is 
plainly evident that these 
machines are well suited 
to go into the woods in 
winter. Both these ma- 
chines are equipped with 
special manganese tracks 
made by the Cleveland 
Tractor Co., which have 
calks that give them 
plenty of traction even 
over heavy snow and ice. 

H. A. Hawkins & Sons 
purchased the first Cle- 
trac in October, 1920. On 
Feb. 20, 1921, an _ ex- 
tremely heavy snowfall 
occurred in the territory 
where the company was 
operating. This did not 
dismay the Cletracs, how- 
ever, for they were used 
with a road scraper to track out roads and there- 
after were able to draw heavy loads on the snow. 
Walter A. Hawkins regarding these two machines 
said, ‘‘We have used them to haul logs from swamps 
where it was impossible to use teams and were 
able to draw much larger loads than any team 








The above 


could. We find that for our work five to eight 
gallons of gasoline and one to two quarts of oi} 
are sufficient for a day’s work.” 

The latter statement to Mr. Hawkins is par- 
ticularly significant because it shows the very 
small amount of gasoline consumed in doing a com- 
paratively large amount of work. In fact, it may 











illustration shows how the Cletracs operated by H. A. Haw- 
kins & Sons go thru the woods and bring out sledloads of lumber 


be stated that this small consumption of gasoline 
is surprising even to the manufacturer of the 
Cletrac. -After all is said, the two accompanying 
illustrations show better than it would be possible 
to do in any other way the success of the Cletracs 
operated by H. A. Hawkins & Sons. 

















Another view of a Cletrac operated by H. A. Hawkins & Sons. 


Particular attention Is directed to 


the fact that the snow is melting and that the machine has just come thru a puddle of water at 


the edge of the lake. 
heavy loads under very adverse conditions 


This shows very clearly what splendid traction it has and its ability to pull 
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INDIANAPOLIS, IND. 
Jan. 16.—Altho little buying is being done, a 
marked increase is shown over last week in the 
number of inquiries received from industrials for 
various grades of hardwoods. Severe weather has 
tied up the retail demand, but retailers plan to go 
into the market during the next two weeks or 
thirty days. Prices still remain firm. The general 
industrial situation appears to be much improved 
since the Grand Rapids and Chicago shows and 
as a result two large plants in Indianapolis have 
begun operations on a much larger scale. At box 
manufacturing and automobile body plants, how- 
ever, production remains curtailed. 


BUFFALO, N. Y. 


Jan. 16.—At last Friday’s meeting of the Buffalo 
Lumber Exchange a talk was given by Councilman 
Ross Graves, who discussed the city’s schools and 
the attitude of the council toward the school board. 
The talk was much enjoyed by the large number 
present. 

A. J. Elias, of G. Elias & Bro., has laid before 
the transportation committee of the Buffalo Cham- 
ber of Commerce the matter of freight rates on logs 
Drought into this city, which are as high as the 
rate on lumber. Mr. Elias stated that the log 
rates should be reduced. 

Fred M. and Frank T. Sullivan left early this 
week for Bogalusa, La., where they will attend the 
wedding of their brother, W. H. Sullivan, Jan. 
27. They will be absent about three weeks. 

Burton H. Hurd, of Hurd Bros., is spending a 
two weeks’ vacation at Pinehurst, N. C. 

Knowlton Mixer, formerly president of Mixer & 
Co., who has been a Red Cross executive for sev- 
eral years, lately stationed in Porto Rico, was a 
visitor here at the end of last week. He is going 
to the Philippine Islands, where he will represent 
the Red Cross during next year. 

Harry L. Abbott, vice president of the Atlantic 
Lumber Co., and presideyt of the Buffalo Lumber 
Exchange, last Wednesday was elected a director 
of the Buffalo Chamber of Commerce. He ran on 
the blue ticket, which was elected complete, with 
one exception, as opposing the red ticket. Mr. 
Abbott was unanimously supported by the lumber- 
men, who worked for him at the polls. 


MILWAUKEE, WIS. 


Jan. 17.—Hardwood trade is principally with 
industries manufacturing for the building trades. 
The first half of January showed permits issued 
for $283,354, against $240,000 a year ago. Hard- 
wood flooring and interior finish continue in good 
demand. Some improvement is noted in furniture 
industries, while the musical instrument business 
is easier since the holidays. Retail yards here 
report that business is quiet but that the building 
trades are making some purchases. The market 
here is reported to be holding firmly. Inventories 
showed that many items are in low supply, while 
others are plentiful. 


MERRILL, WIS. 


Jan. 16.—Number 3 hardwoods are said to be 
selling better than No. 2, owing to inactivi.y at 
furniture factories. Prices of No. 3 birch average 
$12 to $14, but individual sales are reported at 
as high as $15. Number 4 birch is somewhat active 
and in one instance $12 a thousand for a carlot 
wes realized. 

The Sawyer Goodman mill No. 2 at Goodman 
started this month and is operating regularly. The 
company recently completed its No. 1 mill yard and 
a 112x118-foot lumber warehouse. Work is now 
under way on an 18x140-foot addition to the hard- 
wood flooring mill. The Mohr Lumber Co.’s mill at 
Tomahawk is running one shift and cutting 90 per- 
cent birch. The mill is being supplied with logs 
from the company’s own camps. 

The A. H. Stange Co. has announced that if 
plans to extend an 8-mile railway from Star Lake 
to its timber in Vilas County meet with no inter- 
ruptions, the sawmill at Merrill will begin opera- 
tions the middle of May. It is being entirely rebuilt. 
The planing mill is running as orders require. The 
door department is exporting painted doors to 
Canada, while the sash department, its capacity 
recently trebled, is running full force. Deals are 
being exported to Europe. 

Nealy $15,000 was taken up in less than fifteen 
minutes at the annual stockholders’ meeting of the 
Antigo Tractor Corporation at Antigo, Wis., Jan. 
11, when it was stated that the company needed 
more money to proceed. The meeting was called to 
order by Charles W. Fish, president, who outlined 
the work of last year. D. S. Stewart, secretary, 
spoke enthusiastically of the merits of the com- 








pany’s tractor model. B. F. Appleby advised the 
purchasing of parts as a more economical course 
than attempting to manufacture them now and rec- 
ommended that 200 tractors be built this year and 
300 in 1923. The company manufactures the Quad- 
pull tractor, designed particularly for logging and 
lumbering. John Manson was elected president, 
Ernest Hirt, vice president; Edward Faust, secre- 
tary-treasurer, and M. D. Robinson, A. A. Hyams, 
John Hanousek and Edward Faust, directors, 


CINCINNATI, OHIO 


Jan. 17.—Will S. Sterrett, secretary of the Lum- 
bermen’s club of Cincinnati, returned this week 
from a two-weeks’ trip thru the South, visiting 
mills in Louisiana, Alabama, Mississippi and Ar- 
kansas. He found business rather quiet and no im- 
mediate prospects of improvement. He said the 
mills quoted asking prices on their lumber but were 
disposed to make a concession if it would bring an 
actual order. It is his impression that there will 
be a general reduction in the prices of hardwood 
lumber if business does not pick up within a 
month. If business does improve, he thinks the 
present levels of prices will prevail. 


EVANSVILLE, IND. 


Jan. 16.—Trade with the hardwood manufac- 
turers has been a little sluggish. A few inquiries 
have been coming in. The furniture factories are 
being operated at about 80 percent normal, They 
have not been buying liberally since early in Oc- 
tober. Owing to rains and floods logs are not 
coming in very briskly. It is said that the men 
who have logs to sell are asking big prices, and 
that local lumbermen are holding off. The hard- 
wood mills are not being operated steadily. Box 
trade has been only fair. 


COLUMBUS, OHIO 


Jan. 16.—Demand for all kinds of lumber is 
increasing. Buying to replenish stocks is in prog- 
ress. Factories are also buying hardwoods rather 
actively. Southern pine is showing more stability 
and prices show more strength. 

E. M. Stark, of the American Column & Lumber 
Co., reports inquiries improving. The market is 
showing up especially well for the time of year. 
The company’s mill at Stark, W. Va., was placed 
in operation Jan. 1. FE. M. Stark was there all 
last week. 

The Mathews Lumber & Manufacturing Co. has 
now occupied its new mill. It is all on one floor 
and gives a large increase in the capacity. The 
old mill is being used as a warehouse. Webster A. 
Mathews is at the head of the company, which re- 
cently absorbed the Central Avenue Lumber Co. 

Oscar M. Fisher, who operates a box and crate 
factory, the Fisher Box Co., is arranging to in- 
crease the output by the installation of additional 
machinery. 

W. L. Whitacre, head of the W. L. Whitacre 
Lumber Co., says dealers are gradually increasing 
stocks. Longleaf dimension is the strongest item, 
while boards are also showing some strength. Sid- 
ing, ceiling and flooring are unchanged. Finish is 
showing some activity. 

F. B. Pryor, sales manager of the W. M. Ritter 
Lumber Co., is well pleased with orders so far in 
January, saying that they have exceeded his ex- 
pectations. Railroads are now buying. Inquiries 
are numerous. W. M. Ritter left for his annual 
hunting trip at his lodge near Wilcox, Fla. 


MEMPHIS, TENN. 


Jan. 17.—Demand for hardwood lumber has not 
reached the proportions assumed before the dullness 
incident to the Christmas holidays and the inven- 
torying period but members of the trade here say 
that it is gradually increasing and that prospects 
are bright for notable activity by Feb. 1. Manufac- 
turers of flooring, sash, doors and interior trim are 
the best buyers and the highly sustained activity in 
the building line is accepted as foreshadowing heavy 
buying by these interests in the near future. Whole- 
sale interests are beginning to buy and there is a 
fair demand from miscellaneous consumers. Much 
encouragement is being extracted from the optimis- 
tic reports from the furniture exhibits at Chicago 
and Grand Rapids regarding attendance of buyers 
and also from the fact that satin walnut and oak 
promise to be largely used in the manufacture of 
prevailing styles. Furniture men are not buying 
much lumber at present but it is felt that they are 
enjoying heavy enough sales to make them splendid 
customers of the hardwood industry not later than 
Feb. 1. Prices on hardwood lumber are well main- 
tained and list prices are being secured where sales 
are being made. 

It is regarded as highly probable that production 
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alifornia White Pine 
alifornia Sugar Pine 


and Arizona Soft Pine 
Best Stock for Factory and Pattern Lumber. 


4x LOUIS WUICHET, Inc. 


Room 712 Railway Exchange 
Tel. Harrison 1295 CHICAGO, ILL. 


MacArthur & Kauffman 


803-4 Sheldon Buliding 
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REDWOOD 


A well balanced 
stock insures the 
quick shipping of 
all orders. 





Albion LumberCo. 
Mills, Yards, Gen'l Offices 
ALBION, CALIFORNIA 


THEODORE LERCH, 
Sales Manager 
Hobart Building 
San Francisco 











ALL KINDS OF 
REDWOOD LUMBER 
STRAIGHT OR MIXED CARS 


California Sugar and White Pine 
edwood and Cedar Shingles 


Wendling-Nathan Co. 


LUMBERMEN’S BUILDING 
110 Market St.. SAN FRANCISCO, CAL. 
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Siding Finished Tanks Shop 
Finish Tank Stock Ties 
Ceiling Silo Stock Timbers 
Mill Work Squares Flitches 


Union Lumber Co. 


FORT BRAGG, CALIFORNIA 
Croker Building, - 


San Francisco 


Merchants Nat'l Bank Bldg., Log Angeles 
Grand Central Terminal, - New York 
McCormick Building, - e Chicago 


Plymouth Building, - - Minneapolis 











MOTOR TRUCKS AND TRACTORS 

using the classified department. If you want 
oy & want to buy, insert an advertisement in the 
“Wanted and For Sale Department’’ of the AMERICAN 
LUMBERMAN, Manhattan Building, Chicago, Ill. 
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Here’s the Reason 


“The reason 
dealers con- 
tinue to buy 
from us’, says 
our star sales- 


man, U. R. 


Moneysworth, “is 
that they can al- 4 
ways depend up- 
on getting full 


value for their qh 


money.” 






Short 
Leaf 


Hardwoods 


Cypress, Pine, 


Nothing is overlooked in the manufacture 
of our lumber that will add to its quality. 
Let us tell you how we are satisfying other 
dealers. 


Rotary cut veneer a specialty. 


Reynolds Bros. 


oe" Lumber Co. 











Farley &LoetscherMfe.Co. 


WHOLESALE MANUFACTURERS 
oF 


QUALITYBILT MILLWORK 


Straight | 
or Mixed |! 
Cars a 
S pecialty | 


Open Sash and 
Glazed Windows 
Panel Doors 
Sash Doors 
Colonial Columns 
Screen Doors 
Garage Doors 
Combination Screen 
and Storm Doors 
Veneered Doors 
Stock Colonnades 


Unexceiled 
Facilities 


Over 15 Acres Floor Space 


DUBUQUE, IOWA 





Build with %& Plans 
Send for Stillwell Building 
Books with Economy Pians 


of new California Styles suitable for any 
climate. Famous for comfort and beauty. 


** Representative Cal. Homes” 
50 Houses—7 tol0 Rooms—$1 
“* The New Colonials’’ 

60 Houses —6tol0 Rooms—-$1 
“*West Coast Bungalows” 

50 Houses-6 and 7 Rooms-$1 

“* Little Bungalows’’ ‘ 
75 Houses—3-4-5 Rooms—$1 
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mY 
Send $2.50 
for any three of these books 


and get Garage Folder FREE. 
Money back if not satisfied. 
E. W. STILLWELL & CO., Architects, 674 Calif. Bldg., Los Angeles 


SPECIAL OFFER : 





THE LUMBERMAN’S ACTUARY 


Shows at a glance the umount of any number of feet 
between 2 feet and 29,000 feet at any price between 
$6.00 and $75.00 a thousand feet. Seventh edition.¢ A 
book every lumberman can use. Price postpaid, boun& 
in leather, $8.50. AMERICAN LUMBERMAN, Publish- 
ers, 431 8. Dearborn St., Chicago, Il. 


during the last thirty days of comparatively lim- 
ited demand has somewhat outstripped shipments 
and that stocks have been increased somewhat. It 
is generally pointed out, however, that this increas- 
ing tendency of stocks will not continue to charac- 
terize the situation as soon as demand reaches pre- 
holiday proportions and as soon as shipments are 
resumed on a correspondingly increased scale, This 
view is based on the fact that production is only 
relatively large and that the mills are generally so 
poorly supplied with logs that they can not produce 
large quantities of lumber. Weather conditions are 
more favorable than they usually are at this time 
and organized logging crews are accomplishing 
good results. But the number of such crews is far 
below norma] and even if those at work show them- 
selves 100 percent efficient the quantity of logs 
available will remain far short of average. 


BAY CITY, MICH. 


Jan. 16.—The inquiry for hardwood has been 
extremely heavy and covers requirements for sev- 
eral months. It is freely predicted that the avail- 
able supply of high grade stock will be exhausted 
within a very short time should expected demand 
materialize. Statistics show that present stocks 
are 90 percent dry, and it will require five to six 
months for the new stock to become sufficiently 
dry for use. A large part of the dry stock is low 
grade. 

W. D. Young & Co., of this city, have resumed 
the operation of their sawmill. 

C. E. Kelsey, of the Kelsey Hardwood Lumber 
Co., North Tonawanda, N. Y., visited the mills in 
this section last week. Mr. Kelsey reports the out- 
look in the East very favorable. 








FOR THE MANUFACTURER AND DEALER 








NEW P&H CONTRACTORS’ HOIST 


The Pawling & Harnischfeger Co., of Milwaukee, 
has standardized a line of contractors’ stationary 
hoists, two illustrations of which accompany this 
article. These hoists are made in types for elec- 
tric, gasoline and belt drive, in sizes ranging from 
8-horsepower with 8x12 drum, up to 115-horse- 
power with 18x28 drum, The long experience of 





L 
P&H 2-Drum Electric Stationary Holst 


the Pawling & Harnischfeger Co. in building its 
own hoist drums, electric motors, controllers and 
brakes used on its traveling cranes and monorail 
hoists, has been drawn upon in the development 
of the stationary hoist line. 

The same high quality electrical apparatus as 
furnished on P&H electric traveling cranes and 
hoists is used on all P&H electrically driven con- 
tractors’ hoists. 

For gasoline driven hoists, motors of the types 
that have proved successful in P&H gasoline ex- 
cavator-cranes, trench excavators, gas 
shovels, and dragline excavators are 
used. Those are in all cases of the 
heavy duty 4-cylinder vertical tractor 
type, with Bosch magneto, Master car- 
buretors, Stewart vacuum systems and 
air cleaners. Automatic throttle gov- 
ernors are provided and conveniently 
located hand throttles. 

The belt-driven types are similar, except that 
the rear end of the bed frame is left off, and a 
large size driving pulley is provided on the side 
opposite the operator. The construction for all 
types is similar—the bed plates and side stands 
are of box and I-beam section design, with heavy 
cross girders and bottom and top flanging. Plates 
are accurately planed and side faced. Thru bolts 
only are used and all holes are drilled in jigs and 
fixtures. All drum shafts are of high grade carbon 
steel, turned and ground to exact size, giving a 
fully polished bearing for the drum bushings and 
side stands. Gears are made of solid web type 





P&H 2-Drum Gas Stationary Hoist 


with large hubs pressed in place on the shafts by 
hydraulic pressure against a shoulder. 

The friction mechanism is of the standard V 
design; the friction. blocks are of specially sea- 
soned maple, accurately turned. Brakes are oper- 
ated by means of foot levers located convenient 
to the operator’s feet. Full contact of the brake 
bands is insured, because they are worked in on 
drums and peened to conform to the drum surface 
before placing on the hoist. This is done so that 
the user does not have to wear the brakes in. 
Counterweights are provided for all brakes, insur- 
ing a quick release. 
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MOLDER DESIGNED FOR HIGH SPEED 


The new Yates C-3A and C-4A molders were 
originally designed for the purpose of producing 
small moldings at high speeds. These machines, 
which are a product of the P. B. Yates Machine 
Co., Beloit, Wis., have far exceeded their designer’s 
hopes, however, and are being widely used with 
much success in sash and door plants, furniture 
factories, planing mills etc. Exceptionally power- 
ful feed-works and a very rigid construction en- 
able the “‘C” molders to maintain high speeds on 
the simpler patterns. Large spindles (2% inches 
in diameter where the head goes on) are an im- 
portant factor in the machine’s adaptability in 
furnishing a heavy cut on detail work. 

It is stated that accessibility, forming as it 
does the major element in mill production, has 







New Design of Yates Type “C’’ Molder 


been given a great deal of attention in perfecting 
the design of the molder, which is shown in the 
accompanying illustration. The end table, which 
drops down out of the operator’s way in making 
changes on the bottom head, illustrates this fact. 
It is also a good example of the detailed care taken 
by the designer to make quick changes possible 
and every part accessible. 


GUIDE TO CUTTER-HEAD GRINDING 


A bulletin on grinding cutter heads, showing 
how fast feeds, constant operation and large pro- 
duction, insuring a greater margin of profit in ad- 
dition to increasing capacity for handling a large 
output, are possible, is now ready for distribution 
to the trade of the S. A. Woods Machine Co., 
Boston, Mass. 

This bulletin is illustrated and shows clearly 
how to do a number of things on a cutter-head 
grinder that are not understood by all millmen— 
such as grinding the clearance bevel on ordinary 
carbon knives while in place in the standard square 
head; grinding thin high speed knives in place ip 
the round head; grinding the cutting, or so called 
“back” bevel used for hardwood planing on the 
ordinary carbon knives in the standard square 
head ete. 

This illustrated bulletin, free for the asking, 
shows how to eliminate lost time in the mill and 
grinding room, improve the finish, minimize manu- 
facturing costs and simplify the work of the men 
in the mill. 
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BELLINGHAM, WASH. 


Jan. 14.—Conditions continue to brighten in 
northwestern Washington, not alone in the lum- 
ber and logging industries but also in the building 
and other lines. More mills and camps have 
started work and others will do so next week. 
This week the Old Colony shingle mill, a Bloedel 
Donovan plant, resumed operation, also the Chinn 
Timber Co.’s camp. The McCoy-Loggie Timber Co., 
which has been blocked by a damaged bridge on the 
Milwaukee, will resume immediately and the What- 
com Falls Mill Co., which gets logs from it, will 
operate again in about one week. In the Skagit 
Valley, the Faber and McNeill-O’Hearne camps are 
active, also the Forest mill, and about Jan. 16 the 
camp of the Puget Sound Sawmills & Shingle Co. 
will operate. 


Building activity is increasing .here and from 
Ferndale, a prosperous farming community, comes 
a report that farmers are asking lumber dealers 
for estimates daily. Residents of the town also 
are talking of building and taken as a whole there 
is every indication of a lot of building in Whatcom 
County this year. In Bellingham last year 957 
buildings were erected at an estimated cost of 
$585,000, an increase of $100,000 over 1920, but 
this is far short of the actual cost. Some im- 
petus to building has just been given by a reduction 
of 10 percent in painters’ wages. 


Shipments of lumber and shingles by Anacortes 
last year totaled 797 cars of lumber and 763 cars 
of shingles. In addition it shipped a vast tonnage 
of box shooks, seme of it coming thru Bellingham. 


SAN FRANCISCO, CALIF. 


Jan. 14.—Local lumber yards are doing a good 
volume of business for this time of year, and the 
building outlook is encouraging. Building is quite 
active in the Oakland territory. Retailers here 
are now in a position where they can maintain 
prices and are buying Douglas fir in better quan- 
tities. Good shipments of redwood are being re- 
ceived. 

The Red River Lumber Co., this city, has made 
an advance of $5 on No. 3 shop, in all thicknesses, 
and on all grades of 8/4 shop. On 6/4 No. 2 the 
price remains $50 at mill. There has been quite 
an increase in demand since the first of the year. 
Eastern inquiries for pine box shook have been 
received. There has been a good demand for sash 
and door cut stock. 

Arthur W. Heavenrich, manager of the Madera 
Sugar Pine Co., states that stocks are broken, 
practically no commons remaining. There are 
many inquiries. The mill probably will start up 
in April. . 

Hunter Savidge and George J. Sivers, of the 
Sivers-Savidge Lumber Co., this city, have taken 
over the Government timber on the Klamath In- 
dian reservation, amounting to about 150,000,000 
feet. It is planned to cut fully 12,000,000 feet of 
white pine during the year. It is a wheel-logging 
proposition. ‘ 

R. D. Baker, president of the Lassen Lumber & 
Box Co., who has returned from a trip to Pitts- 
burgh, found the wholesalers and retailers hopeful 
as to business in 1922. There is much building 
projected in the East. Mr. Baker stopped over 
at Susanville. Both the band mill and the circu- 
lar mill will be operated during the coming season 
and a total cut of 35,000,000 to 40,000,000 feet of 
white and sugar pine is expected. 

Charles R. McCormick & Co., this city, have 
good orders ahead for fir for California shipment 
and are taking new business right along. There 
is enough lumber moving to keep all of the firm’s 
steam schooners busy, as well as several chartered 
vessels. Prices on clears are very well maintained 
and commons are pretty firm. Southern Cali- 
fornia business is slower, this week, but promises 
well. 

William H. Wood, of the Hart-Wood Lumber Co., 
this city, is showing his confidence in the fir mar- 
ket by making preparations to start up the mill 
at Raymond, Wash. The Quinault mill is operat- 
ing and the six steam schooners are running, altho 
hot many new orders are being accepted. 

M. L. Euphrat, manager of the Wendling-Nathan 
Co., this city, say wholesale business is improving, 
with pretty good shipments of fir to California 
yards, Prices are holding firm. Vertical grain 
flooring is $15,°$12 and $7 over the list for No. 1, 
2 and 3. 

H. D. Mortenson, president of the Pelican Bay 
Lumber Co., of Klamath Falls, has arrived here 
With his family to spend the winter. The sawmill 
is closed down, with a moderate stock of white 
Pine on hand. Good inquiries have been received. 


William Mugan, of the Dolbeer & Carson Lum- 
ber Co., this city, says that the redwood mill at 
Eureka is again in operation. There is a steady 
demand for lumber. Dry stocks are light. 

P. C. McNevin, vice president of the Pacific 
Lumber Co. of Illinois, is paying a visit to Scotia. 
R. Hamilton, assistant sales manager at the San 
Francisco office, is also at Scotia. 

The W. R. Sayre Lumber Co. has removed to 
new offices. The president is F. F. Sayre, who was 
connected with the management of the California 
Sugar & White Pine Co. for twenty years, and 
W. R. Sayre, who was with the same concern for 
ten years as manager. The company has good 
stocks of white and sugar pine. 

E. A. Blocklinger, president of the Chiloquin 
Lumber Co., who has returned from Chiloquin, is 
making preparations for white pine operations by 
building a railroad into the woods. The Dorris 
Lumber & Box Co. is operating at Dorris. 

R. E. Danaher, president of the California White 
& Sugar Pine Manufacturers’ Association, repre- 
sented that organization, the California Forestry 
Committee and the State board of forestry on his 
trip to Washington, D. C., in connection with the 
Snell bill hearings. He will return in time to 
attend the annual meeting of the stockholders of 
the association, Jan. 26. 

William Donovan, jr., of the Donovan Lumber 
Co., of Aberdeen, Wash., paid a visit to F. J. 
O’Connor, the California representative in this 
city, and went on to Los Angeles during the 
week. 

J. D. Ballantyne, sales manager of the Cobbs- 
Mitchell Lumber Co., of Portland, was a visitor 
here, and has gone to southern California. 

Sales Manager Johnson, of the Whiting-Mead 
Lumber Co., of Los Angeles, is here and reports 
yard business improving. 

F. B. Hutchens, general manager of the Fruit 
Growers’ Supply Co., is paying a visit to the San 
Francisco office. The white and sugar pine saw- 
mill at Susanville is making a good winter run. 
Additions are being made to the plant, including 
a planing mill and dry kilns. 

G. W. Johnson, resident manager of the West 
Side Lumber Co., of Tuolumne, has been in the 
city. The white and sugar pine mill is still in 
operation. Eastern shipments have considerably 
reduced stocks. 

R. L. Hutchinson, president of the Hutchinson 
Lumber Co., is here and reports rapid progress 
being made in the construction of the white pine 
sawmill at Oroville. 


Among the visitors in the city are: H. W. Cole, 
manager of the Little River Redwood Co., of Bul- 
winkle; J. C. Ferger, of the Swastika Lumber Co., 
of Fresno, J. O. Goldthwaite, manager of the 
Modoc Lumber Co., of Chiloquin, and A. H. Jon- 
geneel, of the Redwood Manufacturers’ Co., of 
Pittsburg, Calif. 


PORTLAND, ORE. 


Jan. 14.—There is a good demand for fir car 
material and uppers, and as a result quotations 
are firm. The demand for Japanese squares has 
stopped temporarily on account of congested con- 
ditions at delivery ports, but many of the mills 
still have large orders which will keep their saws 
busy for a month or two. California business was 
lighter last week, but all reports from that sec- 
tion indicate that the demand will revive very 
shortly, as building is active there. At present 
very few mills have large stocks. The spruce 
market remains steady, with production small. The 
red cedar shingle market is still at a point where 
therd is no margin of profit. The log situation is 
one that gives manufacturers cause for worry since 
heavy snow in the woods has prevented reopening 
of the camps. It was planned to reopen them 
at once after the holidays. 


Reports received this week by the headquarters 
of the Loyal Legion of Loggers & Lumbermen show 
that nearly all of the sawmills in the Columbia 
River basin are in full operation, with some work- 
ing two shifts. The Kelly Lumber Co., Warrenton, 
is down. The Prouty Lumber Co. is dredging for its 
new plant at Warrenton, which is a short distance 
below Astoria. Framework for the mill will be 
started in February. The Westport Lumber Co. 
closed its mill today for repairs and installation 
of a new carriage. The Menefee Lumber Co.’s 
mill at Rainier has resumed operations and the 
mill of the Island Lumber Co. at St. Helens is be- 
ing overhauled with the intention of having it 
resume operations next month. The West Oregon 
Lumber Co. has completed repairs at its mill at 
Linnton and will resume operations next week. 
The Eastern & Western Lumber Co. recently put 


A Good Leader 


For Retailers 


Many dealers have found 
that by featuring a partic- 
ular product of unusual 
merit they can attract trade 
and build good will for the 
whole yard. 


Such a product is our 





“Larite Flooring” 


Its exceptional durability ap- 
peals to builders who demand 
economy and its graining in- 
sures them an attractive floor- 
ing. Let us mix some “Larite” 
in your next car of 


Southern Pine 
Yard and Shed Stock 


Ask us for quotations. 





Carter- Kelley 
Tex.” Lumber Co. 


Texas. 
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Stock -@-S- 


And fast in filling orders for 
Dealers’ Stock Long Leaf 
R. R. Timbers ° 
aud Ties in Yellow Pine 
In Business Since 1877. 


Nona Mills Co., Ltd.,**7.00"" 


Texas. 
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Anything In Lumber 


- Hardwoods 
White Pine 
Mine Props 
Hemlock 
Spruce 
Ties 
Let us quote you today. 


F. C. Adams Company 


Manufacturers 


Wholesalers Kingston, Pa. 
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A Short 
Cut to 
Figuring 
Building 
Costs 





Lumber Dealers welcome this system that 
eliminates drudgery in figuring bills. 

A. W. Holt, an experienced retail lumberman, 
developed this practical method for_ figuring 
building costs in actual practice _and_ thorol 
tg it out before it was finally printed in boo 
orm. 


Lumbermen’s 
Building Estimator 


The basic principle of this book is new but very simple. 
For example—The outside wall of a building of ordinary 
frame construction contains so many board feet of stud- 
ding, sheathing, siding, so many lath etc., for each square 
of surface. The approximate cost per square is, therefore, 
the same whether the building be large or small, and it 
is only necessary in finding the cost of outside walls to 
multiply the number of squares by the unit cost per square. 
The same principle of cost per square can he applied to 
floors, upper ceilings, roofs, inside partitions, etc., and 
thus the total cost of the completed building may be 
arrived at by figuring the number of squares and the univ 
cost per square in its component members. 

The book carries this idea out at all the possible varia- 
tions in price of lumber per thousand feet. It is also 
useful in figuring barns. 


Bound in red leather, size 5% x 8% 
inches, 148 pages, including one copy 
each of blank bids for Houses and 
Barns. $7.00 postpaid. 





American Lumberman 
| 431 So. Dearborn St., | CHICAGO, ILL. 











BEST BOOK IN THE LUMBERMAN’S LIBRARY 


Is ‘‘Tote-road and Trail,’’ just published. Here is ‘“‘the 
lumberman poet’’ at his best, singing heart-winning 
songs on logging, lumbering, and life in general. TIllus- 
trated in color. A book no lumberman should miss. 
$1.50 postpaid. AMERICAN LUMBERMAN, Publisher, 
431 S. Dearborn St., Chicago, Il. 


on a small night shift to cut mostly hemlock. 
The plants of the Portland Lumber Co, and the 
Monarch Lumber Co. are still idle. All but four 
of the logging camps in the Columbia River basin 
are down on account of snow. 

In the Willamette Valley snow and overhauling 
work are now reported as retarding operation, but 
the prospects are good for a big movement into 
California from the valley mills both by rail and 
water. The Southern Pacific is placing some tie 
orders, but many mills do not find this business 
inviting because of the specifications, which call 
for No. 1 ties only. Nearly all of the snow free 
logging camps are running. 

The Pacific Spruce Corporation has started to 
remodel the Toledo mill bought from the Govern- 
ment Spruce Corporation. C. D. Johnson, Port- 
land, is president. F. W. Stevens, Toledo, Ore., 
is general manager. The company expects to start 
manufacturing lumber and box shooks in June. 

The Brighton Mills at Brighton, Ore., with 
offices in Portland, resumed operations Jan. 9. It 
is reported that the new mill of the Whitney Co. 
at Garibaldi, Ore., in the Tillamook country, will 
probably begin operations in March. This mill 
has not been in operation for any length of time 
since built several years ago. 

J. S. Bennett, formerly a Seattle lumberman, 
was in Portland this week and announced to his 
friends that he will engage in the wholesale lum- 
ber business in Long Beach, Calif. 

A. B. Davis, who until a short time ago was 
sales manager for the Ross-Saskatoon Lumber Co. 
(Ltd.), of Waldo, B. C., left here today for Kan- 
sas City on a business trip for the company, after 
having visited his parents, Mr. and Mrs. W. G. 
Davis, with whom the younger Mr. Davis’ wife 
and child are now visiting. The elder Mr. Davis 
is of the well known Portland wholesale lumber 
firm of Davis & Comstock. 

J. O. Goldthwaite, president of the Modoc Lum- 
ber Co., which operates a large mill at Chiloquin, 
on the shore of Klamath Lake, was in Portland this 
week. The company some months ago bought 41,- 
000 acres of timber from the Booth-Kelly interests 
and in addition has bought some 60,000 acres of 
Government timber land in the same district. 

Cc. G. Atkinson, formerly of the Atkinson-Irwin 
Co., 907 Spalding Building, this city, announces 
that he has disposed of his interests in that com- 
pany and is now associated with the Pacific Spruce 
Corporation, Northwestern Bank Building, Port- 
land, as sales manager. J. A. Irwin announces that 
the Atkinson-Irwin Co. will continue in the whole- 
saling and manufacturing of Pacific coast lumber 
products, with a cut-up plant and planing mill at 
Portland. 

On Jan. 9 the Booth-Kelly Lumber Co., of 
Eugene, Ore., opened general sales offices in Port- 
land. This is one of the oldest and largest lumber 
manufacturing concerns in Oregon and one of the 
first fir manufacturers to go to the eastern trade 
to market its product. Removal to Portland has 
long been considered; it entails no change in the 
organization. L. L. Lewis remains as sales man- 
ager, a position which he has held for twelve 
years, having been with the company for twenty 
years. A. C. Dixon, now general manager, was 
Mr. Lewis’ predecessor as sales manager. R. W. 
Martin remains as assistant sales manager and 
will continue to make his home in Eugene, while 
Mr. Lewis will move to Portland. Last year the 
plants were closed down practically all year until 
Dec. 1. At that time the Springfield plant began 
operating one 8-hour shift. On Jan. 9 the com- 
pany began logging. Market conditions will deter- 
mine whether the Wendling plant will be operated 
during the coming season. The decision to op- 
erate the Springfield plant was made after a tour 
of the middle West and East by Messrs. Dixon and 


Lewis. 
LOS ANGELES, CALIF. 


Jan. 14.—With the exception of lath, the market 
is stable. Lath are quoted at below $9, with the 
market oversupplied, more than 1,000,000 having 
been imported from British Columbia. Common 
has so far been absorbed, with no unsold stock on 
the wharves. Several random cargoes, equivalent 
to transit cars, are, however, reported southbound 
unsold, and these may have a disturbing effect. 
Today randoms are quoted at $25 flat, ship’s tackle, 
and cutting orders $22.50 to $23.50. Mill repre- 
sentatives are not eager for business, and probably 
will not be until the log situation is easier. 

The inbound water movement continues heavy, 
thirty-seven arrivals being reported to the night of 
Jan. 10. The boats’ total capacity was 39,605,000 
feet—35,330,000 feet of fir and 4,275,000 feet of 
redwood. Announcement is made of the prospective 
early addition of three 5,000-ton motor ships to the 
Portland-Los Angeles run—the Babinda, Benowa 
and Boobyala. They are to start trips every ten 
days, carrying each trip 1,000 tons of print paper 
and 1,000,000 feet, deck loads, of lumber. 

The annual report, just issued, of the Los An- 
geles Harbor Commission for the fiscal year ended 


June 30, last, cites importations from Canada of 
1,909,819 feet of lumber, 302,650 lath and 2,588 
cedar logs; from Costa Rica, 29,000 feet of lumber; 
from Guatemala, 313,655 feet of lumber; from Ja- 
pan, 1,458 tons of unmanufactured lumber and 
46,000 feet of sawed boards; from the Philippines, 
730,519 feet of lumber. From Mexico came 485,000 
feet of lumber and 100,000 shingles. Of the in- 
bound waterborne traffic for that year lumber ac- 
counted for 71 percent. 

At Exeter the Bennett Lumber Co. has been sold 
to W. R. Spalding, of Visalia, according to current 
report, which says also that W. E. Cavin, of Phoe- 
nix, Ariz., will have charge as resident manager 
of the Exeter yards, and that at Visalia, O. D. Ar- 
nold and Ross Henry have erected a planing mill 
that has begun operation. 


SEATTLE, WASH. 


Jan. 14.—The railroads have come into the fir 
market this week for from 15,000,000 to 20,000,000 
feet of car material, the heaviest purchases having 
been made for the Union Pacific. The Great North- 
ern, likewise, is making inquiries for stated quanti- 
ties of car material, prompt shipment, on its an- 
nounced policy of buying only for immediate re- 
quirements. Millmen have taken notice of the Bur- 
lington dividend, which has a direct bearing on 
Great Northern purchases. There has been a feel- 
ing-out of manufacturers for railroad ties, on the 
former Government specifications, at $12; but such 
business is not merely unattractive, but practically 
impossible, since the manufacturer can not figure 
successfully how to cut $12 ties out of $12 logs. 
Today an inquiry for a million feet of shiplap was 
received from the Atlantic coast. There is also an 
inquiry from the Hawaiian islands for a consid- 
erable quantity of fir. In the cargo business, prin- 
cipally with Japan, there is a little more inquiry 
on resumption of business following the holidays 
and a somewhat increased volume of sales as com- 
pared with last week. Ocean freight rates at $16 
are showing a slightly firmer tendency. 

More logs are going into the water, but the sup- 
ply by no means equals the demand. There is no 
prospect of supply matching demand prior to March, 
and no likelihood of a surplus until July. The di- 
rect effect on lumber is a naturally firming-up ten- 
dency, since millmen are anxious to keep their or- 
ganizations intact and are inclined to pay a slight 
premium for logs. The going price remains at $12, 
$17 and $24; but a sale was reported in Tacoma 
this week at $14, $18 and $28. 

The weekly review of the West Coast Lumber- 
men’s Association, from 133 mills for the week 
ended Jan. 7, contains these figures: Production, 
66,187,169 feet, 26 percent below normal; orders, 
48,434,919 feet, 27 percent below production ; ship- 
ments, 59,174,397 feet, 10 percent below production. 
Of all new business 42 percent was accepted for 
future water delivery. The total is 20,234,919 feet, 
of which 9,395,917 feet will move coastwise and in- 
tercoastal, and 10,839,002 feet will move overseas. 
A total of 42 percent of the week’s shipments went 
by water, the aggregate being 23,744,397 feet; of 
that quantity 15,550,535 feet was coast-wise and 
intercoastal, and 8,193,862 offshore. The rail move- 
ment was 1,181 cars. The unshipped balance in the 
domestic cargo trade totaled 93,634,943 feet, and in 
the export trade 101,883,327 feet. In the rail trade 
the unshipped balance amounted to 3,955 cars. 

W. F. Wahlenmaier, formerly of the red cedar 
department Pioneer Lumber Co., left today for 
Springfield, Mass., where he will open offices for 
the Pioneer Lumber Co. and specialize on high 
grade west Coast forest products. Mrs. Wahlen- 
maier and their young son, Billy Fritz, accompa- 
nied him, 

E. H. Stoner, of the West Penn Lumber Co., 
Pittsburgh, Pa., is in Seattle, getting in touch with 
the fir mills. He is on his way home from Los An- 
geles, where he spent the holidays. 

H. B. Earling, vice president of the Milwaukee 
lines, states that delivery on an order of 2,500 coal 
cars will begin in about six weeks; and that the 
lumber used, which is small in quantity, will be fir 
from the Pacific Northwest. Mr. Earling forecasts 
improved times by remarking that the East is op- 
timistic and that business conditions look better in 
the West. 

J. S. Bennett, of the Bennett Lumber Co., 
Long Beach, Calif., with dock and yards at San 
Pedro, arrived in Seattle this week to look over 
the fir mills. Mr. Bennett enjoys a wide acquaint- 
ance among the lumbermen of Puget Sound, having 
formerly been in the wholesale business in this 
city. 

Harry I. Worth, manager of the J. EB. Pinkham 
Lumber Co., introduced a new feature as chairman 
of the wholesalers’ luncheon Thursday. In addition 
to the usual discussion of conditions, he suggested 
the topic, “What Is the True Function of the West 
Coast Wholesaler,” and drew out interesting and 
striking views from the lumbermen present. Charles 
W. Johnson, of the Charles W. Johnson Lumber Co., 
was selected as special chairman for the meeting 
of Jan. 19. 
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ABERDEEN—HOQUIAM, WASH. 


Jan, 14.—The British ship Ethelstan is loading 
at the Bay City Lumber Co., Aberdeen, for Austra- 
lia; the Fort Bragg is loading at the same mill for 
San Pedro; the Willie A. Higgins is loading at 
the A. J. West mill for San Pedro. At the Donovan 
mill the Challacombe and the Wm. Donovan are 
loading for San Pedro, and the Carlos for San Fran- 
cisco. The Lassen will clear tonight from the BE. K. 
Wood Lumber Co., Hoquiam, with a cargo for San 
Pedro. At the Western mill in Aberdeen the 
Florence Olsen is due to clear in the morning with 
a cargo for San Pedro. The barkentine Alicia Hivi- 
side arrived yesterday and is berthed at the Bay 
City Lumber Co, to take on a cargo for China. 

The property of the Western Lumber Co., of 
Aberdeen, was sold this week to a corporation which 
will be known as the Western Mill Co., of Aberdeen, 
with a paid up capital of $200,000. The purchasing 
corporation is made up of A. Schubach, president ; 
Eugene France, vice president, and M. R. Ward, 
secretary. Mr. Schubach and Mr. Ward were in- 
terested in the Grays Harbor Motorship Co. during 
the war. Later Mr. Ward has been interested in 
the Grass Creek Lumber Co. in the manufacture of 
hemlock. Mr. France is a heavy owner of standing 
timber on both Willapa and Grays Harbors. It is 
stated that the present plans contemplate steady 
operation of the Western mill and that numerous 
improvements will be made. 


Clarence G. Blagen has succeeded his father, N. J. 
Blagen, on the directorate of the First National 
Bank of Hoquiam. Mr. Blagen, Sr., is now living 
in Portland. Henry W. Bale, president of the Wood- 
lawn Mill & Boom Co. and vice president of the 
Lytle Logging & Mercantile Co., was made a direc- 
tor to succeed H. C. Heermans, of Olympia. 

The Eureka Cedar Lumber & Shingle Co. shipped 
12,000,000 shingles by vessel during last week. The 
shingle mill is operating full time, but the sawmill 


is down. 
TACOMA, WASH. 


Jan, 14.—The port of Tacoma is now entering the 
shingle business for the first time and recently 
3,750,000 shingles were delivered to the port dock 
for storage and shipment later. This is one of 
the largest single shipments of shingles made this 
year on Puget Sound. The destination bas not been 
made public. Nearly all local mills contributed. 

Thru rates on lumber for mills on Newakum 
Valley and the Cowlitz, Cascade & Chehalis rail- 
ways have been granted by the Interstate Com- 
merce Commission. After Feb. 14 the mills will 
have the same terminal rates on transcontinental 
business as are enjoyed by mills in other Puget 
Sound terminals, 

In an effort to provide more lumber storage 
space on the new port dock the commission has 
decided to extend the present pier 400 feet. The 
commission has also purchased another big loading 
crane. The port docks now have more business 
than they can handle. 

Water shipments of lumber from the Tacoma 
mills were very heavy during the last week. Among 
the vessels taking lumber from the port were the 
Anita Rolph, for California; Kongosan Maru, for 
the Orient; San Diego, at the Tidewater mill, for 
California ; Belgium Maru, for the Orient; Kaisho 
Maru, for the Orient; Hastern Merchant, at sev- 
eral local mills, for the Orient; Stanwood, at the 
Dempsey mill, for California; the Meridian, at the 
Tidewater mill, for the Atlantic coast; Spain Maru, 
for the Orient; Seafarer, for New York; West 
Catanace, for the Atlantic coast, and Horace Y. 
Bagter, for California. 

The use of native alder for veneer work has 
been found satisfactory, according to Samuel R. 
Norton, of Portland, a hardwood lumber dealer, 
who visited Tacoma last week. Mr. Norton be- 
lieves that native maple will also come into more 
general use for finishing purposes. 

The work of employees of retail fuel and lumber 
yards has been declared extra hazardous by the 
State industrial insurance commission. 

The Union Pacific is to spend $10,000,000 for the 
construction of new equipment, mostly freight cars, 
according to an announcement made by local of- 
ficials of the road. The program calls for the 
immediate construction of 4,500 new cars of the 
largest type. Contract for this work provides that 
mills along the right of way of the Union Pacific 
shall furnish the necessary lumber, practically all 
of which will come from the Northwest. 

In an effort to fill up the vessels of the Mc- 
Cormick Shipping Co, on their northbound trips to 
Puget Sound, the company has announced another 
reduction in northbound rates, which makes a cut 
of 50 percent in the last three months. There are 
thirty-one vessels in this trade and this action is 
expected to precipitate a lively rate war. 

All the camps of the Simpson Logging Co., of 
Shelton, resumed operations last week, and all 
other logging companies in Mason County are op- 
erating, 

Permits for logging operations on State high- 


ways are being issued by the State highway com- 
missioner. This action supplants a recent ruling 
by the commission barring logging trucks entirely 
from the State highways during winter. A gross 
load of 24,000 pounds is set as a maximum. 

The final hearing on the measurement of cord- 
wood piled loosely in flat cars, which has been the 
center of a long drawn out controversy between 
the lumber operators and the railroads, was held in 
Tacoma, Jan. 12, before an examiner of the In- 
terstate Commerce Commission. The examiner’s 
report is expected to settle the question. 


KALISPELL, MONT. 


Jan. 14.—A decided revival in the lumber mar- 
ket is looked for in western Montana with the open- 
ing of the smelters in Great Falls and the mines 
in Butte and Anaconda on Jan. 16. This will result 
in the employment of a great number of men and 
will also stimulate building to a considerable ex- 
tent. The mines use a considerable number of 
props and poles which will be purchased from the 
mills. 

A meeting of timber holders and county asses- 
sors from all parts of Montana will be held in 
Helena on Jan. 16 and 17 to discuss the adjusting 
of timber assessments, 


SPOKANE, WASH. 


Jan. 14.—The annual meeting of the Weyerhaeu- 
ser Sales Co. was held in the main offices here last 
week. T. J. Humbird, president of the Humbird 
Lumber Co. and the Clearwater Timber Co., was 
reélected president; W. H. Boner, Everett, Wash., 
vice president; A. W. Laird, manager of the Pot- 
latch Lumber Co., secretary; Huntington Taylor, 
manager of the Edward Rutledge Timber Co., treas- 
urer; W. H. Farnham, assistant secretary; L. 8S. 
Case, manager, and I, N. Tate, assistant manager. 
Only routine business was transacted. J. P. Weyer- 
haeuser, of Tacoma, one of the directors, was pres- 
ent. 

Discussing the lumber situation after the meet- 
ing, Manager Case said, “The Coast lumber mills 
are enjoying an unusual business for this season 
because of a brisk demand from the Orient and 
from California. There is also considerable lumber 
going to the Atlantic seaboard thru the canal. 
Here in the Inland Empire, we have not these mar- 
kets by sea to aid us, and business is not so good. 
There is, however, a certain amount of restocking 
orders coming in from the lumber yards of the mid- 
dle West. There are also some signs of life in the 
industrial districts. Everything points to a very 
considerable amount of home building again in 
1922. If activity in industry assumes large propor- 
tions so rapidly as to coincide with a large resi- 
dence building movement, lumber stocks will not be 
sufficient to meet the demand and much higher 
prices will inevitably result. 


EVERETT, WASH. 


Jan. 14—Better operating weather at mills and 
logging camps, with the passing of a year-end 
cold snap, and market optimistic, gave a new 
impetus to production since the first of the year. 
The output for the week was larger than in recent 
periods. Shingle men generally were waiting until 
later in the month to put production on capacity 
basis. The shingle plants not operating are all 
set to go. With a number of the mills reporting 
this week, orders and shipments exceeded the 
week’s cut. Several ships are loading here this 
week, one for Japan, one for the coastwise trade, 
and the others for Atlantic ports via the Panama 


Canal. 
PENSACOLA, FLA. 


Jan. 16.—The plant of the Bagdad Land & Lum- 
ber Co., located at Bagdad, in Santa Rosa County, 
has a contract to cut 6,000,000 superficial feet of 
lumber during January, according to advices from 
that point. It does not necessarily mean that this 
much will be cut this month, but orders totalling 
that amount are in hand, and a great deal of it is 
for interior shipment, New England being the best 
customer. To meet the demands on its plant, the 
mill is being operated day and night, and last week 
it was decided to operate the planing mill day and 
night to catch up with the orders that have been 


booked. 
MOBILE, ALA. 


Jan. 16.—Lumber market conditions locally 
have not recovered from the holiday lull, altho 
there are indications of an early revival. Two or 
three railroads placed good sized orders for pine 
timber and some car materials and there were 
some inquiries from the interior for dimension and 
shed and yard items. Dimension continues to lead 
in activity, being the only item that withstood 
the slump. Prices quoted on the local market hold 
at about the same as in the closing days of De- 
cember, with a little more firmness noted. One of 
the largest stave mills reported resumption of op- 
erations this week after being down since August. 
It has orders to keep it going full time for at least 
six months. 
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Service 
You Want 


is the kind our facilities 
enable us to render at 
all times. 

Our mills have a daily 
"a of 300,000 feet 
oO 


BAND SAWN AND KILN DRIED 


N.C. Pine 


ROUGH or DRESSED LUMBER 


& You'll find our prices 
right and our quality 
unexcelled in 


Partition, Ceiling, 
Moulding, Trim, 
Lath, Dimension. 
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Inquiries and orders solicited for 
rail or water shipment. 


Surry Lumber Company 


Manufacturers Incorporated 1885 
9th Floor Union ° 
Trust Building, Baltimore, Maryland 











Mills at Suffolk, Va., Spring Hope, N.C., Middlesex, N.C. 


Capacity 250,000 Feet Daily 


Montgomery Lumber Co. 


Manufacturers of 


KilnDried N.C. Pine 
and Cypress 


SHIPMENT BY CAR OR 
CARGO, ROUGH OR DRESSED 











Sales Representatives: 
L. C. LITCHFIELD, - - - ~- 52 Vanderbilt Ave.,N.Y. 
GEO. C. FAIRCHILD, . - - «+ - Plattsburg, N.Y. 
SHORT & WALLS LUMBER CO., Middletown, Del. 
PICKETT, HYDE & LANGGANS CO., Johnstown, Pa. 


Main Sales Office, SUFFOLK, VA. 








Talk About Values 


You sure get your share of 
them when you buy our 


N e Loree 
. C. Pine <i 
Long and Yellow Pine *ovehand 

Car and Cargo Shipments. \ 


| Ellington & Guy, Inc.,""tuldse Richmond, Va. | 













Page & Jones, Mobile, Ala., U.S.A. 


Cable Address, “PAJONES, Mobile” 
All leading Codes used 


Ship Brokers & Steamship Agents 
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Mills at Marion, S. C. 


Camp’sis a stand- 
ard for quality 


a ee m 

and service. A 
° trial will convince 
INE yu. 


Let us know your needs. 


Camp Manufacturing Co. 
FRANKLIN, VIRGINIA 


Or Address our 
Eastern Sales Offices, as follows: 

NEW YORK: 1214 Flat Iron Building 
GEO. W. JONES, Mgr., Phone 982 Gramercy 
PHILADELPHIA: Real Estate Trust Bldg.. 

E. D. WOOD, Manager 
PITTSBURGH: Oliver Building, 
GEORGE L. CAMP, Manager 





DAILY CAPACITY 
Saw Mills - 600,000 feet 
Planing Mills - 400,000 feet 


MILLS : 


Franklin, Va. Arringdale, Va. Wallace, N.C. 








North Carolina Pine 


—the biggest value lumber on the 
market for both dealer and builder. 
Our stocks insure prompt deliveries. 


Foreman-Blades Lumber Co. 
ELIZABETH CITY, N. C. 
Thin Ceiling— 


N.C. PINE rset; 


We also manufacture everything 
in yard and shed stock, box 
shooks, crating material. 


Major & Loomis Company 


HERTFORD, N. C. 























A. T. Baker, Pres. and Treas. 


The Branning Manufacturing Co. 
Manufacturers of 


N. C. PINE | CYPRESS 
LUMBER and 


Kiln Dried, Dressed GU M 


and Rough. 


Wellington & Powellsviile R. R. Co., Windsor, N.C. Edenton 
Planing Mills, Cap. 100,000 per day. Saw Mills:—Edenton, N. C., 
Columbia, N. C., Ahoski, N. C. Cap. 140,000 per day. 


General Office: NORFOLK, VA, 
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BEAUMONT, TEX. 


Jan. 17.—The southern pine situation showed up 
very strong during last week. Mills have not yet 
got back to normal production, altho there has 
been some improvement, more than offset by the 
improvement in the demand. The demand from 
the retail yards in the Beaumont trade consuming 
territory is showing up stronger. The bulk of 
this business is coming from the oil fields and 
yards in the cities and larger towns. The demand 
for timber is showing up stronger. Mills have 
made moderate advances where stocks were ex- 
tremely low. The demand for longleaf is par- 
ticularly strong. Mills are booked up on timber 
orders from six weeks to sixty days. Mill stocks 
are badly broken. 

Hardwood prices are holding firmly. Manufac- 
turing plants have not shown up in the market 
since the holidays, with the exception of a few 
inquiries for small lots. Stocks are low in all 
sections. 

Santa Fe officials were in Beaumont during the 
last week inspecting riverfront property with the 
view of building its own docks independent of the 
municipal system. The party also visited the east 
Texas pine belt and it is understood that the Santa 
Fe has under consideration the construction of an 
extension from Bronson in Sabine County to White 
City, connecting up with the Cotton Belt and thus 
giving that line a direct outlet to the Gulf. 


WARREN, ARK. 


Jan. 16.—There has been some increase in de- 
mand and some items are being advanced. Prac- 
tically every item has strengthened materially. 
Inquiries are heavy. City and rural dealers are 
buying and inquiring. Industrials are probably 
the most active inquirers, for both crating mate- 
rial and sash and door stock. Railroad buying is 
not heavy and prices have not advanced much. 
There were a few more orders placed this week 
than last. Mill stocks are low and badly broken, 
particularly in upper grades. Production has been 
curtailed somewhat on account of repair work. 
The weather the first of the week was bad and 
some mills lost a little time. 

The hardwood situation is in fair shape. Uppers 
and hardwood flooring are in fair demand, at good 
prices. Common oak and sap gum show a little 


life. 
JACKSON, MISS. 


Jan. 17.—The volume of southern pine in- 
quiries, particularly for yard and shed stock, has 
grown daily and actual orders are much more 
plentiful. Some mills are already posting ad- 
vances on the items that are in big demand, such 
as 8- and 10-inch No. 2, 8- and 10-inch No. 3, and 
some items of flooring. The upper grades are 
pretty well cleaned out and dry lowers are also 
hard to find. The low grades constitute nearly 
60 percent of the output. Longleaf dimension is in 
good demand, with prices firm. Long joists are 
particularly hard to secure. Lath is looking bet- 
ter than it was two or three weeks ago. Now 
that the mills are securing final figures on last 
year’s cut, it is realized that a higher average 
selling price is all that will justify further opera- 
tions. Continuous rainfall and high winds this 
week over the greater part of the producing areas 
have retarded production. Some buying is reported 
on the part of farseeing wholesalers, and northern 
lumbermen are crowding Jackson. 

Local manufacturers of hardwood report the 
market in better condition than any time since 
last November. The inquiries are heavy and orders 
in larger volume than last week are being received. 
Furniture manufacturers are buying heavily. There 
is a strong demand for plain and .quartered red 
gum, cypress and all items of plain oak. North- 
ern and eastern dealers seem to be quietly stock- 
ing up. Bad weather has interfered with logging 
operations. ; 

Henry N. Saxton, of Knoxville, Tenn., called at 
the general sales offices of the Finkbine Lumber 
Co. this week, and also made visits to its D’Lo 
and Wiggins plants. He is its sales agent in Knox- 
ville. He was accompanied by A. C. Boyd, of the 
Liberty Lumber & Manufacturing Co., of Erwin, 
Tenn. Messrs. Boyd and Saxton were the guests 
of the J. J. Newman Lumber Co. at Brookhaven 
after leaving Jackson. The Finkbine Lumber Co. 
announces that E. J. Wilder has taken the place 
of R. M. Cust as manager of the New Orleans 
office. Mr. Cust has not announced his plans, 
W. A. Hukill, who represents the Finkbine com- 
pany at Buffalo, N. Y., spent Tuesday and Wednes- 
day in Jackson and D’Lo on his annual visit south 
to study manufacturing conditions. E. R. Hilton, 
of Huron, Ohio, was in Jackson Jan. 10. He isa 
new member of the Finkbine company’s force, rep- 
resenting it in northern Ohio. He comes south 
annually, and on this trip visited the Finkbine 
mills at D’Lo and Wiggins. 

George C. Claypool, president of the Claypool & 
Hendricks Lumber Co., retailer, Bowling Green, 


Ky., spent a few days in Jackson last week. He 
is interested in the E. L. Hendricks Lumber Co., 
of this city, hardwood manufacturer. 

Erle Johnston, representing the C. A. Mauk 
Lumber Co., of Toledo, Ohio, called on Jackson 
lumbermen last week. He will have charge of the 
southern pine department of that firm at Toledo, 

S. A. Williams, of Chattanooga, Tenn., president 
of the Williams-Voris Lumber Co., of this city, 
spent several days last week at its plant. He is 
president of four Williams-Voris mills, at Jackson, 
Miss., Birmingham, Chattanooga and Louisville. 


SHREVEPORT, LA. 


Jan. 16.—Demand is not very heavy, but there 
seems to be enough to satisfy the manufacturers, 
No price changes are reported. Uppers are scarce 
at practically all mills, and there is no chance of 
a recession on the left hand side of the list. The 
market tendency undoubtedly is upward, and most 
wholesalers and manufacturers believe that it will 
continue so as long as mill stocks are broken. 
There has been a very good demand from the 
various oil fields for timbers during the last week 
and their prices are up a trifle. One feature noted 
by the wholesalers is the evident willingness of 
the mills to book orders, which they have seemed 
reluctant to do for several weeks. The outlook is 
good for an excellent demand during spring at 
least, both in southern pine and hardwoods. The 
latter seem to be coming into their own again. 
There is a good demand for ash, red gum and for 
the upper grades of sap gum and oak. None of the 
mills have been able to find a fair market for No. 2 
and No. 3 oak or sap gum. 


HATTIESBURG, MISS. 


Jan. 16.—Sufficient business has been coming to 
keep practically every item of shed and yard stock 
active, and prices are as good as for the last 
month. The mills as a rule have not as yet had 
any chance to build up depleted stocks, and present 
indications are that they will not have such oppor- 
tunity. Local demand continues good, and fewer 
small mills than a few years ago are now hauling 
in to the planing mills. A number of mills are 
loaded up on export timbers. Mostly big mills are 
cutting bill stock of large dimensions. Sills are 
holding the gains they made during December. 
Framing and decking orders are offered, but there 
does not seem to be the demand that there was a 
few weeks ago. ‘There seems to be but little 
change in demand for other special cutting. The 
weather has been better during the last week and 
practically all mills have been in full operation. 


HOUSTON, TEX. 


Jan. 16.—A very satisfactory volume of business 
in all items is reported, with the common market 
particularly active and advancing. Oil field busi- 
ness continues very good. It was stated that a 
few salesmen were apparently more anxious to 
sell lumber than mill stocks justify and there was 
some close trading. In spite of this the market 
held firm; a few items advanced. It is now con- 
ceded that there will be no great price increase, 
but that the levels now obtaining will be held for 
some time, with changes always upward, 

Red gum is in great demand, and oaks are mov- 
ing. Box factories are buying freely and concen- 
tration yards in the hardwood centers are stock- 


ing up. 
NORFOLK, VA. 


Jan. 16.—Sales of North Carolina pine have not 
shown any decided increase. The inquiry is just 
as large as ever, with an increase in that for 
flooring and other dressed lumber. Most yards 
are not buying. Some buy bargains, and it is ap- 
parent that small mills are offering concessions. 
Mill stocks are smaller than two months ago. Due 
to the slight softening in prices noticeable during 
the last of December, buyers now have a tendency 
to put off purchases. The millmen show more 
firmness than would be expected. 

Inquiries for 4/4 edge No. 2 and better, and 
also for 4/4 thicker stock widths, are greater, but 
many deals are disrupted because buyers desire to 
string out shipments. There is now a slight sur- 
plus of No. 2 and bétter edge. Stock widths, 5/4 
and thicker, appear to be scarce. Edge No. 3, 4/4, 
is still moving, altho not actively, while No. 3 
stocks are in good demand. A change for the 
better has also been noted in Nos. 1 and 2 bark 
strips and miscuts. Prices of good lumber appear 
to be holding firm, altho 4/4 edge is weakening & 
little. 

There has also been a better demand for 4/4 
edge No. 1 box, rough and dressed, with several 
mills now out of the market on dressed and re- 
sawn stock for several weeks. Several large cargoes 
of rough No. 1 edge box and stock widths have 
been sold recently at good prices. No. 2 edge box 
is also moving actively, dressed and resawn. There 
is a slightly better demand for No. 2 stock box, 
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while No. 1 stock box is dragging a little. Box 
bark strips.are very active, dressed. Prices of low 
grade lumber show no further change. 

There has been an improvement in the sale of 
flooring, ceiling, partition etc. and inquiries have 
also picked up. Several large orders for flooring 
etc., to be shipped along with rough items by barge, 
have been booked at good prices. While mills ap- 
pear to be pretty well sold up on dressed stock, 
prices quoted are a little less, due undoubtedly to 
outside competition. This is not true regarding 
kiln dried roofers, as mills have little stock box to 
offer for prompt shipment. 


ATLANTA, GA. 


Jan. 16.—As a result of recent inclement weather 
logging operations thruout the Southeast are still 
held up, the woods being so water soaked in most 
sections and the ground so soggy. The weather 
for the last few days has been dry and fair. Mills 
are gradually reopening, and as a result produc- 
tion is increasing steadily. Lower freight rates by 
April will bring about a widespread resumption at 
southeastern mills. Southern pine and hardwood 
prices continue upward. Millwork plants activity 
is serving to steadily improve the southern pine 
market. Building operations have been active in 
the larger cities since the new year began, espe- 
cially in home construction. Most furniture fac- 
tories continue operating at capacity and are buy- 
ing hardwoods in considerable quantity. Lower 
grades are in better demand among the box makers, 
but there must be lower freight rates before they 
can resume on a broad basis. Demand from the 
wholesalers is increasing. 


TUSCALOOSA, ALA. 


Jan. 16.—The demand for southern pine has 
shown considerable improvement and orders have 
been fairly plentiful, with some price increases on 
special cutting, boards and finish. The demand for 
finish is very heavy and a very substantial increase 
in price has been recorded in the last ten days. A 
number of special stock orders are offered at very 
attractive prices, but the mills are unable to take 
on, as they have practically all this kind of busi- 
ness they are able to handle. No. 1 dimension is 
moving fairly well in piece orders, mills having 
practically all the orders they are able to handle, 
However, No. 2 common and better is still some- 
what slow. Production has been very low, as the 
weather is unfavorable. 


LOUISVILLE, KY. 


Jan. 17.—Louisville hardwood men report that, 
while inquiries and new orders are not as heavy 
as had been expected, the volume as a whole is 
fair and prospects are good, if reports received on 
the furniture shows are correct. The auto trade 
is more active, and hardwood flooring manufac- 
turers are busy. Interior trim prospects are good. 
Vehicle, implement and wagon business continues 
slow. 

Local hardwood quotations: Poplar, FAS, 4/4, 
$115; saps and selects, $80; common, $55. Gum, 
quartered red, $115 ; common, $70; plain red, $110; 
common, $65; sap, $50 and $33. Ash, 4/4, $90 
and $50; 6/4, $100 and $60; 8/4, $110 and $65; 
10/4, $120 and $75; 12/4, $125 and $80. Plain oak 
is $110, and $55@60. Quartered oak, $140@145 
and $70@75. Walnut is steady at $250, with se- 
lects, $175; common, $105. 


NEW ORLEANS, LA. 


Jan, 16.—City Commissioner of Public Works 
Black announces that the New Orleans Railway & 
Light Co. will in a few days begin to repave its 
Carondelet Street tracks, with wood blocks. ‘“Be- 
cause of its noiseless quality,” he said, “property 
holders and business men of the street have asked 
that wood block be used. It was planned at first to 
use granite block. Experience has taught us that 
where traffic is heavy wood block is more service- 
able, the filling between the blocks, by the force of 
many vehicles, being kept in its place.” 

Charles Green, of Eastman, Gardiner & Co., Lau- 
rel, Miss., was last week elected to the directorate 
of the Interstate Trust & Banking Co., of this city. 
Other directors representing the lumber and allied 
industries on the same board are George W. Dodge 
of Napoleonville, La.; James D. Lacey, and Mrs. 
John Dibert, widow of the late Capt. John Dibert. 
Among the directors of the Whitney-Central banks, 
also elected last week, are Frank B. Williams, S. T. 
Alcus and J. L. Dantzler. Mr. Williams was also 
chosen vice president of the Whitney-Central Na- 
tional and the Whitney-Central Trust & Savings 
banks. On the Hibernia Bank & Trust Co.’s board 
are Peter F. Dunn, J. S. Otis, Frederick Wilbert, of 
Plaquemine, La., and W. P. Simpson, of the C. T. 
Patterson Co. Mr. Simpson received another new 
year’s honor by election to the vice-presidency of 
the New Orleans Association of Commerce. 

L. N. Dantzler, of the L. N. Dantzler Lumber 


Co., Pascagoula and Gulfport, Miss., was elected 
president of the Bank of Gulfport at its annual 
meeting last week. 

The J. J. White Memorial Presbyterian Church 
at McComb City, Miss., was dedicated last Sunday, 
the dedicatory sermon being preached by Rev. B. C. 
Bell. The beautiful new church building was the 
gift of the members of the White family as a 
memorial to Capt. J. J. White, the pioneer Missis- 
sippi lumberman, who died some years ago. 

John H. Kirby, of the Kirby-Bonner Lumber Co., 
Houston, Tex., has been appointed by President 
Harding a member of the American Commission to 
the Brazilian Centennial Exposition, which is to 
be opened in Brazil next September. 

To handle the increased activities of the Southern 
Pine Association’s traffic department, C. H. Hiern 
and J. R. Nickolini, both experienced traffic men, 
have been added to its staff. Mr. Hiern received 
his training in the service of the New Orleans & 
Northwestern, Louisville & Nashville, Louisiana 
Railway & Navigation, and the New Orleans Public 
Belt systems. Mr. Nickolini formerly was employed 
in the traffic department of the Southern Pacific. 

Twenty-five students of Tulane University vis- 
ited Bogalusa on Jan. 7, as guests of the Great 
Southern Lumber Co., and made a tour of inspec- 
tion of the big sawmill plants and the Bogalusa 
Paper Co. They were tendered a complimentary 
luncheon at the Pine Tree Inn during their visit. 


ORANGE, TEX. 


Jan. 16.—Demand for southern pine from the re- 
tail yards, especially those in the larger cities, is 
increasing, as is that from the oil fields, while 
railroad orders are holding up fairly well. Timber 
demand is stronger and there was some slight 
advance in the price. Altogether, local manufac- 
turers take a decidedly optimistic view of market 
conditions and look forward to an unusually brisk 
spring business, The export situation is nothing to 
brag of, as conditions in Mexico and the continued 
fluctuation of European exchange keep the export 
market in a chaotic state. 

During the last week the following vessels cleared 
from Orange: Dakarian, with 1,400,000 feet of 
timber for Africa ; Casey, with 600,000 feet of lum- 
ber for Genoa; Westland with 600,000 feet for the 
United Kingdom. The schooner Roseway is taking 
on 400,000 feet of lumber for Kingston, Jamaica, 
and will clear Tuesday. 


KANSAS CITY, MO. 


Jan. 17.—The wholesale trade here has not yet 
shown the heavy buying movement that was ex- 
pected. Permits for ninety-four dwellings were 
issued here the first two weeks of this month, 
breaking all records for January. It is expected 
that the new building code will be ready within a 
few weeks. 


DULUTH, MINN. 


Jan. 17.—While the actual placing of orders is 
slow on this market, lumber inquiry has been show- 
ing improvement, but is mainly for small lots. 
Production at sawmills at Cloquet, Virginia and 
International Falls is fair, but logging operations 
are only around 50 percent of normal. With the 
small woods operators doing nothing this winter 
and the large sawmill men curtailing heavily, 
dealers are of the opinion that output this winter 
may be found short of requirements in the event 
of eastern demand. Shipments to line yards are 
being held up to a great extent thru expectations 
of reductions in freight rates. 

Herbert S. Robb, representative of the Newbe- 
gin Co. on this market, reported that for the first 
time in a year he had no notices of cars of lumber 
in transit from the Coast. 

Quotations in all items of northern pine lumber 
are being firmly held on the lists announced some 
time ago. A tendency to stiffen $1 or $2 for some 
classes of lumber is noted. 


MINNEAPOLIS, MINN. 


Jan, 18.—William A. Smith, who represented 
the Walrath & Sherwood Lumber Co. in this market 
until it discontinued the Minneapolis branch re- 
cently, has gone into the wholesale business on his 
own account with offices in the Lumber Exchange, 
handling chiefly the product of Pacific coast and 
Inland Empire mills. 


A. O. Nelson, of the Pacific Forest Products Co.,- 


Portland, Ore., was here the other day explaining 
its plan of acting as a buying agency. He went to 
New York later to interest some large buyers in 
the idea. 

E. O. Hawksett, representing the McGoldrick 
Lumber Co. in this market, is back from a visit to 
Spokane headquarters. He reports that surplus 
stocks are being cleaned up with some good ship- 
ments to eastern trade, tho business in this section 
is still poor. 
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It’s from such trees that we manufacture 


Goldsboro N.C. Pine 


The lumber of universal use for homebuilders 


Telecode Used. 
Johnson & Wimsatt, *“D°2"™ 











Kiln Dried 


North Carolina Pine 


Rough and Dressed 


Our annual output of 30 Million 
feet insures complete assortments. 


Argent Lumber Co. 


315 Bank ef Commerce Building, NORFOLK, VA. 








Quick Sellers 


That is what you want and what you 
get when you stock our 
It is band sawed and N. C. PINE 
carefully kiln dried. 

Rowland Lumber Co., “viol: 


Operating John L. Roper Lumber Co. 


North Carolina Pine | 


WHITE PINE, POPLAR, HEMLOCK 
and SPRUCE, LATH and SHINGLES 


Our stocks are complete and 
can give prompt service. 


| WILLSON BROS. LUMBER CO. 


PITTSBURGH, PA. 























THE ACTUARY DOES A MAN’S WORK 


And does it accurately. A book to use for figuring 
moulding, lumber bills, car freights, car invoices, yard 
‘nventories, odd sizes, etc. Has a table for determining 
the list of new mouldings, a table of prices on door and 
window stock, a table of measurements on wall board 
in 32 and 48-inch widths and various other valuable 
tables. The Lumberman’s Actuary, price postpaid, bound 
in leather, $8.50. AMERICAN LUMBERMAN, 431 S. 


Dearborn St., Chicago, IU. 
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Long and Short Leaf Yellow 


Pine Lumber and Timber 


NADAWAH SALES CO. 


Birmingham, Ala. 


Representing Nadawah Lumber 
Company, and Allied Mills. 


Price List Issued Weekly 


Our new machinery in Mill and 
Planer makes better lumber. 























IMBERS 


Dressed or Rough 
From Longleaf 


Yellow Pine 


6x8 to 18x18 up 
to 50 feet long. 


Car Sills 
and 
Bridge 
Material 


Henderson Land 
Mill at & Lumber Co. 


Fox, Ala. 
TUSCALOOSA, ALA. 

















and when you need ANYTHING in 


Yellow Pine 


call upon us. We can supply you with your 
requirements, and will be pleased to do so. 


Betty & Sons Lumber Co. 


MONTGOMERY, ALABAMA 














Short Leaf Yellow Pine 


Finish, Boards, Dimension, 
Flooring and Drop Siding. 


Poplar, Oak & Gum 


Mixed Cars if Desired. 


LATHROP LUMBER CO. 


LATHROP, ALABAMA 























y waracne | and Trail 
| pepemacqaee an Yal 
Dt aes Superbly illustrat- 

; ed in colors by 

j Oliver Kemp, and 
filled from cover 
to cover with 
songs of the saw 
and ax. 

DOUCLAS MALLUCH 
$1.50 postpaid. 
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NEW YORK, N. Y. 


Jan. 16.—If signs of the times count for any- 
thing, the next twelve months are to be in every 
way prosperous for the lumbermen of New York 
and vicinity. It is the possibility of an early 
building movement catching the basic trades un- 
awares that is causing all hands to prepare. 

Lumber wholesalers report an increase in the 
volume and value of orders placed by dealers in 
the metropolitan district and in New England coast 
towns. Inventories apparently have shown that 
yards generally are understocked, in view of the 
small order business that has developed fast in the 
first two weeks of the new year. Lumber prices 
almost invariably are holding firm. Southern pine 
wholesale prices are firmer, altho actual advances 
have taken place only in occasional instances. 
North Carolina pine is moving in concert with 
southern pine. Flooring is in for another increase, 
altho the price on this item long ago turned up- 
ward. The situation is regarded as extremely 
bright. 

A. H. Yereance, 2839 Grand Central Terminal 
Building, who on Jan. 1 was selected to fill the 
New York managership of the Willapa Lumber Co., 
left vacant by the resignation of Ralph Angell, 
reports that business is continuing right along. 
“We are sawing wood and doing a good business,” 
said Mr. Yereance. Porter Smith, who for some 
years has been the sales agent of the Willapa 
company in the Nebraska and Iowa territory, will 
arrive in this city today to join the sales force 
here. Mr. Smith comes east with a full knowl- 
edge of the west Coast business. Mr. Yereance 
declared that a big business was done thru this 
office last year and all indications point to a much 
larger business this year. He said that there was 
a shortage of shingles at the mills and that this 
will be reflected in higher prices. The steamer 
Munindies has just finished discharging and the 
West Catance has just cleared a cargo of 4,500,000 
feet of fir, spruce and shingles, 

M. J. Saperstone, manager of the Liverpool 
Hardwood Co., 50 Church Street, sees no change 
at this time in the hardwood business. He also 
reports that the export business is marking time. 

R. I. Stocking, of Power, Moir & Stocking, who 
was one of the two Americans elected to the board 
of directors of the Canadian Lumbermen’s Associa- 
tion at its meeting in Toronto last week, will visit 
Montreal and Quebec before returning home. 

The Boyd, Sinclaire Lumber Co., 30 Church 
Street, wholesaler of hardwoods, reports that mail 
inquiries are increasing from day to day, and that 
prices are gradually working higher. ‘‘While the 
mills report a shortage,’ said William Sinclaire, 
“they are not clinging so closely to the ‘take-it-or- 
leave-it’ policy that was in such evidence in the 
fall.” When asked of prices, Mr. Sinclaire said 
that there was a wide difference between different 
shippers and definite prices could not be given. 
“The trend is decidedly upward on all grades of 
all domestic hardwoods,” said Mr. Sinclaire. 
“Cypress is in strong demand and is being held 
very firmly, and does not show the same radical 
changes in price.’”’ This company, which covers all 
of New York State, Pennsylvania, New Jersey, 
and the lower part of New England, put thru a 
large volume of business during the holiday sea- 
son. Only in the last week has it shown any 
signs of slowing down. ‘This condition will not 
continue for very long, as a lively business is 
expected to start up about the middle of next 
month. ‘People are beginning to realize that 
stocks are scarce,” said Mr. Sinclaire, ‘and are 
beginning to buy more freely. Gum and oak have 
been moving in better volume.” The company 
caters to manufacturers, trim mills, the furniture 
trade and to retail yards. Trim is reported to have 
been in particularly good demand during the fall 
and early winter and is expected to pick up again 
as soon as the spring building operations can get 
started. The industrial business and all kinds of 
manufacturers are said to be coming into the 
market more freely than in the last month. 

Black & Yates, 341 Fifth Avenue, wholesalers of 
hardwoods, report a thriving business thruout the 
entire fall and December. “If business is as good 
thru this year as it has been in the last quarter,” 
said H. R. Black, ‘“‘we can but be very well satis- 
fied. I look for an upward movement in prices of 
hardwoods to take place at any time now. The 
least pick-up in demand will cause an uplift of 
prices. Inquiries in mahogany are coming in fairly 
large volume.” 

The New Jamaica Lumber Co., Middletown 
Street, near the main station of the Long Island 
Railroad, Jamaica, N. Y., has acquired a lot 100 
yards square adjacent to its present holdings. This 
company was sorely in need of more space, as it 
had entirely outgrown its quarters. When asked 
of the retail situation, George B. Ewan said: 
“The only thing that holds us back are days on 
which the weather is too bad for us to haul. Orders 
are plentiful.” 

Reasons for the present activity in building, as 
well as for the anticipated increase in activity, 


, well booked ahead with orders. 


were given today by J. B. Tisdale, one of the lead- 
ing lumber distributers of Queens. Mr. Tisdale 
said: “The wholesale lumber dealers are paying 
$1 to $2 a thousand more for lumber than they did 
in July or August last. The indications are also 
that the prices of lumber will advance further in 
the near future. This is a certain indication that 
the bottom of prices for lumber has been reached 
and there will be’no further recessions. I do not 
believe that there is going to be any reduction in 
lumber for some time at least. With the higher 
cost of materials there will be no more favorable 
time to build than now. ‘The speculative builders 
who are looking for the best in the way of invest- 
ments are now planning bigger than ever. I feel 
that the wholesale lumber dealers are now in a 
position to care for orders that may come to them 
and hence I do not hesitate to advise all those who 
are contemplating building to start at once.” 

Frederick W. Clark, 34, of Long Island City, 
accused of setting three fires in the yards of the 
Astoria Mahogany Co., Astoria, pleaded guilty to 
arson in the third degree last Friday and was 
remanded for sentence. One of the fires caused a 
loss of $500,000. 

Ralph C. Angell, vice president and manager of 
the Babcock-Angell Lumber Co., organized on Jan. 
1, left for the Pacific coast the last week. Mr. 
Angell will spend a month on the Coast establish- 
ing an office at the Seattle end and arranging for 
mill connections in the matter of shipments to this 
territory. L. W. Wise, assistant New York man- 
ager, will attend to the interests of the company 
at this office in the absence of Mr. Angell. Mr. 
Wise was formerly with the sales office of Graves, 
Manbert, George & Co. 

Lewis F. Kayel, formerly with Eppinger & Rus- 
sell Co., with creosoting works in New York and 
Jacksonville, Fla., and the Kalt Lumber Co., of 
New York, has affiliated himself with the Blair 
Lumber Co. and its consolidated interests. Mr. 
Kayel’s experience and knowledge of creosoting 
particularly qualify him in his new connection, 
as the Blair Lumber Co. is the distributer for the 
Union Cedar Co., of Toledo, Ohio, manufacturer of 
untreated and creosoted posts and ties. 


In the New York letter printed in the Dec. 31 
issue of the AMBRICAN LUMBERMAN occurred the 
statement that the Kulp Lumber Co. represented 
in this market G. W. Gates & Co., of Portland, 
Ore. This is an error. G. W. Gates & Co. are 
represented in New York by George F. Gray, with 
offices at 1733 Grand Central Terminal. Mr. Gray 
also represents to a certain extent the Redwood 
Manufacturers’ Co., of Pittsburgh. 


PHILADELPHIA, PA. 


Jan, 16.—The last week has been good in the 
lumber trade here, compared with other years. 
There is a lot of inquiry for future delivery, some 
as late as May or June. on which some wholesalers 
are refusing to bid. The milis seem anxious to 
move what little stock of certain items they have. 
To offset this, however, there are a lot of milis 
that are oversold on the most populir and ative 
items. The yards are some of them surprised at 
the business that is developing so early in the 
year, but most of it is small. The railroads and 
the big industrials are still buying only for im- 
mediate needs. Planing mills are busy, and are 
Furniture manu- 
facturers are trying to buy more than they can 
find of dry lumber, and are taking it green in some 
grades and items. Box manufacturers are busier 
than they were, but claim there is lots of room for 
improvement. Building is starting the year with 
a good, steady activity. 

There is a good demand for hardwood floorings, 
and for almost all the hardwoods in dry of the 
higber grades. Most of the offerings are in low 
grade, and much of it is frankly not dry. The 
greatest demand seems to be for oak and gum 
still, but there is little trouble in disposing of 
chestnut, maple, birch, beech, ash, basswood, 
hickory, poplar, cherry, walnut and mahogany. 
White pine is not particularly active, but prices 
are steady and strong. Most orders for white pine 
are for mixed cars. Spruce is inactive but firm. 
Hemlock is more in demand, but there is little 
offered, and only on broken lists, at good prices. 
Cypress is in good demand in the better grades, 
and in dry in all grades. There are plenty of 
offerings, but they are largely for low grade, and 
green, but even at that all cypress prices are firm. 
Southern pine in timbers, flooring and all boards 
is in good demand at firm prices, with a growing 
scarcity in some items. There seems to be a little 
mere cutting and offering of the smaller sizes as 
the market strengthens. North Carolina pine is 
in good demand, and there are now few offerings 
at off prices, but stock lists seem to be growing 
slightly. North Carolina timbers and flooring are 
especially in demand. Lath are finding a good 
market altho there have been a number of quick 
variations in the market recently. Prices now are 
not at peak, but are strong. Shingles, both cedar 
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and cypress, are finding a ready market in the out 
of town districts. 


A. J. Rieger, for the last ten years on the sales 
force of A. M. Crombie & Co., of New York, in 
this territory, has started business as wholesaler 
under the name of A. J. Rieger Lumber Co. Mr. 
Rieger will specialize in white pine. He is spend- 
ing most of this month on a trip to his connec- 
tions on the Pacific coast. 


Charles A. Addison, formerly of McFarland & 
Addison, has entered the local wholesalers’ field 
for himself, under his own name, as a specialist 
in North Carolina pine. He will cater to barge 
as well as car trade from some of the big southern 


mills, 
PITTSBURGH, PA. 


Jan. 18.—No price changes of importance are 
noted in the market. There are so few transac- 
tions, outside of regular consignments, that no 
quotable market is evident. There is some ship- 
ment of white and western pine and Pacific coast 
woods. According to one of the leading dealers, 
it is difficult to sell and yet hard to buy at the 
mill. Stocks are said to be low in the South. 


BE. H. Stoner, manager of the West Penn Lumber 
Co., has just returned home from an extensive tour 
of the South and West, and he advises against 
being too enthusiastic over future prospects. He 
believes that a gradual betterment will assert it- 
self as the spring opens up. 


A visitor to this city this week was J. M. 
Cheesebrough, a prominent lumber dealer of Avella, 
Washington County, who reports a building boom 
ready to be opened in his immediate district. 


BOSTON, MASS. 


Jan. 16.—Lumbermen are much interested in a 
recommendation by John N. Cole, State commis- 
sioner of public works, that the railroads shall meet 
motor truck competition by door to door collection 
and delivery. 

A. D. Lasker, chairman of Shipping Board, 
speaking before the Boston Chamber of Commerce 
last week, promised the board would do all in its 
power to aid in the removal of the unfair differ- 
entials which are now stifling the port of Boston. 
Chairman Lasker said: “There can be no revival 
of shipping in Boston, and Boston can not take 
the place in shipping she must have and the Ship- 
ping Board wishes her to have, if these preferential 
railroad rates on bulk cargoes go against her. 
Differentials now favor:Montreal and the southern 
ports of our country.” 


VANCOUVER, B. C. 


Jan. 16.—Discussion of the best means of pro- 
tecting forest areas and other topics of interest to 
fire rangers came up at the annual gathering of 
the forest rangers of the Vancouver district which 
was held here. Maj. L. R. Andrews, district 
forester, gave a short address on the filing methods 
in use in the forester’s office in Vancouver. Maj. 
C. S. Cowan, head of the department’s operations 
branch, gave a paper on forest protection. Most 
of the damage to forests, he said, is caused by 
loggers, but the actual number of fires caused by 
loggers is less than those caused by campers. 
E. R. Robson, of Bloedel, Stewart & Welch, logging 
operators, detailed how loggings costs were worked 
out so that a company could be assured a fair 
profit on its output. W. R. Flumerfelt dealt with 
the subject of educating the public in forest pro- 
tection, and suggested among other things that well 
painted and permanent signs be erected in public 
places. “The Forest Protection Problem in Brit- 
ish Columbia’? was the name of a paper read by 
R. V. Stewart and which was the subject of much 
discussion. 

With the turn of the year, fine, mild weather 
has set in and altho several of the loggers have 
declared they will not open camps until assured of 
good weather conditions, the probability is that 
activity will soon prevail. Logs are getting 
scarce, and the surplus is being rapidly reduced. 


VICTORIA, B. C. 


Jan. 14.—Exceptionally cold weather and its 
effect on the logging camps by making operations 
impossible has resulted in giving log prices a 
strong upward boost. Many mills are closed, so 
a smaller than normal supply is needed. Never- 
theless, mills may be forced into an awkward situ- 
ation. On Dec. 1 there were 84,235,000 feet of 
logs in the, water, or about 13,000,000 feet less 
than a month before. Fir and hemlock logs are 
running short, altho cedar is not scarce, because 
of the closing down of many shingle mills. Cedar 
logs dropped from $20 to $18. Fir has advanced 
to as high as $24. Spruce is strongly in demand 
for factory stock. 





British Columbia mills expect to get consider- 
able business this year from the Great Northern 
Railroad, which is reported to be contemplating 
the expenditure of $10,000,000 in the Northwest. 

Egypt is back in the market again, and mills are 
at present cutting on a 2,000,000-foot railway tie 
order, to be shipped to Port Soudan. The ties are 
not to be creosoted. 

The California market has been of considerable 
value to British Columbia mills, and Victoria op- 
erators state that it now represents the most im- 
portant buying territory. The Canadian Puget 
Sound Lumber & Timber Co. has closed its Vic- 
toria mill to install machinery that will increase 
its daily capacity to about 170,000 feet. The com- 
pany will make a special effort to take advantage 
of the demand from California. Shortage of ton- 
nage is the only obstacle to the development of this 
trade. 





Lumber Trade Customs 





Established by Arbitration Department, 
American Wholesale Lumber 
Association, Chicago 











CLAIMS MUST BE REPORTED WITHIN A 
REASONABLE TIME 


THE Facts: A northern wholesaler purchased 
from a southern wholesaler a car of No. 1 com- 
mon car siding, shipment of which was made on 
July 5, 1920, the car being consigned to buyer’s 
order at Cairo, Ill., and reconsigned by him to 
final destination, where it arrived on Sept. 8, 
1920, after having been transferred en route 
into another car. 

On Dec. 2, 1920, buyer notified seller of his 
having received report from his customer to the 
effect that shipment contained 8,136 feet of re- 
jects. Buyer explained that delay in making 
this report was due to the fact that his cus- 
tomer had been unable until that time to 
identify the shipment, due to its having been 
transferred enroute. 

The seller refused to consider the claim or to 
order an official inspection of the shipment. 
Buyer thereupon arranged direct for official in- 
spection, which showed 6,855 feet off-grade. 

THE DiIsPuTE: The buyer contends that he did 
not receive the grade of lumber called for in his 
contract, as proved by an official inspection, that 
he was obliged to settle with his customer at a 
greatly reduced price for the culls reported, that 
he was acting only as agent for the seller in 
ordering the inspection and disposing of the 
culls, and that he must not be caused to suffer 
loss under such circumstances. 

The seller contended that there must be some 
time limit within which grade claims must be 
made, if they are to be entertained, and that 
three months after arrival is not a reasonable 
time within which to report claims for off-grade. 
He pointed out that in that time stock could 
deteriorate to such an extent as not only to 
affect the grade, but to render identification diffi- 
cult. He furthermore contended that buyer 
should likewise have refused to consider claim 
from his customer at this late date and that, 
therefore, there was no reason why buyer should 
have suffered any loss. 

THE Decision: Held 1st: That from both an 
ethical and equitable standpoint there must nec- 
essarily be a reasonable time limit within which 
a buyer should either accept or reject a ship- 
ment. Failing to receive a complaint within a 
reasonable time after arrival of the car, the 
seller is entitled to consider that the shipment 
has been accepted as invoiced. 


2nd: That even tho a seller may breach the 
contract by shipping offgrade material, such 
breach is waived thru failure of buyer to report 
the facts to the seller within a reasonable time 
after arrival, and buyer would thereby waive 
all right to recover damage as a result of the 
breach. 


8rd: That approximately three months after 
unloading a shipment of lumber is not a reason- 
able time within which to enter a complaint 
thereon. It is therefore 


Held, 4th: That the seller in this case was 
entirely within his rights in declining to ree- 
ognize a claim on the shipment and is entitled 
to payment of his invoice in full as rendered. 
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Yellow Pine 


We also make 
Gang Sawn 








LONGLEAF 


We specialize in 


2x4 


4" Flooring, 


Car Decking, poi 
Framing and ? xX 6 
Yard Timbers S1S2E Standard 


YOUR INQUIRIES ARE INVITED 


Henderson - Waits 
[_Cervuill,Fl Lumber Co. 3 














| Gummer Gypress Co. ] 





Mills: Jacksonville and Sumner, Fla. 


LUMBER 
Gypress 


Rough and Dressed 


Shingles and Lath 


Sales Office, 280 Madison Ave., New York City 





























Yellow Pine 
Timbers, Lumber 
Lath and Shingles 


For our high grade dressed stock— 
** Ask the Wholesaler ** 


The Alger-Sullivan Lumber Co. 


CENTURY, FLORIDA | 

















That save 
Time and 
Money 





Cutting 


Grooves for parting strips 
Gains for heads and sills 
Pockets for sash weights 
Mortises for sash pulleys 


THE VERY BEST MADE 


Full information on request 


Atlas Manufacturing Company 
ORLANDO, FLORIDA, U.S. A. 


Collections by Retail Lumber Dealers A series 


of letters 
by subscribers to the American Lumberman, giving their views 
on the best way to handle the accounts of a retail lumber 
business. These letters offer many excellent ideas and it will 
repay any retail lumber dealer to read them carefully.. 


Fifteen cents, postpaid. 


American Lumberman, Publisher 431 So. Dearborn St., Chicage 
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Yellow Pine 
Yard Stock, 
Shed Stock, 


Timbers, 
Factory Flooring, Crating Stock. 


Railroad Timbers, 
Car Material, 
Implement Stock, 


Put us to the test 
on your next order. 


Colonial Lumber Co. 


: MAD WHOLESALERS JACKSON, MISS. 


- ) 


LONGLEAF ° 
HEAVY PITCH Ine 


For Export and Interior Trade 











We make shipments 
from New Orleans, 
Gulfport, Mobile and 
Pascagoula of 


TIMBERS, YARD 
and SHED STOCK 


Dantzler Allied Mills 


L. N. DANTZLER LUMBER CO. 
Moss Point, Miss. Sales Agents 


Daily Capacity 
400,000 Feet. 





MILLS AT 
Moss Point 


Howison Ten Mile Cedar al, 
YELLOW 


PINE 








Timbers 


Both Long and Shortleaf 


Poplar, Oak, Ash, Gum 
AND OTHER HARDWOODS 
Straight and Mixed Cars 


Tims B. Quinn, Missoni 











KOSCIUSKO 


Frank Spangler MISSISSIPPI 


Manufacturers and Wholesalers of 


YELLOW PINE, CYPRESS, GUM 


AND OTHER SOUTHERN HARDWOODS 
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Frederick Lemieux F. H. Day " 


Lemieux Brothers & Co. 


TIMBER ESTIMATORS 


1310 e hone Main'2479° "* NEW ORLEANS 


Jasper Lemieux 
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Twenty Years’ Experience 


TIMBER ESTIMATES 
Reports Maps 
JAMES W. SEWALL, Forest Engineer 
Old Town, Maine Munsey Bidg., Washington, D.C. 
“QS Largest Cruising House in America 














LOCAL AND PERSONAL 








J. H. Maassen, of the Chicago Lumber & Coal 
Co., Memphis, Tenn., called on the local trade 
this week, 


John Adams, of the Adams-Thom Lumber Co., 
Wausau, Wis., transacted business in Chicago dur- 
ing the week. 


Harvey R. Beatty, of the I. N. R. Beatty Lumber 
Co., Morris, Ill., is serving on the Federal grand 
jury now in session in Chicago. 


George M. Harty, president of the George M. 
Harty Lumber & Manufacturing Co., Tacoma, 
Wash., transacted business in this city during the 
week. He expressed himself as well satisfied with 
the outlook for Douglas fir, expecting a prosperous 
year for the west Coast industry. 


B. J. Wilkins, sales manager for the W. R. Picker- 
ing Lumber Co., Kansas City, Mo., spent a few days 
in Chicago this week, conferring with W. L. God- 
ley, manager of the company’s local office. Mr. 
Wilkins later left for the East, where he will spend 
some time gathering information on market condi- 
tions and prospects. 


J. L. Simons, who is connected with W. D. Hall 
in the retail lumber business at Harvard, Il, was 
in Chicago during the week, getting in touch with 
some of the wholesale concerns with a view to 
placing orders for some special material. Mr. 
Simons reports business in his territory quiet on 
account of the depressed condition of the milk in- 
dustry, but is looking for much better things dur- 
ing the present year. d 


Among the prominent visitors in Chicago during 
the week were M. M. Wall and Russell Perrine, of 
Buffalo, N. Y., who attended the meeting of the 
sales code committee of the National Hardwood 
Lumber Association and with other members of 
that committee were guests of the Lumbermen’s 
Association of Chicago at its annual banquet on 
Wednesday night. Another prominent Buffalo 
lumberman present was Horace F. Taylor, presi- 
dent of the National Hardwood Lumber Associa- 
tion. 


B. Coldren, treasurer of the Hallack & Howard 
Lumber Co., of Denver, Colo., was in Chicago dur- 
ing the week, and from here went to Oshkosh, 
Wis., where he expected to spend a day or two 
looking over some of the large sash and door fac- 
tories, with a view to getting the latest and most 
improved ideas on millwork machinery. His com- 
pany expects to enlarge its millwork plant in order 
to take care of its rapidly increasing business in 
this line. After visiting Oshkosh, Mr. Coldren 
will go east for a short time, and combining pleas- 
ure with business will visit a brother in Washing- 
ton; D. C. 


Willis Dye, of Thomas J. Dye & Son, Kokomo, 
Ind., always is good cheer leader of the annual 
conventions of the Retail Lumber Dealers’ Asso- 
ciation, of which he was elected president this year. 
But at the thirty-eighth convention Wednesday 
and Thursday of this week Mr. Dye wore a broader 
smile and gave a heartier handshake than usual. 
The reason for this extra good nature on Mr. 
Dye’s part was found to be the birth last Sunday 
of a son, already named, in honor of his father, 
Willis Blanche Dye, jr. Mr. and Mrs. Dye now 
have three children: First, a son, Thomas J. Dye, 
jr., named for his grandfather; next, a daughter, 
Mary Roslee Dye, named in honor of her mother; 
and the latest arrival already mentioned. As al- 
most everybody knows, Thomas J. Dye & Son spe- 
cialize in cedar posts. They had an attractive 
exhibit at the convention, and their unique trade- 
mark, ‘‘The Sign of the Log,” was a conspicuous 
feature of the exhibit floor of the Claypool Hotel 
thruout the convention. 


APHASIA VICTIM DISAPPEARS 


The AMERICAN LUMBERMAN is in receipt of an 
appeal from F. J. Matey, secretary-treasurer of 
the Southport Lumber Co., Kenosha, Wis., for as- 
sistance in finding his wife, who is believed to be 
the victim of aphasia. In the hope that it may 
be of some service the AMERICAN LUMBERMAN gives 
the following facts concerning Mrs. Matey’s dis- 
appearance and hopes that with the assistance of 
the lumbermen she may soon be found: Mrs. Marie 
A. Matey has been missing from her home since 
Tuesday, Jan. 10, and it is believed she has strayed 
away while suffering from an attack of aphasia. 
She was last seen on Tuesday morning when she 
went for a walk. She kissed her 10-year-old son, 
Francis, goodby, and told him she would return 
shortly. Mrs. Matey’s former home was in May- 
wood, Ill., but no trace of her has been found 
there. Her childhood was spent in Chicago, and 


it is believed possible she may have returned to 
this city. 


LUMBERMEN’S QUOTA IS $200,000 


The lumbermen of Chicago are to be asked to 
subscribe $200,000 toward the fund of $3,000,000 
being raised by the Citizens’ Committee to Enforce 
the Landis Award to finance its fight for clean con- 
ditions in the building trades. Announcement of 
the quota was made at a special meeting of the 
Lumbermen’s Association of Chicago, held in its 
rooms on Wednesday afternoon, at which President 
N. C. Mather presided. 

Only 25 percent of the subscriptions is payable 
immediately, the balance to be called for as needed 
in instalments of 10 percent each. James A. Pat- 
ten, chairman, and Charles Piez, vice chairman of 
the citizens’ organization spoke briefly, reviewing 
the accomplishments to date and urging the need 
of united support to the end that the fight may be 
waged to a successful finish. Edward Hines, being 
called upon by the chairman, suggested that the 
most effective means for cleaning up the situation 
would be for the banks of Chicago to agree to 
refuse to lend a dollar for any building project 
unless equitable wage scales and conditions were 
stipulated in the construction contract. 


APPOINTED GENERAL MANAGER 


Announcement was made recently that F. M. 
Dering, who for the last nine years has been Chi- 
cago district manager for the Beaver Board Com- 
panies, has resigned to become connected with the 
Eddy Wall Board Co., Chicago, as its general 
manager. 


Mr. Dering has a very 
wide  acquaintanceship 
among the lumber deal- 
ers thruout this country, 
but especially in the mid- 
dle West, and has made 
a thoro study of their 
business problems and 
methods. In_ speaking 











F. M. DERING. 


General Manager, Eddy 
Wall Board Co. 








about fiber wall board in 
general and “Eddiboard,” 
the name under which 
the Eddy Wall Board Co. 
markets its product, in 
particular, Mr. Dering 
said in a recent inter- 
view : 

“Fiber wall board has 
taken its place among the permanent building ma- 
terials, and I believe that its popularity will grow 
even stronger right along as the merits of the 
product become universally recognized and as the 
quality improves with experience. 

“The production end of the Eddy Wall Board Co. 
is functioning now, turning out a splendid product. 
My job is to build a sales organization of high 
caliber, and in this I am receiving every support 
from the mill. We have already shipped many 
carloads of ‘““Eddiboard’’ and have had some inter- 
esting repeat business from these first carload 
purchasers. The reception which the trade has 
given our product has greatly encouraged me.” 

The general sales offices of the Eddy Wall Board 
Co. are located at 111 West Washington Street, 
Chicago, and its mills at Three Rivers, Mich. 


FURNITURE INDUSTRY NORMAL 


GranpD Rapips, Micu., Jan. 17.—Concerning the 
Grand Rapids furniture market now being held, 
the Furniture Manufacturer and Artisan, January 
issue, will say: 


Business Conditions 


If it were possible to incorporate in one word 
the present condition of the furniture industry, 
that word would be “normal.” ‘There is not the 
demand for furniture at this time that there was 
in January, 1920, but there is three times the de- 
mand for it that there was in January, 1921. At 
the time of this writing, the Grand Rapids market 
has one week yet to run, and there are already @ 
number of manufacturers with the “sold out’ sign 
in place. Some of these have orders on their 
books which will keep them going for six months, 
while others are booked for ninety days. As they 
appreciate the fact that lumber and veneers will 
probably be higher before April or May, they are 
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not going to be caught with low price orders to 
fill when material prices are advancing. 

The total arrivals at the end of the second week 
of the Grand Rapids market was 1,772. In 1921 
the figure at the corresponding time was 1,418. 
An attendance for the entire market will probably 
be in the neighborhood of 2,000, which will be a 
record breaker for a midwinter market. In line 
with the increased number of buyers, there is also 
an increase in the number of exhibitors. Altho 
exact figures are not available as to this, estimates 
place the number of exhibits between five and six 
hundred. 

Buying has been good, but “normal.” We mean 
by that that what has been purchased will be 
delivered and accepted. There has been no piling 
of orders to assure quick delivery of stock needed, 
as was the case in 1919 and 1920. Few cancela- 
tions will be received for goods on order. Prices, 
on the whole, were slightly higher than they were 
during the early fall months. This put them on 
a level with the prices of the July, 1921, markets, 
as levels were reduced right after the midsummer 
markets, and then advanced prior to the present 
markets. There was no price cutting reported dur- 
ing the season, and, as a matter of fact. little 
attention was paid to price tags. Pleasing designs 
= more furniture at this market than cut prices 


New designs were evident everywhere. It was 
very difficult for buyers to compare prices, as no 
two exhibitors showed the same suites. No one 
design predominated—there was a little of every- 
thing on the floors. Mahogany and walnut. with 
their combinations of m and birch, were in the 
majority. A few manufacturers showed new suites 
in oak, principally Italian designs, but oak as a 
wood for household furniture seems to be losing 
ground each season. 

During December business was exceptionally 
good. Many manufacturers stated that they re- 
ceived more orders during December, 1921, than 
they ever did during that month in any other year. 
Jan. 1, 1921, a group of case goods manufac- 
turers averaged but $15,000 business on hand, 
while on Jan. 1, 1922, this same group averaged 
about $45,000. As this was before the market, it 
is evident that the furniture manufacturing indus- 
try is “sittin’ pretty.” 


(SEEEEaAaEaEaaaE 


TAKING SAFETY WORKER CENSUS 


How many persons are engaged in preventing ac- 
cidents and promoting good health in the lumber- 
ing industry? Altho it is known that this industry 
has made great strides in safety work there is noth- 
ing to show how many men and women have been 
responsible. The National Safety Council is now 
taking a census of safety workers. The result will 
show how the lumbering industry compares with 
the others. This is the first attempt to list the thou- 
sands of people now professionally engaged in the 
safety movement. The census includes all persons 
engaged in safety and industrial health activities, 
regardless of whether they are connected with the 
council. Every reader of the AMERICAN LUMBERMAN 
who is professionally engaged in industrial or public 
accident prevention or industrial health work— 
whether all or only part time—is urged to assist 
by sending to the National Safety Council, 168 
North Michigan Avenue, Chicago, the data re- 
quested in the council’s census form, which is as 
follows: ‘ 
| ROE COT CRIS SCPC EET CCC CE TORI T 
COMTAINY OF OFEANIMATION 6 6 66.nk6 6 i dccccucieeesws 
SG feecwarawe enue aden BO cee aeeecaenes 
Nature of company’s businesS.........ceecseeees 
Is safety your principal Work?....cescccccccocce 
Please check other activities you engage in: 

Fire protection 

Health and sanitation 

Workmen’s compensation and claims 

General executive (such as manager or superin- 

tendent) 

Engineering (other than safety) 

Legal 

Insurance 

Welfare 

Educational 

Industrial relations 
How long have you been in your present position? 


Technical or other special education?.......... ia 
BIOED aviiccnnccsmesecececeneucetane seecaee 
IIE, 6604. b0b60 been ee KEENE 0 eel Pataticnnee 


MOVES LUMBER SALES OFFICE 


PORTSMOUTH, OHIO, Jan. 17.—The Breece Manu- 
facturing Co., of this city, manufacturer of hard- 
woods and veneered tops and table rims, announces 
that in order better to serve its customers it has 
moved its lumber sales office to Arkansas City, 
Ark., where the company already has a double 
band mill. Carl L. White will remain in charge of 
the department and will be located at Arkansas 
— _ which place he will leave Portsmouth on 
an. 18, 


FURNITURE ORDERS COMING IN 


RockForbD, ILuL., Jan. 18.—Most of the factory 
and plant managers here are optimistic. The 
furniture factories are operating about 90 percent 
normal, but orders are coming in. Plans are under 
way for a large amount of building in early spring. 
A new theater will be erected to cost approximately 


$400,000; two new church buildings, to cost $110,- 
000 each, and the Rockford Show Case & Fixture 
Co. will build an addition to cover 17,000 feet floor 
space at a cost of $22,000. There has been little 
change in the retail trade. Inquiries are numer- 
ous and prices holding firm. 


ALABAMAN LOOKS FOR GOOD YEAR 


MontTGoMERY, ALA., Jan. 14.—Thomas H. Betty, 
president of Betty & Sons Lumber Co., will leave 
Sunday night for a ten days visit in New York 
and other eastern points. While away he will 
make the acquaintance of a new grandson, the 
son of his youngest boy, Thomas Betty, who repre- 
sents the company in New Jersey. 

Mr. Betty is very hopeful for 1922. He believes 
business will be good, especially for the lumber- 
man. His company was one of Alabama’s biggest 
shippers during 1921 and Mr. Betty hopes for even 
a better record this year. 


PEER EBAEBEAaAE: 


LUMBER CARRIERS ELECT OFFICERS 


[Special telegram to AMERICAN LUMBERMAN] 
Detroit, Micu., Jan. 17.—Routine business 
gave way to pleasure in the annual meeting of 
the Lumber Carriers’ Association of the Great 
Lakes in the Hotel Statler tonight. Most of the 
business matters under consideration were re- 
ferred to the board of managers. 
.O. W. Blodgett, of Bay City, was reélected 
president, and other officers also renamed were: 


Vice president—Edward H. Thomas, Chicago, II. 
Second vice president—F. P. Potter, Cleveland, 


Ohio. 

bg | vice president—Herman H. Hettler. Chi- 
cago, 

.. erred -treasurer—Capt. C. H. Weeks, Detroit, 


Board of eeeare— Blodgett, of Duluth, 
Minn.; W. H. Sharp, Blodgett, W. J. Foss, 
of Bay City, Mich.; E. i co“ W. E. Holmes, 
R. D. Myers, Herman H. Hettler, Robert T. Evans, 
Chicago ; S. on ye Marine ‘City, Mich. ; Capt. 
€,.. ae Weeks, W . Crosb y; ee ag Dunn, De- 
troit, Mich.; J. “a: Smith, Sullivan, Toledo, 
Ohio; Ernest Walker, E. i.  .. F. P. Potter, 
BE. L. Fisher, C. H. Prescott, jr.. F. L. Leckie, 
Cleveland, Ohio; J. O. Nessen, Manistee, Mich. ; 
A. N. Hempstead, J. C. Garey, Saginaw, Mich. ; 
John J. ares Tonawanda, N. Y.; James O’Con- 
nor, W. Weinheimer, North Tonawanda, N. Y.; 
E. W. ixivien Port Huron, Mich. 

The personnel of standing committees ap- 
pointed is as follows: 

Board of managers: Executive—E. H. Thomas, 
E. L. Fisher, J. C. Garey, os tar Blodgett, O. W. 
Blodgett, S. C. McLouth, Nesson, H. H. 
Hettler, W. W. Weinheimer, W. J. Crosby. 

Finance—Ernest Walker, O. W. Blodgett, Myron 
Blodgett, J. C. Garey, R. D. Myers. 

Legislation—E. H. Thomas, i L. Leckie, J. C. 
Garey, Myron Blodgett, W. W.. Weinheimer. 

Loading—E. H. Thomas, J. C. Garey, W. H. 
Sharp, Myron Blodgett, E. W. Kiefer, J. O. Nessen, 
O. W. Blodgett, E. L. Fisher, R. D. Myers, H. J. 
Sullivan, Theodore W. Dunn, 

Unloading—E. L. Fisher, E. H. Thomas, J. C. 
Garey, Myron Blodgett, J. C. Smith, . C. McLouth., 
BE. W. Kiefer, C. H. Prescott, jr., J. O. Nessen, 
Ernest Walker, oO. W. Blodgett, A. H. Hempstead, 
R. Myers, E. Holmes, W. J. Crosby, H. J 
Sullivan, ae, W. Dunn 

“—- O. Nessen, E. L. Fisher, O. W. Blod- 


eng of help—E. H. Thomas, C. H. Pres- 
7% » R. D. Myers, J. C. Garey, Ernest Walker, 

0. Néssen, atin Blodgett, W. H. Sharp, O. W. 
Blodgett W . Crosby, Theodore W. Dunn, H. J. 
Sullivan, 


C. E. Kremer, of Chicago, and F. L. Leckie, 
William M. Connelly and Lee Hinslea, admiralty 
lawyers of Cleveland, Ohio, spoke at a banquet 
in the evening. 


LAUREL BANK IN NEW HOME 


LavuREL, Miss., Jan. 17.—Laurel is justly 
proud of the latest addition to its handsome 
collection of fine public and business buildings. 
The ‘‘latest’’ is the new home of the Com- 
mercial National Bank & Trust Co., said to be 
the handsomest bank home in the state of Mis- 
sissippi and probably the most beautiful and 
commodious of its type in the entire South. 
Built at a cost of over $100,000, of ornamental 
brick and stone, neither words nor pictures can 
do justice to the banking room’s appearance 
and appointments. 

It is fitting indeed that a lumberman should 
be president of the Commercial National Bank 
& Trust Co., for Laurel is rightly called the 
‘*Lumber Capital City,’’ and for years it has 
been credited with being the most beautiful 
and most progressive, and yet the youngest, 
city in the old State of Mississippi. So M. 
Jones, manager of the Gilchrist-Fordney Lum- 


ber Co., of Laurel, and stockholder in other 
Laurel enterprises, is president of the Com- 
mercial National Bank & Trust Co. He has 
been the bank’s president for a number of years 
and during that time the growth of the institu- 
tion has been constant. 

It is also worthy of remark that the first vice 
president of the bank, Dr. S. W. Lindsey, is 
a man who is well known all over this country 
and in further parts of the earth for the wagon 
he manufacturers, for Dr. Lindsey is the 
founder and president of the Lindsey Wagon 
Co., of Laurel, known wherever 8-wheel log 
wagons and sawmills abound. 

A third lumberman on the board of direc- 
tors is R. C. Schulz, who is sales manager for 
Gilchrist-Fordney. 

The interior of the banking house is finished 
in figured marble and bronze. The marble is 
from the quarries of Alabama and is of a very 
fine quality and figure. Cathedral-like windows 
let in the sunshine and air and these are bor- 
dered by rich draperies, a feature found in few 
commercial houses. 

The new home was thrown open for visitors 
on the night of Dec. 17, and several thousand 
were present to congratulate the officers. The 
statement of Dec. 31 is a flattering one in these 
days which have tested the soundness of every 
institution. The figures show loans and dis- 
counts of $794,061.13; cash and sight exchange 
of nearly $250,000, and total resources of $1,- 
609,037.85. The bank is capitalized at $100,000, 
and a surplus of $50,000, undivided profits of 
$14,340.79, circulation, $100,000, and deposits 
of $1,344,697.06, with no bills payable. 

The bank is equipped with modern burglar- 
proof vaults and safes. 

No little of the credit for the new banking 
home is due T. W. Yates, the active vice presi- 
dent, who has been with the bank since its origin 
in June, 1905, when he took in the first deposit 
as cashier. He is a hard worker and a man 
of vision and judgment. The other directors 
of the bank are Stone Deavours, attorney; E. 8. 
Waite, jr., merchant; W. L. Fuller, of the 
Lindsey Wagon Co., T. G. McCallum, attorney, 
and W. T. Scott, jeweler. 


('SEABBABELBBSZBAZAAZAS 


INDIANA RETAILERS’ ANNUAL MARKED BY 
LARGE ATTENDANCE 


(Concluded from page 52) 


lumber, and that trade is worth cultivating. 
He said that in the last year he had talked to 
14,000 farmers. Three thousand had come into 
his office and he had visited 300 farms. The 
farm adviser is a good man for lumbermen to 
get in touch with and work with. Farmers 
ask about the best farm buildings. Lumber- 
men should be ready to help the adviser tell 
them how to build. 


Resolutions of the Convention 


The resolutions committee next reported, 
thanking the Mutual Insurance Co. for dec- 
orating the banquet hall, the Farmer’s Guide 
for its efforts in behalf of the retailers, and 
strongly urging the fir manufacturers to adopt 
the practice of milling stock to size after 
seasoning and to mal its grading rules to 
do away with the indefiniteness due to the use 
of the term ‘‘subject to natural shrinkage.’’ 
The resolutions were carried. 


Election of Officers 


The nominating committee reported the fol- 
lowing candidates who were elected without 
dissent: 

President—Willis Dye, Kokomo. 

Vice president—Charles Wolflin, Evansville. 

Directors two years—B. M. Forbes, Indianapolis ; 


E. D. Munger, Lafayette; G. F. Osterhage, Vin- 
cennes; O. D. Haskett, Indianapolis. 


President Dye was escorted to the platform 
and W. C. Pulse introduced him as a big man 
mentally as well as physically. Mr. Dye 
briefly thanked the members for the honor and 
pledged his best efforts to make the next 
year a good one for the association and a good 
one for the retail business. 

The convention then adjourned. At the 
banquet tonight in the Riley Room of the 
Claypool Hotel, Parson Simpkin will speak, 
and there will be music, dancing and fun 
generally. 
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Latest Reports on Current Lumber Prices 








WISCONSIN HARDWOODS AND HEMLOCK 


Market conditions continue to improve. 
been no change in quotations, these f. o. b. manufacturing points remaining: 





Prices remain firm, with a tendency to advance somewhat on 


the common 


grades, altho there has 





ae FAS Selects No. 1 com. No. 2 com, No. $ com. ~ “ FAS Selects No. 1 com, No. 2 com, No. 8 com, 
sH— ARD MAPLE— 

4/4 $ 90.00@100. +4 $ 65.00@ 70.00 $ 2 + | *. 4 $25. hep t+ 4 $15.00@17.00 10/4 90.00@100.00 75.00@ 80.00 60.00@ 65.00 36.00@41.00 pees Shia 
5/4 95.00@105.0 70.00@ 75.00 00@ 5 30.0 16.00@18.00 12/4 95.00@105.00 80.00@ 85.00 65.00@ 70.00 41.00@46.00 .....@..... 
6/4 100.00@110. 00 75.00@ 80.00 60. 00@ eB. 0 30. ty tts 00 16.00@18.00 Sorr MapL—E— 

8/4 105.00@115.00 80.00@ 85.00 55.00@ 60.00 35.00@38.00 16.00@18.00 4/4 65.00@ 75.00 45.00@ 50.00  30.00@ 35.00 20.00@22.00 13.00@15.00 
Bass woop— 5/4 70.00@ 80.00 650.00@ 55.00 35.00@ 40.00 22.00@24.00 14.00@16.00 
4/4 70.00@ 75.00 650.00@ 55.00 38.00@ 40.00 20.00@22.00 17.00@18.00 6/4 75.00@ 85.00 55.00@ 60.00 40.00@ 45.00 26.00@28.00 14.00@16.00 
5/4 75.00@ 80.00 65.00@ 60.00  40.00@ 45.00 22.00@24.00 19.00@20.00 8/4  85.00@ 95.00 65.00@ 70.00  45.00@ 50.00 30.00@32.00 14.00@16.00 
6/4 80.00@ 85.00 60.00@ 65.00 45.00@ 50.06 26.00@28.00 19.00@20.00 Oax— 

8/4 90.00@ 95.00 70.00@ 75.00 655.00@ 60.00 32.00@34.00 19.00@20.00 4/4 95.00@105.00 70.00@ 75.00  45.00@ 60.00 28.00@30.00 13.00@15.0¢ 
BircH— “ 5/4 100.00@110.00 75.00@ 80.00 60.00@ 55.00 g0-00@32.00 14.00@16.00 
4/4 100.00@110.00 175.00@ 80.00 * 38.00@ 40.60 20.00@22.00 12.00@14.00 6/4 105.00@115.00 80.00@ 85.00 55.00@ 60.00 36.00@38.00 14.00@16.06 
5/4 100.00@110.00 75.00@ 80.00 40.00@ 45.00 22.00@24.00 13.00@15.00 8/4 110.00@120.00 85.00@ 90.00 60.00@ 65.00 40.00@45.00 14.00@16.0¢6 
6/4 110.00@115.00 80.00@ 85.00 45.00@ 50.00 26.00@28.00 13.00@15.00 | pawrock, No. 1, S1S1E 

10/4 110.00120.00 86.00 90.00 70.000 16.00 41,00946.00 ger "— . 10-14" 16° 18-20' 29-24" 

f 120. j : h f f : RD iGans s : 

; r ; f ; 1 "@...1. | 2x 4 $25.50@27.50 $25.50@27.00 $27.00@29.00 $29. 0 31.50 $31.50@33.50 
cor Be ew ung ui mean mmens cowrm| Et Hee GReER Gieas Gaake Hague 
6/4 i.00g $0.00 B00 80.00 £0000 4e.00 #4-00@38.0 Heges teged 2x10 34.009 26.00 25.00@27.00  26.50@28.50  28.50@30.50 31,00 33.00 
6/4 75.00@ 85.00 60.00 65.00 45.00@ 50.00 26.00@28.00 15.00@17.00 2x12 24.50@26.50 25.50@27.50 27.00@29.00  29.00@31.00  31.50@33.50 
8/4 85.00@ 95.00 70.00@ 75.00 55.00@ 60.00 34.00@36.00 15.00@17.00 Merchantable, $2 less than No. 1. 

10/4 100.00@105.00 80.00@ 85.00 60.00@ 65.00 41.00@46.00 ..... . No. 2, $4 less than No. 1. 
12/4 105.00@110.00 85.00@ 90.00 65.00@ 70.00 46.00@51.00 .....@..... No. 1 Hautocr, Boarps, 81iS— 
rie 5. 00@ 75.00 @ 40.00@ 45.00 22.00@24.00 14.00@16.00 | 3x 4 $22. 00025. 00 $24. j0@ee. 00 $26 00@28 00 $28'60030 50 $25500@27 0 
wee eeeWMeeeeee . . . . =z i « % 5 al A 0 

5/4 760.00@ 80.00 ...... Ce 45.00@ 50.00 24.00@26.00 15.00@17.00 1x 6 24.50@26.50  25.50@27.50 27.00@29.00  29.50@31.50  26.00@28.00 
6/4 75.00@ 85.00 ...... @ teens 50.00@ 65.00 26.00@28.00 15.00@17.00 | ix g 24.50@ 26.50 35.50pet 60 27.00@29.00  29.50@31.50  26.00@28.00 
8/4 85.00@ 95.00 ......@...... 60.00@ 65.00 32.00@34.00 15.00@17.00 | 1x10 ps 26.00@ 28.00 pes oye 29.50@31.50  26.50@28.50 
10/4 95.00@105.00 ...... @.wceee 70.00@ 75.00 41.00@46.00 .....@..... 1x12 25.50@27.50 26.50@28.50  28.00@30.00  30.00@32.00  27.00@29.0¢ 
12/4 100.00@110.00 ...... _ wee 75.00@ 80.00 46.00@51.00 .....@..... Seedianiahin, 02 tenn than te. 1. 
Harp MaPLE— No. 2, $4 less than No. 1. 
4/4 65.00@ 75.00 50.00@ 55.00 37.00@ 42.00 22.00@25.00 10.00@12.00 Add for shiplap and flooring, 50 cents a thousand. 
5/4 70.00@ 80.00 55.00@ 60.00 40.00@ 45.00 22.00@25.00 11.00@13.00 2x4 and wider, 6-foot and longer, No. 3 hemlock, rough, $12 to $14. 
6/4 75.00@ 85.00 60.00@ 65.00 45.00@ 50.00 26.00@28.00 11.00@13.00 1x4 and wider, 6-foot and longer, No. 3 hemlock, rough, $138 to $15. 
8/4 85.00@ 95.00 65.00@ 70.00 60.00@ 55.00 30.00@32.00 11.00@13.00 Add for select No. 3 hemlock, $3 a thousand. 

Altho the demand continues spotted, prices remain firm and some items have been advanced. The ‘following list prevails f. o. b. Michigan 


mill points: 














FAS Selecta No. 1 com. No. 2 com, No. $ com. FAS Selects No. 1 com. No. 2 com. No. 3 com. 
Bass woop— Sorr EnmM— 
4/4 $ 75.00@ 80. 00 $ 66. 00@ 60. 00 $ 40. 00@ 45.00 $24.00@26.00 $18.00@20.00 8/4  90.00@100.00 75.00@ 80.00 55.00@ 60.00 34.00@36.00 ei tener 
5/4  80.00@ 8 00@ 65. 45.00@ 50.00 27.00@29.00 19.00@21.00 | 10/4 100.00@105.00  80.00@ 85.00 65.00@ 70.00 38.00@40.00 a ae 
6/4 85.00@ 90. 00 He 00@ 70 00 50.00@ 55.00 30.00@32.00 19.00@21.00 | 12/4 110.00@115.00  90.00@ 95.00 75.00@ 80.00 43.00@45.00 etmeens 
8/4  90.00@ 95.00 70.00@ 75.00 55.00@ 60.00 33.00@35.00 .....@..... | 16/4  125.00@130.00 105.00@110.00  90.00@ 95.00 48.00@50.00 Kad Daston 
10/4  100.00@105.00  80.00@ 85.00  65.00@ 70.00 @-s0.. | anp Mapre— 
—'7 Vf 8 2G; SEG eo fethe sae eNO ietatte 
5/8 2 common and better 30.00@33.00 12.00@14.00 5/4 = 80.00@ 8 5.00@ 50. . . 15.0 . 
4/4 60.00@ nS 00 45.00@ 50.00 35.00@ 40.00 23.00@25.00 15.00@17.00 6/4 85.00@ 90.00 65.00@ 70.00 50.00@ 55.00 31.00@33.00 15.00@17.00 
5/4  65.00@ 70.00 50.00@ 55.00  40.00@ 45.00 26.00@28.00 16.00@18.00 8/4 _90.00@ 95.00 70.00@ 75.00 55.00@ 60.00 34.00@36.00 16.00@18.00 
6/4  70.00@ 75.00  55.00@ 60.00  45.00@ 50.00 29.00@31.00 16.00@18.00 A = rs Sey pod 80.00@ ee ess 4 aged mm opae, 4 Lge ye 
2 ).00@4 5. 90.00@ 95. .00@20. 
Pot Sy ae 14/4 120.00@125.00 100.00@105.00  85.00@ 90.00 48.00@50.00 i ee 
=n 16/4 130.00@135.00 110.00@115.00 95. 000100. 00° 48.00@50.00 ..... epee 
4/4 110.00@115.00 75.00@ 80.00 40.00@ 45.00 25.00@27.00 15.00@17.00 | co. agaorn 
5/4 110.00@115.00 75.00@ 80.00  45.00@ 50.00 28.00@30.00 16.00@18.00 ort |] 2 ee 
6/4 115.00@120.00  80.00@ 85.00 60.00@ 55.00 31.00@33.00 16.00@18.00 4/4 70.00@ 75.00 50.00@ 55.00 35.00@ 40.00 23.00@25.00 15.00@17.00 
8/4 120.00@125.00  85.00@ 90.00 55.00@ 60.00 34.00@36.00 .....@..... 5/4 75.00@ 80.00 55.00@ 60.00  40.00@ 45.00 26.00@28.00 16.00@18.00 
10/4 125.00@130.00  90.00@ 95.00 60.00@ 65.00 38.00@40.00 Le 6/4  80.00@ 85.00 60.00@ 65.00 45.00@ 50.00 29.00@31.00 16.00@18.00 
12/4 130.00@135.00  95.00@100.00  65.00@ 70.00 43.00@45.00 a eee 8/4 85.00@ 90.00 65.00@ 70.00 50.00@ 55.00 34.00@36.00 16.00@18.00 
16/4 140.00@145.00 105.00@110.00 75.00@ 80.00 48.00@50.00 a ENp Driep WHITE MAPLE— 
Sorr Erm— 4/4  95.00@110.00 ......@...... 65.00@ 80.00 ore Bens Besccs 
4/4 75.00@ 80.00 60.00@ 65.00 40.00@ 45.00 25.00@27.00 16.00@18.00 5/4 100.00@115.00 ot Seen 75.00@ 85.00 .....@..... ’ ae 
5/4 80.00@ 85.00 65.00@ 70.00 45.00@ 50.00 28.00@30.00 17.00@19.00 6/4 105.00@120.00 ......@.. 5.00@ 90.00 .....@... ee | ee 
6/4 85.00@ 90.00 - 70.00@ 75.00 50.00@ 55.00 31.00@33.00 17.00@19.00 8/4 115.00@130.00 ...... ae 85.00@100.00 .....@..... ° eae 
SOUTHERN HARDWOODS 
Cincinnati, Ohio, Jan. 17.—The following are average prices, Cincinnati base, quoted on hardwoods today: 
4/4 5/4466/4 8/4 J EIT EG/S J 4/4 5/486/4 8/4 
QUARTERED WuHitpn OAK— 4 Bass woop— 414 acid ore HWickory— 
ee $140@150 $150@160 $160@170 PAS 5 os ok $ 85@ 90 $ 95@100 $100@105 FAS .......4. --@. - 0G 1> $110@120 
Selects ....... 105@110 110@115 115@120 No. 1 com..... 50@ 55 55@ 60 60@ 65 No. 1 com..... ..@... T@ 80 70@ 80 
No. 1 com..... 70@ 75 80@ 85 85@ 90 No. 2 com..... 32@ 34 37@ 42 40@ 45 INO 2. COM 6.0% 5 @... 35@ 40 35@ 40 
No. 2 com..... 43@ 48 53@ 58 58@ 63 | ourspnuTr— Wistetittiitincs. 
Sound wormy.. 40@ 45 50@ 55 60@ 65 4 a 4 3 
Qcaeueene tue cee BAGS) cht nie $115@120 $117 @120 $120@125 RSIS cscs his ay sc. $220@230 $230@240 $250 
FAS” $110@115 @ @ No. 1 cem..... 65@ 70 68@ T0@ 75 BAIOCER <5.5:00 6101s 155@160 175@180 180@185 
No. 1 com..... 55@ 60 a... oe ae 3 com.... i 18@ 20 20@ 31 20@ 21 No. : COM 66s ye ieee 13s 125018 
pitas 7 sid ~<haleatd fn lia Sd. wormy anc 0.2 com..... 50@ 55 00@ 50@ %eo 
NO: & COM. ».s5s 40@ 45 7 ee oe @s« No. 2 com. 30@ 32 32@ 35 35@ 38 @ @ 
PLAIN WHITE AND Rep Oak— Sd. wormy and GumM— 
DAS 4.15008 $112@115 $120@125 $125 @130 No. 1° com. Qtra. red FAS. $130@135 $140@150 $150@160 
Lolo: ee 80@ 8 85@ 90 90@ 9 and better. 87@ 40 42@ 44 42@ 44 Qtrd. No.1 com. 75@ 80 85@ 90 129419 
No. 1 com..... 65@ 70 68@ 73 70@ 7 ‘itee. Plain red FAS, 115 @120 130@140 135@140 
NO. 2 Com: ....5 42@ 47 43@ 48 45@ 50 FAS $ 70@ 75 $ 80@ 90 $ 85@ 95 Plain red No. 1 
No. 3 com..... 20@ 22 25@ 28 28@ 32 No. 1 com..... 45@ 50 55@ 65  60@ 70 Sere 70@ 75 80@ 8 90@ 9% 
Sound wormy No. 2 com..... 32@ 35 35@ 40 40@ 45 Sap_ boxboards, 
‘ (W.Va. stock) 42@ 44 50@ 55 55@ 60 —— = : ‘ 18 to 17”... 86@°6O ..<@.. .-@..- 
ound wormy 5 5 Sap FAS, 6” & 
(So.hd, stock) 32@ 85 ...@. -@.. CAP -.-- +++» Sai ee ae a. wider ’..... 49@ 52 53@ 55 60@ 65 
PoPpLaR— tom... 33@ 40 40@ 45 42@ 45 Sap No.1 com. 32@ 35 34@ 37 38@ 40 
FAS “nd wpieetat ee ee 0M 33 $122@130 come Sap No.2 com. 23@ 25 24@ 26 24@ 26 
Saps and selects ( 5 9¢ 95 5 aE = 
No. 1 COM. «010s @ 65 65@ 70 osG 72 BASS <b weno aie 75@ 80 $ 80@ 85 $ 80@ 85 Corronwoop— 
No. 2 com. A.. 37@ 40 40@ 45 40@ 45 No. 1 com..... 40@ 45 45@ 50 45@ 50 FAS, 6” &wdr.$ 55@ 60 $ 60@ 65 ...@-:: 
No. 2 com. B.. 26@ 28 27@ 30 27@ 30 No. 2 com..... 30@ 35 35@ 40 35@ 40 No. 1 com..... 40@ 42 44@ 46 ...@.-: 
Panel and wide, Wuitr AsH— NO)28 COM. « «2:6 30@ 33 382@ 35 ...@.-:- 
No.1,18 to 23” 155@165 175@185 180@190 errr: $ 85@ 90 $ 95@105 $100@110 Boxboards, 
Boxboards, NOs WCOM «4.0: « 50@ 55 60@ 65 65@ 70 18 to 27”... %BQ@ SO ..6@s. +++Q.-- 
28 to: 27" ....(98BQI1l0 a6... <c8@sx. No. 2 com..... 32@ 35 40@ 42 42@ 45 9 to 12”... 60@ 65 Bievs vas Qese 
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FIR, WESTERN HEMLOCK 
AND CEDAR 


Centralia, Wash., Jan. 14.—The following 
prices were realized on fir, western hemlock 
and cedar during the week ended Jan. 12: 


DOUGLAS FIR— 


Vertical Grain Flooring 
No.2 No.8 No.2 No.3 
CéBtr. C&Btr. CéBtr. CéBtr. 
1x3”.....$54.50 $44.50 LF or - -$57.50 $44.50 
1x4”..... 51.00 45.00 1%4x4”... 54.50 44.50 
1x6”..... 53.50 41.00 1%4%4x6”... 56.50 44.50 


Slash Grain Flooring 


1x3”....-$28.00 $26.00 1% x3".. -$43.50 $22.00 
ix4”..... 27.00 25.00 1%4x4"... 39.00 33.00 
1x6”..-.. 29.00 27.00 114x6"... 42.00 35:00 
Vertical Grain Stepping 

1%, 1% and 2x 6 to 12”..........$62.00 $52.00 
i, 1% and 2x14” ............+. 64.00 54.00 


Finish, No. 2 Clear and Better, S2S or S4S 


Ix 4” OCCT ECT ET pbb oe 

7 =a TRERETEREE EEE 

1x 5,8 and De vase eteiennteeuwds ‘ By 00 45,00 
{kita WOO SSE oem ae C68. e+.’ ree 

1%, 1%x5, S19 ONG 32" ov k.6 cies 52.00 46.00 

A er eee Tere ee re 53.00 47.00 

¢% and 3x4, 8 and 12”.....cccsces 60.00 54.00 


Ceiling, CEB and C&EV and Partition 

%x4”....$26.50 $21.50 %x6”....$29.50 $25.00 
74”.... 28.50 23.50 SExG".... 32.00 27.00 
bx4”,.... 28.00 22.00 %x6”.... 30.50 25.50 
1x4”.... 80.00 27.00 ixG”....« 32.50 236.00 


Drop Siding, Rustic 





&x6"....$27.00 $21.50 Pe owen $31.00 $28.50 
1x4”.... 29.00 23.00 BM 6 ax 38.00 35.00 
Fir Battens 
OOM wiccee B LD oP SC ee $ 95 
2 are .85 al SS Se 1.00 
Lath 
Fir, per thousand... ......ce. Seneeceewace Cae 
Common Boards and Shiplap 
No.1. No.2 
com. com. 

. . BEG ONG BE ctcc tec wiwawer $13.00 $10.00 
Serer COWES E RKO REE MR e RRR 8.00 

i ° 11.50 8.50 
; (eciaeoas .f 9.50 
Me WURMEE Feces cnnncconewne coos 3500 10:00 
a ONG TO, E3GEIS” cccccvwcs owe 25.00 12.06 
EE. Ce doi k cece a ee. & 865 cenewes coos FOU One 
ee BUC RG acudeckesiogvememaees 14.50 11.50 

Common Planks and Small Timbers 
MC ao 6 6 do tae Siew gw Sw ON $16.00 $13.00 
ree Oy GEO” sec kce cave dees 16.50 13.50 
3r 8, ML a ianiy Ceoangnmeatemes 17.00 14.00 
9x10, Sete. GEE esarevtcawuncuws 18.00 15.00 
Common Dimension, S1S1E, 12’ 
” 1 No.2 No.1 No.2 


om. com. com. com. 
2x3, 2x4”. $11: 50 $ 8.50 2x14”....$15.00 $14.00 
x6, 2x8". 11.00 8.00 2x16”.... 16:00 13.00 
2xr10”.... 12.00 9.00 2x18”.... 18.00 15.00 
a12”.... 12.50 9.50 2x20%.... 20.00 17.00 


Common Dimension, 2x4”, S1S1E 


© .ccccc S800 S 7.50 18°......8$18.50 $10.50 
i 11.50 8.50 > eee 14.50 11.50 
Wisicee 12:50 9.50 eer 16.00 13.50 
Common Timbers, Rough, 32’ and Under 
No.1 = No.1 Sel. 


com. co com. com. 
6x 6”. ..$17.00 $20. ‘00 18x18”. ..$21.00 $24.00 
x10”. 5 3"18.00 21.00 20x20”. ::°22'50 25.50 
x14”... 18.00 21.00 22x22”... 24.50 27.5 
16x16”... 20.00 22.00 24x24”... 27.00 30.00 


Common Timbers, 12x12” 


4 to 40’ $20.00 $23.00 72 to 80’.$46.00 $49.00 
2to50’. 26.00 29.00 82to 90’. 56.00 61.00 
iB to60’. 32.00 35.00 92to100’. 68.00 71.00 
2to70’. 38.00 41.00 


Ties, Rough 


MES & cccsccacerscars $10.00 WAG cic ecoaes .$12.00 
| ae 0.00 


WESTERN HEMLOCK— 
Boards, $1S or Shiplap 


~ ae yo 2 No.1 No.2 
m. com, com. 

2 & 8, $13.00 $10.00 1% &1% 
iets 11.00 8.00 x 4....$13.00 $10.00 
i 11. 50 8.50 ak: ee 14.00 11.00 
iit 10° 12.50 9.50 
EF 00 10.00 
RED CEDAR— 


Common Boards and Shiplap 
Tay. +++ $12.50 $ 9.50 1x10"....$14. 00 $11. .00 


igen 13.00 10.00 1x12”.. 14.50 
: 14.00 11.00 
Flume Stock 
poe 1 pmeed re. 1 Sel. 
tng om. com. 


tte $15. 00 $18. 00 3512” .. $17. 00 $22.00 
*eeee 16.00 19.00 1x10”.... 17.00 22.00 











SOUTHERN PINE 


The following prices are taken from sales reported during the week ended Jan. 14 in 
sections named: 






















Bir- Hat- Kan- Bir- Hat- Kan- 
Aleaw- ming- ties- sas ; Alew- ming- ties- sas 
andria,ham, burg, City, andria, —_ burg, City, 
La. Ala. Miss. Mo. La. Ala. Miss. Mo. 
Flooring Shiplap 
1x3” EG ones “sence 68.00 65.00 ..... 66.37 No. 1, 1x8”, 14 & 16’.. 28.31 pier ee eee 
cpesecccecs coors sesae EBaE *-0s5 Other lengths .... .....  ..s--_ 23.00 28.61 
é Ser eeeeeees -++++ 51.00 65.00 ..... ee ere | eee eee 
Dseeeeseeeees teste geese weeee 54.62 Other lengths .... ..... ss. 23.50 28.08 
DLO ¢e66eu8-« adie 50.00 cosa. “ebee No. 2 (10 to 20’)— 
No. 2 ..seeeee sees 23.50 «2... « Sate eacsacsencesass 19.22 18.25 18.05 16.63 
FG Bé&better ..... 51.06 50.00 47.36 47.69 BO ssicdssincscnss 19.66 17.58 18.00 19.20 
MP hvac tanens cttne etead. .ceaca. ee No. & (all lengths) — 
No. 1 ......-- SATE SOP See ices SAM icccncacaacaves 12.35 12.00 12.53 11.73 
NO, 2 ..eeeeee 15.50 14.73 14.62 14.22 ae 11.00 13.25 10.07 
1x4” EG B&betier ..... SOOO inccc -cccne, COMO 
B ere er ene Dimension, S1S1E 
saan | Ne 2, Se 4%, 10" 4s... 22.58 
FG 44.15 , , " 4 
36.22 12° ...... 21.41 
so 20 18&20’ .. 24.62 
bo. 19.10 gr, 10,020" 24.84 
i = > ial yn ae) aoe 20.17 
—_ 2 3 eis 18.89 18.00 
os SO aus 19.44 
18&20’ .. 20.57 
on" 9 
4x4" B&better vases 87.50 35.26 36.85 ox 8”, an Se ssees 
No. 2 rit UL. 1595 14.35 aa 23.50 18.00 
%x4” B&better ....... 38.00 37.50 36.60 37.00 18s@20° .. 2467 
1 i err odes. xates, See See 10’to20’ | 2450 27°: 
5 a a Sea 17.45 13.50 14.60 16.65 2x10", 10’ .. : , ne 
oe ee veces Bee = clade o074 °° 
%x4” Bé&better Peer «= asec GES 47.50 he age “08 18.00 
dia, Ss aa 
Partition . 10’to20’ : 24.50 
1x4 & 6” Bé&better. wee. 46.50 45.44 42.00 2x12". 10°...” 23,00 
Wiiio DE  weacdeasaws cscs, 4QG@ S400 220: Oe 23.85 
1x6” B&better ......... dade GRU «scan GOS NB lalate 25.03 
Bovel Siding ——: a 
nd ae Toueaneneet 30.00 ...-. <.-.. | No. 2, 2x 4", 10° ...... 19.75 17.25 18.75 21.75 
i 2 eececeeserses eecee 1 4.00 eee 15.50 1 ORS te 18.50 past ee 17.37 19 17 
54 x6” Ne a ehatnun tens a wens ecece 27.00 | eR ies 20.64 ate 19.77 20.47 
Drop Siding nae: ae oe i 
1x4 or 6” B&better .... 38.96 39.08 36.97 40.45 SEO: 10" ce ccccc EUGD - icacs ices 1008 
Wel Ee kc sea cowaws 32.76 33.50 33.48 35.55 ee: vasea 14.23 ..... 1413 16.07 
Bik Me davcaswcsas 22.12 17.94 19.19 20.95 1” ee 16.00 16.75 15.23 17.37 
Wee O ksasccccexe Ssdee  auade’ Ree Geies 18&20’ .. 16.30 18.25 16.24 
10’to20’ . 17.64 ..... 14.50 
p> | ee SOQ c usa daca oe 
B&better rough— a: Cees 20.75 15.00 17.00 
1x6 to 12” 45.00 «2... sees SOc. SEOO  ciccs TOME ase 
1x4” --+-. 45.50 ..... 18&20’ .. 20.23 20.25 19.65 22.02 
1x6” vse» 40.00 46.50 ..... Sr, nec Rar eee, ee 
1x8” wees ceeee 4750 eee NO ia cena 15.24 15.25 17.00 18.70 
1x5 and 10” seeee score 51.50 ..... 18&20’ .. 20.00 19.25 ..... 16.00 
1x12” -:+,- 54.00 56.50 ..... > das > ieee eeuee  asaae 
pi 8 ee reer rere OETe ctces GE + sees seein 15.24 
1% and 2x4 to 12”.. 5650 ..... 57.65 49.33 18&20’ .. 20.00 
B&better Surfaced— 10’to20’ . 19.79 
1x6 to 12 ee | tiara ian 8.14 
1x4 50.00 50.91 Su4te 12% ...... dees 
” . 51.45 
ae ’ oy + aeae Longleaf Timbers 
1x5 and 10” ? 3. 53.26 56.47 | No. 1 Sq.E&S S4S, 20’ and under— 
1x12” 5 3 56.67 54.39 8” -- 20.35 19.92 
1%x4 to 12” } 00 ..... 64.77 ceded execs ~SR aee 
G/4ARG™ & IC" .cccccece ovenn GE Sexe eens 27.30 23.78 
arg Rabat esenesss sicée 64.28 ape : 82.00 
to PWkiveweews \ osene eeeee eenea 
c vento Shortleaf Timbers 
1 lene ee ea 40.00 No. 1 S48, 20’ and under— 
ao 40.78 ey addialnnsweutixee neds ee 17.71 
Dee wie ake 40.00 i. oar el rrrerer errr eee 21.00 
1x5 and 10” é wages 40.00 BO éctereadventaweeus 24.00 
Or peldtoaudtauces pe ee eee 
1% x4 to 12”..... Satara ROG sagas, . ssane “AGO Plaster Lath 
1, (ae Ae le 3.91 4.50 4.60 3.97 
Casing and Base 5 ES ey (ee ST 816 2.cc 84 
B&better— 
Ce Oe veccnekeauae veces GRE 57.32 57.2 Byrkit Lath 
PGE EE. sssinvesaess ania | |... he ene rrr 
Jambs a a eee iinet eared ovaae Se 
ee 61.97 €3.75 SB” GMO WOR iicciccass dieke <del ee 
arerrec rere “eee s 3.75 
sates : Car Material 
insets i S18 (All 1x4 and 6”)— 
No. 1, 1x4”, 16’ ...... 25.25 ..... ..... 27.18 B&better, 9 and 18’. adaest 4008 aa 
Other lengths.... ...-. 82.00 ..... 28.53 No. 1 12 and 14’ .... ..... 39.75 an ee re 
BIG”, 10? . wéewes 27.14 ..... ..... 28.33 pn” RS ieee civte saeae Se elaes 
Other lengths ... ..... 38.00 32.50 ..... Na. 3, HanGem. <6. 6<00 luda adeed- onan ae 
No. 4 call lengths)— 
” webweeeueeeeanes 11.92 o seee 11.32 12.36 Car Decking 
De staddenctoacucere 16.93 16.50 17.19 17.15 No. 1, 2°, 9, 10, 18 or 20’ ats 26.00 28.00 
No. 2 ll lengths) — 
i ~~ iy — - sg aa were 7.12 13.00 9.41 9.55 Car Sills 
ixe” ast eeenekemmene O58 ..... 1050 9.41 S4S, Sq.E&S— 
OE tet OO bi cdctecs déatin. :cexee a 
Boards, S18 or 82S Up to 9”, 37’ ......-. éckten Ewadiel aban 33.25 
” 5 Ce Lees bks “ede nee 
No de Tie testa 2. aren TEM c:: sees | Up to 12°, 84 to B62. 5022 ITI) aie sass 
Other lengths .... ..... 386.00 31.33 28.47 38 to 40’ ............ sees 36.50 37.50 
$n10*, 14 and 16" 2... MEAD cccce scces, FO F ne 
Other lengths .... ..... 40.00 32.64 27.49 " _ , ar Freming - 
” ‘ 39.11 8” & under, 20’ & under ..... ..... 22.10 
Sate. 16 wee Ie ics =F nckce ctcue OR 10” & 20° & a 23:50 
Other lengths ....  ..... 40.00 ..... 38.26 Over; cael GEES << 
No. 2 (all 10 to 20’ ‘a Factory Flooring 
to 12” wishin, DE SOS 5 cc, | ERO IO eae vend .. 18.00 
18.86 17.60 18.35 17.52 
17.00 18.39 18.83 17.46 
20.32 1839 20.35 21.22 MAPLE FLOORING 
1x6, ap Pca cawnnnni -_ . oee The following are current prices on maple 
deaidwamawaea wie 129% ..... 1938 43:04 flooring f. o. b. Cadillac, Mich., basis: 
0” diahhecueucn kes 1900 ..... ILGh 3266 
Boe audiececumuawes 11.52 13:66 12/85 11.25 Face Clear No.1 Factory 
No. 4, all widths and 2/8 8% B Bin cence $ 60.00 $45.00 $..... 
lengths ....cccccecee ecece 600 600 ..... SESRIROE oo ncccccsse 85.00 58.00 15.00 
Roofers TY rrr 87.00 62.00 23.00 
" 38.00 SEEGERS ccccccsnes 90.00 65.00 25.00 
No, i, 1x6” eocesecccccee eeeee ° 334i ecece 13/16x3 ” BE es Se 85.00 65.00 30.00 
No. 2 = Pe, | ap aipabemparet: 17/16x2 la wiv Maar 75.00 30.00 
"1x8" cugaé. MMGUP ccdey ccaoe | ORO wtavenecan GO 75.00 35.00 











92 AMERICAN LUMBERMAN Simei 3. ih 
ARKANSAS SOFT PINE 


The following are f. o. b. mill prices for Arkansas soft pine, from actual sales made between Jan. 7 and 13: 





























Flooring Ceiling and Partition Fencing and Boards : ene —-Snnee 

wage grain— 1x3 a8 ie %" ae yn ’ No.1 No. 2 Nos No, 1 No.2 No.3 
Bek aes eeNensieeseu ** $63.00 2 . 1X4” eee scons $25.50 $13.50 §$ NC Oe rave sisciicion $27.50 $19.75 $10.50 
B&better ......ceeece $67.00 56.50 ‘ Clg. Clg. Clg. Part. MEE as oibssi5 simoeie 26.00 19.00 10.25 ee sted cat aeaan, 28.50 20.50 11.75 
gnewredigpepeembtante ‘se §=655.50 | B&better - $38. 00 $40.50 $44.50 $48.50 | 1x8” .......... 28.00 20.00 11.00 | 1x10” ......... 29.50 21.50 11.73 
SD cecncsccescevecccss OOO RGB. 1 NO: 1.sse0s 50 35.50 87.25 85.50 | 1x10” .......... 29.00 20.50 11.25 

Flat grain— No. 2...... ‘es 19.50 ** 20.50 | 1x12” ......... 36.50 21.75 12.50 Lath 

. — Dimension S&E No.1 No.2 
a Ss ¥essowaniely oped yap od Finish—Dressed No. 1 No. 2 L9G XL—O" nc eivevwnwws $5.50 $4.05 
No. 22.2 IILIILIIZ, 20°50 20/00 B&better C | 12, 14, 10, 18 a Moldings 

Re COO eT $49.00 $45.00 2x 4” 2 Ot 
Casing and Base 126 BB" ooo scsvscccvcss DIO Sane $22. “00 $24. i: = ‘. ered oe 1% and under ....33 percent discount 
B&btr. | 1x5, 10, 12”.........04 60.00 58.50 21.50 23.50 2x 8” 18.75 19.50 1% and larger ...28 percent discount 
1x4, 6, DD”  oseiiwtevd toes es oeee $61.00 1%, 1%, 2x4 to  ccwwee 64.00 se 21.00 peg 2x10” 19.00 21.00 - Serene 
1x5, IO £2960:46859680'4062460008 65.50 1% ’ 1 Wy, Bx10 & 12” .....+6 Bt.80 se 22.00 24.50 2x12” 21.25 22.50 None sold, 
Norfolk, Va., Jan. 16.—The following prices for North Carolina pine have been obtained f. 0. b. Norfolk: 

Edge Rough— No. 2 & better No. 3 Box Cull & red heart | No. 2 & better 
SIE éseexenn oo $50.50@52.50 $31.50@383.00 $20.50@ 21.50 $17.00@18.00 | Lath, No. 1.$ 6.00@ 6.5 Roofers, 6”.$25.00@ 26.00 D4S, ae - -$57.00@ 61.00 
BIR. imwerdweseoe 54.00 @ 57.00 37.00 @ 40.00 21.50@22.50 ne No. 2. 3.00@ 3. 80 8”. 25.50@ 26.50 ... 59.00@ 63.00 
BIE siswesrneecce 57.00@60.00  39.00@42.00 21.50@ 22.50 veees @..... | Factory, 2”. 26.50@30.50 10°. 26.50 @ 27.5) 10 ” ... 61.00@65.00 
BE. sviesonsesnek 60.00@63.00  44.00@47.00 eae eee woe @.... | Sizes, 2”.... 22,50@26.50 12”. 27.00@ 28. 00 12”... 66.00@70.00 

Rough 4/4— | Finished Widths— No. 2 & better No. 3 No. 4 

Ree obs Kea 57.00 @ 60.00 36.00 @38.00 25.00 @ 26.00 21.00@ 22.00 | ” ) 
10, veeeeeeecees 69.00@ 62.00 38.00@ 40.00 26.00 27.00 22/0070 23.00 ee ee *78.50@80.00 $4i50048.00 $24.00 6 35'56 
©: addetecoawd 3. j 50 . Se a) ee ee eee : < : 
f é : Wer TET ae, a es eA Porat et Pr 33.00@ 35.00 26.50 @ 27.50 15.50 @ 16.51 

Bark strips, Nos. 1 & 2..$85.50@37.50 Bark strip partition, a 5 | re ag ees eee eree 36.00@38.00  27.50@29.00 _—‘17.50@ 18.50 

Cull red heart.......... 12.00@12.50 ' Partition, #8” ......ccceceeeeeeee+- 53.50@59.50 41.50@ 45.00 24.00 @ 25.50 

The following are the prevailing carload lot prices on northern pine f. o. b. Duluth: 

. — Fgrncine, RovugH— 

CoMMON BOARDS, RoucH 5 a? “: 14616" - 90° , , 6° <: 10,12414° 16’ 18430’ 

$65.00 $68.00 $68.00 $68.00 $71.00 $71.00 | 8» No. 1....--sss eee 8 :. = S. Sa Be 
68.00 74.00 76.00 76.00 76.00 76.00 to 3. Ree ee 4.00 26.00 28. 00 29.00 28.00 
76.00 81.00 81.00 76.00 76.00 81.00 4” 0. 1 chimes Hy 00 57.00 61.00 67.00 67.00 
—. =. =e ne Oe [Ue ee eaaanaenenene 44.00 49.00 55.00 55.00 
538.00 63.00 63.00 58.00 65.00 68.00 ING. Biksaascccicaneomaee 23.00 25.50 26.50 26.50 
boas F 28.00 80.00 80.00 80.00 30.00 30.00 No. 4, 6 foot and longer, mixed lengths, 4”, $18; 6”, $22. 
10”....... 26.00 28.00 80.50 80.50 80.50 30.00 30.50 i” densi, aemneae 0 
1S” vcc0ccs BOUO ae 81.50 81.00 81.00 81.00 31.00 Zé ¥ 
r all etiie ping, Son. 2 —" 8, 204 $1. All white pine, Nos. 1, 2 and 3, add $1. 
6 to 20’, $23 ; ior $24; $25. 81 or 2S, add $1; S1S1E, add $1.50; S4S, add $2. 
BS: fata aaa Susi, add ii OS oo og ae Sagan $2. a $8. Flooring, %- or %-inch ceiling, or beveled well tubing, add $2. 
n . Shiplap, . up, a 
Shiplap and D&M, 8’ & up, add $2. Drop — ge pees Pa 4 
No. 1 Pince Srory, 81815 “i . m Well tubing, M an eveled, add $4. 
P J 0 12 14° 1 18° 20’ SIDING 4 AND 6”, 4 TO 20’— 
2x 4.....$26.00 $27.00 $29.00 $27.00 $27.00 $29.00 $32.00 $31.00 5” 6” 4” 6" 
= Booeve ee oee4 es c. Loney ayo oo eed  ewened sseiee oo een $58.00 1 ERROCACT AROC NOT re $30.00 $30.00 
Be ASS aes eB I eet ee or casdena 
9x14..... 34.00 84.00 39.00 88.00 88.00 39.00 9 ot pe Siding may contain not to exceed 20 percent of 4- and 9-foot. 
No. 2 piece stuff, $2 less than No. 1; pine rough, deduct $1; D&M or S48, Siding run to O. G., $2 a thousand extra; product of the strip as it grades. 
add $2. Beaded ceiling, %-inch, $1.50 more than same grade of siding. 
[Special telegram to AMERICAN LUMBERMAN] [Special telegram to AMERICAN LUMBERMAN] PR SES Se: Sa Seen) 
Portland, Ore., Jan. 17.—The following are 
Seattle, Wash., Jan. 18.—The following prices Portland, Ore., Jan. 17.—Fir prices today f. o. b. mill prices: 
paid for yard items, f. o. b. mill, were reported f. o. b. mill are as follows: No.2 No.3 
today: 1x 4”, 10, 12, 14, ere 16,00 
Pre- Vertical Grain Flooring spon 18°. én » 28-00 ' 17.00 
” 
ll elle ool eae ee error rrr mae | Oe em » * i6" sooscces STOR IAM 
OE Kncsks05 hers eekennaw kas 51.00 x 8”, ,. RRMA ‘50 
Floorin é SOD BO sn cvcncecetenee RNG? aie 
g DUS eM Secs cope ciao we ata ene 39.00 <<, 10 to 20’. 28.00 20.50 

1x4” No. 2 clear a $57.00 $53.75 $...., | 1x3 and 1%4x4” No. 2 clear and better.... 56.50 | 1319 10 and 20’............... 33.00 22.00 

Se Fa Sette 40.00 38.00 40.00 No. 3 Clear .....eeeeeeeee 39.00 12 and 187... nasa oe <25 32:00 22.00 

No. 2 and ROM Ge kee BO Ee eee 122 29:00 21.00 

oe ety 29.00 25.75 ..... Slash Grain Flooring a “gn 4 

1x6” No. 3 and better s. g. 37.00 32.00 ..... 1x4” No. 2 clear and better 32.00 rs 8”, 10’ = 1 Peet sas $61.00 

5 MAP ANG DETTEP..- cc cccccsecve ° D . 
Stepping ING BR OCIDAE So cicc ce coninkcksieawanls vee MD LY aenuaedies see _ 65.00 
No. 2 and better clear..... 65.00 .....  cceee 1x6” No. 2 clear and better..... ceecevess 35.00 | 1x12” ... wear saeereees 87. 00 92:00 70.00 
INO. BHGIEAL  c sissisres soe ateniesersaie sine .. 80.00 | 1x13” and wider...... are 102.00 97.00 75.00 

Finish 5/4 & eyaea” “é wider, 10’ 
en, ee 56.00 53.75 ..... beieaiecpedienenatennidiie & longer ......+++++++- 95.00 90.00 78.00 
Casing and base.......... 62.00 60.00 -.... 1% and 1% No. 2 clear and better......... ma “eg a a ae 
Celling Finish 5/4 & 6/4. Sieiab inl cou $48: 25 $38: ‘2 a8 ‘3 
yal pee eons ectaetibilag te icone ss.09 | B/E woeeeese L688 T4828 “B82 
60 0:9 8 00.0.6.» 0s * -40 $08 ee evcce 
1x4 No. 2 and ee 55.50 98.00 112: Ceiling WEST COAST SPRUCE 

Drop Siding 54x4” No. : clear ANGDSREOR «.5:5.5:5:0:010-455 -+ 81.00 (Special telegram to AMERICAN LUMBERMAN| 

ae y NO. B Clear .... se seeeseeeeveeees 22.50 Portland, Ore., Jan. 17.—The following are 
er ee | Soe | See ine i 

ee . si dl aac na eeereeeeee ee . 1.00 

Boards and Shiplap, No. 1 Finish, PEED: YelatWvelbrilaeléceiavel els/eeha’ eeree ne $71. 
oe ¢ 06 86 61.00 
1x 8,and 10”............ 12.50 10.50 11.50 a ne ae ee Bevel Pe D adeteeeneneees ce 33.00 
picasa h win avy ie ielale Soi ates 18.50 12.00 ..... | 1x6” No. 2 clear and better.............. 84.00 ___ EA 
Dimension, No. 1 S&E Oe MOORE . ascpawwer coerdecccers oses BOO ov OS sheik, ° oo POPC Te Ce ee Ls ones 
4x4”, 12 and 14’......... 11.50 14.00 11.50 Miscellaneous Items 1 (opaprewoerrrrersrrre: 36.00 
Plank and Small Timbers Dimension, off Rail B list.......... (is: 2 iii ndiaiiepacss+ ego okt a 
2x 4”, 12 to 16’, S48..... 1850 1650 .«..«. = meg Baas skaaen anes ee, ‘ae c 2 OS er ye 
Timbers, 32’ and Under mall timbers, off Ra Bt... ss sseeeeee 7.00 common rough dimension.........--+-+++: 90 

a si 6x6” and larger timbers, off Rail B list...... 8.00 | Box lumber, greem........cccccccsseeeees 15. 
CRO APE Shiwsccvcweskes 1000 -2BDO. -saswx Fir lath, per thousand, green........ eos sees 6.00 Sir GTIOD oo we vececresccecs 18.00 














1922 


scount 
scount 


ter 

@ 61.00 
@ 63.00 
@ 65.00 
@ 70.00 
D. 4 

Ont; 
@ 25.50 
@ 16.50 
@ 18.50 
@ 25.50 


18430’ 


6" 
$30.00 
47.00 


rrades. 
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RED CEDAR SHINGLES 


Seattle, Wash., Jan. 14.—Eastern prices, f. 0. b. 
mill, are: 


RiITE-GRADE INSPECTED 


4 Bundles 5 Bundles 

Pixtva stars, G/2.... 6560: $2.03 $2.55 
Pesetra stare. 5/2..5.66%6. 2.27 2.85 
WOSt CICATE 6 occ i ccc es 2.60 3.25 
7 rar 2.97@3.01 3.70@3.75 
MONONA cick ns Gee eus 2.80@2.85 ee i 
PORfCCHONG 6.6 ccccsees 3.55 @3.65 Pee See 

ORDINARY STOCK, FIRST GRADES 
Extra stars, oa Deh weleceen $1. 99 $2.50 
Petra stare, 5/2........- Z 2.23 2.80 
TUNG. CHOATE 2. ce eccccs 2.60 3.20 
Porrect®, G/o oi. cc ccccece 2.89 @2.98 3. ~—— i 
[eC a ee ane ee 2.75 2.80 i 
Perfections ........-+++ 3.45@3.50 ow 


ORDINARY STOCK, SECOND GRADES 


Common stars, 6/2......$ .55@ .63 $ .70@ .80 
Common stars, 5/2...... '63@ .71 80@ 90 
Gommon clears ........- 1.20@1.28  1.50@1.60 
OL_p Pack, OLD GRADE 
Per M. 
5) 9a UG | a ee ace ar een $2.45 
Weird State: Glos. icc wee he ow ee was 2.80 
NNN OTN hrc 20 Sa swat ee a eae es 3.10@3.15 
MENON CUPS 6.5/8 65:60 /e tix = bea ae mele 3.60 
RMOREEERID 37a 0! gels di'e We wt oe ee Gl ae bie alae ewe Ss 3.80 @3.85 
ONTOCUOINE ferein.os Veen 2d zeae heed as 4.70@4.80 
BRITISH COLUMBIA STOCK 
(United States Exchange) 
Per Square Per M. 
TRAE ck ccevecccds sc Gegeace $2:80 
WIGRCHAS 6 inks ccceccctes Geauga 4.40@4.45 
Perfections ............ 3.61@3.68 4.90@5.00 
DEN Ola, BOs coc cevneces ¥. 35@1. 43 1.70@1.80 





WALNUT 


Chicago, Ill., Jan. 16.—The following average 
prices, Chicago basis, were received for walnut 
for the week ended Jan. 14: 


4/4— 
PAs, @ to 10°. S° te". occcce ae - 
FA s; 10” & up, 8’ to 16’. seuasess 
DI iteis's nweckibian act's ree re 175:00 
NG. 3 COR, TOSUIBR sock cncccce eneadeue 110.00 
Ie CONS Oe” COO ck ieccewaaewdans 100.00 
Gh. OD -endeetans Cedwitecthioaceae GUleee 

5/4— 
PAS, @ ta 10”, 8° to 16° ...... be dewe ee 
Pan, 10° & uy S* to 16". ccccnes ‘ - 300.00 
BMIGUED cin Gadwaxeacuadaadu pédaneses Te 
INGE B OGMitineeceetwewae cee cédcanee eddie nae 
ING 2 GGd 66s scdctccudesvccessceccce Ghee 

8/4— 
wae GC tect. So te Ie ec ccsdenenaee 285.00 
Pan, 16° & um S° ta 16" . ocx ueeanas 315.00 
PN Ceuenhs saa ecnae ena dawns neuwas 210.00 
IE COUN acé 0 CcReceedawedeeued awed 150.00 
NOD Sh COM atscitscaudedaemeddwinetaeses 67.50 


CYPRESS 


Cincinnati, Ohio, Jan. 17.—The following are 
average prices today f. o. b. Cincinnati: 


RED CYPRESS— 1/4 5/486/4 8/4 
|. |: Sere $115 $120 $130 
a Seer 90 100 105 
ee no 65 70 
No. 1 com. ran. 

WHIEND ccc 37 42 45 
No. 2 com, ran. 
widths ..... 26 30 32 

YELLOW CyYPRESS— 

FAS .........$ 95@105 $110@115 $125 
i ee 75@ 80 85@ 90 95@100 
es 48@ 53 60@ 65 68@ 75 
No. 1 com. ran. 

widths ..... 35 40 42 
No. 2 com. ran. 

WIGEHS «<<. 25 28 30 





For Editorial Review of Market Conditions See Page 35 


NORTHERN PINE 


Minneapolis, Minn., Jan. 16.—The northern 
pine mills have little surplus stock. Country 
buying is slow, but retail yards are well sold 
down. Northern pine in common grades is lower 
in price in this territory than western stock. 


Buffalo, N. Y., Jan. 18.—The northern pine 
trade has shown a little improvement. Prices 
are steady. The lower grades are the worst 
features of the situation and very slow improve- 
ment is looked for. 


Boston, Mass., Jan. 17.—Business in northern 
pine is light, but prices hold fairly steady. Sell- 
ers predict that lists will be marked up soon, 
as production this winter will be restricted. 


EASTERN SPRUCE 


Boston, Mass., Jan, 17.—There has been a lit- 
tle more snap to the inquiry for spruce dimen- 
sion. The rock bottom price is $42 base for 
rail shipments. Prices, rail shipments, dimen- 


HARDWOODS 


Chicago, Jan. 18.—There has been some exten- 
sion of demand for hardwoods, but hardly 
enough to fulfill expectations, and the market 
remains rather dull, tho firm and with a dis- 
tinctly advancing tendency in certain items. No 
great expansion in volume of business is ex- 
pected before around Feb. 1, or before the furni- 
ture shows are over and the prospects in the 
furniture industry are more certain. A fair 
trade continues to be done with the molding 
and interior trim makers, but dullness features 
most of the other consuming lines. 


Minneapolis, Minn., Jan. 16.—A fair volume of 
buying from furniture manufacturers is noted 
by the wholesale trade here. There is some 
eall for flooring also, but otherwise factory de- 
mand is quiet, with little call from retail yards. 
Inquiries indicate that a good many of the large 
consumers are getting ready to protect them- 
selves against possible shortages of stock by lay- 
ing in supplies soon. 





sion: 

8-15" 16° 218° 30° $28° 25° 386° 28° 30° 32° 35° 36° 38° §@° 
8-inch and under......... $42 $44 $45 $45 $46 $47 $48 $49 $50 $51 $52 $53 $54 $55 
MON:  srrawae padcecacaaters 43 45 46 46 47 48 49 50 51 52 53 54 55 56 
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10-inch ..$43 $44 $45 $45 $46 $47 $47 $48 $49 $50 $51 $52 $53 $54 $55 $56 $57 


12-inch .. 45 46 47 47 48 49 49 


Odd lengths other than 8-inch and under, 15- 
foot and under, are quoted at price of next longer 
length. There is little change in the random 
situation from last week. Concessions are being 
given, principally for provincial lumber. Quota- 
tions: Maine random, 2x3, 2x4, 2x6 and 2x7, $32 
to $36; 2x8, $38 to $40; 2x10, $42 to $45; provin- 
cial random, 2x3, 2x4, 2x6 and 2x7, $30 to $32; 
2x8, $36 to $38; 2x10, $40 to $41. The range of 
quotations reported on spruce boards has wid- 
ened somewhat this week, business remaining 
of light proportions. Very good covering boards, 
5-inch and up wide, 8-foot and up long, are 
offered at $35, and merchantable lumber may be 
found down to $30, S1S. Matched boards, 5-inch 
roy 10-, 12-, 14- and 16-foot, are quoted $34 
0 q 


WHITE CEDAR 


Minneapolis, Minn., Jan. 16.—Producers report 
little demand .and they are not keen as a rule 
to move post and pole stock at prevailing prices. 
They believe advances will come when season- 
able buying starts. Low winter production will 
hold stocks down to normal or below that. 
Wholesale supplies and assortments are in fair 
Shape, tho there is no surplus in the yards. 





0 51 52 538 54 55 56 5ST 58 £59 





Kansas City, Mo., Jan. 17.—The demand for 
hardwoods has been up to expectations, and the 
common grades are very hard to move. Box 
factories are doing hardly any buying and some 
cases are known where some of these plants 
still are getting shipments on old contracts that 
are considerably higher than the present mar- 
ket. Factory buyers are mostly interested in 
oak with some call for gum, and there still is a 
fair call for oak and maple flooring. Ash and 
hickory demand is very slow. 


St. Louis, Mo., Jan. 16.—The market for hard- 
woods is rather quiet, and there is no change 
in prices, with the exception of No. 2 common 
gum, which has been rather weak for some 
time. There is some buying of car oak, several 
manufacturers having received large orders 
from railroads for freight cars. 


New Orleans, La., Jan. 16.—The hardwood de- 
mand shows improvement. Prices are firm. 
There is a fairly good inquiry for upper grade 
items, and a steady overseas demand. Mill 
stock conditions and small holdings in the in- 
terior market support the confident attitude of 
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Wire Case-Fowler 


Case-Fowler Lumber Co. 
MACON, GEORGIA. 


We are Equipped to Resaw and Surface 
| J. H. Mackeldaif, Manager 


General Sales Office, 1234 Commercial Trust Building, 
hone, Spruce 1593. Philadelphia, Pa. 





Chicago New England St. Louis 
Representative, Representative, Representative 
JamesN. Woodbury, J. J. Bertholet Wm. Dings 
11 S. La Salle St. 30 Hemming St. Railway Exchange, 
Chicago, Ill. Boston, Mass. St. Louis, Mo. 


Phone, State 9022. 
| The Largest Poplar Mill in the World. 


ax LIMBERS 


For all kinds of Construction purposes, 
Also POPLAR and other Hardwoods. 
LONG SHIP TIMBERS a Specialty, 


The Parkersburg Mill Co. 


PARKERSBURG, W. j 























PINE and HARDWOODS 


Specializing in Band Sawn Kiln Dried 
FINISH, DIMENSION, ROOFERS 
Anything in Georgia Hardwoods 


Taylor Lumber Company, Inc. 
Manufacturers and Wholesalers ATLANTA, GA. 





























New Hampshire 
Stave & Heading Mill 


BIRCH, 874, 10/4, 16/4 
MAPLE, 574 and 8/74 
Mill at Sales Office: 


























No. Stratford, N. H. 79 Wall St., New York 
Also 


B IRCH BEECH-MAPLE 


You'll find our lumber uniform in 
quality, well milled and accurately 
graded. Get our quotations. 


Monteola Hardwood Mills . 


Manufacturers Glenfield, N. Y. 














The Lumberman’s Searchlight 
By M. M. FERGUSON 


One of oe hepdion lumber calculators on the 
market tod .? It contains tables of ready-made 
answers to eight rates; reducing board feet to 
pieces and pieces to board feet; lineal feet to board 
measure, including moulding, unusual methods of 
rechecking extensions and other valuable informa- 
tion on making correct estimates. 


90 pa rd. e 4x9 (hi ket edition) 
Boun Cin Price $20 00 ee 


ORDER YOUR COPY TODAY. 


America 431 South Dearborn 2... 
fiub m ul CHICAGO 
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Southern Pine 


CYPRESS 


Yard Stock 
Shed Stock 


E. Office: ° 

SOE. 42nd St. Timbers 
New York. Piling 
Western Office: Our Specialty: 


Hibernia Bank Bldg., 


New Orleans, La. Railroad and 


Car Material 


Stephens Lumber Co. 


Home Office: JACKSONVILLE, FLA. 














Ralph Lane Lumber Company 


7 Water Street, Tribune Building, 
BOSTON, MASS. NEW YORK CITY 
Oak Douglas Fir 

Yellow Pine Spruce 


N. G. Pine Red Gedar 














Arkansas Soft Pine Shingles 
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LOUISIANA RED CYPRESS } 
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Cypress Lumber Co. 


LUTCHER, LA. 
Manufacturers of 


Band Sawed Louisiana Red 


CYPRESS 


LUMBER, LATH AND _ SHINGLES 
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President 
C. H. BROWNELL 
Vice-Pres. 
GUS. DREWS 
Sec’y and Treas. 
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Brownell-Drews 


Lumber Co., Ltd. 


MORGAN CITY, LA. 


Dealers in and Manufacturers of 


LA. RED CYPRESS 


{ BANE SAWED LUMBER AND SHINGLES 











manufacturers. Reports indicate a gradual in- 
crease in production. 


New York, Jan. 16.—Dry FAS stock is scarce 
and will go higher on any demand. Lower 
grades will follow. Poplar and gum especially 
will show further advance in near future. Maple 
and oak flooring are moving well. Trim people 
are having difficulty filling contracts. Furni- 
ture, piano and other industrials are quiet, ac- 
tivity being due primarily to the building trade. 


Buffalo, N. Y., Jan. 18—The hardwood de- 
mand is inclined to drag somewhat, though a 
few wholesalers have already done more busi- 
ness this year than in the whole of January 
last year. Many consumers have enough lum- 
ber on hand to carry them for a number of 
weeks longer. 


Boston, Mass., Jan. 17.—The general trend of 
hardwood prices is upward. Distributers who 
recently advanced their lists are maintaining 
their position firmly. The volume of business is 
not large. Base quotations on FAS, inch: Ash, 
white, $110 to $115; basswood, $100 to $105; 
beech, $80 to $85; birch, red, $150 to $155; birch, 
sap, $120 to $130; maple, $95 to $100; oak, white, 
plain, $125 to $135; oak, white, quartered, $155 
to $160; poplar, $125 to $130. 


Baltimore, Md., Jan. 16.—Most of the hard- 
wood men report a gain in business. Stocks at 
the mills are small. Exports are slowly gain- 
ing. 


Columbus, Ohio, Jan. 16.—The hardwood trade 
is developing considerable strength. Live in- 
quiries are numerous. Railroads are coming 
into the market better, and all factories are 
showing a disposition to buy. Retailers are 
buying to replenish broken stocks. Oak prices 
at the Ohio River: 

No.1 No.2 No.8 
FAS com, com. com. 

Quartered ..........$150 $85 $50 
PAR. bcs exsovessees 115 65 40 $20 


Cincinnati, Ohio, Jan. 17.—There is some spot- 
ty business in hardwood, but nothing of any 
material volume. Prices are steady. Stocks 
are low, but consumers are buying only for im- 


mediate needs. 
HEMLOCK 


Chicago, Jan. 18.—The movement of hemlock 
is still restricted, but the market remains firm, 
due especially to the absence of pressure on the 
part of the mills, which have none too large 
stocks to offer and are confident that when de- 
mand picks up available supplies will be amply 
covered by orders. 


New York, Jan. 16.—The demand for hemlock 
has not picked up and business is quiet. Prices 
are hanging around the same level. Supply is 
a little above normal for the season, but letters 
and telegrams from the Coast report growing 
shortage. 


Buffalo, N. Y., Jan. 18.—Tho the volume of 
hemlock sales is not large at this time, the 
market is steady, and sellers expect that an 
early increase in the demand will take place. 
Output at the mills is expected to be small this 
winter. 


Boston, Mass., Jan. 17.—The demand is quiet 
and prices are maintained. Southern roofers 
offerings at attractive concessions have not yet 
had any bearish effect on hemlock board quota- 
tions. Really good hemlock boards, clipped, are 
decidedly scarce. Random hemlock boards may 
be bought down to $28, if the buyer is not too 
particular. There is little call for hemlock di- 
mension and very little is offered. 


FIR, SPRUCE, CEDAR 


Seattle, Wash., Jan. 14.—Within a week prac- 
tically all of the fir mills will be in operation. 
Log prices are very firm, and the tone of the 
lumber market is correspondingly firm, from 
the producer’s standpoint. 





San Francisco, Calif., Jan. 14.—The Douglas 
fir market is firm, with prices well maintained. 
Some logging camps are resuming operations, 
but clear logs continue scarce. Prices have an 
advancing tendency. Local wholesalers and 
mill agents find difficulty in getting prompt ship- 
ment, but there has been some increase in rail 
shipments to southern California, while water 
shipments are comparatively _ slack. Wet 
weather has retarded shipping. Railroad car 
material purchases have made slash grain clears 
advance, and flooring and ceiling are scarce. 


Chicago, Jan. 18.—The fir market in this terri- 
tory remains rather dull, the buying movement 
which was expected to develop this week not 
yet having materialized, but the market is 
strong and has a continued upward tendency. 


Kansas City, Mo., Jan. 17.—Agents here for 
west Coast mills report some increase in in- 
quiries and orders for fir, the demand being 
largely for uppers. Prices are reported to show 
a range of several dollars on some items, 


New York, Jan. 16.—Many inquiries, most of 
which are regarded as feelers, feature the fir 
market. The placing of orders is not as good as 
in former weeks. A good supply of both fir and 
spruce is on hand. Mills report a shortage and 
higher prices are being asked on the usual east- 
ern yard schedule, ranging from $2 to $3 a 
thousand feet. Mills are indifferent and firm in 
their attitude to uphold prices. Lengths of 18- 
foot and up are scarce in spruce. 


Boston, Mass., Jan. 17.—The quantity of Coast 
lumber available for immediate delivery is light 
and sellers are able to maintain firm prices, 
There is some inquiry right along and consistent 
improvement is looked for. Wholesale special- 
ists predict higher prices. 


WESTERN PINES 


Chicago, Jan. 18.—The market for western 
pines remains rather quiet, but inquiries are 
increasing in number, and distributers say that 
business will not have to increase greatly before 
all available supplies are covered. Prices con- 
sequently remain firm, and if any changes oc- 
cur, it is expected that they will be upward. 





San Francisco, Calif., Jan. 14.—Inquiries are 
being received for white and sugar pine uppers 
and white pine shop, and prices are well main- 
tained on all grades. Stocks are broken at most 
of the mills, and the bulk of the orders placed 
is for mixed car shipments. Most California 
pine mills are closed down for the season, and 
stocks of dry lumber will steadily diminish dur- 
ing the winter. A great scarcity is expected in 
shops and better before very long. 


Kansas City, Mo., Jan. 17.—The demand for 
western pines has been somewhat restricted. 
Sash and door plants have not been active since 
the first of the year and yard buyers appear to 
be in no hurry to place orders. Factory stock is 
hard to get and prices are very firm. 


New York, Jan. 16.—The business in western 
pine is beginning to show the effects of the 
winter season. Retail yards are fairly well 
stocked and prices are fluctuating within a nar- 
row margin. Indifference is shown on the part 
of large buyers. 


_Buffalo, New York, Jan. 18.—Shipments are 
being held up by rain and snow in California. 
Trade is not brisk, but compares favorably with 
the beginning of last year. Shop lumber con- 
tinues very scarce. 


Boston, Mass., Jan. 17.—More inquiries are 
coming along for white pine from door, sash 
and blind manufacturers. Offerings of thick 
stock are scanty. Mill advices to local dis- 
tributers continue to reflect optimism and quota- 
tions on inquiries for future deliveries confirm 
the upward tendency of prices. 


REDWOOD 


San Francisco, Calif., Jan. 14.—The redwood 
market is firm, with a good volume of sales. 
Lumber is again moving out of the yards, and 
shipments of mixed cars of stocks are going 
forward promptly. Mills are cutting all they can 
with one shift under winter conditions, with 
logging operations curtailed. Assortments are 
broken and there is a shortage of dry clears. 
The export trade has ordered several million 
feet of rough clear for early shipment. 


Kansas City, Mo., Jan. 17.—There is only 4 
limited call for redwood, and some items are 
not easy to get. Siding is in moderate demand. 


New York, Jan. 16.—There is a fairly active 
market for redwood, with plenty of this lumber 
at present to go around. Prices are steady and 
little speculation is going on. Wholesalers’ Or- 
ders are light. 


Boston, Mass., Jan. 17.—Redwood distributers 
find that stocks are light and broken and are 
inclined to think that if buyers delay too long 
they may have to pay a bonus. Lists are firmly 
maintained. 
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NORTH CAROLINA PINE 


New York, Jan. 16.—A rather sluggish market 
for North Carolina pine is the experience of both 
wholesaler and retailer. Difficulty is being 
found in holding prices up. Inquiries are nor- 
mal, with orders below those of the last two 
weeks, 


Buffalo, N. Y., Jan. 18.—North Carolina pine 
trade has shown some increase, and the market 
is steady. Some of the large mills have been 
closed down recently for repairs and inventory 
and have not yet started up production on a 
large scale. 


Boston, Mass., Jan. 17.—Some wholesalers 
show a disposition to make concessions on North 
Carolina pine. Many retail distributers are still 
busy with their inventories and others are dis- 
posed to wait a little longer before buying. 
Prices vary from $59 and even $58 for 4/4 under 
12-inch rough edge, with $60 as a more usual 
quotation, some wholesalers holding firm. 


Baltimore, Md., Jan. 16.—Stocks of North 
Carolina pine on the wharves are large, but 
prices on certain items are higher, due to lim- 
ited quantity available. Some mills report they 
have done more business so far in January than 
during all of December. 


SOUTHERN PINE 


Chicago, Jan. 18.—The market this week has 
been featured by an advance of $2 on timbers 
and No. 3 common, and of $1 on 1x8- and 10- 
inch No. 2 boards. The market remains dull, 
as a whole, but inquiries are coming in very 
satisfactorily, and indicate that a quickening of 
the market is in early prospect. 








Kansas City, Mo., Jan. 17.—Southern pine 
business has been rather slower than expected 
and except for some items the market is weaker 
so far as the smaller mills are concerned. The 
big mills have been holding to their prices be- 
cause their stocks are low, especially on flooring 
and finish items. Despite the fact that demand 
has been backward, sales managers have lost 
none of their optimism and say that they still 
believe a buying boom will start before the end 
of the month. 


St. Louis, Mo., Jan. 16.—While there is a good 
volume of inquiries for southern pine coming in, 
of which a fair number are developing into or- 
ders, most of them are for mixed cars. Buying 
in the large centers is expected to develop 
within the next few weeks. The market is 
rather firm. 


New Orleans, La., Jan. 16.—A marked gain 
in southern pine bookings is reported, orders 
leading production, which also registered con- 
siderable increase. Shipments are in somewhat 
larger volume. An active inquiry is reported, 
and quotations are well maintained. Special bills 
continue a feature of current demand. Railroad 
buying has not improved much, and the export 
call is still rated quiet. 


New York, Jan. 16.—Trade for the last week 
has shown very little life. Prices are holding 
none too steady and a slight drop would not 
come as a surprise. Yards are well stocked and 
eager for business at the prevailing prices. Bad 
weather and the season are blamed for the lack 
of interest. 


Buffalo, N. Y., Jan. 18.—Inquiry for southern 
pine has not started up actively. Bad storms 
have curtailed production and shipment of stock, 
and it is said that a good deal of lumber is now 
being contracted for, which will be removed 
from the market in the near future. 


Boston, Mass., Jan. 17.—Business in southern 
Pine is quiet, buyers ordering only for immediate 
requirements. Longleaf dimension is getting 
More attention. Flooring and partition are still 
quiet. Quotations are: A _ rift, 1x4, $72 to 
$81.50; B rift, $66 to $77.50; C rift, $51.50 to 
$69.50; B&better flat, $54 to $62; part B&better, 
$55 to $63. 


Cincinnati, Ohio, Jan. 17.—There has been a 
stiffening of prices at the southern pine mills. 
Business is dull, and little activity is expected 
until building is again resumed. 


CYPRESS 


New Orleans, La., Jan. 16.—A distinct im- 
provement in the cypress demand is noted, and 
today’s bookings make a good showing. Inquiry 
is brisk, and prices are very firm. Current de- 
mand is largely for mixed cars, with individual 
orders for relatively small lots. 


Buffalo, N. Y., Jan. 18.—The cypress market is 
Marking time with buyers likely to increase 


their purchases in the near future. The mills 
have no large stocks on hand in the better 
grades, and bad weather has curtailed both 
production and shipments. 


Chicago, Jan. 18.—No important change has 
occurred in the cypress market. Some increase 
in the business volume has been noted, but 
hardly enough to create activity. Current trade 
is almost equally divided between the retail 
yards and industrial consumers, and prospects 
for future business is good from both. No price 
changes have been reported, the level estab- 
lished some sixty days ago still prevailing. 


Kansas City, Mo., Jan. 17.—The cypress mar- 
ket is without any feature, the demand being 
almost wholly for mixed cars. Prices are firm. 


New York, Jan. 16.—The cypress situation is 
considered good and prices are holding their own 
and showing no signs of weakening in any par- 
ticular. Upper grades are somewhat scarce. 
Stocks are in good shape. 


Boston, Mass., Jan. 17.—Business is quiet with 


cypress distributers. Stocks are light. Quota- 
tions are: FAS, 4/4, $103 to $108; 5/4, $108 to 
$113; 6/4, $108 to $113; 8/4, $114 to $121; selects, 


4/4, $85 to $91; 5/4, $90 to $96; 6/4, $90 to $96; 
8/4, $102 to $107; shop, 4/4, $55 to $60; 5/4, $65 
to $70; 6/4, $65 to $70; 8/4, $73 to $78. 


Baltimore, Md., Jan. 16.—A quiet tone pre- 
vails in the cypress market. The cypress pro- 
ducers are disinclined to make concessions as a 
means of getting orders, and a disposition ex- 
ists to wait for a revival in trade. 


SHINGLES AND LATH 


Seattle, Wash., Jan. 14.—While 16-inch stock 
is weak, the 18-inch shingle is firm to rising. 
Only small stocks are available. Probably 60 
percent of the American mills are running, and 
with log supply gradually on the increase there 
are signs that 70 to 75 percent of the mills will 
be in operation next week. The mills at Ana- 
cortes, Blaine and Port Angeles are receiving 
logs from British Columbia. Early this week 
about half of the Canadian mills were down, but 
it is expected that a larger number will soon be 
in operation, since a fair supply of Canadian 
cedar is available. 


Minneapolis, Minn., Jan. 16.—Increased offer- 
ings of transit stock have weakened the market 
here somewhat, but most wholesalers are hold- 
ing their stock steady at close to former quota- 
tions. Low priced shingles are not to be found 
in any large quantities. Demand is rather slow 
in this territory yet. 


Kansas City, Mo., Jan. 17.—The shingle mar- 
ket appears to be considerably muddled and 
there is a wide variation in the prices quoted. 
The top price appears to be $2.50 for stars, and 
$3.15 for clears, but sales have been made at 
20 cents under. Some shingle mills have author- 
ized representatives to ‘‘meet competition’ on 
transit cars with the result that ‘“‘hot” cars have 
sold very cheap. There is no real demand for 
shingles right now. Lath demand also is very 
light and prices have shown further weakness. 
Cypress lath have been cut 50 cents. The de- 
mand for siding is fair and prices are well main- 
tained. 


New Orleans, La., Jan. 16.—Demand is re- 
ported little changed, with prices unchanged 
except that No. 1 cypress 4-foot lath have been 
advanced 50 cents. 


New York, Jan. 16.—Retailers are carrying a 
larger stock of shingles and lath than has been 
the case for the last month. Present buying is 
only for filling orders when placed. Caution 
characterizes the attitude of the market. A 
heavy increase in demand is looked for next 
month. Prices are firm in spite of decrease in 
demand. 


Buffalo, N. Y., Jan. 18.—The shingle market 
shows a slight increase in strength. Extra 
clears are higher at $4.94, while stars are un- 
changed at $4.08. Retailers have not bought 
much for some time, and they are looking for 
improved building this spring. 





Boston, Mass., Jan. 17.—Most distributers find 
the present shingle situation unsatisfactory. 
Wholesalers are quoting $5.75 for extras and 
$4.75 for clears, while some of their competitors 
will take 25 cents, 50 cents and even 75 cents 
less for white cedars. Red cedar shingle quota- 
tions are firmer. Lath is quiet and 1%-inch 
scant might be found for $6.75, altho several 
wholesalers Say they are refusing business of- 
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Dibert, Stark & Brown Cypress Co., Ltd.- 


Manufacturers 


We annually produce 40,000,000 feet of 
Louisiana Cypress 
Lumber, Lath 
and Shingles 


Also Tupelo Lumber, and have Complete 
Planing Mill Facilities. 


DONNER, LOUISIANA, 
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fered at less than $7. For 1%-inch the quota- 
tion is firm at $8. Clapboards are quiet with 
light offerings and prices firm. Spruce extras 
bring $120 and clears $115. Furring is about 
steady at $28 to $30 for 3-inch, and $30 to $32 
for 2-inch. Business is seasonably light. 


Columbus, Ohio, Jan. 16.—Lack of demand 
has caused a slight decline in the shingle mar- 
ket. Retailers are buying only for immediate 
needs. Offerings are larger. Shipments are not 
large. Rural stocks are low. Red cedar extra 
clears sell at around $5.05, and stars at $4.10. 
Other varieties are slow. The lath trade is 
quiet and prices show considerable weakness. 


WEST COAST LOGS 


Seattle, Wash., Jan. 14.—Log prices are firm. 
Quotations: 
FIR: No. 1, $24 to $26; No. 2, $17 to $18; 


No. 3, $12. 
CEDAR: Ten percent base, $22. 
HEMLOCK: No. 2, $14; No. 3, $12. 
SPRUCE: No. 1, $26; No. 2, $18; No. 3, $13. 


MAHOGANY 


Boston, Mass., Jan. 17.—There is a comfortable 
volume of mahogany orders now coming thru. 
The present price basis, however, is not en- 
tirely satisfactory. Very good mahogany can 
be bought today for but little more than the 
better American hardwoods. This is not easy 
to understand, since the market does not ap- 
pear to be oversupplied. Concessions continue 
to be granted on substantial orders but quota- 
tions for ordinary business are: FAS, 1-inch, 
$210; 5/4, 6/4 and 8/4, $220; 10/4 and 12/4, $230; 
No. 1 common, J-inch, $150 to $160; 5/4, 6/4 and 
8/4, $160 to $170; 10/4 and 12/4, $170 to $180; No. 2 
common, l-inch, $95 to $100; 5/4, 6/4 and 8/4, 
$105 to $110; 10/4 and 12/4, $115 to $120. Another 
cargo of mahogany logs is due to arrive here 


shortly. 
BOXBOARDS 


San Francisco, Calif., Jan. 14.—There is a good 
demand for California pine box shook. Some 
business has been placed at low figures, but bet- 
ter prices are expected later in the year. Veg- 
etable crates are in fair demand and deciduous 
fruit shippers are buying shook. With very lit- 
tle shook carried over from last year by green 
and dried fruit shippers, the outlook is good. 











BUSINESS CHANGES 


ARKANSAS. Lexa—Mill of Woodin Lumber 
Co. will be moved from this place to a point near 
Old Town where a tract of timber has been 
secured. 

Wynne—Arkansas Hoop & Lumber Co. pur- 
chased by W. Kingsbarry, R. E. Gibbons and 
William Fields. 

CALIFORNIA. oxeter—Bennet Lumber Co. 
succeeded by W. R. Spalding. 

Lakeport—Lakeport Planing Mill succeeded by 
Frank Drake & Co. 

Los Angeles—Fletcher & Frambes succeeded 
by Fletcher, Frambes & Larrick. 

Los Angeles—James Schultz Lumber Co. 
changing name to Havens-Holm Lumber Co. 

DELAWARE. Newport—J. G. Justis Co. sold 
to EK. J. Hollingsworth Co. 

ILLINOIS. Chicago—Dollarhide Lumber Co. 
succeeded by Dollarhide-Gray Lumber Co. 

Geneva—Charles Harbaugh Lumber Co. sold 
yard to W. H. Martin. 

INDIANA, Carthage—H. H. Henley suc- 
ceeded by McFatridge & Julian. 

Shelbyville—J. N. Lynch & Son Co. sold mill 
to Thomas E, Day. 

Thornton—Thornton Lumber Co. succeeded 
by Pinnell-Coombs Lumber Co. 

Union City—Frank E. Rohr succeeded by 
Union City Lumber Co. 

IOWA. Mount Pleasant—M. C. Hall succeeded 
by Hall & Weir. 

Sioux City—Western States Lumber Co. suc- 
ceeded by O’Shea Lumber Co. 

State Center—Rohwedder & Miles succeeded 
by W. A. Miles. 

KANSAS. lIola—Golden Belt Lumber Co, sold 
to Clark Lumber Co. 

Osborne—Brodrick Lumber Co. succeeded by 
Gillette-Brodrick Lumber Co. 

MARYLAND. Maugansville — Samual D. 
Hartraugqt sold to Lewis S. Martin. 

MICHIGAN. Paw Paw—Free & Mutchler 
Lumber Co. succeeded by John Free Lumber & 
Manufacturing Co. 

MINNESOTA. Minneapolis — McCulloch & 
Moss Lumber Co. succeeded by Winnor & 
Wilson. 

MISSISSIPPI. Crenshaw—Crenshaw Lumber 
Co. sold to Barham Lumber Co. 
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Loans 


New York 





For Lumbermen 


An organization with more 
: than 40 years experience 
in handling 


TIMBER PROPERTIES 


James D. Lacey 
Timber Company 


Chicago 
332 S. Michigan Ave. 


Seattle 

















MISSOURI. 


Sweet Springs—Forest Lumber 
Co. sold to Logan-Moore Lumber Co. 

NEW YORK. Watertown—H. F. Tyler, lum- 
ber, coal and wood dealer, sold to E. H. Pfeiffer, 


OHIO. Hicksville—B. A. Smith & Son take 
over yard of Custer Bros. 

PENNSYLVANIA. Harrisburg — Wittenmyer 
Lumber Co. sold retail yard and stock to United 
Ice & Coal Co. W. W. Wittenmyer and Samuel 
Wittenmyer will open wholesale offices and con- 
tinue in the manufacturing and wholesaling of 
lumber with offices in the down town business 
section. 

TENNESSEE. Knoxville—Andes-Nicely Lum- 
ber Co. succeeded by J. W. Andes & Co. 

TEXAS. Sulphur Springs—C. B. Henderson 
Lumber Co. sold to Harris-Bryant Lumber Co. 


WASHINGTON. Blaine—United Cedar Co,; 
controlling interest sold to George W. Miller 
and associates; has been conducted codpera- 
tively. 

WEST VIRGINIA. Wheeling—W. W. McCon- 
nell Box & Barrel Co. changing name to McCon- 
nell Lumber Co. 

WISCONSIN. Antigo—Edgar-Martin Lumber 
Co. sold to Dawley-Northern Yards (Inc.), re- 
cently organized at Wausau, which now controls 
fourteen yards. 

Brown Deer—Armour Grain Co. succeeded by 
Brown Deer Lumber Co., incorporated with 
capital of $75,000. 

Two Rivers—Guse Lumber Co.’s branch yard 
has been redrganized and made a separate corpo- 
ration and will hereafter be known as Two 
Rivers Lumber Co. Lawrence F. Brost, former 
manager of Guse Lumber Co. here has become 
financially interested and was elected vice presi- 
dent and manager. 


NEW VENTURES 


ARKANSAS. Arkadelphia—Nowlin-Carr Co. 
begins business; manufactures staves; mills in 
Arkansas and Louisiana with Arkadelphia as 
headquarters; Gus Carr, manager. 

Hope—-Dupont B. Lyon Co., operating a sash 
and door factory at Sherman, has leased proper- 
ty on Walnut Street and established a branch 
house here for distribution. 

Leachville—Hancock-Carmichael Mill & Lum- 
ber Co. has purchased a site for a new lumber 
yard. 

Pine Bluff—Arkansas Short Leaf Lumber Co. 
adds spoke billet factory to plant; capacity, be- 
tween 50,000 and 75,000 billets a day. 

Upland—Nowlin Bros. recently began retail 
lumber business. 

Upland—Moore Lumber Co., new concern. 


CALIFORNIA. San Pedro—Miller Box Manu- 
facturing Co., recently began; headquarters, 
Los Angeles. 

FLORIDA. Elfers—Lincoln-Smith Lumber Co. 
recently began; will build woodworking mill. 

GEORGIA. Atlanta—Pynetree Manfacturing 
Co., recently began wholesale lumber business. 

ILLINOIS. McLeansboro—A. H. Sloan Lum- 
ber Co., recently began. 

Rockford—H. H. Hillerich recently began; 
wholesale hardwood lumber. 

INDIANA. Ashley—Charles Reed will open 
lumber business in March. 

Shoals—Martin County Hardwood Lumber Co. 
has added new section to plant. 

Upland—Moore Lumber Co., recently began. 


KANSAS. Topeka—Charles S. Ash recently 
began; wholesale. 
LOUISIANA. New Orleans—F. A. Frere & 


Co., recently began; wholesale and Export Lum- 
ber Co. 

MICHIGAN. Grand Rapids—Fassett Lumber 
Co., recently began; wholesale hardwood. 

MINNESOTA. Minneapolis—Lenox Lumber 
Co., recently began; wholesale and commission 
lumber. 

MISSOURI. Kansas City—George C. Vaughan 
& Sons, opening office. 

St. Louis—Newsome-Trump Lumber Co., re- 
cently began; wholesale. 

NEW YORK. Hollis—Hollis Lumber Co., re- 
cently began. 

Richland—A. L. Wright recently began coal 
and lumber business. 

OKLAHOMA. Stilwel—Browning 
Co., new concern. 

OREGON. Gresham—Zwiebel Manufacturing 
Co., recently began; manufactures bobbins. 

Portland—Rose City Hardwood Floor Co. re- 
cently began. 

TEXAS. Amarillo—C. E. Ashford recently be- 
gan; planing mill. ’ 

Austin—Kirkpatrick Lumber Co. will open at 
501 W. 5th St. ' 

Oak Cliff—Clem Lumber Co., in business at 
Dallas, will open branch here. : 

WEST VIRGINIA. Danville—Danville Baking 
& Building Co. installing retail lumber yard, = 
handle all kinds of building materials; will stoc 
up in early spring. 


Lumber 
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WISCONSIN. Black River Falls—Black River 
Lath & Manufacturing Co. recently began; re- 
tail lumber. 


INCORPORATIONS 


ARKANSAS. Little Rock—Clear Lake Lum- 
per Co., incorporated. 

Pine Bluff—Superior Oak Flooring Co. organ- 
jzed with capital of $200,000; reported will build 
large plant at either Helena or Pine Bluff. 

CALIFORNIA. San Francisco—Pioneer Box & 
Lumber Co., incorporated. 


COLORADO. Austin—Weaver Lumber & 
Mercantile Co., incorporated; capital, $25,000. 

Sterling—Western Lumber & Investment Co., 
incorporated; capital, $500,000. 

FLORIDA. St. Petersburg—Brevard Lumber 
Co., incorporated; capital, $25,000. 

ILLINOIS. Chicago—Rindsberger Manufac- 
turing Corporation, incorporated. 

Rock City—lInterstate Land & Lumber Co., in- 
corporated; capital, $10,000. 

Springfield—Humphreys Lumber Co., incorpo- 
rated; capital, $10,000. 


INDIANA. English—Rice-Hub & Rim Co., in- 
creasing capital from $50,000 to $100,000. 


MARYLAND. Baltimore—Tidewater Lumber 
& Veneer Co., incorporated; capital, $1,000,000. 

MICHIGAN. L’Anse—Joseph Knauf Lumber 
Co. sold sawmill and timber lands to Wick, 
o’Connell Lumber Co., which has incorporated 
under name of O’Connell Lumber Co. 


MINNESOTA. Minneapolis—Parker-Bennett- 
Kellogg Co., increasing capital from $100,000 to 
$350,000. 

MISSOURI. Kansas City—Long-Bell Lumber 
Co., increasing capital from $15,000,000 to 
$25,000,000. 

St. Louis—E. B. Hartwell Handle Co., in- 
corporated; capital, $20,000; to manufacture 
handles. 

St. Louis—Perrin Furniture Co., incorporated; 
capital, $6,000; to manufacture furniture. 


NEW JERSEY. Camden—Du Bell Lumber Co., 
incorporated; capital, $125,000. 

Newark—Whittier Lumber & Millwork Co., in- 
corporated; capital, $100,000. 


NORTH CAROLINA. Asheville—Asheville 
Wholesale Lumber & Supply Co., incorporated; 
capital, $25,000. 

Vaughan—Fishel Lumber Co., incorporated; 
capital, $10,000. 

NORTH DAKOTA. Neche—Duprey Lumber 
Co., incorporated. 


OHIO. Cleveland—Eagle Lumber & Fuel Co., 
incorporated; capital, $100,000. 


OKLAHOMA. Blackwell—Osage Lumber Co., 
incorporated; capital, $25,000. 
Tulsa—Dickason-Goodman Lumber Co.,_ in- 
corporated; capital, $250,000. 


TEXAS. Port Arthur—Wells Lumber Co., in- 
corporated; capital, $12,000. 

San Angelo—West Texas Lumber Co., increas- 
ing capital from $50,000 to $150,000. 

Wichita Falls—Citizens Lumber Co., incorpo- 
rated; capital, $30,000. 


WISCONSIN. Merrill—Merrill Handle Co., in- 
creasing capital from $30,000 to $100,000. 


NEW MILLS and EQUIPMENT 


ALABAMA. Mobile—McRae Lumber Co. pur- 
chased timber tract along the Alabama & North- 
western railroad and will erect a mill in the 
vicinity of Dixon’s Mills, it is reported. 


ARKANSAS. Camden—Brown & Moore, of 
this city, have begun erection of a hardwood 
mill near the Prelox Maness farm in Columbia 
County, a few miles from Magnolia. The mill 
will specialize on automobile spokes and timbers, 
to take care of a number of contracts already 
made with several automobile factories. 

De Queen—Dierks Coal & Lumber Co. granted 
franchise for furnishing electric current to the 
town of Lockesburg; current will be supplied by 
the transmission line now being constructed 
between Dierks and De Queen. 

Pine Bluff—Extensive improvements which 
will permit an increase of output 75 percent 
over that of last year are planned by the Pine 
Bluff Lumber Co.; buildings to be enlarged and 
new machinery installed. 

Pine Bluff—Massey-Harris Co. of Canada will 
construct its wood working plant just west of 
Pine Bluff at an early date, it is reported. The 
Arkansas Railroad Commission has ordered the 
construction of a spur track from the main Cot- 
ton Belt line into what is known as the indus- 
trial section of Pine Bluff, where the plant is 
to be built. 

ilmar—B. A. Cannon, of Crossett, is new 
Manager of the Gates Lumber Co.’s plant here. 
He has begun rebuilding the billet plant and re- 
bairing the entire mill; a box factory will be 
added. 

COLORADO. Colorado Springs — Newton 
umber Co to build large mill on site of plant 
damaged by flood; the new plant of the company 
will cover about twenty acres, it is said; rail- 
road tracks will’be laid, roller conveyor system 
Installed, with other equipment; yard will house 
all common lumber under one roof. 

ILLINOIS. MHarrisburg—J. B. Ford Lumber 
0. is erecting lumber yard. 

MISSISSIPPI, Blodgett—C. & R. Lumber Co. 
will enlarge plant. 





Build it of California Redwood 


For mansion or bungalow — for every home- 
building purpose, except interior floors and stair- 
treads — California Redwood recommends itself. 


Redwood is fire-resistant — free from pitch, and 
therefore hard to ignite, slow-burning and easily 
extinguished. 


It is long-lived too — the natural preservative 
which has protected the tree through the centu- 
ries of its growth keeps its lumber free from de- 
cay-producing fungi. 


And, properly seasoned, it will not warp, crack 
or shrink even under extreme changes of tempera- 
ture. 


Redwood is unusually beautiful. Its old-rose 
coloring combined with its smooth even grain 


makes it a most desirable building material. 


Write for free booklets: “California Redwood 
Homes,” “How to Finish Redwood,” “Califor- 
nia Redwood for the Engineer” and “Specialty 


Uses of Redwood.”’ 


REDWOOD SALES COMPANY 


216 PINE STREET 
SAN FRANCISCO 


Exclusive Eastern representatrve of the 


following mills: 
Albion Lumber Company Holmes Eureka Lumber Co. 
Bayside Redwood Co. Little River Redwood Co. 
E. J. Dodge Company s : 
Dolbeer & Carson Lumber Co. Northwestern Redwood Co. 
Hobbs Wall & Company San Vincente Lumber Co. 
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GRAVITY: ROLLER CONVEYOR NS 
CONVEYING LUMBER \. | 





Pulling Down Labor Costs 


In seeking a decisive way to lower labor costs, many 
lumber dealers are turning tt STANDARD GRAV- 
ITY ROLLER CONVEYORS. 


They find that the cost of common labor is cut to the 
minimum and skilled labor is kept busy because they 
don’t have to wait for materials. 


This method is decidedly economical as the power 
costs you nothing and the upkeep is almost negligible. 
STANDARD CONVEYORS are so scientifically 
and sturdily built that tons and tons of weight can 
travel over them without any trouble. 


Write for complete information. 


STANDARD CONVEYOR Co. 


NORTH SAINT PAUL, MINN. 


Offices in Principal Cities. 












































OHIO. Baltic—Baltic Bending Co. will re- 
build plant recently destroyed by fire. 
—eeee Lumber Co. erecting addi- 

on. 

Dayton—Peter Kuntz Lumber Co. will erect 
one-story building; cost $21,000. 

WEST VIRGINIA. Bridgeport—Scott Lumber 
Co. erecting new building. 


WISCONSIN. Merrill—Dells Woodenware Co. 


purchased 640 acres of land near Upson and will 
build a factory there, it is reported. 


CASUALTIES 


INDIANA. Frankfort—National Handle Co., 
loss by fire. 


MARYLAND. Port Deposit—Woodworking 
establishment of Benjamin Auld was destroyed 
by fire on Jan. 9 with a loss of $20,000. 


NORTH CAROLINA. Drum Hill—J. W. Truitt 
& Co.’s mill destroyed by fire; loss about $40,000. 
Company owned by J. W. Truitt of Norfolk, Va.; 
insurance probably covers loss; plant will be 
rebuilt. 

Goldsboro—A. T. Griffin Manufacturing Co., 
Sawmill operator, loss by fire, $5,000; covered by 
insurance. 


OHIO. Cleveland—Euclid Avenue Lumber Co., 


loss by fire, $25,000; garage, office and two auto- 
mobiles destroyed. 


RHODE ISLAND. Slatersville—Lumber yard 
of Amos Lunn damaged by fire; loss $30,000, in- 
cluding stock. 


WASHINGTON. Burton — Miller - Williams 
Lumber Mill damaged by fire on Jan. 7; slab 
pile, trimmer and portion of mill destroyed; 
loss small. 

WISCONSIN. Rhinelander—Rhinelander Box 
& Lumber Co., loss by fire, $50,000; covered by 
insurance, 

REPS S SESE SESE EEE 


HYMENEAL 


VESTEY-COHO. On Saturday evening, Jan. 
14, Miss Helen Elizabeth Coho, daughter of Mr. 
and Mrs. Herbert B. Coho, of Mt. Vernon, N. Y., 
was married in the Church of the Ascension at 
that place, to William Poulson Vestey, of Chi- 
cago. The bride’s paternal grandfather, Frank 
P. Coho, of Lancaster, Pa., was in the receiving 
line at the reception which followed at the home 
of the bride and received many congratulations 
on his wonderful health and vigor. Miss Coho’s 
maternal grandfather was the late Hon. Marriott 
Brosius of Pennsylvania. Her father is the 
active and efficient secretary of the New York 
Lumber Trade Association, and is also secretary 





of Nylta, the young men’s organization of New 
York city lumbermen within the parent associa. 
tion. Mr. Vestey is a son of Mrs. Mary Vestey, 
of Chicago, and a nephew of Sir William ang 
Sir Edwin Vestey, of London, England, who were 
officially represented at the wedding by G. ¢, 
Woodworth, of Chicago, and L. J. Roversi, of 
New York. The bride was attended by her 
cousin, Miss Elizabeth Biddle, as maid of honor, 
her sister, Mrs. Daniel Reinhardsen, as matron 
of honor, and four bridesmaids. The best man 
was Capt. Daniel Reinhardsen, of Mt. Vernon, 
After the reception at the home of the bride’s 
parents the couple left for the South, and wil] 
make their home in Chicago. 


WELLER-WILBUR. The marriage of Misg 
Dorolese Wilbur, daughter of Mr. and Mrs. Ros. 
siter Wilbur, Waukesha, Wis., to Alfred Brad. 
ford Weller, of Milwaukee, Wis., will take place 
on Monday, Feb. 20 at the home of the bride’s 
parents. The wedding will be a quiet affair at. 
tended only by members of the families. Mr, 
Weller and his bride will reside in Akron, Ohio, 


TIMBER LAND SALES 


MoBILe#, ALA., Jan. 16.—The McRae Lumber Co, 
has purchased a large tract of timber land in 
western Alabama lying along and near the Ala- 
bama, ‘Tennessee Northern Railroad, near 
Surgines. The purchasers advise that a sawmill] 
will be erected on this property. 





WHITESBURG, Ky., Jan. 16.—George Hogg, Kel- 
ley Hogg and others of Roxana, Ky., have pur- 
chased a large boundary of hardwood timber lying 
on Line Fork Creek, Letcher County. Mills are 
to ad installed and development will begin this 
spring. 


TROUBLE AND LITIGATION 


CENTRALIA, WASH., Jan. 14.—Charging breach 
of contract the Russell Mill Co. has filed suit in 
the Thurston County superior court against the 
Mutual Lumber Co., of Tenino, for $193,750 dam- 
ages. C. E. Russell, owner of the plaintiff com- 
pany, alleges in his complaint, that he was com- 
pelled to buy timber in the open market on failure 
of the defendant to make delivery of cedar logs 
from a tract of land adjoining the Russell mill in 
Thurston County, and that in consequence, the 
mill property became worthless. Russell further 
claims that on account of the alleged breach of con- 
tract, he has been unable to operate his mill since 
September, 1920, notwithstanding the timber ad- 
joining is sufficient to permit of operation for 
seven years. 


Victoria, B. C., Jan. 14.—Action involving a 
shipment of 7,700,000 feet of railway ties from 
Vancouver to Alexandria, Egypt, in April, 1920, 
has been brought by C. Gardner’ Johnson against 
the Canadian Government Merchant Marine in the 
supreme court. Mr. Johnson claims $4,367 as 
commission for arranging the tonnage. It is 
pointed out that instead of paying the commission 
the shipping company made a new arrangement 
with the Canada Overseas Trading Co. 





New OrwEANS, LA., Jan. 17.—Trial of the suit 
brought by W. H. Ward of the Algiers Saw & Plan- 
ing Mill, against the New Orleans Levee Board 
was begun in the civil district court last Friday. 
Mr. Ward’s enterprise was for many years located 
on the river front in Algiers. The board sought 
the land for levee purposes and upon failing to 
reach an amicable agreement regarding its value, 
nevertheless used the land, it is alleged. Mr. Ward 
sues for $473,786. tracing his claim of title back to 
the original purchase of the tract from the Span- 
ish colonial governor O’Reily. 


MERRILL, WIS., Jan. 16.—The Wisconsin su- 
preme court has affirmed judgment given Robert 
FE. Anderson against the Chicago, Milwaukee & 
St. Paul Railroad Co. for $3,000, based on the 
contention of the road’s failure to furnish cars to 
move his logs when wanted and causing him loss 
by delaying operations. The suit was appealed 
from Ontonagon County. In another case the 
court handed down a decision to the effect that 
log rollways are but temporary structures and the 
logger is not responsible for their safety while 
breaking them up in the course of sending the logs 
to the mill, reversing a $6,400 judgment given to 
Benjamin F. Douglas in the Ontonagon circuit 
court against Gualek A. Bergland. 


Tacoma, WaSsH., Jan. 16.—The Lindstrom-Hand- 
forth Lumber Co. has filed suit against the May- 
town Lumber Co. to recover $4,439, the alleged 
share of the defendant’s losses in the Northwest 
Lumber Agency. This agency was organized by 4 
number of lumber mills, all of which are now in- 
solvent with the exception of the Lindstrom- 
Handforth and Maytown companies, The com- 
plaint alleges that the Maytown Company has not 
paid its full share of the $37,000 loss sustained by 
the agency. 





CHARLESTON, S. C., Jan. ‘16.—A_ timber case 
which has been in the courts since 1918 has been 
decided by Judge H. A. M. Smith in favor of the 
defendants. The suit was brought by Minnie M. 
Galluchat, as administratrix of the estate of Miner 
C. Galluchat, against the trustees of the estate 0 
Charles H. Hackley, deceased, and asked damages 
in excess of $2,000,000. The claim was based od 
an alleged option given to M. C. Galluchat for 
purchase of timber on the tracts of land describ 
in the agreement. The land was that known 48 
the Hackley & Hume land in Georgetown — 
Williamsburg counties. and the White & Frian 
lands in Berkeley County. 
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OBITUARY 


THOMAS P. EGAN, president of the J. A. Fay 
& Egan Co., manufacturer of woodworking ma- 
chinery, Cincinnati, Ohio, died on Jan. 10 at the 
Good Samaritan Hospital in that city, following 
an illness of several months. Mr. Egan was 74 
years old and was widely known, his machines 
being marketed in all parts of the world. The 
firm with which he had been for many years con- 
nected was the _ out- 
growth of one of the 
oldest, if not the oldest, 
concerns of its kind in 
the United States, hav- 
ing been started early in 
the century by Jerub A. 
Fay at Keene, N. ee 
who opened a shop in 
Cincinnati in 1830. Mr. 
Egan became connected 














THE LATE 
THOMAS P. EGAN 





with that business about 
1893, and it was largely 
due to his activities 
that the company be- 
came internationally 
known. In 1900 the com- 
pany’s machinery ex- 
hibit at the Paris Expo- 
sition won the grand 
prize from competitors 
in all parts of the world 
and Mr. Egan resided in 
Paris during the instal- 
lation of the exhibit and thru the exposition. 

Mr. Egan was born in Ireland, coming to 
America with his parents when an infant. The 
family settled at Hamilton, Ont., and Mr. Egan 
grew to manhood there. He went to Detroit 
and then to Cincinnati, where he entered the 
machinery business with Steptoe, McFarlan & 
Co., woodworking machinery manufacturers. He 
remained with that firm twelve years, gaining a 
thoro knowledge of the business, and in 1874 
opened business for himself on a small scale. In 
1881 this business was incorporated as the Egan 
Co., with a capital of $150,000. In 1893 the com- 
pany consolidated with J. A. Fay & Co., suc- 
cessor of the early business of Jerub A. Fay, 
under the name of J. A. Fay & Egan Co., with 
Mr. Egan as president. 

Mr. Egan was the organizer and first president 
of the National Association of Manufacturers, 
which became an influential factor in American 
industrial development. He was also affiliated 
oe numerous other business and social organi- 
zations. 


BREWER W. KEY, president of the Gulf 
Lumber Co., Galveston, Tex., died at St. Mary’s 
Infirmary in that city on Jan. 5 after a short 
illness. Mr. Key was 61 years old and had been 
in good health and active in business until about 
a week prior to his death. Mr. Key was born in 
Montgomery, Ala. He first entered the lumber 
business in Oklahoma, moving to Galveston 
about twenty-five years ago. Very successful 
as a business man, he was known and loved in 
Galveston as a philanthropist, the list of his 
benefactions being a long and generous one. Mr. 
Key’s wife died in September, 1920, and as a 
memorial to her he had built the Julia Key 
Memorial Young Women’s Christian Association 
Home, which was completed and dedicated the 
week before his death. His love for children 
was one of the predominating characteristics of 
Brewer W. Key, and in his death he carried out 
the program of benevolence which had marked 
his life, leaving the greater part of his estate 
for the purchase and upkeep of playgrounds for 
both white and black children. 


W. L. PETERS, well known in lumber circles 
in Wisconsin, and a resident of Oshkosh for 
over half a century, died suddenly on Jan. 7, at 
his home in that city. He was not in good health 
for several years, but was not considered in a 
serious condition. Mr. Peters was a native of 
Germany but came to this country when only 
three years old. His family settled at Royalton. 
He was 73 years of age and is survived by a 
widow and one son. Mr. Peters retired from 
active business life about three years ago, after 
having been connected with the Gould Manu- 
facturing Co., for over forty years, being in 
charge of the sawmill for many years, and later 
buyer and yard superintendent. 











SAMUEL GOODHUE KNOX, a pioneer Duluth 
lumberman, died at his home in that city on 
Jan. 15, aged 89. He was born in Concord, N. H., 
and with his brother William went to Wisconsin 
in 1852, to enter the lumber trade. He operated 
a mill at Stevens Point and later at Wausau, 
Wis. He afterwards became interested in lum- 
bering in northern Minnesota and built a large 
Sawmill at Winton which he operated up till 
about 1892 when he moved to Duluth. He had 
retired from business some years ago. 


G. WALLACE EMBRY, head of the Embry 
-0x Company and Embry Lumber Co., of Louis- 
ville, Ky., died on the morning of Jan. 17 at the 
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Saw mill “‘ B,’”’ output per day of eight 
hours, 275,000 feet 


Ample stocks 
of 


properly seasoned Redwood 


ALIFORNIA Redwood, properly seasoned, “stays put’’— 
is practically free from shrinking or swelling. To insure 
thorough seasoning, our immense Crane air-drying lines, with a 
capacity of 15,500,000 feet, are augmented by special “‘Leaver 
process’’ kilns with curing capacity of a million and a half feet 
a week, so that we can usually supply properly seasoned Red- 


wood in any quantities required. 
The saw mills, planing mills 
and re-manufacturing shops 
alone cover over 5 acres—can 
handle 3,000,000 feet of lumber 
a week, a large part milled 
products, siding and shingles, 
windowframes, porchcolumns, 
balusters, etc., casket and bur- 
ial box stock in semi-manufac- 
tured form, dimension stock for 
cigar and candy boxes, battery 
separators, moulding strips, 
staves for tanks, pipes, silos, 
and boards of desired widths 
for incubators, ice cream cabi- 
nets, clothing chests, and other 
uses, wedged and glued by lots. 


THE PACIFIC LUMBER CO. of Illinois 
2067 McCormick Bldg. 
Chicago New York City 
THE PACIFIC LUMBER CO. 
311 California St., San Francisco 
Central Bldg., 6th & Main, Los Angeles 


Export Company 


process. 


A. F, THANE & CO., 40 Rector St., New York City 


$11 California St., San Francisco 





the Linderman wood-weaving 


Redwood Stocks and 
Deliveries 

Sawed and seasoned Redwood 
lumber—all standard grades 
and sizes—and a large variety of 
milled products, are constantly 
carried in stock at the mills at 
Scotia. Usually this stock ap- 
proximates 75,000,000 feet. 


At our warehouse and quick shipment 
depot in Chicagoa large stock of Red- 
wood lumber and milled stock is main- 
tained for the accommodation of Middle 
Western and Eastern users. Prompt 
shipments can be made from Chicago, 
either in carload or less than carload 


841 No. 40 Rector St. Bldg. 


~ by Che Pacific Lumber Co. 





The Pacific Lumber 
Company’s Redwood 
Lumber Mills, Scotia, 
Humboldt County, 
California. 

The largest and most 
completely equipped 
Redwood manufactur- 
ing plant in the world. 





Saw mill “‘A,”’ output per day of eight hours, 
225,000 feet 

















age of 65, after an illness of several months. 
Mr. Embry had been unable to attend business 
since September. He was a native of Madison 
County, Kentucky, and is survived by a son, 
Wallace T. Embry, a daughter, Mrs. J. E. Riddle, 
and several nephews, including Harry W. and 
Norris Embry, who are active in the affairs of 
the lumber and box business. 


E. A. McCOY, of Wilson, N. C., lumber dealer, 
operating in Savannah, Ga., was fatally injured 
when struck by a motor truck on Friday morn- 
ing, Jan. 13. He died before he could be taken 
to a hospital. 





WILLIAM J. HALL, retired lumberman of 
the Beaver Creek country north of Whitesburg, 
Ky., died at his old home on Friday, Jan. 13, 
after a long illness. He was 79 years old and 
leaves a widow and several sons. One son, 
George Hall, was associated with him in the 
pa business and succeeded him when he re- 

re 





W. A. BARNES, inspector for the Baltimore 
Lumber Exchange, died at his home in Baltimore 


on Jan. 9 after an illness of about two weeks 
following a stroke of apoplexy. Mr. Barnes was 
stricken while at work on a lumber pile. He 
was 64 years old and had been with the Ex- 
change about 35 years. Prior to that he had 
been employed by T. J. Shryock & Co. Three 
sons and a daughter survive. 


Expects Australia’s Return Into Market 


Victoria, B. C., Jan. 14.—Australia and New 
Zealand, which have been buying very little lum- 
ber during the last nine months, will soon be back 
in the market, according to W. J. Van Dusen, 
formerly of the British Columbia Forest Service 
and now with the H. R. MacMillan Export Co., of 
Vancouver, who has recently returned from a four 
months’ tour of the Orient and Antipodes. Mr 
Van Dusen believes that China will commence 
buying in large quantity as soon as the political 
situation becomes more settled. He does not ex 
pect that Japan will require quite as much as in 
the immediate past, altho he points out that much 
depends on the future trend of world politics. 
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Advertisements will be inserted in this de- 
Partment at the following rates; 


25 cents a line for one week, 

45 cents a line for two consecutive weeks. 

60 cents a line for three consecutive weeks. 

75 cents a line for four consecutive weeks. 

Bight words of ordinary length make one 
ine. Count in signature. 

Heading counts as two lines. 

No Glepisy except the heading can be ad- 
m: le 


Remittances to accompany the order. No 
extra charge for copies of paper containing 
advertisement. Copy must be in this office not 
later than Wednesday morning in order to 
secure insertion in regular department. All 
advertisements received iater will be placed. 
‘under heading Too Late to Classify. 





FOR SALE—LATH. 
Let us quote you on No. 1 and No. 2 Dry or Green Pine, 
Hemlock and Balsam Lath in car lots. 
E. F. POTTER LUMBER CO., Stephenson, Mich. 





NOTICE 


When answering advertisements where key numbers are 
used, be sure to put on the right key and address. 
For example, 
Address ‘‘B. 223,’’ care American Lumberman. 
431 South Dearborn St., Chicago, Il. 


EVERYBODY WANTS SOMETHING 


You want to buy 
or 
You want to sell. 


Want a job, employees; want anything? 

If you advertise you can get what you want or sell 
what you don’t want. 

Nearly everybody reads the classified ads. Your ad- 
vertisement in the Wanted and For Sale Department of 
the American Lumberman would be the messenger which 
would act for and bring you in touch with the Lumber 
World and allied industries. 

It would be read by the very people you want to reach. 

Get quick returns. 

Send your advertisement to 


AMBERICAN LUMBERMAN, 
481 S. Dearborn St., Chicago, Il. 








WANTED 
Yellow pine office sales manager. Prefer one who 
has traveled, or who has had experience either as 
assistant sales manager in selling yellow pine, Mis- 
sissippi River East, particularly East of Chicago, to 
handle output two large, modern, long leaf mills. Must 
be reasonably practical; understanding grades, values 
and be capable making intelligent presentation through 
correspondence. Write giving references, detail, age, 
and if you have late photograph send it; salary; full 
particulars, 
Address “M. 102,’’ care American Lumberman. 


WANTED—AN ALL AROUND SO. HARDWOOD 
Lumberman. Must know manufacture, inspection and 
selling. Must be able to sell the output of fifty thousand 
capacity mill. Office at mill. If you wish to be con- 
sidered for this position, wire and mail references and 
full information same day. 

GATES LUMBER COMPANY, Wilmar, Arkansas. 


WANTED—YOUNG MAN 
Salesman and general office work retail Lumber, Build- 
ing Material and Coal. Must be energetic and of pleas- 
ing personality. Location Montana. nswer in own 
writing stating age, experience, married or single, re- 
ligion, references of former employers and salary. 
Address “P, 100,’’ care American Lumberman. 


WANTED—BY LARGE RETAIL YARD 
In Central Mlinois city, competent tallyman who can 
load out lumber and millwork orders correctly. No other 
need apply. Steady employment. State experience, ref- 
erences and salary wanted in first letter. 
Address “*M, 141,’’ care American Lumberman. 


A FIRST CLASS LOGGING 
Superintendent for Northern Michigan operation. A man 
of keen executive ability and who can assume entire 
charge of logging railroad and the annual production of 
twenty-five to thirty million of logs in continuous opera- 

Address ‘‘M. 129,’’ care American Lumberman. 


WANTED—MANAGER 
For small retail yard in Southern Indiana. 
hustler and know the business. 
salary wanted, 
Address “*M. 104,*° care American Lumberman. 


WESTERN REPRESENTATIVE 
Capable young man who knows lumber and has a wide 
acquaintance with Inland Empire lumber manufacturers, 
desires connection with some reliable eastern concern. 
ddress “Pp, 118,’’ care American Lumberman. 


WANTED—ENERGETIC MAN 
Who has had some experience in selling Northern Lum- 
ber. Give references and salary expected. 
Address “Pp, 101,’’ care American Lumberman. 
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Must be a 
State age and also 











= LT 
Be ey 


WANTED—DRAFTSMAN 
Familiar with sawmill and woodworking machinery who 
has had experience in making mill and factory instal- 
lation plans and specifications. Permanent position and 
good opening for right man at plant in Middle West. 
In replying, give age, experience and references. State 
whether married, salary desired to start and send 
sample of work if possible. 
Address “P. 104,’’ care American Lumberman. 


WANTED—HIGH CLASS SUPERINTENDENT 
For millwork plant. Must have thorough knowledge of 
details and construction and be capable of handling men 
and increasing production. We operate a large plant 
and require a big man to handle the job. 

Address BOX NO. 58, Little Rock, Arkansas. 


SALESMAN AND OFFICE MAN 
Capable of handling city retail lumber and building 
material trade. Major task would be soliciting, esti- 
mating and selling. State experience, age, salary ex- 
pected and references. Indiana city 100 miles from 
Chicago. 
Address “TL. 130,’’ care American Lumberman. 


WANTED—BY HARDWOOD WHOLESALER 
With yard competent lady stenographer familiar with 
lumber business, good at figures, good position for right 
party. Address ‘‘M. 101,’’ care American Lumberman. 


FOREMAN TO TAKE CHARGE 
Of sash and door factory; able to lay out work for 
machines. S. JACOBS & SONS, 1365 Flushing Ave., 
Brooklyn, N. Y. 


WANTED—FOREMAN. 
For small box and crate factory; some interior finish 
and hardwood flooring. Lumber yard in connection. 
State age, experience, reference and salary expected. 
Address J. E. GREGG, Cambridge, Ohio. 


NOW IS THE TIME 


To advertise. We can help you sell Machinery, Engines 
and Boilers, Rails, Locomotives, Cars, Timber and Tim- 
berlands, Lumber, Shingles and Lath, Lumber Yards, 
Planing Mills, Factories, Woodworking Plants, Logging 
Equipment, Camp Supplies, Automobile Trucks, Horses 
and Mules, Wagons and Carts, Sawmills, Cutover Tim- 
berlands, Farms, Electric Equipment, Sash, Doors, Boxes, 
Crates, Hose, Pipes, Chains, Belting, etc. 

AMERICAN LUMBERMAN, 

431 S. Dearborn St., Chicago, Ill. 
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WANTED—SASH AND DOOR SALESMAN 
For part of Pennsylvania and North New Jersey; also 


one for North Carolina and South Carolina. Must be 
experienced. State in your letter past experience and 
salary expected. 
RADFORD-WRIGHT-SANDERS COMPANY, 
Baltimore, Md. 


WANTED—AN EXPERIENCED 
Lumber salesman for Indiana, to sell hardwoods and 
yellow pine for a large manufacturer on a salary and 
commission basis. Good opportunity for live wire. Give 
name of former employers in first letter and state salary 
expected and how soon could report for duty. 
Address “M. 114,’’ care American Lumberman. 


WANTED—A COMMISSION SALESMAN 
To handle Yellow Pine and Hardwood lumber for reliable 
manufacturer and wholesaler. Service that will mean 
repeat orders is our aim. 
Address “Pp, 134,’’ care American Lumberman. 


WANTED—SALESMAN BY WHOLESALER. 
Prefer one with experience in handling Yellow Pine 
and West Coast stock. In reply give full particulars 
as to past and present connection. Also reference. 

Address “M. 156,’’ care American Lumberman. 


WANTED--SASH AND DOOR SALESMAN 
For east central Kentucky and Tennessee; one acquainted 
with territory preferred. In writing give details, expe- 
rience, age, salary etc. 

Address ‘*M. 127,’’ care American Lumberman. 


WANTED—EXPERIENCED SALESMAN. 
Salesman wanted to handle Box Shooks and Crating 
cut to lengths, on commission in Michigan, Ohio and 
Illinois. BARKMAN LUMBER CO., East Tawas, Mich. 


WANTED—EXPERIENCED SALESMAN 
For old, established Wholesale and Retail Lumber, Mill- 
work and Building Supplies Business in Eastern Penn- 
sylvania City of fifty thousand. Give age, references, 
salary expected, Lodge and Church connections. 
Address “K. 103,’’ care American Lumberman. 















































A VERY CAPABLE OFFICE MAN 
Experienced in accounting, auditing, income tax mat- 
ters, manufacturing experience at saw mills, sash, door 


and millwork factories, the latter in connection with 
large lumber yards, would like to change positions 
account present location too far removed from adequate 
schools for children. For some busy executive who 
would employ a ‘‘lieutenant’’ for results—provided you 
have an accessible accredited high school—here’s an 
opportunity. References furnished. For full details 
concerning myself, please address ‘‘P. 125,’’ care Ameri- 
can Lumberman, Chicago. 


EXPERIENCED HARDWOOD MAN 

Want to connect with good wholesale and manufactur. 
ing concern, as salesmanager. I am familiar with the 
consuming trade in Indiana, Ohio, Michigan, Pennsyl- 
vania, New York; also familiar with the source of supply, 
Have had 20 years’ experience in both buying and selling 
hardwoods. Energetic, and have the ability to bring 
results—will base salary on this or profit sharing. Can 
give the best of reference. 

Address ““M, 142,’’ care American Lumberman, 


WANTED—BY YELLOW PINE SALESMAN 
Position representing manufacturer of Yellow Pine on 
salary and commission basis. Prefer Michigan and 
Northern Indiana territory, account acquaintance with 
lumber trade covering a period of several years. Have 
also worked Missouri trade with St. Louis as headquar. 
ters. Any location satisfactory. Could start February 1, 

Address ‘““M. 130,’’ care American Lumberman, 


POSITION WANTED BY MILL MAN 
And retail lumber yard manager with twenty years’ 
experience, thoroughly familiar with blue prints, list- 
ing material from plans and estimating, practical mill 
man and know the retail mill and lumber business from 
every point, employed with the largest mill and yard 
in this city. 
Address “Pp, 122,” care American Lumberman. 


WANTED—POSITION AS MANAGER OR 
Assistant Manager of tropical or foreign sawmill or 
logging operation. Thirteen years’ experience lumber 
manufacturing business. Five years’ in office and eight 
years outside. Tropical experience in gold coast colony, 
west Africa. 

Address “Pp, 109,’’ care American Lumberman. 


WANTED—TO MAKE CONNECTION 
With two or three first class wholesalers of southern 
pine to represent them as buyer on a strictly commis- 
sion basis. Am thoroughly experienced and can furnish 
satisfactory references. 
Address “Pp, 116,’’ care American Lumberman. 


WANTED—BY THOROLY EXPERIENCED BUYER 
Buying account for good Eastern Wholesaler. I have 
had years of experience in the manufacturing and whole- 
saling of Inland Empire Products. Best of references 
furnished. 

Address “Pp, 124,’’ care American Lumberman. 


EXPERIENCED, SUCCESSFUL SALESMAN 
Desires connection with reliable, high-grade mill or 
wholesaler. Have sold Southern and Western lumber. 
Established trade northeast Iowa. LEither salary or 
salary and commission. Own auto. 

Address “J. M. J.,’’ care American Lumberman. 


THINK WHAT IT MEANS 
Many thousands of people each week read the classified 
advertisements looking for employment, employees, lum- 
ber. shingles, timber and timber lands, business oppor- 
tunities, machinery, locomotives, cars, rails, ete. Al- 
ways looking for something—your advertisement in the 
wanted and for sale department would be seen by the 
very people you want to reach. Advertise now. 

AMERICAN LUMBERMAN, 

431 S. Dearborn St., Chicago, Il. 


MANAGER OR AUDITOR 
Perfect lumberman with long experience, 45 years old, 
able to fill any position, wishes permanent connection. 
Northern states preferred. 
Address “Pp, 123,’’ care American Lumberman. 


YELLOW PINE SALESMAN 
Central or Northern Illinois territory, Salary or com- 
mission and expenses. 
Address “Pp, 120,”’ care American Lumberman. 


WANTED—POSITION AS CROSS TIE BUYER 
Or inspector. Best references furnished from former 
employer. J. SNYDER, Jesup, Ga. 


CIRCULAR SAW FILER AND HAMMERER 
Wants situation. Can put saws up to cut any kind of 
frozen hardwood. Can go anywhere but prefer the south. 

ddress “Pp, 117,’’ care American Lumberman. 


BAND SAWYER WANTS POSITION 
Right Hand Rig. Hill Nigger. Thoroughly understands 
cutting shop lumber. 
Address “Pp, 106,’’ care American Lumberman. 












































AGENTS WANTED 
To handle the well known Bartley Direct Connected and 
Belt Driven Portable Saw Mills in all sizes. 
RICHARDSON SCALE COMPANY, 
Manufacturers, Passaic, N. J. 


WANTED—LUMBER SALESMAN 
Familiar with factory trade in Buffalo and vicinity. 
Give full particulars regarding your experience and 
ability. Permanent position with large firm for right 
man. Address ‘‘M. 105,’’ care American Lumberman. 


WANTED 
Millwork salesman for Nebraska-Wyoming territory, 
capable of estimating from plans. 

P. O. BOX 573, Omaha, Neb. 


WANTED—BY AN A-1 WHOLESALE CONCERN 
Competent salesman to sell to the retail trade in Ohio; 
either salary or commission. 

dress “G. 146,’’ care American Lumberman. 


WANTED—EXPERIENCED 
Lumber salesman to represent a Western wholesaler on 
salary and commission basis in Iowa and Nebraska. 
Address ‘‘WESTERNER,”’’ care American Lumberman. 


SALESMEN WANTED TO SELL 
Western Cedar Posts and Poles on commission. 
CHURCHILL CEDAR CO., Spokane, Wash. 




















WANTED—BY EXPERIENCED LUMBERMAN 
Position as manager or bookkeeper in retail yard; am 
44 years old, have had 25 years’ experience. 

Address BOX 213, Boulder, Colo. 
FIRST CLASS BAND FILER 
Wants position where there are good schools. 
want small job. 11 years’ experience. 
Address “Pp, 108,’’ care American Lumberman. 
. SITUATION WANTED 

Management of good yard in town under 10,000, by 
university technical graduate, age 29. Can take complete 
charge. Salary, $200 per month. 

Address “M. 134,’’ care American Lumberman. 
WANTED—POSITION AS BAND OR 
Circular Filer, single or double mill. Will go anywhere. 
Reference Furnished. LOCK BOX 272, Evansville, Ind, 


DO YOU WANT EMPLOYMENT? 
An advertisement in the wanted employment columns of 
the AMERICAN LUMBERMAN will make your wants 
known and help you to secure a situation. We reach 
the people—advertise now. 
AMERICAN LUMBERMAN, 
481 S. Dearborn St., Chicago, Ill. 
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